





“"* Service” 


Beaver No. 3 Ratchet Threader is a deluxe tool with 
fully-enclosed ratchet teeth that cannot get gummed-up or 
mutilated—thus eliminating the danger of serious accidents 
caused by ratchet slippage. 


Die segments square in shape — no weak sections — are 
easily removable for sharpening and can be inverted for 
close threading. Ample openings between segments for 
oiling and chip clearance. 

Diehead carrier free — enclosed metal tool-box available 
extra. 

Beaver No. 3 threads Pipe, % to 1”; Bolts, % to 1”; 
Conduit, 42 to 1"; Brass Tubing, %-20; % or %-27 Thread. 
Also specials. 


Write for new 1952 Catalog and Data Book—complete 
with “Operating Guide” that tells how to locate and correct 


pipe machine and tool troubles. Address: Beaver Pipe 
Tools, Inc., 216-300 Dana Avenue, Warren, Ohio, U. S. A. 


—*> 


Clog-free openings for 
rapid chip clearance and easy 
oiling. 














Square-shaped die seg- 
ments have no weak offsets. 
Easily removable for resharp- 
ening. Can be inverted for 
close threading. 
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Handy carrier free with 
orders for tools with three or 
more dieheads. 











Enclosed ratchet mech- 
anism protects teeth and elim- 
inates slippage — and acci- 
dents! 
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Patented chip-free Die- 
head for threading bolts and 
rods up to | inch. 
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KING SIZE drill stock 
by St. Louis distributor 
illustrates belief that 
there’s profit in non-stand 
ard items. Read about it 
on page $4 


CURIOSITY about the 
potential market for wire 
rope slings paid off for this 
Cleveland salesman. Page 
0 tells how 


HERE’S TO SALES—A 
Baltimore salesman tours 
the Calvert Distillery and 
sees sales opportunities 
for power transmission, 
materials handling and 
maintenance and repair 
Page 96 gives the whole 
story 


OTHER FEATURES 


Defense Plan Program... . ot ae 
Talk of the Trade wine 7 


Editorial Price Index 


Washington Bulletin 


Supply Sales Trends 


LOSS SALES can _ be 
changed into profitable 
ones. For three good ways 
to overcome a red-figure 
operation turn to page 88 
and see what an Indian- 


apolis firm did. 


SELLING is his business 
—A young salesman for an 
Illinois firm has one aim 
—be a successful salesman. 
You'll see how he goes 
about achieving his goal 
(page 94) 


“TOUGH NUTS” can be 
made easier for your sales- 
men to “crack”, a Bir 
mingham sales manager 
has found. Read his sug- 
gestions on page 100. 


IN THIS ISSUE 


Outlook for Business 


On the Market Today 





Education and Public Relations 


Your ROLE in America’s industrial economy is no secret to 
you but how about those in your community who are not 
issociated with the industry? Do they know what you do 
ind how you do it? Chances are, many do not. Correct 
ing the condition is not something that is accomplished 
overnight. In fact, the real solution lies in education 
And that’s what many distributors in different parts of 
the country are doing—educating responsible people as 
to the importance of the distributor. It’s all part of a 
Chamber of Commerce Business-Education program. If 


such a program hasn’t been staged in «your community 
yet, you'll want to learn all the details and you'll find 
them in an article in the August issue. The article .tells 
how the program was conducted in three differenticities. 
If such a program has been held in youg,city, you'll want 
to read about how the other fellows did it. 

Of course there'll be other articles—articles all “de- 
signed to help you do your job better. Look for, the 
August issue; it’ll be must reading, fortyou whether you 
are at home or on vacation. 
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ppomne the BETTER 
eS ) fastening method. 
0 we” 


FLAT 


HK SOCKET SCREWS ARE: 4 HEAD 
© Held to Class 5 Thread Fit . . . Individu- 


ally hand inepected. ‘. Socket Cap Screw 
@ GUARANTEED TO GIVE 
UNFAILING PERFORMANCE. 


HK SOCKET SCREWS ARE: 


® Made of special analysis alloy steel by . 
Holo-Krome patented process 
treated to develop the utmost in shecieal 
properties. 


* Quite controlled in Holo-Krome’s own 2) yes 
ysical and Chemical laboratories. WEIGHT GO MATERIAL 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 
Interested? Write for details! 


may a ga 


SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. U.S.A. 
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Complete, Easy-to-Use 
Selection Data Featured 
in New Roller Chain Book 


Link-Belt Dis- 

tributors are 

busily engaged 

in the distribu- 

tion of the new 

148-page Roller 

Chain Book, just 
oft the press. 

This complete, 

easy-to-use book offers the MODERN 

ANSWER to problems involving the 

application of roller chain tor 
transmission and conveyor jobs 


power 


For Lower Costs, 
Longer Service Specify 
L-B Babbitted Bearings 


Link-Belt Babbitted Bearings enjoy a 
reputation for superior performance and 
longer, Babbitt 
j -a com 
pletely balanced formula. Developed 
over many years of Link-Belt experience 
it has proven best for general applica- 
tions. 


nore ehicient service 


used is of outstanding quality 


bd 


TOPS IN APPEARANCE as well as 
performance—Series 2-1600 ring-oil 


ing babbitted bearing pillow block 


Link-Belt bearing blocks are so de 
signed that correct alignment and efh- 
cient lubrication are assured. These two 
factors are necessary to provide long life 
The blocks are grease-lubricated or self- 
oiling, using grease cups or pressure- 
lubricated fittings. Lubricant is distrib- 
uted over the entire bearing area. 

Correct, positive alignment is facili- 











Link-Belt Gearmotor is Compact, 
Efficient Speed Reduction Drive 


On speed reducer applications where 
space limitations are involved, a Link- 
Belt Gearmotor can usually fill the bill. } 
This compact, efticient 
“package drive” (with an 
integrally mounted electric 
motor ), can be mounted in 
horizontal, vertical or in- 
clined positions — on the floor, wall, or 
ceiling — making it possible to arrange 
driving equipment for greatest possible 
convenience and savings in space 

With precision-manufactured 
enclosed gear drives, a further advantage 
is gained through excellently-balanced | 
distribution of gear and overhung loads 
without danger of deflection. 


* Sales 
Meeting 
in Print 


these 


The helical gears are ‘precision cut 
from heat-treated alloy steel. They are 
rigidly mounted for quiet, dependable, 
efficient operation. 

Two types of gearmotors are available, 
providing either double or triple gear 
reduction. They are offered in a wide 
range of output speeds and horsepower 
ratings as shown in the chart below. Book 
No. 2247 gives complete data. 


GEARMOTOR DRIVE 


Triple-reduction Link-Belt Gearmotor 
drives a dryer through Link-Belt Roller 
Chain 


Link-Belt manufactures a full line of 
enclosed gear drives. For other types of 
applications, there's a choice from a wide 
range of sizes in Motogears or separate 
helical gear drives, as well as worm or 
herringbone gear drives. Motogears are 
mounted on a baseplate and utilize a 
flexible shaft coupling between helical 
gear drive and motor. 


CAPACITIES 





r 


TYPE ’ 


Reduction ratio 


hp range 1 to 75 





45 to 280 





\. Output shaft rpm 


6.2:1 to 38.4:1 


47.1:1 to 292:1 


1 to 40 








6 to 37 





tated by elongated mounting holes for 
free movement of bolts. 


Several types of bearing blocks are 
available. Pillow blocks have solid, split 


| or angle type split housings and can be 


used for light, medium or heavy duty 
service. Flanged blocks are also available 
and are used for moderate speeds and 


| loads. Blocks can also be furnished with 


bronze bearings. 
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LINK-BELT COMPANY 


Philadelphia 
Houston - Minne- 
Los Angeles 
Offices in Principal Cities 


Plants in: \ndianapolis - 
Chicago - Atlanta - 
apolis 


Seattle 


San Francisco 

















“Threadwell 


Tools do 
many jobs 


THREADWELL TAP & DIE CO. GreeNFieivo. MASS 
% 
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The Cover 


Here's our two-part recipe for profit- 
able summer reading: (1) Take 
some travel folders to get you 
squared away for that looked-for- 
ward to vacation and (2) Add a 
large share of attention to the sales 
ideas presented in this issue. The 
result will be a pleasant and worth- 
while summer. 





Publisher 
A. M. Morris 
Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
Associate Editor D. A. C. McGill 
Assistant Editor 
Assistant Editor 
Assistant Editor 


Leugel Foss 
Robert M. Slater 
J. Van Ness Philip 
Assistant Editor C. H. Holdsworth 
Washington Bureau G. B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: FE. N. Grantvedi, Chi- 
eago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; J. H. Allen, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 
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MORE EFFICIENT MILLING 


OF SMALL PRECISION PARTS 





<(e= 
TIMKEN BEARING 


MILLING MACHINE 


Tie In Your Selling 
With This Special 


Summer Promotion 





Direct mailings to selected lists ... and a 
in many of the industrial publications reac 
ing production men and purchasing agen’ 
. +. are working for you now to prepare th 
way for Atlas milling machine sales 
July and August. 


Make the most of this special promotio: 
Cash in by instructing your men to point o 
Atlas economies to every plant in your te 
ritory. 


Atlas is the lowest cost precision mill 
on the market. It handles everything wi 
its capacity more efficiently than large ma- 
chi it's jer to set up than larger ma- 
chines, uses less power. And it's low in cost 
oreratine —less than $400. Delivery is prompt. If you 
CAPACITIES need new literature, write at once. 
10” Longitudinal table travel 
3%" Cross table travel 


6" Vertical table travel 
8 Spindle speeds 62 to 
2870 RPM 





186" to 11.250" Feed range 
per minute 


ATLAS PRESS COMPANY 


728 N. PITCHER STREET, KALAMAZOO, MICHIGAN 


DEPENDABLE QUALITY TOOLS SINCE 1911 
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AMAZING PERFORMANCE SELLS 
THE NEW Es isépopGeE 


SHIDE-SET 


OPENS OR CLOSES TO ANY 
POSITION IN ONE SECOND! 


US. Patent Nox 
Bn 4nw and 2441688 


RELEASE ; Turning han- 
dle counter- 
clockwise puts vise in 


“neutral” for fast slide 


Here's a big profit maker for Distributors, be- civetn endeuh, 


cause its money-saving value to vise users is easily dem- 
onstrated and instantly recognized! 


Amazing performance sells the Dodge- Slide-Set vise. 
Demonstrate — install one —and invite comparisons. Your 
customers will standardize on this new fast-acting vise be- 
cause it cuts time and tiring work out of many assembly 
and production operations — speeds production, increases 
efficiency, reduces operator fatigue! 


CLOSE =. a push closes 
jaws on work (or 
a pull opens). No time- 
wasting, tiring spinning 
of the handle. 

Dodge provides a light-weight demonstrator which 
makes it easy to carry the sales-making story of the Dodge 
Slide-Set vise right into the prospect's office or shop. Actual 
vise has all the power and ruggedness of a conventional 
type-—it weighs 58 pounds! 


Easy to handle, easy to stock, Dodge Slide-Set is built 
in one size—4 inches —to meet the majority of the 
market demand for a heavy-duty machinist’s bench vise 
Each vise is supplied in an attractive individual package 
DODGE MANUFACTURING _— 500 Union Street, Mishawaka, Indiana 


LOCK — Turning handle 
clockwise applies 
full pressure as in a con- 
ventional! vise. 


CALL A TRANSMISSIONEER 
Your local Dodge Distributor can tell 
you about the new Slide-Set Vise as 
well as give you news of the latest 
Dodge developments in power trans- 
mission machinery. 


of Mishawaka, Ind. 
POWER TRANSMISSION MACHINERY 
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DEFENSE PLANT PROGRAM NEARS $21 BILLION 


Government sponsored expansion projects to 
account for only one-fourth of °52’s’ total 


capital spending; 


some projects to 


carry over until 1956 


By The Economics Department 
McGraw-Hill Publishing Company 


QO” OF THE IMPORTANT industrial 
expansion programs is the gov- 
ernment sponsored defense and de- 
fense related plant expansion program. 
his type of plant expansion is aided 
by rapid tax write-offs. But it accounts 
for only a relatively small share of total 
capital spending by business on new 
plant and equipment. In 1952 its 
share of total capital spending will be 
between 20% and 25%. 

What is the size of this government 
sponsored program? How fast is it 
moving along to completion? When 
are the so-called “goals’’ set up by 
Charles Wilson, former Mobilization 
Chief? What is the latest regional 
distribution? 

In this report various estimates from 
the Defense Production Administra- 
tion and from other sources are put 
together to come up with some mean- 
ingful figures regarding the size, 
timing, and placing of the defense 
plant expansion program. Here is a 
general summary of the answers to 
the above questions: 

1. The amount of expansion facili- 
ties approved through the second quar- 
ter of 1952 is estimated at nearly $21 
billion. 

2. Less than 40% of this volume of 
work has been put in place. Less than 
20% of the total represents completed 
projects. 

3. As the government approved ex- 
pansion program is now set up, it 
appears that only a few of the goals 
will be reached by late 1953 and early 
1954. Some of the projects will carry 
over into 1956. 

4. The East North Central region 
accounts for the largest share—26% 
of the total amount approved. State- 
wise, Pennsylvania has the largest 
share, about 13% of the total. 


Different industries are progres- 
sing towards completion of their part 
of defense plant and equipment ex- 
pansion at different rates. In many 
cases, work schedules have not been 
met. In some instances they have been 
surpassed. 

Government approved expansion 
goals have proven very flexible. In 
some industries they have been upped, 
in others cut back. 

All of these conclusions indicate 
that it is necessary to take a closer 
look at what’s been going on. 


The Overall Picture 


Out of a total of about $21 billion 
of proposed investment in govern- 
ment approved defense and defense- 
related plant en through the 
second quarter of 1952, it is estimated 
that about $8 billion of work has 
actually been put in place. More than 
$5 billion was in place at the end of 
1951. Thus, since the first of the year 
ibout $3 billion of plant and equip- 
ment has been added to the total. 

But all of this work isn’t completed. 
Completed projects account for only 
about one half of the work-put-in-place 
total. Relatively few projects were 
scheduled to be finished by June 30, 
1952, because of the length of time 
needed to construct the plants and 
install the equipment. 

Shortages of structural steel, cop- 
per wire and cable, and machine tools 
have caused delays. During the third 
quarter of 1951, the building indus- 
try didn’t get any direct allotments of 
materials because it was not under the 
Controlled Materials Plan at that time. 
But some help was given the con- 
struction industry through spot aid, 
plant by plant, and “DO” ratings. 
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During the fourth quarter, the ex- 
pansion program didn’t receive the 
share of materials requested. Many of 
the industry programs were hit pretty 
hard by material cutbacks in the last 
quarter of 1951. Ht 

During the first six months of 1952 
work on these projects has speeded 
up. Work put in place and comple 
tions are now more in line with sched- 
uled estimates. So far the on-and-off 
steel strikes haven’t held up work in 
any significant amount. But a long 
sustained strike would have a definite 
effect. 

If and when the steel situation 
eases, the rate of completed facilities 
will accelerate in the second half of 
the year. It is now estimated that 
about one third of the total defense 
and defense related projects author- 
ized by the government to date will 
be completed by the end of 1952. 
By end of 1953 about 80% of this pro- 
gram will be finished and in operation. 
Most of these projects are scheduled 
for completion by end of 1954. A few 
are now scheduled for 1956 com- 
pletion. 

And new government sponsored 
projects are being added to this pro- 
gram every day. In the six month 
period between January and June, 
1952, the number of projects approved 
for rapid tax write-offs iust about 
doubled the number authorized for 
the period from October. 1959 
through December, 1951. By now. the 
total dollar volume is almost two 
thirds more than it was at the end of 
1951. 


Construction versus Equipment 


So far, this report has covered over- 
all expansion programs. Here are some 
facts on the cost breakdown of these 
projects into construction and equip- 
ment. While figures on costs are not 
as definite as the overall expansion 
figures, they do give some indication 
of the volume of construction versus 
the volume of machinery and equip- 
ment going into these projects. 

(Continued on page 10) 








“Stemalloy ’xcrrs You 
FAR OUT FRONT 


IN THE BRONZE VALVE FIELD 





SK ANY CUSTOMER about the 

biggest single cause of bronze 
valve failure in his plant. Nine 
times out of ten, he'll tell you it’s 
stem wear. And that’s exactly where 
your Lunkenheimer Line gives you 
a sales advantage that no other 
valve on the market can match. 
Lunkenheimer Valves with ‘Stem- 
alloy’’ stems are the answer to one 
of the biggest single maintenance 
headaches in any installation—and 
you can prove it! 


Get your customer to put a Lunken- 
heimer Bronze Valve in the tough- 
est trouble-spot in his plant. Let 
him choose the spot. If it’s one 
where other bronze valves have 
failed, so much the better. You can 


PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR 


put “Stemalloy” to this kind of 
test with complete confidence. 
““Stemalloy’’ stems will prove 
your claims in any installation, 
just as they did in the Lunken- 
heimer laboratory, where they 
stood up to more than 300,000 
openings and closings under actual 
steam pressure! 


Proof of the lasting quality of 
“Stemalloy” is documented in your 
research brochure on “Lunken- 
heimer Copper Base Alloys.’ Give 
your prospect a copy of this book- 
let, and point out the photographs 
that show why “Stemalloy” stems 
in Lunkenheimer Bronze or Iron 
Body Bronze Mounted Valves have 
never been known to fail. 


LUNKENHEIMER DISTRIBUTORS 


* Patented Alloy 
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Help your customers sto 
costly shutdowns due to 
valve stem failure 


Stemalloy™ 


Outlasts The Next 
Best Stem Material 


3” 


Lankenheimer “‘Stemalloy” Valve Stems, endurance 
tested under actual steam-pressure and service con- 
ditions, consistently outlasted the next best stem 
material 3 to 1. If you want to eliminate stem 
failure, insist on Lunkenheimer Valves. All 

_ Lunkenheimer Bronze Valves and Iron Body }& 
‘Bronze Mounted Valves have “Stemalloy” 
/stems. Of the millions in service, not one has 

aS . ever been returned due to wear failure. 


_ wrITe FOR copies of “Lunkenheimer Cop- 
‘Base Alloys,” a metal-fact hooklet that 
med help you sell Lunkenheimer quality 


} yOur prospects. The Lunkenheimer 
y, Box 360U, Cincinnati 14, Ohio. 


BRONZE*+IRON* STEEL 


*Patented alloy 


LUN KENHEIMER 
THE ONE feat nrme IN VALVES 
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Ye hp — 20,000 RPM, 


To step up 


your hand-grinder sales 
count on 


DUMORES. 


. they're tools 


.-eMot toys 


; 
, 
oo 
| 


| y' INT be misled by extravagant claims for underpowered hobby-type tools 
Your customers want tip-top tool performance at all times 
get it when you specify Dumore Flexible Shaft Tools 


and they 


These powerful, high-speed tools slash costs of light hand-finishing opera 
tions grinding, burring, filing, sanding, lapping, chamfering . . . on 


ferrous and nonferrous metals as well as wood, plastics and ceramics 

The light, easily manipulated handpiece permits close, accurate control . . 
reduces operator fatigue for steadier production. Their small work-head 
mensions make them favorites, too, for multiple drilling setups on close centers 


Follow the lead of industrial distributors throughout the nation. Sell 
Dumore and watch your sales go to town, 





DUO-FLEX — 1/15 ho 
lo-speed, 500-3,500 RPM 
hi-speed, 3,000-15,000 RPM. 


Furnished with heavy-duty, oil-re- 
sistant flexible shafts and Dumore 
quality, continuous duty rated mo 
tors. Choose from three sizes Vs 
POWER-FLEX to 4 hp. Power-Flex puts the power 
on the bench. Other models can be 
suspended from any convenient hook 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 


UNI-PLEX 
1/15 hp — 15,000 RPM, 
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Defense Plant 
Program Nears 
$21 Billion 


(Starts on page 7) 





Spending on machinery and equip- 
ment accounts for almost two-thirds 
of the cost of the entire expansion 
program. Construction accounts for 
less than one-third of the total, The 
remainder of about 4% goes for land 
costs and overhead costs. 

But the percentage breakdown, in- 
dustry by industry, varies considerably 
from the overall average. Cost of the 
steel mill expansion program is broken 
down into 60% for equipment and 
40% for construction. Building costs 
exceed equipment costs only in the 
By-Product Coke Ovens industry ex- 
pansion and in the expansion of the 
Blast Furnace industry. 

On the other hand, equipment costs 
run more than 90% of the total in 
Railroad-Line Haul Operating and 
Great Lakes ‘Transportation. The only 
manufacturing industries in which 
equipment accounts for as much as 
75% of the total are the Alkalies and 
Chlorine industry and the Industrial 
Inorganic and Organic chemical indus 
tries and Paper and Board Mills in- 
dustry. 

The equipment program is nearer 
completion today than the construc- 
tion program because: 

1. Equipment accounts for the big- 
gest part of the program’s cost. 

2. Where construction is necessary, 
progress is only in an early stage be- 
cause of 1951 material shortages. 

3. Extremely rapid delivery of ma- 
chinery and equipment has taken place 
where little or no building is involved. 

4. In some cases, machinery and 
equipment have been delivered in ad- 
vance to sites of projects where con- 
struction value is an important part of 
the total, but where the value of con- 
struction put in place is still small. 


Industry by Industry 


Now let’s take a look at what's hap- 
pening industrywise. 

The Electric Light and Power in:‘us 
try currently is the industry in wiich 
the largest planned expansion, assisted 
by certificates of necessity, is taking 
place. Total proposed investment runs 
about $3.0 billion under the plan. In 
the period between February 25, 1952 
and April 15, 1952, more than $1 
billion of proposed investment was 
added to this program. Each week the 
amounts of plant and equipment ex- 
penditures newly approved averages 
about $125 million for this industry 

(Continued on page 14) 
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COOPERATION 
FROM 
TERRITORY 
SALESMAN 





COMPLETE 
V-BELT LINE 





MOLD EQUIPMENT 
AVAILABLE FOR 
SPECIAL 
APPLICATIONS 


FACTORY 
ENGINEERING 
COUNSEL 
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DURKEE-ATWOOD 
COMPANY 
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Durkee-Atwood gives you a solid 


structure for greater gross profit 
V-belt business from user, dealer, 
and OEM accounts. Quality of 
product and liberal policy are 
backed up by every component 
available for securing and holding 
greater sales volume. 


Here is an opportunity for alert 
distributors. The Durkee-Atwood 
Industrial V-Belt Program em- 
bodies the cooperation and sup- 
port of Durkee-Atwood’s complete 
engineering and production facil- 
ities. You'll do well to investigate 
its possibilities. Fill in and mail 
the coupon below for our Master 
Industrial Distributor Proposal! 


~_—— 
MAIL THIS COUPON TODAY! 


form No. 530 





KEYSTONE FOR V-BELT SALES 


OEM 
RESALE PLAN 





DISTRIBUTOR 
RESALE PLAN 





DIRECT MAIL 
SELLING AIDS 





1SO-DYNAMIC 
MATCHING UNDER 
FULL LOADS 


DESIGN 
RESEARCH 





DURKEE-ATWOOD CO., Dept. A6-7 
Minneapolis 13, Minn. 
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Gentlemen: I'd like to know more about your Industrial V-Belt 
opportunity Please send me the details. 


Title 











Announcing ...the 
BLACKHAWK 


It's an every-day profit guide for you and your customers on 
the vast potentials of Blackhawk Hydraulic Tools! 


This announcement of the new BLACKHAWK IDEA BOOK is being made to all industry 
— but this message is primarily for you, the Industrial Supply Distributor and his men! 
Here’s the tip-off on a dynamic program that will make this the greatest sales tool you've 
ever used: 


Leading publications in the industrial, construction, electrical and other fields will carry 
publicity plus large announcement ads, This interesting picture-book will be continuously 


featured in follow-up advertising along with a new “idea contest” every 90 days. 


Now every Blackhawk Industrial Supply House can requisition required quantities for 
personal presentation or mailing to selected lists of your key customers and prospects. With 
it, you can show your customers how to cut costs . . . increase production . . . save hours of 


time, You'll want to look at every page — you may find a “gold mine” in any one picture. 


Blackhawk has always been a big volume line for industrial supply salesmen. Now here’s 
a magic key to even greater sales! IDEA BOOK will simplify your selling job — provide a 
pictorial check list of astounding new profit possibilities for your prospects. 


YY IDEA BOOK shows the way to even greater sales in Industrial ¢ Construction 


* Electrical * Mining ¢ Marine ¢ Aviation ¢ Oil ¢ and many other fields. 


Y | IDEA BOOK points up more opportunities in Maintenance * Production 
Laboratory * Wiring ¢ Field Service * Building * Welding ¢ Inspection * Tool 
Room Work ¢ Product Application ¢ Weighing-Testing * Safety Engineering. 


“YY IDEA BOOK can’t help but be a red-hot “door opener” for you. In addition, 


all of our many advertisements tel’ your customers and prospects to “Ask the Man 
Who Knows.” And, mister, that’s you — the Industrial Supply Salesman! 


m3 
jocks 
HEADQUARTERS FOR 
THE WORLD'S MOST at 
COMPLETE LINE OF 


HYDRAULIC TOOLS... phage 
PLUS INDUSTRIAL las some 


HAND TOOLS 
“Porto-Power™ 
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eat new 64-page 


EE RRR RRR Eee 
YOUR CUSTOMERS CAN WIN BIG CASH AWARDS in big, new Idea Contest. Every 90 i 


days Blackhawk will give generous cash 
awards and citations for the best original 
ideas using Blackhawk equipment. Your 
copy of the IDEA BOOK has complete 
details. It’s another shot of what keeps 


™@ Blackhawk the hottest line of equipment 
Wrench ay] Torque Specialized ai age in the Industrial field! 
sets 71), indicators hand tools 
= EE 
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MEASURE 


Defense Plant 
—_ ANNOUNCING... Program Mears 


$21 Billion 


THE [TLL (Starts on page 


No. 800 SERIES 














alone. Because of its late surge, only 


20% of the current total is now in 
place. It generally takes three to four 
years to get new utility plants into 


operation, so much of this program 
will not be finished before 1956 
NEW balanced “tee tee Steel Works and Rolling Mills is 
' : nt “sie 
NEW sturdy construction! the manufacturing industry with the 
largest government authorized expan 
sion program. In the early stages of 
the expansion plan, this industry aca 
counted for about 70% of the total 
program Now it accounts for less 
Now, for the first time, your customers than 20 Votal reported cost of the 
can get—in one functionally designed tecl xpansion program is more than 
Vernier Height Gage —shop-tested im $2.5 billion. About 50% of this total 


provements that provide new balanced is now mn place. Schedules indicate 
design of base and bar... easier, 





that the current program will be com 
pleted by end of 1954. According to 
the Wilson report, this means that 
IMPORTANT FEATURES INCLUDE: — will be available about 120 mil 
ion tons of capacity. Unfortunately, 

1—Heavy balanced Base and Bar pro- the types of steel—structural and 
vide greater stability. plates—which are most needed for the 


S-Leng Ber permite full measuring defense program are not the kinds of 
capacity. steel authorized by most of the certi 
ficates of necessitv. The big increas« 
in capacity is taking place in sheets 
ind strips 
Although expansion of Blast Fur 
4—Base and Sliding Jaw have top and nace capacity should be completed 
bottom surfaces hardened, ground prior to the Steel Works and Rolling 
and lapped —extends use as Vernier 
Caliper. 


more accurate reading... full 
measuring capacity 


3—Fine, machine cut graduations and 
extra large numerals are black-filled 
for easier reading. 


Mills program, currently it is far be 
hind. Only about 25% of this pro 
5—Extra long arm on sliding jaw permits gram is in place. But during the earl 
clamping Scriber to underside posi- months of 1952 actual work on these 
tion and lowering sliding jaw to lowest 


projects has been running ahead of 
measuring point. 


schedule. Most of the $650 million 
Every attention has been given even to expansion is expected to be completed 
smallest details, making this new Lufkin by early 1954, but a few projects may 
Vernier Height Gage the recognized not be finished until late in 1954. At 


finest in the precssion tool field. Avail that time blast furnace capacitv will 
able in 10-in., 18-in., and 24-inch sizes be more than 85 million io 


with or without ott series and depth Saad ently % the Steel Milk o 
gage attachments. Plush lined cases 


optional Descriptive leaflets on request. pansion = program, 1 manufacturing 
industries, is the government-author 
ized expansion of the Chemicals in 
PROFIT THROUGH LUFKIN’S 


lustry. This program now accounts 
“‘SEE-YOUR-DISTRIBUTOR’’ ADVERTISING emir ; 





for about $2.4 billion. But this par 
4 ticular industry program did not re 
uppearing in newspapers and 2-79 F Z 1c gran 
' —— ce , 


ulreds of thousands of industrial i: com ceive its full quota of materials in 
rs to buy Lufkin tools “at your KY \ gee 1951. So only slightly more than one 
Like leading distributors third of the total is now in place 
Expansion of this industry isn’t likely 
120 to be completed until early in 1954, 
ilthough current schedules call for it 

completion by end of 1953. 
Expansion in the Machinery (ex 
SELL UF RIN tarts « RULES « PRECISION TOOLS cept Electrical) industry is a ke 
yovernment program, although not a 


large one dollarwise. This program 
THE LUFKIN RULE CO. © SAGINAW, MICHIGAN © New York City © Barrie, Ontario Continued on page 18 


to promote Lujkin—the line that promotes YOU! 
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®@ Here at Lyon, we’re still producing 
our standard items of steel equipment. 
We aren’t producing as much as we'd 
like. Deliveries aren’t as fast as we'd like 
them, either. Whose are? But a lot of 
steel equipment will roll out of our two 
plants during 1952—and it will be sold, 
at a good profit, by dealers who aren’t 
waiting for “‘normal”’ times. 


2 STRATEGIC PLANT LOCATIONS...AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 753 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 














* 


PMENT_ 


LYON PRODUCTS STILL SERVING INDUSTRY + BUSINESS + INSTITUTIONS +» HOMES 
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Card advertises A ¢ 


Card’s nation-wide advertising in leading metal-working 
magazines goes a good deal farther than mere claims. Stressing 
the fact that Card Taps are Production Proved for Lasting Ac- 
curacy, each Card advertisement describes how Card repre- 
sentatives, called in by tap users on some particular production 
problem, made suggestions resulting in worthwhile savings in 
time, money and labor. 


Card Emphasizes YOU, The Distributor 

Every Card message tells readers that this valuable service 
is quickly obtainable through their Card Distributor. And as 
additional selling cooperation, you get a complete merchandis- 
ing kit for direct mail, point-of-sale and point-of-use . . . plus 
prompt deliveries from seven warehouses in New York City, 
Detroit, Chicago, Fort Worth, Los Angeles, San Francisco and 
Seattle. 

Get full details of the progressive Sales Policy that has as- 
sured fair treatment and steady profits to Card Distributors 
for over half a century. See your Card Representative. 


OST-CUTTING SERVICE 
to help you sell 


S. W. CARD MANUFACTURING COMPANY, Mansfield, 
Massachusetts, Division of Union Twist Drill Co. 


Production Proved 


For Lasting Accuracy 
Also makers of DIES + SCREW PLATES + DIE STOCKS 
TAP WRENCHES 
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“Defense Plant 
YES SIR... | Program Nears 


WE CAN DELIVER ) ee 
A PUMP FROM STOCK 
TOMORROW | runs about $600 million. About 5 


of the total is now in place, and it is 
expected to be completed early in 
1954. This particular expansion is 
1imed mainly at increasing capacity for 
the production of tools essential to the 
‘efense program. Following the mora 
torium on the issuing of certificates of 
ecessity, the most urgent category set 
up by the Defense Production Admin 
istration was that covering machine 
tools, cutting tools, dies, gauges, jigs 
ind fixtures. 

Expansion of the Electrical Ma 
chinery industry is not as urgent, un 
der the government sponsored plan, 
as the expansion of the Machine Tool 
industry. But of the more than $300 
million of proposed investment for new 
defense facilities in this industry, al 


How to get a Reputation that most 50% is in place. This program 


is expected to be finished at the end of 


; rings you NEW CUSTOMERS the first quarter, 1953 


Regional Breakdown 





If you can “deliver the goods” on time and when needed, Regional data on the government 


industrial users of equipment begin to think of you as the sponsored expansion program are not 


place to call first. All factory shipments under present 1s current as industry figures. As of 

conditions are apt to be extended. The distributor with March 15, 1952, the East North Cen 

‘pumps in stock” makes the sale! tral area accounted for more than one 

You can get the reputation for delivering pumps on fourth of the total The Middle At 

: : . : : lantic region had 20% of the proposed 

time when needed by using the Goulds stocking plan. It’s . soy , ' 

imple as this: Place your order for a stock of Gould investment. About 17% was located 

= oy ats ’ SS in the West South Central area. The 

pumps now. Reorder whenever your stock gets low. West North Central’s share was 8% 
For advice on the most saleable items to stock—and 


ind the Pacific region accounted for 
for help in selling and merchandising, call your nearest slightly more than 7%. All of the re 
Goulds Branch or write Pump Headquarters. maining regions, the South Atlantic, 
East South Central. New England, 
STOCK THESE “ALL AROUND” GOULDS PUMPS 2! Slots. tind is than 7% 
The latest breakdown of value of 
work in place by regions refers only to 
the end of 1951. At that time, the 
East South Central area had about 
$5 of its total in place. Next in 
rank was the Middle Atlantic region 
with 434 Closely following this r 
gion was the East North Central area 
with 42% of its work in place. The 
share of work in place in the South 
Self-Priming Centrifugal Atlantic area was 37%. In the Pacific 
region it was about 36%. Work done 
in each of the other regions ran less 
than 3% 


Fig. 3769 Single Stage Centrifugal 





Goulds branches in In the state breakdowns there is 
all principal cities. even more variation than in the re 
gional figures. As of March 15. 1952. 

Pennsylvania accounted for nearly $1.5 

billion of proposed investment, almost 

PUMPS INC. one-cighth of the total. Texas’s shar« 

was 11%; Ohio ranked third with 

8.4% and Michigan was fourth with 

a] 





Fig. 3010 Centrifugal 
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N AUGUST 1951, the lubricating engineer in charge 

of this million pound dragline ran a test. On one 
walking cam he put 10 Ibs. of the grease they were then 
using; on the other he put 10 lbs. of Keystone #30B Heavy. 
Here’s what happened: 
The dragline mined for 3 days, moving as required. It 
then walked 1% mile to new location. During the move, 
the cam without Keystone required the constant attention 
of one man who attempted to scoop up and re-apply the 
grease. And in spite of this he had to add 40 lbs. more 
grease to the cam. On the Keystone side, no additional 
+30B Heavy was needed, and the engineer estimated the 
cam sufficiently lubricated for % mile more travel. 


INSIDE THE CAB... 

A 70% increase in wire cable service resulted through 
the use of Keystone Liquid Wire Cable Grease XXX 
Light. Cables formerly handled an average of 960,223 
cubic yards of phosphate. With Keystone in service, 
1,714,618 cubic yards have been handled—with evidence 





of equal or better future performance. Results to date 


indicate a saving of $2200 in cable cost per year 


per machine. 


Reports such as this are typical of the ability of Keystone 
Lubricants to save time, labor, equipment and money— 
one big reason Keystone business stays on your books 
and consistently proves profitable. KEYSTONE 
LUBRICATING COMPANY, 21st and Lippincott 
Streets, Philadelphia 32, Pa., Est. 1884. 


SPECIALIZED LUBRICANTS DD 


TRADE MARKS EG. U.S. PAT. OFF 





To Norton distributors salesmen: 
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Show your customers how 
they can get more efficient 
surface grinding at lower cost 
by choosing from wide variety of 


Wotton Views, 
COUMDUOPS SEG LALMIS 


Let your customers know the wide 
variety of abrasives available to them in 
selecting the right wheel, right cylinder, 
right segment for their surface grinding 
jobs. 

Tell your customers about — 

Norton ALUNDUM* Abrasives. 
For surface grinding high speed steels, 
#400 series stainless steels, carbon steels, 
alloy steels, annealed malleable iron and 
the tough bronzes. Five different types are 
available — 19 ALUNDUM, the revolu- 
tionary 32 ALUNDUM, 38 ALUNDUM, 
57 ALUNDUM and Regular ALUN- 
DUM —with 32 ALUNDUM abrasive 
first choice in solid wheels or segments, 
particularly where rapid stock removal is 
an important factor. 

Norton CRYSTOLON* Abrasives. 
For surface grinding hard cast iron, chilled 
iron, #300 series stainless steel, brass, soft 
bronzes, aluminum, rubber, and hard 
facing alloys, hard, sharp 37 CRYS- 
TOLON is first choice. 

Norton Bonds for surface grinding in- 
clude vitrified, silicate, and resinoid. A 
special “BE” vitrified bond was developed 
expressly for ALUNDUM abrasives. 


Use Your Norton Distributors’ 
Manual for specific surface grinding 
recommendations. 

Remind your customers that — 

Production can be stepped up 
on vertical spindle surface grinders by re- 
placing cylinder wheels with a Norton 
chuck and segments. Easily mounted 
without machine alterations. Segments 
easily changed or adjusted without re- 
moving chuck. Permits faster cutting 
action, lower rate of wear. 

Follow through on Norton adver- 
tising. Every month Norton advertising 
in leading trade magazines is urging 
thousands of grinding wheel users to see 
you. Take advantage of this constant 
emphasis on your importance as a key 
figure in the Norton picture and follow 
through. And remember, too, the experi- 
ence and knowledge of the world’s 
largest abrasive manufacturer is at all 
times available to you through your local 
Norton Abrasive Engineer and the 
Norton grinding specialists at Worcester. 
NORTON COMPANY, Worcester 6, Mass. 
Werehouses in 5 cities. Distrib in all principal cities. 
*Trode-Marks Reg. U. S. Pat. Off. and Foreign Countries 








NORTON 


ABRASIVES 


Gdlaking better products to make other products better 
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Ma. Distriputor 


The function of the middleman in the American system has been under a crossfire of 


criticism from many sources and for many years. Therefore, in your behalf the Nicholson File Company has 


published in Tue Artantic Montuty Magazine for June the “Public Interest Advertisement” reproduced below 


and on the following three pages. There it is being read by more than 200,000 influential people in Industry 


Education, Journalism and Government 


They are readers whose views are important on the essentiality of the 


Industrial Distributor and Wholesaler in the operation of a free economy. 


“PARASITE” or “KEY MAN”? 
The Place of the Wholesaler in a Free Economy 


By PAUL C, NICHOLSON 


Chairman of the Board, Nicuoison Fire Company 


One day years ago a startling discovery was made 
in our Sophomore Economics class. We were dis- 
cussing the high cost of living and its causes. 


“Gentlemen,” said the college professor with a 
voice of authority, “the root of the matter is the 
middleman. He is an economic anachronism—a 
parasite that has saddled itself upon our complex 
system of marketing. Get rid of the wholesaler and 


you reduce the cost of goods to the public.” 


lo all of us but one this seemed perfectly reason- 
able. The exception was an unhappy youth whose 
father happened to be a dry goods jobber. 


Even in those days outcries against the whole- 
saler were not new. And they still continue. They 
have echoed through college halls and government 
corridors for generations. One of the oldest con- 
troversies among economic theorists concerns the 
distribution of goods in our capitalistic system. 


Whenever attempts are made to shorten the dis- 
tance and reduce the cost spread between producer 
and consumer, attention is inevitably focused on the 
wholesale distributor. From the academic viewpoint 
he looks like a sitting duck—a prime target for 
planned reform. Why, then, is he still a firmly 
established link in our distribution chain? 


The answer lies in the basic operation of economic 
law. A free economy, no matter how complex, tends 
to purge itself. Useless excrescences disappear, and 
inefficiency carries its own death warrant. No part 
of the system will survive for long unless it fulfills 
an essential function and does it at a lower cost or 
more efficiently than any substitute. If it meets those 
standards it cannot be successfully eliminated. The 


wholesaler remains with us because he performs a 
vitally necessary service. 


The chances are you have never been inside a 
wholesale establishment. Comparatively few people 
have had that experience. 


Your first impression is likely to be one of un- 
usual sights, sounds, even smells. You'll be conscious 
of a lot of space, crowded almost to bursting with 
bales and boxes, bins and shelves. You'll hear the 
rumble of floor trucks and conveyors. In some of the 
larger wholesale houses, there'll be the staccato 
rattle of roller skates as people move swiftly along 
the narrow aisles, picking up orders, checking off 
items on shipping lists. And in the office, telephones, 
typewriters and billing machines will all be busy. 


At first glance, the whole operation may appear 
chaotic. But when you look at a day’s results you 
will gain respect for the way it works. Whether he 
is handling groceries, dry goods, drugs or hardware, 
the wholesaler’s business is to collect, store and dis- 
tribute merchandise with the least possible waste of 
time, space and manpower. 


What Economic Service 
Does the Wholesaler Render? 


The wholesaler’s function must be viewed from 
two opposite directions. Quite literally he is a 
“middle” man. On one hand he serves the retail 
dealer; on the other, the manufacturer. 


Let’s look at him from the retailer’s standpoint 
first. Successful storekeeping requires relatively small 
inventories and rapid turnover of goods. The whole- 
saler makes it unnecessary for the retailer to maintain 
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large, slow-moving stocks. He takes care of the ware- 
housing. He delivers goods as needed, enabling the 
retailer to order monthly or even oftener, turning 
over his capital several times a year, working on a 
lower profit margin, and thus holding down the 
price to the consumer. In addition he provides sales 
training and display material for the dealer’s 
salespeople. 


Even in fields where retail chains are on the in- 
crease, the functions of the wholesaler must still be 
performed. Problems of storage, shipping and billing 
are unavoidable. They may be handled by a parent 
company, or a consolidated group of stores, but their 
cost and efficiency remain factors in distribution. 


Now let’s examine the other side of the coin. How 
does the wholesaler serve the producer? 


The goods turned out by any one manufacturer 
must find their way to hundreds of thousands of 
retail outlets where they are within easy reach of 
the consuming public. They must be offered for 
sale simultaneously in Eastport, Maine, and Thomas- 
ville, Georgia, in Ventura, California, and Hibbing, 
Minnesota. Otherwise large volume is impossible 
and the economies of mass production are lost. To 
maintain the necessary direct contact with all these 
retailers would, in most cases, entail an enormous 
selling and shipping cost, far out of balance with 
the cost of manufacturing. 


Here is a simple analogy. If your telephone were 
directly connected with all the other telephones in 
town, the maze of wires would hide the sky and the 
cost of communication would be prohibitive. In very 
early days this problem threatened to strangle the 
telephone in its infancy. The obvious solution was 
the central office switchboard. Through it each tele- 
phone can be connected with any other telephone 
quickly and economically. 


The wholesaler acts in the capacity of a switch- 
board. Through his establishment are funneled the 
products of many manufacturers. His salesmen call 
on the local trade with hundreds of different items, 
and his deliveries are made over short distances, 
combining many small orders in one of more effi- 
cient size. Billing procedures are vastly simplified. 


Our own business offers a fair example. Nicholson 
files are a standard item, reaching the ultimate user 
through some 25,000 hardware stores. The average 
annual purchase by each of these outlets amounts to 
only a few hundred dollars, but even a small retail 
stock must include a variety of files, reordered at 
fairly frequent intervals. For Nicholson to make its 
own monthly sales calls with all these stores would 
require 300,000 calls a year. This, in turn, would 
demand a sales force of perhaps 250 men, at an an- 
nual salary and travel cost of more than $3,000,000! 


In addition it must be remembered that files are 
made of steel, heavy in proportion to their price. 
Shipping countless small orders thousands of miles 
would add more millions of dollars to distribution 
costs. 


By distributing through a relatively small number 
of hardware wholesalers we can operate with a sales 
force of under 30 men at less than one-tenth the cost 
and ship more economically in large lots. 


Industry, Too, Needs a Distributor 


In the field I know best—the small tool field—a 
large part of our output is handled by another group 
of middlemen, performing what is an equally im- 
portant function. These are the industrial distrib- 
utors. They form a vital link between the makers 
of tools and factory supplies and the whole manu- 
facturing industry. Their business is to help industry 
produce more goods, faster, at lower cost. 





Manufacturers 








Manufacturers 
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Production is and always has been the key to 
America’s high economic standards. And in these 
times of defense activity it looms still larger in 
importance 


At the beginning of World War II there was a 
brief period when the importance of the distributor 
to war production was not fully realized. As a result, 
distributors were unable to secure adequate priori- 
ties for shelf stocks, and for replacement of short 
items shipped to war industries from their stocks. 
Had this situation not been corrected, vital arteries 
would have been cut. Production would have fal- 
tered in many plants. Fortunately the trouble was 
quickly corrected, and arrangements were made by 
which the industrial distributors were given the 
priorities they needed. They did a brilliant job of 
expediting throughout the war 


Che point of interest here is that there is literally 
no way to get rid of the middleman’s function. Any 
attempt to eliminate it would result in disastrous 
confusion and inefficiency 


Charles E. Wilson, recently director of the Office 
f Defense Mobilization, has made this statement: 


‘The defense program requires the time-saving services 
and skills which distributors traditionally provide. They 
an do their part to help industry meet its goals by insuring 


a steady flow of essential production tools and supplies.” 


Himself a practical industrialist, Mr. Wilson rec- 
ognizes the industrial supply house as an indispensa- 
ble factor in smooth-running production for defense. 


Who Are the Defense Producers? 


There is a natural tendency on the part of the 
uninformed public to regard the huge volume of 
defense production as being in the hands of a few 
big companies. This is true to the extent that the 
great bulk of government orders goes to the firms 
best qualified to assemble and deliver the finished 
product. Billions of dollars of such orders have been 
placed with the major aircraft manufacturers, engine 
makers, shipyards, automobile and truck builders 
and electric companies. 


Less generally understood is the fact that the 
chain of production doesn’t stop there. A very large 
percentage of the manufacturing on these orders is 
subcontracted to smaller plants, scattered all over 
the land. In the building of one medium jet bomber, 
for example, several thousand plants are directly or 
indirectly involved. Some of them may have only a 


score of employees and be located a long distance 
from the final assembly line. But the parts they make 
for this infinitely complex airplane are as necessary 
as its wings and engines. 


Now it is obvious that while a big corporation can 
stock most of the tools and machine parts it requires, 
there will still be many occasions when unusual needs 
call for a quick outside source of supply. Meanwhile 
the small contractor is in a still more dependent posi- 
tion. He hasn’t the capital, the floor space or the 
manpower to maintain large stocks. And in the litde 
town where he operates he is isolated by distance 
from the manufacturer of the tools he requires. 


For this man and many thousands like him, the 
industrial distributor provides a dependable source 
of supply and of sound technical advice. If a dozen 
special files are needed tomorrow morning for a 
finishing job on aluminum parts, the distributor will 
get them there. 


And if a lathe or a drill press, a nut or a lock 
washer is giving trouble—if perplexing problems 
arise in plant maintenance or manufacturing—the 
distributor taps his broad experience and product 
know-how and usually comes up with a solution. 
When the problem is too complex or demands spe- 
cialized knowledge, he has a factory service man or 
engineer on the scene in no time. Such teamwork 
plays an important part in our nation’s manufac- 
turing effectiveness. 


Service of this kind is by no means confined to the 
area of small business. America’s two thousand in- 
dustrial distributors are strategically located to meet 
the needs of 270,000 plants of all sizes, big and little. 
As might be expected, the industrial supply houses 
are more thickly concentrated in industrial regions. 
But there is hardly a factory anywhere in the coun- 
try which cannot be served on a one-day shipping 
basis. 


Doctor of “Down-time” 


Loss of time through machine breakdowns is an 
ever present threat to production. And here again 
the industrial distributor enters the picture. First 
aid in plant emergencies is almost as much a part 
of his business as selling. 


I know of one case where an industrial distribu- 
tor’s salesman saved an entire plant from a tem- 
porary shutdown. While making his regular call on 
the purchasing agent at the factory, he heard a shop 
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foreman telling the plant superintendent about trou- 
ble in one of the gear boxes. A lubrication engineer 
had been sent for to study the problem but the date 
of his arrival was indefinite. Meanwhile half a dozen 
machines were tied up and production was coming 
to a standstill all along the line. 


“We can’t get grease to stay in the gear box,” the 
foreman was saying. “And when it does it won’t 
lubricate right. Runs so hot it smokes. None of our 
mechanics can fix it.” 


The salesman asked permission to tackle the prob- 
lem, with the help of tool samples he had in his car. 
Industrial salesmen’s cars are virtually supply houses 
on wheels because they sell by actual demonstration 
of their products. Within half an hour he had diag- 
nosed the trouble. By applying a new type of grease 
gun, designed for grease of the heavier viscosity he 
recommended, he cured the lubrication difficulty. 
That afternoon the machines were running again. 


In another instance, a small machine shop had 
accepted a subcontract for drilling holes in 5000 
pieces of steel plate. Suddenly the order was jumped 
to 20,000—but at a lower price for volume produc- 
tion. With the equipment he had, the shop operator 
couldn’t do the job at a profit. He appealed to his 
industrial distributor and got help at once. The 
salesman suggested putting a multi-drill head on 
his press, permitting him to drill eight holes simul- 
taneously. The new equipment was delivered that 
day, out of the distributor’s stock, and it enabled 
the shop to handle the increased order on time and 
make money on it. 


Cases of this sort are far from exceptional. They 
occur every day in our own business. We make 
many different shapes and cuts of files for special 
purposes. Using the wrong file, or using the right 
file in the wrong way can slow up production and 
cause costly mistakes. Many times the salesmen of 
our industrial distributors have taken the time to 
teach proper filing techniques in the plants they serve. 


The industrial distributor is a centralized source 
of diverse product experience and knowledge, who 
keeps current with all new improvements and spe- 
cial uses of his lines. He knows more about more 
tools for industry than any manufacturer can know, 
because this is his job. 


What Does It Cost? 


This is indeed an extraordinarily helpful service, 
you may be inclined to say. Its advantages hardly 


seem to need comment. But on a cold dollars-and- 
cents basis, isn’t it pretty expensive? Doesn’t it add 
an unnecessary increment to the final sum I pay for 
finished products? 


As noted earlier in these pages, no segment of a 
free economy is sacred. If the same end result can 
be achieved more economically and efficiently by 
any other means, the change will take place. In a 
competitive system all prices seek the lowest level 
that will produce a profit. 


It must be evident at this point that the stocking 
of mill supplies, tools and parts is a necessary cost 
of manufacture. Somebody has to do it and be 
paid for it. A recent study by the magazine “‘Indus- 
trial Distribution” revealed that the manufacturer’s 
assumption of just this one distributor function adds 
10.55% annually (for space, insurance, taxes, depre- 
ciation, interest on investment, etc.) to the purchase 
price of industrial supplies carried at the plant. In 
other words, each $1000 worth of supplies stocked 
has actually cost more than $1100 at the end of 
the year. 


In addition, it must be borne in mind that the 
manufacturer of tools, parts and mill supplies would 
have to get a considerably higher price for goods 
sold direct to industry than he now charges the 
distributor. Increased costs of selling, shipping and 
bookkeeping would make price rises inevitable. 


That is why manufacturers leave this function in 
the capable hands of industrial supply houses, which 
can do the job at lower cost than they can them- 
selves. On each dollar of sales, the average profit of 
the industrial distributor is less than three cents. 


The broader field of general wholesaling presents 
much the same pattern. Saving distribution costs for 
the manufacturer—saving capital investment and 
speeding turnover for the retailer—the result of the 
wholesaler’s activities is to hold down prices to the 
consuming public. 


In 1951, the total business done by America’s 
wholesale establishments amounted to nearly 
$33,000,000,000. And the average inventory carried 
in wholesale warehouses at any one time was over. 
$10,000,000,000. 


The wholesaler stays in business and increases his 
business for the simple reason that he does his job 
better and at lower cost than anybody else can do 
it. The wholesaler might be eliminated, but his 
function can never be eliminated. This is an integral 
part of our distribution system. 
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EARLY FALL MARKET 


CAN PRODUCE 
GOOD PROFITS FOR YOU... 
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MILWAUKEE 


FLUE BRUSHES 


The big season for the sale of Flue Brushes is right ahead—so be 


prepared by being well stocked—meet the demand and make steady 
customers. 


The Milwaukee line of Flue Brushes gives you about every type that 
is used for standard makes of boilers and furnaces—you can make 
every sale. 


Get that proved Milwaukee quality in each type of brush—make all 
of your purchases from this one dependable source. There never is 
a variance in the quality of Milwaukee Brushes regardless of the 
number you sell of any one type. 


Order now—be amply supplied so that you can profit through the 
early fall market. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street Milwaukee 45, Wisconsin 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


Every Industrial Need . . . 
Power Driven Wire Wheel Brushes 
“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 


Fine Wire Polishing Wheel 
Brushes 


“Sturdi-Bilt” Wire Cup Brushes 
Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 
Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 
Miscellaneous Maintenance 


Brushes 


Ask for a copy of Bulletin 45-91, 
a valuable flue brush sales aid. 








Selecting the “lay” 
of wire rope 


@ An important characteristic of a wire 
rope is its Jazy—the relative directions in 
which wires in the strands, and strands 
in the rope are twisted. 

In regular lay rope, the wires in the 
strands are twisted in the opposite direc- 
tion to the strands in the rope. 

However lang lay rope—in which 
wires and strands are twisted in the same 
direction—offers several advantages: 


@ it flexes better 
e it has more resistance to abrasion 
@ it has more resistance to bending fatigue 
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When choosing Jang lay, be sure to 
specify that it be “preformed”. An extra 
operation in the manufacture of Upson- 
Walton’s LAYRITE preformed rope 
forms the wires and strands in a fixed 
spiral. This frees each part from internal 
stress. Years of rugged service have 
shown that Upson-Walton’s LAYRITE 
wears longer, cuts maintenance costs. 
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Specify it on your next tough job. 


THE UPSON-WALTON CO. 


CLEVELAND, OHIO 
NEW YORK e CHICAGO e« PITTSBURGH 


wire rope - rope fittings 
e tackle blocks 


MATCH YOUR WIRE ROPE TO YOUR FITTINGS AND BLOCKS...ONLY UPSON WALTON OFFERS ALL THREE 
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‘The S774 Line 


Portable Power Tool sales...” 


says A. R. Nicolas, sales manager, 
KESTER MACHINERY CO., Winston-Salem, North Carolina 


In the past we represented two of the major 
portable electric tool manufacturers,” says this 
distributor of mill and factory supplies. “After 
a careful survey of sales, past and potential, we 
decided to get behind one make, the SKIL line, 
and really sed! it 

“Our survey revealed the demand for SKIL 
Tools, and the support of the SKIL sales or- 
ganization to be greater than that offered by 
any other brand. With SKILSAW we enjoy the 


closest factory-distributor cooperation in the 
field. We have the protection of SKILSAW's 
policy of selective distribution. We are able to 
maintain complete stocks at lowest cost. And 
best of all,”” Mr. Nicolas adds, “we are selling 
the top quality tool line with job-proved per- 
formance! Our decision to sell the SKILSAW 
line exclusively was one of the wisest we've 
ever made. Our sales more than doubled the 
first year under our new policy!” 


doubled our 


FOR COMPLETE INFORMATION ABOUT TOP-QUALITY SKIL PRODUCTS 
AND SKIL SALES SUPPORT, CALL YOUR CONVENIENTLY LOCATED SKILSAW FACTORY BRANCH OFFICE 


SKU Oscillating Sander 
Heavy duty Model 











SKIL Products are made exclusively by SKILSAW, INC., 5033 Elston Avenue, Chicago 30, Illinois 
SKASAW Factory Branches in 34 Principal Cities. in Conode: Skiltools, Ltd., 3601 Dundas Street West, Toronto 9, Ont. 





La 


Mr. A. R. Nicolas, sales manager of the Kester 
Machinery Co. ... This sales executive knows by 
profitable experience the tremendous advantages 
the SKIL line offers distributors. 


R. S. Flynn (left), Kester salesman, and Allen Lind- 
ley, manager of SKILSAW's Charlotte, N. C. branch 
office, make a sales call together. This is typical 
of close cooperation between distributors and 
branch office personnel. 





For profits aplenty — 





iISSTON & SONS, INC. 
723 Tacony, Philadelphia 35, Pa., U.S. A. 


Branches: Chicago, Seattle, Portland (Ore.), Vancouver (B.C.) 
Factories: Toronto, Ont., Canada; Sydney, N.S. W., Australia 








As any Disston Distributor will testify, you can count on Disston Hack Saw 
Blades to outsell and outperform every time. Their dependable performance 
brings customers back year after year—and puts dollar after dollar into your pocket ! 
When you sell the Disston line, you're not selling just ordinary blades with 
a famous name on them! Disston Blades are truly better blades! Here are four 
good reasons why: 

1. They're made from specially-blended, high-grade steel. Every Disston blade is 
of rugged, durable steel, exactingly made and thoroughly tested by experi- 
enced metallurgists and craftsmen. 

. They're designed for specific applications. Whether your customers cut stain- 
less steel or cast iron...in a machine shop or in a garage. ..no matter 
what the metal-cutting problem—there’s a particular Disston blade meant 
to do the job better. 

. They're milled—not punched. The teeth in all Disston blades are milled, then 
accurately set by precise machines. Every blade is uniformly excellent. 

. They're available in all standard lengths, widths, thicknesses, and tooth 
spacings—for any type hand or machine hack saw. 


STOCK THESE DISSTON PROFIT-MAKERS 
HIGH SPEED STEEL BLADES—to cut metals ordinary blades can’t cut. 
For hand or machine cutting. 


DI-MOL BLADES—a top-notch general-purpose blade for hand or machine 
cutting. 


CHROMOL (all-hard) BLADES—a hand blade ideal for general repair 
and maintenance. 


DURAFLEX (flexible) BLADES—a versatile hand blade designed to with- 
stand severe abuse. 


For extra profits, carry Disston Hack Saw Frames! The pace-setting No. 368 
(shown) and four other durable Disston frames are easy-selling items with 
big mark-ups. 


DISSTON BACKS YOU UP, TOO! 


makes your job easier with these Disston Selling Tools: 


DISSTON MANUALS, WALL CHARTS, BOOKLETS, AND FOLDERS 

are eagerly read because they emphasize information on choosing, using, and 

caring for fine tools—information that melts sales resistance...builds business 
. creates good will. Write for free samples. 


DISSTON ADVERTISING in leading industrial publications carries the Disston 
story to thousands of potential customers in all fields. AND these hard-hitting 
advertisements continually tell readers to “See your Disston Distributor!” 


DISSTON’S FIGHT WASTE PROGRAM opens many a customer’s door! The 
plan has been commended by Government, adopted by leading companies. 
Write for free Fight Waste Kit. 


Yes, Mr. Distributor, it’s smart to sell Disston... 


the profitable line! 
Cutter Heads 


Machine Knives 

Files and Rasps 

Carbide-tipped Saws and Knives 

Band Saws for Wood and Metal 

Solid and Inserted Tooth Circular Saws 











Special-purpose motors. There are models in the Hoover line that 
will meet most of your customer's specifications “as is’ —including 
models for pumps, oil burners, fans anc blowers 
General-purpose motors. A widely varied selection of Capacitor- 
Start, and Poly-Phase Motors give distributors and dealers a line that 
is complete— a line that means business, 


i 


| ‘ 
A motor that gets “hot’’ under pressure can make users ‘hot’ 
under the collar, too. So, you want to be sure that any motor 
you sell is going to run cool. 

And if it’s a Hoover, it will. 

Generous air passages over and around the windings force 
the big ventilating system to draw off all excess heat and carry 
it into the surrounding atmosphere. Engineered to do away 
with friction and drag, Hoover Motors not only run cool, 
they stay cool. 

They're quiet too. And easy on electric current. Each watt 
of electricity gives its most in usable power 

On heavy-duty jobs, sigh starting torque spins hard-to-start 
machinery into action without strain or vibration. High run- 
ning torque catries even a varying load smoothly. And on all 
kinds of jobs, Hoover Motors pile up records for staying 
young and vigorous through a long, full life. 

And service? When it’s needed, where it’s needed. Hoover's 
service facilities are world-wide—always ready to protect you 
customers and to guard your good name. 


THE HOOVER COMPANY 
Kingston-Conley Division 


71 Brook Avenue North Plainfield, New Jersey 


HOOVER. 
electric motors 


since 1934 
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FEDERATED’S MACHINE-CAST SOLDER 
OUTSELLS ORDINARY BAR SOLDERS 


When you stock Federated Castomatic® Solder you carry a unique product that sells and 





re-sells . . . because there is nothing like it on the market. No other bar solder compares! 
Castomatic Solder is machine-cast . . . produced only by Federated Metals on patented 
electronically controlled machines. 
Castomatic Solder is a dross-free solder . . . harmful oxides are excluded from the 
product because air is kept from the molten metal in the pressurized casting system. 
Castomatic Solder is extra fine-grained . . . has no hard spots, voids or soft spots to 
slow down work. 


Castomatic Solder comes in all standard sizes and compositions. Stock it . . . sell it! 


Federitlel TMitala Divwion (fe 
AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N. Y. 
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The ‘Under cover’ Story 


that makes money for you— 
saves money for your customers 


New Dual V-Belt 
Drive 


SYMTROM portaste 
ELECTRIC SAW 





. . . Cut, Rip Wood; Cut, 
and Score Brick, Tile— 


U NDER THE COVER’ of the aluminum stamp- 
ing of the saw is the Dual V-Belt, the cushion-action 
drive . . . the story behind Syntron Saw Efficiency. 


The cushion-action of the New Dual V-Belt Drive 
allows for full load 6000 RPM blade speed and assures 
velvet-smooth operation with faster, cleaner cutting. 
Make short work of those construction, maintenance 
and production jobs. 


This smooth, vibrationless, Dual V-Belt Drive elimi- 
nates gears and gear boxes. Its high speed feeds the 
blade in--no need to push or ram this saw of radically 
improved design. 


Here is the heavy-duty Syntron Saw for professional 
use. Here is the saw to sell to your customers for cut- 
ting job time and costs. 


For YOUR customers .. . the Syntron New Portable 
Electric Saw and Dependable Electric Hammers that 
feature ‘Under the Cover’ time and cost cutting 
selling points. Here is a pair of maintenance, produc- 
tion and construction tools built for hard service with 
value features of outstanding quality. 


Only One Moving Part 
—The Piston 





SYV7TRON _ DEPENDABLE 
ELECTRIC HAMMERS 


/ 


p =~ a = 
. . « Drill, Cut and Chip 
Thru Concrete and Masonry 


“UNDER THE COVER’ of the barrel of the ham. 
mer is the piston, the only working part, . . . the story 
behind Syntron Hammer dependability. 


The dependable performance of the electromag- 
netic design that has only one working part, the pis- 
ton, provides continuous work right thru the toughest 
jobs without breakdown or time out. They are built 
to take it on job after job—yet light and easy to 
handle. 

Syntron hammers and Hammer Drills—producing 
3600 powerful blows per minute—save minutes and 
hours of valuable manpower. Bring production speed 
to those maintenance and installation jobs. 

Seven different models—all small in size yet big in 
power. Tell how ‘One Syntron Hammer will do the 
work of many men’... and sell your customers. 


Write for full details 
Ask about dealer propositien 


SYNTRON COMPANY 


900 Lexington Ave., Homer City, Pa. 
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POWELL gives 
you flow control 
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Count up the Profit 





other 
powerful profit 
advantages 


Only 


1 Get practical answers 
to every technical question. 
Continuous counsel from an 
engineering staff with the 
world’s widest experience. 


“Carborundum” is a registered trademark of 
The Carborundum Company, Niagora Falls, N. Y. 
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aden 


2 Save time and money. 
Simplified stock control and 
reduced paper work are 
natural results of doing busi- 
ness with a single source of 
supply on ail abrasive lines. 
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3 Develop keener, more 
valuable salesmen. Inten- 
sive sales-training courses 
at the CARBORUNDUM plant 
—plus a year-round flow 
of application information. 


ARBO| 


TRADE 





the CARBORUNDUM Franchise... 


We've never actually heard of a CARBORUNDUM distributor salesman being jerked 
off his feet in welcome through the Purchasing 

Agent’s door—but news of such an event wouldn't 

surprise us in the least. This happy state of 

affairs is a credit to the high quality of abrasive 

products by CARBORUNDUM, and is equally a tribute to 

the ability of our distributors’ salesmen to talk, and deliver, 

in terms of the user’s problems. Nor are we satisfied 

merely to build quality into our products—we proudly Se 
spread the story to all of industry, millions of times a year! 





4 Be well received by every 5 Enjoy complete -line 6 Attract other top-quality 7 Keep posted on the 
prospect. CARBORUNDUM’s _ selling. Not two or three lines. CARBORUNDUM is an latest ive techniques. 
pin-pointed sales promotion abrasive product lines from honored name among all = CARBORUNDUM broadcasts 
and saturation advertising two or three different manufacturers who sell to every new development, 
reach every key buying factor. sources, but a// lines from industry through distributors. | whether from its laboratory 

one source. or a customer's shop floor. 


v 


MARK 


DISTRIBUTORS 
supply ALL abrasive products under ONE brand name 
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ome SELLING 


The entire Chain Belt advertising and promotion program is de- 
signed to make your selling job more effective. A constant su>ply 
of new and attractive selling “tools” is available for the asking. 
These “tools,” when properly applied,are sure to make your selling 
effort more productive ... give you a big advantage over competition. 


When you're selling the complete line of Rex products, you are 
constantly backed by a hard-hitting national advertising campaign 
in leading trade publications. These compelling advertisements 
make literally thousands of preliminary calls for you. . . familiarize 
your prospects with the advantages of Rex products... help lay the 
groundwork for a good selling job. 


Then, too, you have available attractive, detailed product literature 
which may be distributed over the counter, on calls or through the 
mail; there are bulletins directed to specific industries such as lumber, 
rock products, agriculture, sugar, etc.; new self mailers which are sure 
to bring inquiries are always available; maintenance booklets, give- 
away notebooks, counter displays, sample boards . . . they’re all part 
of the Chain Belt advertising picture. And to top it all, we have what 
we sincerely believe is the best general catalog in the business. It’s 
800 pages are full of just the information you need to sell Chain Belt 
products. 

Remember, too, that the Chain Belt line is a complete line, and 
that Chain Belt quality is always top quality. They're two more reasons 
why you'll find it pays in many ways to sell Rex. For more informa- 
tion write to Chain Belt Company, 4622 W. Greenfield Ave., Mil- 
waukee 4, Wis. 


CHAINS AND SPROCKETS 
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LET’S TALK ABOUT SPECIALS 


A Special must be made to specifications or to order. It requires special 
attention, special paper work, special tools—and takes approximately 
three times as long to make. It costs considerably more than a 
Standard, and deliveries take much longer. 


LET’S RECOMMEND STANDARDS 





Many Specials are unnecessary —can be readily replaced by Standards. 
Standards will save your customer money and time. They permit far 
better deliveries at reasonable prices. You, our UNBRAKO Distributor, 
will benefit through better inventory, better profits, and more satis- 
fied customers. Write for your copy of UNBRAKO Standards today. 
STANDARD PRESSED STEEL Co., Jenkintown 13, Pennsylvania. 


UNBRAKO socket screw DIVISION 


JENKINTOWN PENNSYLVANIA 


fell 


Knurled Head Self-Locking Flat Head Shoulder Dowel 
Cap Screw Set Screw Cap Screw Screw Pin 
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CATALOG OR 
BULLETIN NO 


3300-A 


3900-8 


& 
4010-A 


4012-A 


4303 
. 
be 
a 


CATALOG “F” 


CATALOG "G-47’ 


CENTRIFUGAL PUMPS 
Self-Priming Centrifugal Pumps. 
Electric motor and gasoline 
engine driven.) 


Side Suction Centrifugal Pumps. 
Single and Two Ball Bearing Type. 


Side Suction, Single Stage Cen- 
trifugal Pumps. Single Ball Bear- 
ing Type. 

Side Suction, Single Stage, Cen- 
trifugal Pumps. Two Ball Bearing 
Type with separate liquid end. 


Side Suction, Single Stage, Cen- 
trifugal Pumps. Two Ball Bearing 
Type. 


Motor-Mount” Centrifugal 
Pumps. 63 standard sizes. 


Motor-Mount” Centrifugal 
Pumps with Nema Type “C” 
Mounting flange. 


Single Stage, Split Case Cen- 
trifugal Pumps 


TURBINE PUMPS 


Deep Well Turbine Pumps. Multi- 
Stage Construction. Water Lubri- 
cated. Various types of heads 
meet different requirements for 
power drive. 


VERTICAL SUMP PUMPS 
AND CELLAR DRAINERS 


Vertical Sump Pumps and Cellar 
Drainers. Wide range of types 
and capacities. 


CONDENSATION RETURN 


Condensation Returns Units and 
Boiler Feed Pumps in a wide 
range of types and capacities. 
WATER SYSTEMS 

Complete, Automatic Water 
Systems in a wide range of types 
and capacities for all shallow and 
deep well requirements. 

A general catalog on the com- 
plete Deming line of pumps and 
water systems. 


Two STANDARD Dem- 
ing Centrifugal Pumps 
used as component 
units of a compact 
washing and drying 
machine. 


It’s an “eye-opener” to some factory men to learn 
that many SPECIAL pumping jobs are performed by 
STANDARD Deming Pumps. 


The view above is one of many cases where Deming 
Distributors’ Salesmen have helped industrial users 
avoid the extra costs of specially designed pumping 
equipment by correct applications of STANDARD 
Deming Pumps. 


Alert salesmen of Deming Distributors know that 
EVERY industrial plant can use one or more types of 
STANDARD Deming Pumps. 


THE DEMING COMPANY 


S11 BROADWAY . SALEM, OHIO 


eming Pump 
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Dayton 


W. S. BLUN, Chairman 
Georgia Supply Company 
Savannah, Georgia 


Here’s what a leading Southern jobber—the Georgia 
Supply Company, of Savannah, Ga., and Jacksonville, 
Fla. says about its Dayton V-Belt Franchise: 

“In all our lines, we’ve learned that the top quality 
products are the most profitable lines to carry. That's 
why we chose Dayton V-Belts. Our customers know 
that they can’t go wrong on Dayton drives, and Day- 
ton’s excellent sales support and advertising helps us sell. 

“We've handled Dayton Belts for 20 years, and the 
service and factory cooperation have been very good. 
Year in and year out, Dayton Belts are profit makers 
for us.” 

A Dayton Franchise will be profitable for you, too! 
A Dayton representative will be glad to show you just 
bow profitable. Just write, wire or phone. 


© D.R. 1952 


DAYTON ‘‘TWINS’’ 


Dayton Thorobred, with pat- 
ented three prime section de- 
sign, is the universal belt for 
ali normal applications. It has 
set completely new standards 
for long life and trouble-free 
service at minimum cost. 





CUT V-BELT COSTS! 


Dayton Cog-Belt*—for unusu- 
ally tough drive problems! De- 
livers 40% more power, size 
for size, than any other belt. 
Operates over smaller pulleys, 
because it's scientifically de- 
signed to bend os easily as 
your finger. 

“TM 


ols Day te 


Since /905 


m@ mubbex 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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lts easy to sell 











FIRST OF A SERIES 


HOW TO SELL 
DELTA TOOLS 


Delta sales are profitable “big ticket” 
sales. Every Delta tool you sell opens 
opportunities for tie-in sales of com- 
panion Delta tools, accessories and 
supplies, and related equipment. 

This is the first of a series to help 
you increase your Delta sales. Taking 
a tool at a time, it will give you prac- 
tical, tested suggestions for building 
your Delta business. 

Delta tools are easy to sell—but, if 
you know a few basic uses, acces- 
sories, tie-in merchandise, etc., you 
can raise your average sale by 20 
to 200 percent. 


Perhaps you have some sales twists 
that have helped you 
build Delta 
sales, or perhaps 
you have some 
questions or suggestions 
on Delta selling. Write 
us. We’d like to include 
your ideas in this 
selling series. 


DELTA POWER TOOLS 


Another © Product 


Unbow bs o registered trade mark of Rockwell Monviecturing Co. 








HERE ARE SOME TIPS 
Anybod who can use a circular 


saw is a sales prospect for the Delta Unisaw. It’s 
an easy, “‘big ticket’’ sale, with a full line of useful, 
profit-building accessories. 


When yov talk the Delta Unisaw — 


Sell Unisaw Features 


No saw at a comparable price has as many sales- 
making design advantages. 


* Big Capacity ... broad work surface 27” x 36’, 
with wings... Cuts to center of 50” panel, rips 31x” 
stock . . . Blade tilts 45° to right. 


* Forged Steel True-Running Arbor . . . One 
piece forged shaft, integral flange, accurately 
ground. Pre-loaded, lubricated for life ball bearings. 


* 3-Belt Drive . . . Smooth, vibrationless, efficient. 


* Perfect Alignment... Heavy trunnions mounted 
on heavy gusset plates for accurate alignment of 
all parts. 


* Rigid, Double-Lock 
Fence . . . Quick-acting 
cam and lever lock fence 
securely. Micrometer 
adjustment. Used on 
either side of blade 


* True, Flat Table... 
Ribbed to prevent warp- 
ing or springing. 


* Safe, Convenient 
Controls . . . Easy to 
reach, safe and fast to 
operate. No close 
quarters, no skinned 
knuckles, no groping. 


These and other features are 
illustrated on pages 42-43, Delta 
Industrial Machine Tool Catalog, 
AB-52. 


Show your customer these 
features. Ask him to make com- 
parisons. Let Delta design help 
you sell. 


INDUSTRIAL DISTRIBUTION © JULY, 1952 














DELTA Unisaw. 











Sell Unisaw Versatility 


Point out that the Delta Unisaw is really many 
tools in one. 


* It does every wood-sawing operation, accurately 
and quickly. 


* It saws plastics, soft metals, paper products, 
asbestos and dozens of other materials. 


* With Delta accessories it becomes many special 
purpose machines—it will cut dadoes, tenons, 
mouldings and many more. 


* Easy to move—light enough to move readily, 
yet amply heavy and ruggedly built for stability in 
continual mass production use. 


Where to Sell the Unisaw 


Don't overlook any of these Unisaw sales possibilities 


Schools Manufacturers of 
Pattern Shops Automobiles 
Railway Car Shops Farm Equipment 
Street Car Shops 

Woodworking Plants 

Planing Mills 

Ssh and Door Plants Pianos, Orgons 
Sign and Display Shops Textiles 

Building Contractors Furniture 

Plastic Fabricators Auto Accessories 
Machine Shops Radios, T.V 
Shipping Departments Billiard Tables 
Maintenance Departments — 

Printers, Engravers a 
Steel Plants Caches 

Cabinet Shops Gomes 
Shipyards Mirror Frames 
Optical Goods Jewelry 
Chemical Process Plants Electrical Appliances 
Home Workshops Hardwore 


Theres 2 Delta Power Tool for every customers job- 
WOOD OR METAL WORKING 
53 MACHINES * 246 MODELS * MORE THAN 1300 ACCESSORIES 


DELTA POWER TOOL DIVISION 


534G NORTH LEXINGTON AVENUE * PITTSBURGH 8, PENNSYLVANIA 








FOUR QUICK CASE 
HISTORIES OF UNISAWS 


IN UWSE- Do these suggest applica- 
tions in your area for Delta Unisaw sales? 


BIG CAPACITY—rip- 
ping a 3-inch boord. 
F. A. Loud & Son, gen- 
eral woodworking shop 
in Westhampton, Mass., 
averages four hours 
daily use of this Delto 
saw. Operating cost of 
$1.63 an hour includes 
labor. No maintenance 
has been required. 


CuTSs MANY MATE- 
RIALS—here Deita 
Unisaw is cutting Bake- 
lite pieces to tolerances 
of .005” to .002”, for 
Electrical Installation 
Fabricators Co., Chi- 
cago, Illinois. It's easy, 
they say, to maintain 
high-speed accuracy 
with the Unisaw. 
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MANY OPERATIONS 
—tenoning, for ex- 
ample, is easy with 
special Delta tenoner 
attachment. “The Uni- 
saw is the most versa- 
tile machine in my 
100% Delta shop,” says 
Ed Sciembida, owner of 
busy cabinet shop in 
Depew, New York. 


IN ANY DEPART- 
MENT—shipping, for 
instance: Barkow Man- 
ufacturing Co., Milwau- 
kee, crating and boxing 
specialists, use Delta 
Unisaws for accurate 
high-speed ripping of 
crating lumber. 











FEATURE FOR FEATURE... 


to operate, compact, well-balanced and 

offer extensive maneuverability indoors 

or outdoors...no extra gadgets protrud- 

ing or complicated operating parts. The in 
outstanding mechanical breakage feature Co-mi0), 
of C-O-TWO Dry Chemical Type Fire 

Extinguishers, plus continuous inert gas 

pressured agitation o1 fluffing, together 

with a skillfully blended free flowing dry x 


chemical guarantee lasting, foolproof fire 
protection. All sizes are rechargeable on- 
the-scene by anyone ...no special tools 


required. 
C-O-TWO Dry Chemical is a finely pul- { S 
verized powder ... non-conducting, non- 


Corrosive, non-abrasive, non-freezing and 

Bon-toxic .. . special compound consists of 

Sodium bicarbonate and other chemicals t 
illfully blended to render high fire ex- ore your est Uy: 

finguishing qualities, remain free flow- 

ing while being used and withstand long 
riods of storage without deterioration. 
hen brought into contact with fire, 
O-TWO Dry Chemical absorbs a greater 
rt of the heat, decomposes and releases 
e killing gases. This heat absorption 
ocess acts as an insulating screen for 

fire fighter. 




















Fully approved and built to rigid speci- 
tions ...C-O-TWO Dry Chemical Type 
e Extinguishers are exceedingly effec- 
e on flammable liquid, gas and electri- 
fires, as well as surface fires involving 
inary combustible materials ... rated 
Underwriters’ Laboratories, Inc. and 
ictory Mutual Laboratories for class B 
at C fires 


Convenient 4, 20 and 30 pound hand 
sigs ... no syphon tubes or valves within 
the cylinder to become clogged or inopera- 
tive ... discharge hose and squeeze type 
digcharge nozzle remain empty until actu- 
ation takes place ... one piece removable 
top assembly. 


Also, convenient 150 pound wheeled 
size ... sturdy, wide-faced wheels . . . dis- 
charge hose and two position discharge exclusive inverting design renders constant 
nozzle having soft or solid stream fully . 
enclosed in protection casing ... footrail free flowing dry chemical, assuring faster, 
and dual bar handle provide easy inverting. more effective and complete discharge 
Act now for complete free information 
on these top quality fire extinguishers. Re- 
member... you can't put fire off... fire 
doesn't wait. Get the facts today! 


C-0-TWO FIRE EQUIPMENT COMPANY 
NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canada 
Affiliated with Pyrene Manuf ing C 








pany 
MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 
Squeez-Grip Carbon Dioxide Type Fire Extinguishers * Dry Chemical Type Fire Extinguishers * Built-in Smoke and Heat Fire Detecting Systems 
Built-in High Pressure and Low Pressure Carbon Dioxide Type Fire Extinguishing Systems 
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ACCO 


product 


RUGGED... 


@ That’s the best way to describe 
R-PaC Bar Stock Valves. These 
fine throttling valves provide pre- 
cise, positive flow control. Long, - , 
low-cost, trouble-free service makes No. 1050 R-PaC Stainless Steel 
them ideal for meter, gauge, test, Bar Stock Valve 
and general purpose use. Precision 
turned ... from carefully tested 
metals ...and suitable for a wide 
range of pressures and temper- 
atures. 
You should carry a stock of 
R-PaC Bar Stock Valves to give 
your customers quick service. 
Write the nearest R-Pa&C dis- 
trict office for information. 


R-P&C VALVE DIVISION va Ives 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


INDUSTRIAL DISTRIBUTION © JULY, 1952 


eee 





*50000 a day- 
for waiting / 


These manufacturers are waiting 

In their factory, the production line 
has halted, the men are idle. And every 
day of this inactivity is costing them 
$50,000—and more! 

What happened? One small break- 
down in an important machine has 
stopped the works! 

Even though replacement parts are 
hundreds of miles away, there's one 
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way they could cut those days of waiting 
to Aours. It's an answer that is saving 
thousands of manufacturers thousands 
of dollars every day. 

That answer is—Air Express! 

Air Express speed means production 
line speed. Whether your business is 
factories, films, or food, you can profit 
from regular use of Air Express. Here's 
why 

IT’s FASTEST — Air Express gets top 
priority of all commercial shipping 
services gives the fastest, most com- 
plete door-to-door pick-up and delivery 
service in all cities and principal towns 
at no extra cost 

IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the 
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way and gets a receipt upon delivery. 
IT’S PROFITABLE—Air Express service 

costs less than you think, gives you 

many profit-making opportunities. 


Call your local agent of Air Express 
Division, Railway Express Agency. 


OAR EXPRESS 


GETS THERE FIRST 





A fs goa 


Score Another “Assist” 
for the G.T.M.— 


You can have 
his help 


LARGE Aeronautical Research Center oper- 
A ates 3 vacuum pump units—each with a 
250 HP motor driving 2 pumps at 440 RPM. 
They called in a Goodyear Distributor to rec- 
ommend V-belts for this severe drive with its 
high load requirements. 


This distributor called in the G.T.M.— 
Goodyear Technical Man—for help in belting 
this high HP drive—just as you can call on the 
G.T.M. for help on your tough problems. With 
the technical assistance of the G.T.M., this 
distributor was able to belt the drive—supply- 


~ 


7 a ~ Bis 


~ 


we 


“ 


BLUEPRINT FOR PROFIT 


GOODYEAR INDUSTRIAL 
RUBBER PRODUCTS 


1. Reputation 
Rubber 
3 Proved 


P = 
° The Greatest Name in 


Quality + 
Y that brings repeat soles 


3.4 
* AGGressive nati 
onal advert 
distributors too ertising that boosts 
4. Libera! franchise th 


ot helps cre 
©PPortunities PS create elgelily 


5. Techn c 
‘ ical sales hel 
P of the G 
Goodyear Technical Man sehen 
| 
6 ard hitting business 


campaign getting direct mail 


-omplete line of distri 


! butor ‘ > 
literature ales aids and 


< 
8. Subst< € ro "argin on eq ) € 
sTalivel| Profit r gn o t | 
3 ch sale 
9. Leade rship m new prod 
re IY) 
Pioneere, by Goc 
| “ 


ratory 


ct development 


search Labo 


ing sheaves and matched sets of Goodyear 
Hy-T Belts. Results: one brief shut-down for 
take-up after 10 hours’ operation—and no fur- 
ther interruptions of service since! Another 
satisfied customer! 

The help of the G.T. M. is but one of the many 
reasons why the Goodyear franchise has been 
—year after year—one of the top money- 
makers in the Industrial Supply field—always 
at work to build your profits. 








GOOD/YEAR 


THE GREATEST NAME IN RUBBER 


Hy-T—T. M. The Goodyear Tire & Rubber Company, Akron, Obie 
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SELL more 


on every call 


A\. 


cd 

with the Big, 
Diversified 

Brown & Sharpe L 





ou'll write up bigger sales when 

yu push the complete Brown & 

arpe line. This line is so diversi- 

d that it provides a natural basis 
for “multiple sales” on every call you 
make From one compact catalog you 
@n offer your customers screw machine 
tols, permanent magnet chucks, 
J@hansson gage blocks, electronic 
Measuring equipment, and a wide range 
of pumps — as well as a complete line 
of machinists’ tools, cutters, and 


other useful shop equipment. 


Add to this the solid sales support of 
continuous national advertising in 

35 leading business and industrial publi- 
cations — advertising that promotes you 
as the source of supply — and you get 
the reason why it pays to handle and 
push the complete Brown & Sharpe 

line. Brown & Sharpe Mfg. Co., 
Providence 1, R. 1., U.S.A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe |" 
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NEW DEVELOPMENTS ¢ IMPERIAL 


. « - mean new sales 
opportunities for you 
on tubing tools 


hel 


FLARES—THEN AUTOMATICALLY BURNISHES. This new Imperial 


Rol-Air Flaring Tool embodies a lost-motion-mechanism which 
causes flaring cone to burnish flare automatically giving it a highly 
polished finish to assure tighter joints. Because flare is rolled in the 
air, tubing wall is not thinned, assuring stronger flares. Flares 6 sizes 
of tubing 3/16” to 5/8” O.D. Ne. 500-F, 


SLIDE-TO-SIZE TUBE CUTTER features instant adjustment to tubing 
size. Just push handle and cutting wheel slides right down to the 
work. Quick ratchet release. No. 206-F cuts tubing 3/4” to 2-1/4” 
O.D. At right is popular Cutter No. 274-F for tubing 1/8” to 1” O.D. 
It features ball-bearing action; flare cut-off groove in rollers. 








IT’S TWO TUBE BENDERS IN ONE. Dual size 
shoe and mandrel take 1/2” and 5/8” O.D. 
tubing. Slips over tubing wherever bend is de- 
sired. Calibrated. Makes neat accurate bends. 
No. 362-F. 





q 


BENDS ANY KIND OF TUBING. This new 
universal gear-type tube bender makes smooth 
precision bends even on hard temper copper or 
heavy steel tubing. Also pipe. Extremely com- 
pact. Individual benders for 3/8” to 1-1/8” O.DS 
tubing. No. 270-F, : 


37° FLARING TOOL flares soft steel and other 
tubing to J.L.C. standards. Easy, single lever 
clamping. No. 437-F flares 6 sizes 3/16” to 5/8” 
O.D. No. 537-F flares 4 larger sizes 3/4” to 
1-1/4” O.D 


Ask for “New Tool Bulletins” 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lauder Ave., Toronto, Ontario 


IMPERIAL 


See Your Industrial Supply House 


Pioneers in Tube Fittings and Tubing Tools 
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Pores the td - 


a 
LACK & DECKER 





— 





as powerful as the B 


Hammers it sells —— 


That's Pounding Out 
Gales for You... 


in July issues of 


Saturday Evenin 


Construction Methods 


g Post 


Mill & Factory 


Factory Management & Maintenance 


st, Purchasing News, 


Steel, American Machini 
and Machinery! 


iron Age, 
Purchasing, 


Automotive Industries, 


0 sales messages! 


A total " 42929f° 


eS 





—EE—————E 
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Black & Decker Electric Hammers 
Save you Money, Muscle and Man-Hours! 


Drilling, Demolition, 
Scaling, Seaming... 


In any construction, maintenance or repair job © 
involving a hammer action, Black & Decker © 
Electric Hammers save you hours of laborious, : 
costly hand labor! These husky tools deliver 7 
thousands of sharp, positive hammer blows per ' 


4 MODELS, rated by drilling 


capacity in concrete for holes up 
to 4", ¥4", 1%", and 2”. 


minute. They are light, compact, completely 
self-contained; require no transformer or extra 
equipment; operate from any electric outlet, 
A.C. or D.C., or from a portable generator. 


See your nearby Black & Decker Distributor 
for a demonstration. Ask him about quality- 
built B&D Hammer Tools, too. Write for free 
catalog of more than 100 Electric Tools to: THE 
Biack & Decker Mrec. Co., 617 Pennsylvania 
Ave., Towson 4, Maryland. 


A Hammer Tool 


for Every Job 
SS 
STAR DRILL: For clean, round holes in 
concrete, brick, cement, etc 


i 


BULL POINT: For demolition work on 
concrete, stone, brick, etc 


See 


COLD CHISEL: For chiseling, scoling, 
surfocing concrete or metal 
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WOOD CHISEL : For cutting and goug- 
ing in wood 


———— 


SCALING CHISEL: Removes rust, weld 


spotter, old point ZB 


BUSHING TOOL: for removing form 
morks or scuffing concrete surfaces 


oy 


SEAM TOOL: Cleons ovt old mortor be- 
tween bricks or mosonry for repointing, 
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How many blocks did 


dont use it! 


agine the damage 
- ~ seer) and this 


if you dont know..\ {14 


hitting 
ork in wire-rope 
: LTT" Pook straightened or & ~ : 
D 38- WO’ 
And theres, ‘plocks. Each Americ 
1] capacity em 
assurance ogee 
) tT 
ap ont Buy Amencan 
from your distributor 
kers of genuine CROSBY Clips 


ay, St. Paul 1, Minnesota 


no place tk 
. vant involved it 
nly dropped 
ang American CROSBY Wire a 
bec , is LOAD ee ee ai 
r eti 

= soe pogo extra-thick oe es 

throughou : 
outs drop-forged hoc 


. J Wire Rope 
CROSBY ate Made by the mal 
. supp. Hoist 4 a Derrick Compa 

mencan \ 


fic strength 
of terrilic reer a 


blocks, im 


wo : 


these ads 
sell? 


If you don’t know 
... read this! 


Here is one ad in a series on safety. And 
the safety story these ads tel] has made 
American CROSBY Wire Rope Blocks the 
easiest, fastest line to se//. Last year, sparked 
by these ads, sales of American CROSBY 
Blocks were way above sales for the pre- 
vious year. And they're stil] going up, as 
more and more of America’s leading mill 
supply salesmen are finding it easier and 
more profitable to sell American CROSBY 
Wire Rope Blocks exclusively. 

Use this safety story in CROSBY adver- 
tising to help you sell American CROSBY 
Blocks. Let their unusual merchandising 
features sell for you, too. Tell your cus- 
tomers how American CROSBY Blocks, 
packed in neat, clean, numbered cartons, 
simplify bookkeeping, and save space and 
labor. And you can order CROSBY Blocks 
when you send in an order for CROSBY 
Clips. 

These ads are for you. Use them. . . and 
you'll soon discover how many American 
CROSBY Blocks they'll help you sell. 


This advertisement appears 

in leading national magazines 
reaching construction and 
industrial markets. 
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& Derrick Company 
ST. PAUL 1, MINNESOTA 
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a5) ) 


‘distin tive { iia, dh fe 
apart; (marked by distinction; 


a thing or dass: of things share i a 


acterized by superior qunlity; the 

famous line: of superior adostral 
Rubber Products manufactured bby} 
Raybestos- -Manbattan and supplied. 


to eager costomers: hou PF) 
dependable RIM distributors. 


SYN.-Homocord Conveyor belts, 
Condor V-belts, Condor Transmission 
belts and Homoflex Hose. 


in Business Week ond 47 industrial publicotions 


} 
s — 





MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


INC. 


RAYBESTOS- MANHATTAN, 





a @ + 


Conveyor . Water, Steom Hose Oil, Suction Hos e Ind 


ustrial Fire Hose 








Other_R/M products include: Industrial Rubber © Fan Belts @ RediatorHose © Packings © Broke Linings 
Clvich Facings @ Asbestos Teati ml © Sintered Metol Ports © Bowling Ball 
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@ Brake Blocks 
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wins top billing 
for 
P-K Distributors 


rm Banos 


You know these men. You know that they work of Parker-Kalon and P-K Distributors 
know what it takes to make any supply item serving the important industrial areas 
rate best when the orders are counted. It’s throughout the nation. Read what they say. 
teamwork . . . day in and day out. You'll see why P-K regards its “family” of 
Here they tell what features of P-K team- Distributore—the nation’s ablest supply spe- 
work impress them most. Here also, the cialists—as one of its greatest assets. You'll 
camera records how this carefully planned see, also, why the P-K franchise is so highly 
cooperation helps the Distributor’s staff save valued everywhere—for prestige, for steady 
time and score sales. sales, for profits. Parker-Kalon Corporation, 
This series of ads will illustrate the team- 200 Varick Street, New York 14. 
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At George Worthington Co., Cleveland 
JOHN VICKERS, Sales Manager, says: 


“Parker-Kalon has a long list of good sales litera- 
ture, but what we appreciate most is the P-K 
Catalog. It goes way beyond a mere listing and 
description of products, and does a first-rate job of 
teaching customers the advantages of the P-K 
fastening method. As a result, our selling job is 
greatly simplified, and our volume of fastener sales 
increased with a minimum of sales expense.” 


Glenn F. Aimy, George Worthington Co. sclesmen, uses the P-K 
Catalog to explain on application of Type A Screws to o design 


engineer 





At Pulver Machinists Supply Co., Chicago 
HARRY PULVER, President says: 


“Every manufacturer has some policy of Distributor 
relationship. But in my opinion, the Parker-Kalon 
Policy is a model of its kind. More important, it 
means what it says. We've had plenty of proof dur- 
ing many years as P-K Distributors. We'd like to 
have the same protection and support on all products 

we sell.” 
Sanford Berg, Pulver Supply Co., Soles Manager, looks over o map 
Norman Schiee, 


of the busy Chicago crea his company serves with 
P-K Field Representative. 





At Wm. T. Johnson Co., Cincinnati 
C. T. SWAITE, Vice President, says: 


“A product may have plenty of merit, but unless it 
has wide acceptance in the field, it’s of little interest 
to a Distributor. P-K Screws are one of the best 
pre-sold lines we handle. We sure like the strong, 
consistent P-K advertising, and all the well-planned 
service literature and other sales helps furnished us.” 

M. J. Halpin, Wm. T. Johnson Co. Sales Monager, (right) is briefed 


on some new editions of P-K service literoture by John Horper, P-K 
Field Representative. 





At Morris Abrams, Inc., New York 
MORRIS ABRAMS, President, says: 


“My relationship with P-K dates back to the time 
the company was first established. In boom times 
or bad times, their Policy of selling only through 
accredited Distributors, and giving them steady 
support with every type of sales and engineering 
assistance, has been strictly observed. That's the 
real test of sincerity, and P-K has never let us down.” 





Morris Zippert, V. P., (left) and ira Zippert, P. A., (center) of Morris 
Abrams, inc., look over the new P-K Engineering Standards Book with 
Jock Mathe, P-K Field Representative. 





Tro Ouigin! SELE-TAPPING SCREWS 
Gold-forye” SOCKET SCREWS 


AND OTHER FASTENING DEVICES 
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“TOLEDO No. 999 2° POWER THREADER 


a favorite wille Zell Sipevilanchiai/ 


A pair of Toledos—No. 1-2-4 (at left) for 1” to 4” pipe; and No. 999 for up to 
2” pipe—in the modern pipe shop of Kaighin & Hughes, Inc., Toledo, Ohio. 


Big successful outfits like Kaighin & Hughes, Inc., 
are among the many users who have found TO- 
LEDO Power Pipe Machines “tops” for high pro- 

duction... easy operation... long life. ..and low 


upkeep. 


Especially popular in pipe shops or in the field 
—Toledo No. 999 2” Portable Power Threader! 
Threads 2” pipe in 22 seconds . . . cuts off in 
10 seconds. Built to last with the rugged pre- 
cision of a fine lathe. Many No. 999’s in use 
20 years and more! This means lower cost 
to own—another advantage of Toledo de- 
pendability! Write for new catalog. The 
Toledo Pipe Threading Machine Co., 
Toledo, Ohio. New York Office: 165 
Broadway, Room 1310. 


50 Vee ears of Leadership 


PIPE TOOLS ... POWER PIPE MACHINES ... POWER DRIVES 
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“BUILT TO THE SAME SPECIFICATION 
STANDARDS — 1! THOUGHT ALL STEEL 
VALVES WERE ALIKE AS TWO PEAS“ 


LOOK AT THESE 
FOUR FEATURES: 


2—-PIECE YOKE 
DESIGN 


simplifies replacement of yoke nut. 
Permits replacement of yoke nut with- 
out shutting down the line. Yoke nut is 
OIC Alloy 40; non-galling material. 


on 


3 OIC’S SEAL~EVER 
PACKING 


(exclusive with OIC) lasts 10 to 
15 times longer than ordinary 
packing. It stops pitting and cor- 
rosion of stems. 


L 


Z STUFFING BOXES 


have greater depth than is spec- 
ified, permitting the use of 7 to 9 rings § 
of packing, with either wiper rings” 
or condensing chamber below. 


= @ SEAT RINGS 


are end-seated and are sub-/ 
jected only to compression forces! 
when valve is closed; no loosening 
of seat rings with repeated opening 
and closing of the valve. No open 
spaces to cause turbulence, accumu- 
late dirt and hasten corrosion. 





This combination involving yoke design, stuffing boxes, packing and seat 
rings is evidence of OIC’s desire to build beyond minimum specifications. 


THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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Millions of pounds of belt dressing are 
used every year in manufacturing plants, 
machine shops, garages, on the farm... 
to keep power transmission belting in pro- 
per condition to run without slipping. 


SOLD BY 
INDUSTRIAL DISTRIBUTORS 


GRAKO SPRAZON comes ready to use. 
_ The drawn steel container is equipped 
With finge: valve and safety cap — holds 


12 ox. — wres 3” dia. x 52” high. 
Packed one fren in corrugated carton. 


BACKED BY OVER 


APPLIED WHERE 
SLIPPAGE OCCURS 


he BELT DRESSING that sprays on 


Now, for the first time, you can reach 
this immense market with an ideal belt 
dressing in ideal form. 


GRAKO, the clear belt dressing long 
famous as a leather preservative and 
slip preventative 


SPRAYS ON 


directly from its container! 


A touch of the forefinger on the valve re- 
leases a powerful spray of atomized belt 
dressing. Tiny globules penetrate the 
leather, stop belt glaze instantly. You can 
actually see the belt take hold and pull! 
You control the application at all times! 
Your hands and arms are not exposed to 
moving belts and pulleys! 


100 YEARS’ EXPERIENCE IN 
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START PROFITABLE SALES 
this Easy Way 


Point-ofsale card in color attracts im- 
mediate attention. Use it with your island 
display. Put it in the window. 


directly from the 


Think what this means to millions of 
users! Machine operators can now dress 
their belts without losing production. 
Plants can order by the case — keep 
GRAKO SPRAZON handy in every de- 
partment. Garage attendants can dress fan 
belts safely. Machine shops, farms, home 
workshops — all are in the market for 
this reliable belt dressing in this new con- 
venient form. 


You're in on the Ground Floor! 


GRAKO Sprazon is a natural! It’s made 
right, works right, and is priced right for 
quick sale and steady repeat business. 
Ideal for wholesale and retail distribution. 
Each 12 oz. container holds enough belt 
dressing to cover approximately 350 


handy container! 


square feet of belting. Containers are 
packed one dozen in a carton. Point-of- 
sale Display Cards and folders are ready 
for your imprint on the front. 

Act now — grab your share of this big, 
profitable market. 


and 


GRATON 
KNIGHT 
® 
GRATON & KNIGHT COMPANY 
Worcester 4, Massachusetts 


THE MANUFACTURE OF LEATHER AND LEATHER BELTING 
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After extensive tests — 


_ Leading Heating Control Manufacturer 
Adopts Millers Falls Electric Drivers 
For All Precision Assembly Lines 


The Problem: Sewing large numbers of machine 
screws and nuts in delicate, complex control assem- 
blies. Speed and economy essential. Tension must 
be maintained constantly at all points with extreme 
accuracy. 

Solution: Demonstrations and test runs were con- 
ducted with numerous electric and pneumatic tools. 
On every count, Millers Falls Screw Drivers and Nut 
Setters with the “Adjustomatic’® Clutch were out- 
standing for this difficult assignment. 

They are powerful, compact, smooth running. And 
the patented “Adjustomatic” Clutch maintains exactly 
correct tensioning not just for a day, but for month 
after month. Their performance has proved so su- 
perior that Millers Falls Drivers are now standard 
on all precision assembly lines in the plant. Approx- 
imately 100 are currently in use, and the company 
reports: “... very materially increased production and 
reduced cost.” 





Speed, Economy, Precision, 
Dependability 
There’s a big and growing market waiting for dis- 
tributors who stock and pu¥h these versatile Millers 
Falls Drivers. Write for full details on Millers Falls 
wide line of portable electric tools and the exceptional 
profit opportunities it offers you. 


MILLERS FALLS COMPANY, Greenfield, Mass. 


MILLERS FALLS 
pacies a 


® 
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@ Where's the fire? It's another bear 
burned out’ becouse of dirt-r 
contaminated grease. Alemite Transfe 
Pumps seal drums tight kee; 
lubricants “refinery clean.’ Point this 


vp and watch your sales climb fast 


Sell them what they want... Sell them what they need 
Genuine “Job-Proved”’ Alemite Transfer Pumps 


Show your customers how they can SAVE 
with modern Alemite Transfer Methods! 


No more waste . .. no more 
mess . . . potential fire 
risks eliminated—in ad- 

vance! Easier, faster, more 
efficient loading of bucket 
pumps and power guns. 
That's what you sell with 
Alemite Transfer Pumps. 
Sell One for Every 

Oil Room Drum! 


It’s The Mightiest Lubrication Story Ever Told! 


It’s the largest Alemite advertising campaign ever! About 
you ... and the role you play in industry as an Alemite 
“Friction Fighter.” Presented to 15,000,000 Post and Col 
lier’s readers—every 2 weeks throughout the year—Alemite 
advertising keeps you in the picture as the man backed by 
the largest manufacturer of lubrication equipment. Spot- 
lights you as the man to see, to listen to, to send for first! 


ALEMITE 


Modern Lubrication Methods That Cut Production Costs 


New Alemite Gusher Pump 
Empties 100 lb. drum in less than a 
minute! Delivery rate fully adjustable. 
New design air piston requires no 
oiling. Alemite Model 7216-A. 


Alemite Air-Operated 
Oil Transfer Pump 
Empties a 54 gal. drum of SAE 
20 oil in approximately 3 min- 
utes. Equipped with coupling 
and shut-off valve. Fits 2” p.t. 
bung. Alemite Model 6479, 


FREE new booklet 


Alemite “Sales Power.” Shows where to look for 
more Alemite sales . . . how to move in ond 
clinch them fast! Send for your copy now. Fill 
ovt and mail coupon today. 


Alemite, Dept. H-72 
1850 Diversey Parkway, Chicago 14, Ill. 


Name 
Company 
City 
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featuring 


DuALoc® 


Your stock 

of these components 
will handle 
all normal 


lifting requirements 


ACCO Registered DUALOC Slings 
are Lifting Tools 


@ Defense work has introduced new lifting problems for all of your customers. New 
opportunities are open to you for service to old and new customers alike. 


ACCO Registered Dualoc Slings permit you to furnish exact, accurate lifting 
tools that have set the strength and safety standards for industrial slings. 


Through the ACCO Registered ‘“‘Assemble-Your-Own”’ program you can handle 
all of your customers’ normal lifting requirements directly from 
your own stock, economically .. . and without delay. 


Write today for complete information. 


ACCO 
*Trade Mark Registered Patent No. 2463199 Registered 


WIRE ROPE SLING DEPARTMENT me 17 Vhele 
AMERICAN CHAIN & CABLE Slings 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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Customer Reports: 


Fewer Rejects and Better Bushings 


A, automobile manufacturer virtually 
eliminated bushing rejects by using 
Asarcon 773 Continuous-Cast Bronze 
instead of foundry castings. The Asarcon bronze, 
supplied by Meier Brass & Copper Company, 
Detroit (distributor), is, according to the user, 
“more uniform than the sand-cast product.” It is also 
“available in lengths of 105”, with other dimensions 


held to extremely close tolerances.” 


There is less waste because there is none of the short-end 
scrap associated with standard 13” stock. The bronze is cut 
only in the length needed. Better bushings result because 
Continuous-Cast Bronze is entirely free from porosity, 
hard and soft spots, dirt, dross or imperfections of any kind 


Machining is easy; cutting tools are less subject to wear. 


A 
Asarcon 773 (SAE 660) bearing bronze is stocked 
in 105” lengths by distributors all over the country. 
This warehouse stock will be cut long or short to 
suit you. There are 216 sizes, tubular or solid 


round, in diameters from 4%” to 5”. 


“Stee ' 


eI sig, 


C/NS EF American Smelting and Refining Company 
Perth Amboy Plant, Barber, New Jersey 


CONTINUOUS 


Please send me a free copy of the 12-page catalog 
Asarco Continuous-Cast Bronze.” 
N me 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company sa. 


OFFICES: Perth Amboy Piant, Barber, New Jersey 


{ ompany 


Zone 








Whiting, indiana City 
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industrial Thermometer, 
mercury filled, straight 
form, 








HAVE YOU AN INDUSTRIAL TEMPERATURE TO TAKE? 


Whenever an industrial temperature has to be 


taken there is a USG thermometer for the job. 
You have your choice of the Industrial Type 
in all sizes, and mounting forms with standard 
or protected stems; or the Dial Type in 
a variety of sizes, case styles, mountings, 


ranges, and connections. Gas, mercury or 


vapor-actuated. 


industrial Ther-_ 
mometer of the 45° 
Recline Form, There 
are 5 other 
standard 
forms. 





For typical applications of commercial and 
approved Navy Standards, covering dimensional 
information and the use of bushings, flanges, 
sockets and special tubing, send for Catalogs 
100 and 200. 





Special thermometers for dough testing, milk test- 
ing, fuel gas, candy, solder baths, varnish, can- 
ning, vulcanizing and other unusual processes. 














United States Gauge 

Division of American Machine and Metals,sinc. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [7] Industrial 
Thermometers; [_] Dial Thermometers. [[] Please send us 


your catalog. Have your man call. No obligation, 
of course. 





Nome. Title. 
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MORE HOLE 
PER GRIND | 


It was a smooth-running job—drilling '%2" hole: 
in a cast iron cover, Y2" thick—but the superin 
tendent wasn’t satisfied with the wearing qualities” 
of the high speed drills that were being used. They, 
averaged 2705 holes per grind.<> When a 
Service Representative was called in, he recommended 
a stock CLE-FORGE High Speed Drill that is engineered 
to reduce the wear caused by abrasive action. With no change! 
in feed or speed, this drill averaged 3862 holes per grind! <> 
On all drilling operations, a C@eeland Service Representative can 
help you speed the job and cut costs. Contact our nearest Stockroom, or... 














TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + San Francisco S * Los Angeles 58 
E. P. Barrys, Ltd., London W. 3, England 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland 10018 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutiers). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


WRITE FOR CATALOG “The Tool Holder People” 
5205 WEST ARMSTRONG AVENUE * CHICAGO 30, U.S.A. 
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and sell up 
TIMES more 
Cutting with... 


to 300 
Production 


Corbiae-jyved 
SAWS 


Carbide-Tipping “Simonds’ Way” gives your cus- 





tomers a saw with teeth that fight off wear, that give 
record-breaking production hours between sharp- 
enings, that leave surfaces so smooth they require 


little or no further finishing. 


In a Simonds Carbide-Tipped Saw they get extra 


quality and extra value... 





Send for Your FREE Copy 
SIMONDS NEW 
CARBIDE TIPPED SAW CATALOG 


Just off the press, this new catalo 
includes complete listings, specifi- 
cations and recommendations cover- 
ing Simonds complete line of Car- 
ide Tip Wood Cutti 
Address¢ 
Branch. 


Saws 
¢ nearest Simonds Factory 


~~ 


special analysis alloy steel from Simonds’ own mill, 
precision grinding and skillful tensioning, top-grade 
carbide tips brazed into place by Simonds special 
method ... highly polished surface finish . . . perfect 
roundness, balance and tooth alignment. All these 
advantages add up to smoother, treer, straighter 
cutting and long, trouble-free service. Standard-size 
saws are available from stock. 


1110), [2 


| SAW AND STEEL CO 


eet 


Factory Branches in Boston, Chicago, San Francisco and Portland, Ore. 
Canadian Factory im Montreal, Que. 
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@ Your customer's confidence is earned 
by experience... experience with you, and with the 
uniform high quality in every link of Peoria Chain 

experience with Peoria Chain’s complete de- 

pendability — dependability that assures him 
smooth-sailing production year after year. 

Your confidence is earned by experience 

with Peoria Malleable’s straight-steering policy 


that protects your investment in time and effort. 


And this confidence is well-placed. Plant-wide 
quality control assures dependability-whether it's 
top quality malleable iron or the even stronger, 
longer-lasting pearlitic iron, METAMAL 

@ If you are not already one of 
PEORIA CHAIN'S “protected distributors”, 
write for our free catalog. Sell this complete line 


of malleable iron chain with confidence. 


LE CASTINGS Co. 


Peoria MALLEAS 


RIA, iL 
KANDER ST: - 


/ Detachable 
OR 45 YEARS Chain 
F 


Root -Top 


FT oF ALE 


CHAIN MAKERS 


j Transfer 


Chain 


| ” 


Transfer 
om H Closs 


Refuse 
Chain 
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Jacking Up Sales 


? i) 

HERE’S THE MAN WITH THE JACKS 

He’s the authorized Simplex Stocking Distributor. He en- 
joys a unique position because Simplex Jacks are sold 
through Industrial Distributors only . . . there’s no com- 
petition through direct-from-factory, mail order, auto- 
motive or back-door sales. No Sir! Templeton, Kenly 
& Co. believes in building its sales by shooting square 
with distributors and aiding them to build their sales. 
And... a Simplex sale produces mighty atractive profits. 
Check T-K for the whole story today. 


You'll see a lot of 

two new, bright and 

shining faces be- 

longing to “Bill” 

Zepp and “Dick” Bowers—T-K’s two new live-wire sales- 
men. Mr. Wm. H. Zepp will cover the Middle-Western 
territory, and Mr. R. S. Bowers will reign in the W. Vir- 
ginia, Virginia, Pennsylvania and Kentucky coal mining 
territory. They’ve Simplex Jacks, sales helps, literature, 
information and advice and they’re at your service ! 


STEAMBOATS Meee # 
ARQUND THE BEND - -- ~7 


You'd better hurry up 
and beat it back to the 
docks! There'll be Steam- 
boat Jacks to be sold for 
quick repairs. They’re 
needed for bulkhead pull- 
ing, towing, fitting and 
rigging. But don’t let the 
name hold you down 

these powerful pullers 
have many uses in con- 
struction, bridge building 
and repair work. Try 
these fields and you'll see. 


( Advertisement) 








7 EVEN A 98 LB. 
| WEAKLING CAN 























HANDLE 'EM 


Three brand new aluminum 
housing Simplex Jacks are 
now available. Light weight 
and easy to handle, no Her- 
cules is needed to carry and 
set them up. The A1029 is a 
Reel Jack that saves time and 
trouble on quick-shift and 
rough terrain cable jobs; the 
A1538 Pole Pulling Jack fea- 
tures rapid action and easy 
portability in utilities work; a 
A102% is a lightweight but 
rugged, 10-ton jack for easing 
industrial jacking jobs. Tell your customers about these 
...they’ll be interested. (P.S. Concentration is on these new 
jacks in advertising and publicity...take advantage of it.) 


PEEP SHOW? 





ing the new Simplex 
Sound Slide Film Jack- 
ing Up Sales in there, 
and it’s so crowded 
these fellows can’t get 
in. You can fill the 
house, too, with a 
showing of this fine 
new film. Arrange a 
date with your Simplex 
Salesman, then call in 
your group. They will 
get the full story of 
Simplex Jacks . . . plus 
application hints and 
market tips that can 
help jack up their sales 
and build your profits. 
Contact your Simplex 
Representative today. 





SERIOUS BUSINESS HERE 


No kidding now, the Simplex Remotrol is a jack you 
can’t afford to neglect. This remote-controlled hydraulic 
unit has myriad uses in mines, shipyards, industrial lift- 
ing and pulling, prestressing concrete and other con- 
struction jobs, in truck and bus maintenance and re- 
pair. Many models feature the famous Center-Hole 
Ram, as in the Simplex-Jenny, for extremely simplified 
pulling. Let this be a big income producer for you. 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave, Chicago 44, 1 
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Sreel Puge 
5 VASA QUOTE 


WAl & Creege’ in any Snowstorm! 





No stuck trucks at loading docks 


with steel pipe snow 


All the precious time gained, high-balling 
the highway with urgently needed cargo, or 
making fast work of local deliveries, can be 
lost forever by a jam at an inclined or 
declined loading or receiving dock, caused 
by just a skim of ice or a mere half-inch of 
snow to say nothing of a heavy storm! 

Yet for a comparatively minor investment, 
dock approaches and aprons can be kept 
snow and ice free all winter long. So, far- 
sighted managements are licking this weather 


COMMITTEE ON 


AMERICAN IRON AND STEEL INSTITUTE 


melting 


problem at the docks with steel pipe snow 
melting systems . . . and the big wheelers roll 
in and out “in a breeze.” 

Snow melting and steel pipe go hand-in- 
hand. Economy in purchase and durability 
in service make it a natural for this applica- 
tion. Add the important factors of formability 
and weldability for panel fabrication and you 
have the reasons why steel pipe is first choice 
for snow melting systems—and why it’s the 
most widely used pipe in the world! 


350 Fifth Avenue, New York 1, N.Y. 
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KING OF THE MONTH 


STYLE No. 914 


j-M SPIROTALLIC 
BOILER GASKETS y € 


A gasket with unusual 

strength and resilience for 

most hand-hole, tube cap, and 
manhole covers on standard makes 
of boilers, economizers 

and superheaters- 


where to sell it: These Johns-Manville gaskets 
are a popular item at this time of the year in all How it is furnished: Style No. 914 (and also 
types of industrial and utility steam plants across Nos. 911 and 912 Spirotallic Flange Gaskets) are 
the country. They are especially designed to give furnished in many standard sizes and shapes for 
long-lasting service on practically all standard standard boilers, as shown in tables in the Johns- 
makes of boiler equipment—wherever hand-hole, Manville Packings ¢ atalog for different makes of 
manhole and other types of gaskets for 450 Ibs. boiler equipment. When ordering, give make of 
pressure and over are required, and where flanges boiler, gasket and number, shape, inside dimen- 
are well machined and in good condition. sions and Ov er-all gasket width as shown in pack- 
What its selling points are: Style No. 914 ing catalog. For sizes not listed, a template should 
Spirotallic Boiler Gaskets are remarkably strong be prov ided. 
and highly resistant to the effects of corrosion and Backed by National advertising: Spirotallic 
temperature. Their special construction, composed Boiler Gaskets and other fast-selling Johns- 
of interlocked plies of preformed metal, cush- Manville Packings are advertised regularly in 
joned with asbestos strip spirally wound, makes publications read by packing users in every major 
them ideal for long-lasting replacements for industry. T si fers these readers to 
woven asbestos gaskets. Because they are readily their local J-M Distributor as the place to buy. 
compressed with light bolting, they can, with rea- Your selling job is easier when you push Johns- 
sonable care, be reused a number of times. Manville Packings! 


Note to Salesmanagers: For copies of this advertisement for distribution to 
your sales organization, write Johns-Maaville, Box 60, New York 16, N.Y. 
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Sales training 


Complete and factual market data is combined 
with answers to common selling problems in 
regular Armour sales managers’ meetings with 
distributor salesmen. 


and sales aids like these 
& 


Armour's complete line of quality coated abra- 
sives is covered in informative, easy-to-read 
booklets which are a big help in closing sales. 


acked up by advertising here 


And every ad stresses the line, “Buy through 
your Industrial Distributor.” 





open doors for you®” 


Armour’s advertising and direct mail campaigns 





pre-sell prospects—and open doors for you. 





els 


“They all help you sell more 
GY atl Mbrasives 


Armour and Company + North Benton Road * Alliance, Ohio 
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SELL THE ADVANTAGES OF 





THESE 


FORT WORTH 


WAREHOUSES 
MEAN BETTER 
V-DRIVE 
SERVICE 


* 
CHICAGO 


KANSAS City © @ ST. Lours 


a 
Fort worm eo auas 


The Fort Worth DublDuty “QD” Sheave has 
larger maximum bore than competitive makes. A 2” 
maximum bore is available in sizes where other stock 
sheaves will only accommodate 154”. 

A complete V-Drive line is carried in stock. 
Whether for one “A” belt, or twenty “D” belts, 
the proper drive is available. 

FORT WORTH V-Belts in the patented Grom- 
met construction (C, D, and E sizes) assure cus- 
tomer satisfaction and long drive life. 


OTHER 


ForT WorTH 


PReGcgoeuc?Ts 


ROLLER CHAIN 
SPROCKETS 
SCREW CONVEYORS 
and ACCESSORIES 
SCREW ELEVATORS 
INDUSTRIAL FANS 


immediately. 





“QD” HUB ALSO FITS 
FORT WORTH “QD” 
Roller Chain Sprocket 


Your stock of QD hubs can 
serve a double purpose. The same 
hub fits in either the QD sprocket 
or the Fort 
Worth QD 


sheave. ra 
Investigate 
the advantages — 


of stocking 

the Fort Worth “QD” line . . . 
both sheaves and sprockets. Large 
factory and warchouse stocks 
will make it especially attractive 
during present shortages. 


Write for descriptive catalogs on “QD” Sprockets and 
Sheaves. Address Dept. 17, and they will be sent to you 


Te) RT “4 ‘@) RTH cemucay CO 


Dept. 17 3600 McCart Street FORT WORTH, TEXAS 
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How to be sure 
of getting First Grade Rope 





' “7 a ee ot 

be <- eee anu ~ _ 
my a 

* Pm and ‘ > 


fs 





] “AMERICAN BRAND” 
PURE MANILA ROPE has a 
paper tape that’s marked 
“American Manufacturing 
Company”, in one strand. 
(in all sizes Y2" and larger) 














2 “AMERICAN BRAND” 


; - PURE MANILA ROPE has red 
, Ps, ia and green surface markers. 
a (in all sizes %" and larger) 














3 “AMERICAN BRAND” 
PURE MANILA ROPE has this 
tag attached to the starting 
end of the coil. (in all sizes) 











HANDY COILS 
100-foot coils of 4"—"As" 
%"— and %" “AMERICAN 
BRAND” Pure Manila Rope pack- 
aged in 15-lb. cartons to sell from 
the counter. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
ROPE @ TWINE © OAKUM @ PACKING @ CARPET & ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. Sales Offices: Boston © Chicago ® Houston ¢ New Orleans © Philadelphia © San Francisco 
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Talk of the Trade 


CONFUSING: When manufacturers’ men in the New 
York area get together, Bob Jacques (Greenfield Tap) and 
Jim Jaques (Nicholson File) keep everyone on their toes 

. Bob pronounces his name Jakes, while Jim pronounces 
his name Ja-qwees. 


MEETING TIME: Instead of staging their regular 
monthly meeting in their home state, members of the 
Connecticut Mill Supply Club held a meeting within a 
meeting by holding their luncheon while at the Triple 
Industrial Supply Convention in Atlantic City . . . It 
turned out to be a real celebration when at the last 
minute it was discovered the day was an eventful onc 
for Mark Lyon (C. S. Mersick, New Haven) . . . It was the 
50th anniversary of Mark’s joining Mersick . . . Congratu 
lations 


COINCIDENCE: After attending the convention, Leon 
Watkins (Watkins, Inc., Wichita) called on some of his 
suppliers in the New York area . . . Before departing for 
home, he made it a point to visit Flushing Hospital where 
he was a “guest” after the Atlantic City convention two 
years ago (he fell and fractured his leg while stepping 
away from a soda fountain) . . . Leon wanted to talk with 
Mrs. John Freeman, one of his nurses when he was hos 
pitalized . . . It wasn’t until after Leon had been dis 
charged from the hospital that he learned Mrs. Freeman 
is the mother of Frances Van Houten who works for 
Watkins, Inc 


ELECTION STORY: Last vear Mac England (Logan 
Hardware, Logan, West Va.) was elected to the board of 
his golf club . . . This year, he received another honor 

he was elected president . . . It wasn’t long after the 
election that Mac was asked by a fellow member: “How 
is it you got elected president?” . . . Mac had his answer 
ready: “I’m the only man in the club who had a perfect 
attendance record” . . . It can’t be as easy as that, or is it? 


ee 
a ae 


FORE: Lou Stoner (Jacobs Chuck) who has a well 
founded reputation for being quite an amateur golfer 
moved into the big leagues last month . . . While on a 
business trip to England, Lou took time out for some 
golf and succeeded in qualifying for the British Amateur 
. . He ran into difficulty in the first round, though, 
and was eliminated by L. G. Emmott, England, 3 and 
2... I'd say he did darn well . . . Congratulations . . . 
Speaking of golf reminds me that Hy Goldburg (Parker 
Kalon) trotted off with the honors when W. S. Wilson, 
New York held its annual golf outing on Long Island. 


MORE CONVENTION NOTES: All during the tripk 
meeting in Atlantic City, Bob Slater, an ID editor, was 
on edge . . . His wife, Gloria, was scheduled to have a 
baby that week . . . Everything turned out fine, though 
... The Slater heiress was not born until the Sunday after 
the convention. 


MORE GOLF: I liked that remark of the early spring 
golfer when he posted his high score: “Things are really 
different this vear; ordinarily I’m not this bad until mid 
July.” 

R.W.B. 
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Fig. 106-A 
Renewable 
Composition 

Dise 

BRONZE 
GLOBE 

VALVE 

150 Ibs. Steam 
300 Ibs. O.W.G. 


Starting with the standard 

Fig. 106-A Renewable Composi- 

tion Disc Bronze Globe, a wide vari- 

ety of valves can be made up by inter- 

changing 4 bodies and a handful of parts. 

Trimming fits Globe or Angle body, 
screwed or flanged 





‘ ~ 


FOR QUICK OPENING AND CLOSING — 
Merely substitute the bonnet ond spindle 
from Fig. 941, in which threads ore pitched 
more sharply. 


INDUSTRY'S ALL-TIME FAVORITE, 
TOO, FOR LONG RANGE ECONOMY 


It’s easy to see why Fig. 106-A sets 
records for endurance. Liberal dimensions 
of body and bonnet permit repeated dis- 
assembly and reassembly without distor- 
tion. On the heavy, manganese bronze 
spindle, there are more threads in contact 
with the body, whether valve is open or 
closed. The disc holder fully protects the 
edge of the disc, prevents creeping, flak- 
ing, Or cracking. Every part, from hand- 
wheel to pipe end hex, is a feature that 
contributes to record-setting performance. 








Valves from ONE! 


wraps up 90% of industry’s valve needs 


in one profitable package for 


JENKINS DISTRIBUTORS 


The big advantage of the versatile Fig. 106-A ‘‘family” 
to valve users is clear . . . maintenance greatly simpli- 
fied . . . a minimum inventory of repair parts. 


For the Jenkins Distributor, there’s a still bigger 
advantage. In the Fig. 106-A series he has a concen- 
trated, easily handled ‘“‘package”’ of the most popular 
patterns. The sales and profit possibilities are unlimited. 


But Jenkins doesn’t stop with sales-making design 
and quality. Continuing, industry-wide advertising 
support, unequalled service booklets and other sales 


& 


FOR LIFT CHECK SERVICE — Globe or FOR STOP & CHECK SERVICE — Use the 
Angle Bodies can be fitted with interchange- 106A trim, but substitute this spindle from 
abie Cap, Disc Holder, ond Guide Disc Nut Fig. 630A and reploce the regular disc nut 
from Fig. 117A. Addition of spring from Fig. with the check valve guide disc nut. 

655A provides spring loaded service. 


Potent sales helps available to 
Jenkins Distributors are the 
106-A Series folder, Form 
189-A, and the “Guide to Cor- 


rect Disc Selection”, Form 191. 


literature, valuable engineering service, plus steady 
sales promotion through trade show exhibits and 
motion pictures all have helped to make—-and keep— 
the Fig. 106-A Valve a sales /eader for Jenkins 
Distributors. 

It’s an unbeatable combination from any angle, 
and one more reason why Jenkins is the preferred 
valve franchise ... why year in and year out it pays 
and pays well—to sell Jenkins Valves. Jenkins Bros., 
100 Park Ave., New York 17. Jenkins Bros., Ltd., 
Montreal. 


E ee ie | 
SLIP-ON, STAY ON DISC HOLDER — Any JENKINS MAKES DISCS for every 


volve in the Fig. 106-A family con be quickly Valve is regularly fitted with hard disc 
restored to new, drop-tight operating condi- saturated steam service. Other discs 
oir, 


tion by slipping on a holder containing o new made for hot and cold water, 


+ GOs, 
composition disc. line, oil, acids, and other fivids. 








_—- 


: sey spe Aa d 

Fe Sy 3 UN PED STATES 
. . 4 570,000,000 investment protected by 

REPUBLIC FIRE HOSE 


o 
. 


REPUBLIC RUBBER DIVISION 





REPUBLIC’S 5-POINT SALES POLICY 


A QUALITY of w#A PRICE basis in * SE NG 
product uniformly d nq pe > ~ eas 

od and capable of possible r ‘ f 

vering service re 

that should 


* FREED helps 
7 tit bie am $ 
: s i that his sales f ° 
mpetitior t her d t « < may be given the ad 
ea sonable profit ret ect, among t trad vantage of specialized 
ably be expecte 


i i | 





2 INDUSTRIAL RUBBER PRODUCTS BY 


EPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 
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Industrial Distribution 





Speak Up! 


FFECTIVE speaking is a necessary and vital part 

of any salesman’s job. And that goes for the 
telephone, as well as the outside salesman. It has 
been estimated that an average salesman turns out 
about 20,000 to 30,000 words in a single selling day. 
The effectiveness with which he uses these words de- 
termines in large measure how good a salesman he is. 
And here we touch the pocketbook nerve, the better 
the salesman the more money he makes. 

I'm not suggesting that salesmen should become 
orators. Indeed, any tendency in that direction would 
defeat the whole purpose. Neither am | discounting 
in any way the fact that the salesman should have a 
thorough knowledge of his products and his cus 
tomer’s requirements. But assuming for the moment 
that he has that knowledge, it is equally important 
that he be able to impart his ideas in an effective 
manner. This turns on his choice of words and how 
well he speaks—how effectively he uses his voice. 


Through Your Customers’ Ears 


As a salesman, what impression do you make with 
your voice? The weak and apologetic sounding voice 
denotes similar qualities in the character of the 
speaker. The loud, bellowing voice makes you think 
the speaker is either a bully or a pompous bluff. Your 
customers and friends respond to the sound of your 
voice. Monotony puts them to sleep. High, shrill, 
rasping or nasal voices make them squirm. Let’s 
listen through your customers ears to the sound of 
your voice 

Is your voice pleasant or grating? 

Do you enunciate so that every word is distinct or 
do you mumble? 

Do you let your voice fall and fade out at the end 
of every sentence? 

Is there variety of pitch and volume in your voice 
or do you speak in a monotone? 

Do you get and hold attention by varying the 
quality of your voice? 

Is your voice pitched, for the most part, at a pleas 
ing level? 

Do you vary the speed of delivery to suit the occa- 
sion? 

Do you have the ability to emphasize certain 
points by using the right contrast in pitch, volume, 
speed and quality? 


Very few people have anything organically — 
with their vocal mechanisms. It’s just a matter o 
using correctly what you have. And there is some- 
thing you can do about it. 


Listen and Learn 


In the first place, do you know what your voice 
really sounds like? You can, of course, ask your 
friends to analyze your voice in terms of the above 
questions. But perhaps even your best friends won't 
tell you. Better yet, get a high fidelity recording of 
your voice. Every major city will have such recording 
facilities. Or rent one of the new tape or wire re- 
corders for a weekend. For the telephone salesman, 
the device can be arranged to reproduce the sound of 
your voice as it comes over the “phone’’. Take some 
product with which you are thoroughly familiar and 
talk about it just as you would to a customer. Then 
play it back and score your voice for variety “ey 
force, rate and quality. Repeat the process. Try it 
reading from a newspaper or a magazine (preferably 
from InpusrriAL DistrisuTion). 

You don’t have co be an expert to spot some of 
your weaknesses. Once they have been isolated, a 
part of the battle has been won. At least, you become 
conscious of vour voice faults. One of the most fre- 
quently suggested methods of overcoming your 
deficiencies and building a more effective speaking 
voice is to read out loud. Take any book you like 
and read conversation, read straight prose and read 
poetry—but read aloud. Your family may banish you 
to the basement at first, but as you improve they may 
even like to listen to you. And the same will probably 
hold true of your customers. 

When you have practiced and worked on your 
reading for a while, get another recording of your 
voice. Improvement may not be too marked at first. 
After all, you have been talking with the old voice 
for a lot of years and change will not come easily. 
But your customers will thank you for trying. 


Kote: A xii 
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A CONTEST WINNER: Salesman 
Daniel B. Wyckoff (right) receives first 
prize of $50 from Kenneth E. Sandt, 
sales manager of W. A. Tydeman & 
Son, Easton, Pa. 


This Contest Doesn't Get Out of Hand 


In their monthly sales contests, Easton’s W. A. Tydeman & Son let the salesmen 


set the rules, feature one product line a month, yet end up with balanced sales 





W. A. Typeman & Son, Easton, Pa., 
has found a way to run a sales contest 
sb that doesn’t degenerate into a mad 
How 1 he Contest Is Scored scramble for aed any cost. Worked 
Points Awarded out by Kenneth E. Sandt, the sales 
manager, Tydeman’s monthly contest 
Salesman’s initial contact with prospect or gets sales results without upsetting the 
customer 1,000 overall sales program. 
Secret of Mr. Sandt’s success lies in 
Handling out literature to prospect or his method of scoring each salesman. 
customer 500 Points are awarded in such a way that 
(a) it’s impossible for a salesman to 
discriminate unduly in favor of one 
product line, and (b) a salesman can’t 
; relapse into poor selling habits. 
If firm contacted is now a customer buying one point for every But, of that, more later. 
contest line cent purchased Each monthly contest is tied to one 
of Tydeman’s product lines. Recently, 
If firm contacted is not now a customer two points for every for example, the contest pushed Bos- 
buying contest line cent purchased y ton Woven Hose products. Coincident 
with this contest, was a direct mail 
campaign featuring the same products. 
There is a similar direct mail tie-in for 
products featured in other monthly 
contests. 
If firm contacted becomes a new customer one point for every Mr. Sandt has worked another little 
for other product lines cent purchased wrinkle into the contests. Each month, 
thousands of small notebooks are run 
off, their covers bearing the signature 


Getting a new name on the mailing list 250 


If firm contacted becomes a new customer four points for every 
for contest line cent purchased 
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CALLING at nearby cement plant, 
Mr. Wyckoff hands out notebooks to 
assistant storekeeper (seated) and plant 
superintendent. Notebooks are effec 
tive “point-of-use” advertising medium, 
feature different product line monthly 


of the manufacturer whose products 
are featured in the contest. These 
notebooks are distributed to men in 
customers’ and prospects’ plants. Mr. 
Sandt’s psychology is that machinists, 
foremen, and others can always use a 
notebook for writing down blueprint 
specs, tool sizes, and other workaday 
memoranda. 

Small as it is, the notebook makes 
an effective advertising piece. The in- 
side front cover carries a short adver- 
tisement in behalf of Tydeman’s serv- 
ice, while on the inside and outside 
back covers is a general list of other 
product lines carried. 

Thus, using the notebooks, the sales 
campaign penetrates in depth—so to 
speak—right into the plant where prod 
ucts are being used. 

“Pretty soon,” Mr. Sandt says, 
“we'll carry this thing a bit farther. 
We're going to start giving out pencils 
along with the notebooks.” 

Concentrating as it does on one 
product line each month, the contest 
might appear to be sadly out of bal- 
ance. This is where Mr. Sandt’s point- 
scoring system comes to the rescue. 

Here’s how it works... 

A first or initial contact made with 
a prospect nets the salesman 1,000 
points. If he hands out literature to a 
prospect or customer, he gets 500 
points. If he gets a new name for 
Tydeman’s mailing list or corrects an 
old name, the salesman nets 250 
points. 

Where points are won for contact- 
ing a prospect, the salesman receives 
extra points (at the rate of 4 points for 
each cent) for the prospect’s purchases 
of the month’s contest line. If a cus- 


tomer contacted is already buying con- 
test products, the point rate drops to 
one point for each cent of sales. If 
the customer is not now buying con- 
test products but buys other products, 
the salesman wins two points for every 
cent purchased during the month. A 
prospect who becomes a new customer 
for lines other than the contest prod- 
ucts, nets the salesman one point for 
each cent of sales. 

This system of awarding points has, 
so far, worked out well. It has en 
couraged salesmen to make new con 
tacts and bring in new customers. It 
has encouraged them to hand out 


literature, and thereby maintain good 
selling manners. Most important, it 
has prevented the contest line from 
being favored over the others, yet re- 
tains the necessary competitive spirit. 

The salesman coming out of the 
month’s contest with the highest point 
score receives a cash prize of $50, the 
runner-up $25. 

Letting the salesmen largely set the 
rules, too, Mr. Sandt has found, keeps 
interest in each monthly contest high. 
What's more, the “honor system” 
prevails, each salesman marking his 
own score sheet, but each man has 
access to any other’s score sheet. 





Date 
( ) add 
Name 


MAILING LIST 


( ) Remove 


Salesman 


( ) Correct 





Title 





Company 





Street 





City 





Comments 




















SLIPS don’t happen in W. A, Tydeman’s mailing list, when salesmen win points 
for securing corrections, which they submit to the office on small slips like these. 
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LARGE STOCK of varied taps, drills, covers a whole wall ing large stocks of fast moving items, since they are easily 
it Production Tool and Supply. ‘The company avoids carry- replaceable; invests difference in slower moving items. 





There’s Profit in 
Non-Standard Items 


Which is more profitable—a specialized 
or general line supply firm? Production 
Tool & Supply Co., St. Louis, has found 
an answer 

“IT TAKES MORE than carrving just standard items to 

justify ourselves in the economy,’ says B. J. Cahill, president 


of Production Tool & Supply, St. Louis. “Besides, there's 


money to be made from slow moving it 
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ODD SIZED DRILLS like this 18 in. model are standard 


items at this company. Management keeps a stock of every 


“SPECIALIZATION” at Production Tool & Supply Co., 
St. Louis, means specializing in hard-to-get industrial sup- 
ply items. And over a 2l-year period, this company’s 
reputation for having “everything” has paid handsome 
profit dividends. 

“There’s always been an argument in this field about 
which is more profitable—a specialized or general line 
supply firm,” says B. J. Cahill, president. “‘There’s no 
doubt in our minds. We have found that by carrying 
smaller stocks of standard items, and investing in unusual 
sizes, we have won the appreciation of all of our cu 
tomers. And this appreciation is expressed in dollars.” 

Production Tool & Supply Co. is an average sized firm 
which, through careful planning, is able to carry a “bal 
anced” inventory in the true meaning of the word. 


Odd-Sized Drills 


For example, Mr. Cahill points out that most dis 
tributors carry large stocks of } in. drills, a fast moving 
item. In his own firm, management prefers to carry a 
smaller stock, and invest the difference in odd sized drills 
Thus, when a customer needs a 4 x 12 in. drill, he can 
get it from Production Tool & Supply without waiting a 
couple of weeks for delivery from the manufacturer. 

“Every drugstore in the country carries aspirin,” says 
Mr. Cahill. “So what’s the point in trying to build a 
sales campaign around aspirin? You can get it anyplace, 
anytime and think nothing of it. But what about when 


size from 4 x 12 to 3 x 18 in. Inventory costs are higher, of 
course, but satisfied customers make up the difference. 


the kid’s sick and you need a special drug that’s not 
available everywhere? You remember the drugstore that 
has it when others don’t. That’s what we're trying to do 
in the supply business.” 

Mr. Cahill freely admits that there is extra expense 
involved in carrying non-standaed items. Some of his odd 
shaped drills, for example, may remain in their bins for a 
year or longer. The same is tree of left hand taps. Yet 
he feels that the goodwill created by having these items 
when needed leads to increased volume in the more 
profitable standard lines. 


“Some Take Advantage” 


“You'll find some people that take advantage of you, of 
course,” he says. ‘They'll come to you only when they 
need something that’s hard to get. But you'll find that 
type person in every field—it’s just part of the cost of 
doing business.” 

Management at Production Tool & Supply feels that 
the distnbutor has a specific place to fill in the country’s 
economy. And it also feels that the distributor can’t ade 
quately fill that place and justify his economic existence 
by carrying only quick turnover, high profit items. 

“There’s no sure way of judging which tvpe supply 
business—specialized or general line—is more profitable 
in the long run,” Mr. Cahill sums up. “All I know is 
that we've been doing business this wav profitably for 
over 20 years, and it keeps getting better all the time.” 
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What Is Expected Of The Manufacturer's Salesman’ 


by Stuart A. Russell 
J. Russell & Company 
Holyoke, Mass. 





ryvie Recarionsaie of manufac- 
a turer's salesmen with the industrial 
distributor in a broad sense 1s a part- 
nership-—we might compare it to a 
marriage. Success depends on consid- 
eration, trust and mutual confidence. 
No marriage is successful if either party 
is trying to “put one over’ on the 
other 

The is true of manufacturer 
ind distributor. To make the union 
rofitable and enjoyable, both parties 
nust use certain logical courtesies and 
ule 

Just as husbands and wives vary 
reatly in personality and disposition, 
o do manufacturers and distributors 
differ through a wide range. ‘Thus any 
ittempt to govern relationship be- 
tween them must be intelligently ad 
justed to each individual requirement 
Vhere is no standard pattern for a 
mvinufacturers’ representative or a dis 
tributor. If a manufacturer's salesman 
tried to work with each distributor in 
the same manner that one distributor 
desired, he would be so bewildered 
that he would be good to no one 

Distributors vary: ranging from old 
timers who figure their responsibility 
ends when they pay for the merchan 
dise and protect it from the weather, 
to those who assume the same re 
sponsibility in selecting a line as in 
idopting a child and raising it to 
maturity 


Sammie 


Manufacturers vary from those who 
sell through every drug 
store and frankly sav so; to the in 
betweens whose sympathic 


s run in the 
same direction, but who give lip serv 


ind grocery 


ice to a reasonably good proposition 
while supporting all sorts of bootleg 
gers; through the manufacturer who 
has a clear understanding of just what 
he and his distributor must do, and 
defines these requirements 
that thev are carried out 
Now what are 
and courtesies of 
distributor union? 


ind sees 
some of the rules 
the manufacturer 

Some of mv ob 
servations relate to the manufacturer's 


* Speech delivered before the 1952 Sales Con 
ference at Stanley Electric Tools, New Britain, 
Conn 


Stuart A. Russell 


responsibilities, some relate to the 
duties of the manufacturer's represen- 
tatives, and some relate to the basic 
principles of good selling. 


Write It In The Policy 


Some manufacturers spell it out in 
their printed policy—just what is re- 
quired of each party in order to assure 
successful teamwork. In the words of 
a radio commercial, “let your beauty 
be seen.”” Yes, manufacturers should 
let their beauty, their fairness, their 
cooperativeness be seen in print—as 
well as in action. 

lhe days of using a blue pencil for 
exclusive territories is out; no more 
fence building or protective hedges. 
We believe in open territories—free 
hunting—but, depending on the ter 
ritorv, the manufacturer should limit 
his distribution to either an exclusive 
or selective basis. 

The trouble with some manufa 
turers is that they don’t know their 
potential in each market—and because 
of this they work in either multiple 
distribution or defensive _ selling 
neither of which is any good to either 
party 

I'wo or three distributors can do 
just as good a job for a manufacturer 
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as ten who are appointed just because 
they sell kindred products to the line. 
Manufacturers are apt to select added 
distribution from a map or memory 
rather than by studying or knowing 
their potential in that market. 


Make It A Partnership 


The proper relationship is a partner- 
ship, formed because it is the most 
economical method devised to move 
certain products from the maker to 
the industrial user. Such partnerships 
do not function unless both parties 
are mutually considerate. For ex- 
ample: When the distributor is old 
and experienced and the manufac- 
turer's salesman is young and green, 
it may not be difficult for the distri- 
butor to dominate the new man. The 
opposite is the manufacturers’ sales- 
man who accepts the distributor but 
looks down on him with pity. Both 
of these viewpoints lead to more sales 
for competitors. 

The marriage analogy may be sen- 
timental, but basically it is the same 
kindly understanding which will in- 
sure happiness. This understanding 
needs cultivation. Too often a manu- 
facturer builds a good line, sells the 
distributor, and then goes off and ex- 
pects miracles. 


Don’t Play Favorites 


When you have one or more dis- 
tributors in a marketing area, be con- 
stantly on the alert to avoid partiality. 
Some distributors deliberately try to 
“sell” manufacturers’ men. One ma\ 
offer the use of his desk, or award 
prizes for competition, acceptance of 
anything like this breeds obligation 
You should avoid all entangling alli- 
ances as far as possible, and endeavor 
to treat all distributors equally. Don’t 
fall in a call rut; vary your calls in a 
territory where vou have more than 
one distributor. 


Render Plus Service 


Inventory is the distributor's prob- 
lem, of course, but the manufacturers’ 
representative can help if he'll take the 
time and interest. The manufacturers’ 





representative should know the in- 
ventory of all his distributors in his 
territory. This knowledge will keep 
everyone happy and at the same time 
render that added service to many. 
Don’t wait until it rains to repair 
the leak in the roof. 

I mention distributors’ inventories 
because that is an area where a plus 
service could be rendered currently. 
The distributor is caught in a vicious 
circle. He must increase sales to cover 
higher costs, which means greater 
capital outlay, but he is not allowed 
to retain his previous earnings to do 
this. Therefore, because of the 
delicate balance to be maintained, 
when excessive taxes interfere with 
adequate financing, and higher oper- 
ating costs call for more volume, in- 
ventory planning should receive first 
consideration. It requires special care 
to prevent accumulation of slow mov- 
ing numbers. Here’s where the manu- 
facturers’ representative can be of real 
help. 

Another area where manufacturers’ 
representatives could render a_ plus 
service to distributors is by lending 
a helping hand with their advertising 
and promotion. Certainly, as a mini- 
mum, they could help themselves and 
their distributors by suggesting 
methods for the more effective use of 
manufacturers’ literature. A lot is 
wasted by the distributor either 
through carelessness or obsolescence. 
A good manufacturer's representative 
can keep an eye on this and prevent 
waste, by exercising control and sug- 
gesting use before obsolescence takes 
place. 


Plan Your Calls In Advance 


No salesman has to be told that he 
can take only so many minutes of 
every buyer's time. Maybe it’s 20 
minutes. Maybe less. On the other 
hand, a salesman only wants to give 
a buyer that amount of time which 
will justify present business or lead 
to more of the potential business. 
One of a distributor’s greatest assets is 
time, and it should be just as valuable 
to the manufacturers’ representative. 

What can you do to make those 
minutes as productive as possible? 
Plan each call in advance to make the 
greatest use of time in discussing not 
the weather, not the baseball scores, 
but the sale of products. The sales- 
man should leave the distributor feel- 
ing that the time has been well spent, 
to the advantage of both. 

A personal record book has helped 
some. It’s helped to systematize time 
and organize a territory. Keep refer- 
ences— they’re helpful. 

All too often, the manufacturers’ 


representative walks in, nods pleas- 
antly to two or three salespeople, looks 
things over and heads towards the 
buyer's office. In the inner sanctum 
they talk about the merits of the 
product and an attempt is made for 
an order. 

It’s all very well for the sales rep 
resentative to sit in the office swap- 
ping cigars, but if the floor sales- 
people do not know the salesman from 
the census taker or his product from 
a yo-yo, it adds up to nothing more 
than a pleasant hour of chitchat. 

Too many manufacturers’ represen- 
tatives have this fault. Success in 
selling means time spent in prepara- 
tion, in analyzing and in study. Be- 
fore making the call, the manufactur- 
ers’ representative should think, plan 
and analyze his calls. 

The more you can do to make the 
distributor lean on you, depend on 
you and look to vou for help, the 
deeper the roots will grow. Employers 
are constantly secking men who will 
do the unusual—men who think, men 
who attract attention bv performing 
more than is expected of them. These 
men have no difficulty in making their 
worth felt. They stand out. Don’t 
hesitate to let the distributor know 
you are interested in his business—he’s 
human and will appreciate your in- 
terest, particularly if you back up that 
interest with service 

The distributor should be notified 
in advance of the call—a week ahead 
if possible, two weeks for sales help 
With advance notice, the distributor 
has time to think and plan. 

We would like to see more atten- 
tion directed by the manufacturers’ 
representative to educating the inside 
men—the counter men, the stock 
clerks—on his own product. Direct 
more of your sales effort to the coun- 
ter salesman. 
heart of the selling problem. 

Reading a survev taken at retail 
level it was found that 6 out of 
10 manufacturers’ salesmen gave no 
demonstration of the product. Effi 
ciency of retail salesmen fell from 76 
percent in 1949, 69 percent in 1950 
to 68 percent in 1951. They need 
merchandise knowledge The dis- 
tributor likes to see manufacturers’ 
representatives offer to train inside 
men. 


Make Your Sales Meetings Click 


In the past, many manufacturer- 
conducted sales meetings for indus- 
trial distributors’ salesmen have been 


wasted time. Eight out of ten dis- 
tributors consider them the weak spot 
in manufacturer selling. In a recent 
survey, only four manufacturers quali- 
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That’s getting at the 4 


fied for outstanding sales meetings by 
being mentioned be Or more times 
by distributors. 

The reason sales meetings are poor, 
even though seven out of eight manu- 
facturers have their representatives 
hold sales meetings, is that almost half 
have not prepared a special presenta- 
tion for this purpose. It’s a problem 
for the manufacturer—not the manu- 
facturer’s representative—but some- 
thing should be done. 

To sell, the distributor must have 

roduct knowledge. He gets it by 

ae training or through manufac- 
turers’ representatives. And a salesman 
won't push a line he doesn’t know. 
The greatest weakness of manufac- 
turers selling ‘in this field is the 
failure to impart proper knowledge to 
the salesman so that he can go out 
and do a job of creative selling. Good 
distributors know their product and 
look for business where these products 
have application. 

It’s up to the manufacturer to make 
the distributor WANT to sell his 
product—to teach his men everything 
about it. ‘Too often manufacturers 
build up a good line, get good dis 
tributors—and then neglect them 

The big problem for manufacturers 
is teaching—not selling—a distributor. 
If manufacturers do a little less selling, 
and a little more teaching, they'll have 
solved a big problem. 


Be Human In Your Selling 


Now let’s talk about selling and 
some personal traits. Salesmanship is 
the art of helping people satisfactorily 
meet their wants and needs through 
the purchase of goods and services. 
The + word is Jrelp.” It describes 
both an attitude and a technique. It 
is the one element, more than any 
other, that builds confidence. And 
confidence is the bedrock of profes- 
sional selling, 

You have marveled, as I have, at 
the type of salesman whose accounts 
seem to be married to him. Year after 
year his orders run into big figures, 
with no fireworks, just a little quiet 
conversation. How do salesmen get 
this way? 

You place the customer's interest 
first in your dealings; you worry about 
his problems as though they were 
your own, you spend his money as 
though it were your own; and vou 
never let him down. 

One word covers it all: confidence. 
The buyer who believes in you, knows 
you have his problems at heart knows 
you are more interested in long-range 
business friendship than a hit and run 
sale, will give you business until 

(Continued on page 227) 














1. DISPLAY —One customer tripped on a drill press 


» 


2. SERVE —Small orders are a service opportunity . . . . .. that build up mail, pickup and phone orders. 





INDIANA MANUFACTURERS SUPPLY, INDIANAPOLIS, SUGGESTS . . . 


Three Ways to Build Up City Sales 
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3. SUGGEST -—Mr. Mertz gets an order for a hoist 


4 GOOD SALESMAN can take the fellow who comes in for 
a dozen screws, and change him from a loss sale to a 
profitable one, by leading him through our display area,” 
says Ben Perkins, a partner in Indiana Manufacturers Sup 
ply Co., Indianapolis, Ind. 

Mr. Perkins’ company does a booming business in city 
sales—mail orders, counter sales and telephone orders. 

“When one of our men sells a lathe, he often doubles 
the order merely by suggesting accessories—chucks, tool 
holders, motor. Frequently, the extras run more than 
the lathe sale itself.” 

Indiana Manufacturers encourages phone and mail 
orders, and they have a good man in charge of them 
H. J. Mertz, veteran of seven years on city sales. He has 
a thorough knowledge of industrial supplies, and a large 
following in the city 


and increases sale by adding 18 extra feet of lift. 


Out on the city sales counter, J. E. Orton, who handles 
mail quotations as well as city sales, and Loren A. Schantz, 
make service the cardinal rule in pick up sales. To get to 
the counter, the customer must walk through the display 
area, and this in itself has resulted in many extra sizeable 
sales. 

Mr. Orton considers his job at the counter a “way to 
get close to the customer.” Mr. Schantz makes the sale of 
a handful of zerk fittings an opportunity to sell something 
bigger to the customer—the idea that he is there to serve 
him when he wants an important item as well as the 
small ones. 

Display—suggestions—service: using these three tools, 
Indiana Manufacturers Supply Co. has turned what is 
often a red-figure operation into a profitable, smooth- 
running function. 





Ordinary Delivery Truck Becomes A Traveling Display 


t~ 


Z ® tee, 
& Beene. / 


WHEN BEING DRIVEN AROUND TEXAS, the above Wessen- 


dorff, Nelms & Co., truck appears to be an ordinary 


delivery truck. Appearances are deceiving though because 
rt 5 5 


as L. L. Nelms, president and general manager, demon 


strates in front of the Houston office, when the doors 
are opened a lathe, complete with attachments, can be 
olled out for demonstration purposes. A schedule insures 
that the truck visits all parts of the company’s territory 
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SLING USE SURVEY is studied by George Amolsch, materials handling division, 
Strong, Carlisle & Hammond, Cleveland, and assistant, Robert Bane, resulting in... 


STOCKS of commonly used component sizes, such as already spliced wire rope which 
Norman Rogers, salesman, found easy to sell after inquiring and seeing them used. 


9 
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Curiosity Plus 
Action Pays Off 
For Salesmen 


,Cleveland firm makes 
tbig thing out of wire 
rope slings after probe 


Curuositry about the potential market 
for wire rope slings stimulated by a 
supplier’s experience paid off for the 
materials handling division of Strong, 
Carlisle & Hammond Co., Cleveland. 
The action that followed the curiosity 
resulted in an item, which was once 
considered a convenience product, 
now ranking as a sales builder. 

The manufacturing supplier had 
made a study of types, diameters and 
lengths of slings most used over a pe- 
riod of years and standardized on 
these. Along with links, shackles and 
hooks, the pre-spliced slings made a 
universal sling combination easily and 
quickly prs, for on-the-spot serv- 
ice, eliminating delays of laborious 
hand-splicing. 


Salesmen Did Survey 


Under the direction of George 
Amolsch, materials handling depart- 
ment head, salesmen Norman Rogers 
and Clayton Ryback, assisted by two 
inside men, Robert Bain and Louis 
Eisenmann, spent a little more than 
two weeks ascertaining some facts 
about the market potential for slings in 
the area. If the supplier could take so 
much trouble to develop the product, 
the department felt it could follow-up 
with a local check. It included non- 
customers as well as customers. 

The facts that Messrs. Rogers and 
Ryback sought were: 

1. Who used slings? 
2. How were they used? 





EMERGENCY dictates most sling buying, Mr. Rogers 
learned, so he selects length of diameter size required for 
particular job to show how easy and fast .. . 


3. What kinds of loads—weights 
and shapes—were they used 
for? 

Where possible, Messrs. Amolsch, 
Bain and Eisenmann made the same 
inquiries over the phone, or with cus- 
tomers and prospects they met per 
sonally. 

After two weeks, the facts were 
collated and they turned out to be a 
revelation. In the first place, virtually 
every plant—large or small—seemed 
to be a user of wire-rope slings. Also 
they got enough material on the type 
of inventory—sizes and quantities— 
which would provide adequate spot 
service for the market. Well, it was 
good enough for a starter but it has 
jumped up since 

To the salesmen, the universal use 
of slings in plants was not news, but 
the study did give them a chance to 
observe a variety of applications—al- 
ways a big help to a salesman. Many 
plants received shipments of steel in 
five-ton batches and moved them with 
slings . . . another plant moved its pro- 
duction line machinery (lathes, drill 
presses, millers, etc.) with slings . . . 





still another found constant use for 
them to move and lift heavy dies . . . 
shipping and receiving departments re 
lied a great deal on the adaptability 
of the sling for moving heavy, bulky 
shipments of all sizes and shapes . . . 
foundries used them to lift ladles, to 
move casting material, to move fin 
ished castings. 


Bulk Handling Important 


In short, the type of customer didn’t 
seem to make much difference as to 
his status as a user of slings. Most 
had bulk to handle in one form or an 
other—pipe, buckets, bales, machin- 
ery, sheet, plate, rods and bars, girders, 
logs, crates—and used slings as an in 
tegral part of a hoist, derrick or winch. 

The resultant sales campaign was 
highly successful and much of its suc 
cess was attributed to the preliminary 
work. The survey: 

1. Made the salesmen aware of the 
large potential for slings by observing 
their use in plants hardly considered 
as users. 

2. Broadened the salesmen’s knowl- 
edge of applications of slings. 
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COMPONENTS such as a shackle (also hooks and oval 
links) can be assembled for one, two, three or four-leg sling 
by SC & H or by the customer himself. 


3. Revealed that the universal sling 
combination feature of their product 7 
was an excellent door opener and often | 
led to sales of other materials handling 7 
equipment such as hoists, chains, etc. 9 

4. Revealed that most sling pur- 
chases are dictated by an emergency. 
When a customer wanted a particular 
sling, he wanted it in a huny. The 
salesman could overcome this extreme 
service demand and still increase his 
sales by selling the customer “protec- 
tion” in the form of a combination 
stock—legs and accessories—which h« 
could assemble himself quickly, o 
pair a damaged one, with the min 
mum loss of time. 

There is no doubt, according to 
Mr. Rogers, that service from stock 
is about as good a sales argument a 
salesman can present but it took the 
survey to re-emphasize it. Although 
the point was emphasized at special 
meetings on the product conducted 
by the manufacturer’s field represen- 
tative, it was not until the salesmen 
talked to customers and potential users 
about slings did real conviction set in. 
From then on, it was easy. 











Well, I'll Tell You, Boss 
| Didn't Get The Order 
but... 


The Boss probably has heard all the alibis you can 
think cf when you play hookey but here are some sug- 
gestions that may help. You can stick to the truth and 
hope the Boss will “interpret” your statements in 
the “right” way as he does in these drawings. There’s 
no guarantee, of course, because, as you know, trying 
to make a boss think any one way is a tough job. 
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We're really in This is going to take a lot 
right across the board of planning and thought 
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| spent most of my time I'm positive I'll land 
just casing the layout this big one next week 
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S and dislikes 


“YOU CAN SELL anything that the customer can see,” 
says 27-year old Salesman Richard H. Wickstrand, Factory 
Supplies Co., Rockford, Ill. Here he packs catalog pages 
and samples into his trunk for an early morning start 


PLANER JACKS and gooseneck clamps engross Robert 
Anderson, president of Anderson Machine & Tool. Here 
Mr. Wickstrand picked up his first order of the day, as well 
as a request for nser block literature 


Here’s how a 27-year old salesman for Factory Supplies Co., 


Rockford, Ill., works toward his one goal—to be 


A Successful Salesman 


| TRY TO ANALYZE my customer's thinking—and then I 
try to think the same,” says Richard H. Wickerstrand, 


j one of the four salesmen for Factory Supplies Co., Rock- 


ford, Ill 


I make a point of knowing my customers—their likes 
I do my best to keep the emphasis on serv- 
ic And I enjoy my work.” 


Besides his sales record (which is impressive), two 


Sother items stand to give weight to Mr. Wickstrand’s 
" Statement that he gains pleasure from his employment. 


1 comment by B. O. Schmaling, president of 
Supplies. “To be frank,” Mr. Schmaling said, 
k was no ball of fire when he worked with us in the 
hipping department before the war. Then he went into 
the Navy—when he came back six years ago, we started 
him on stock records and city sales. He’s been on the 
road two years now, and he’s doing a wonderful job. In 
fact—hce'’s t yps!”” 

And another comment, made by someone who is in a 
position to know even more about the 27-year old sales 
man his wil 

“Dick leaves the house in the morning about 7:30 
nd gets home around 6,” Mrs. Wickstrand said. “He 
works a lot at night—paper work in the office and special 
calls. On Saturdays he works until 4 o'clock in the after- 
noon. And when he is home, he reads—anything that 
he thinks will help him in his work 

“But I don’t mind his devoting so much time to his 
job—because ever since he started with the company, 
he talked about one thing—being a salesman. Now his 
one aim is to be a successful salesman.” 


To show how the young man functions in action, let’s 
take a recent morning. He set out at 7 o'clock planning 
to drive to nearby Freeport (his area includes part of 
Rockford, Pecatonia and Freeport) where he had sched- 
uled four morning calls. 

On the way he made his regular stop in Pecatonia at 
Anderson Machine & Tool. This small machine shop 
begins operation as early as 7 in the winter, and 6 in the 
summer—Mr. Wickstrand has called there as early as 
7 a. m. 

He went into the plant with an armful of literature on 
planer jacks and gooseneck clamps, working on his 
stated theory that “You can sell anything that the cus- 
tomer can see. I always try to carry a sample, a new 
page, or a catalog. If you demonstrate an item to 
enough people, you can sell it.” 

Regular calls and study of the customer has paid off 
in this case—both Robert Anderson, president of the 
company, and his father, who had ieenled it, considered 
Salesman Wickstrand a friend. He left with an order 
for accessories to a second-hand planer which the com- 
pany had recently bought. He promised to deliver the 
accessories to the father’s house in Rockford the follow- 
ing day (a holiday). 

He arrived at Micro Switch Plant Number 1 (a branch 
of Minneapolis Honeywell) in Freeport at 9:00. This 
organization, which the salesman termed “aggressive, 
always looking for new things on the market; wants to 
keep abreast of new items”, was in the process of moving 
from its number 2 plant to the new number 1 building 

Since the purchasing agent was quartered at the old 
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office, Mr. Wickstrand signed in with the plant guard, 
and asked the receptionist for Virgil Fry, tool room fore 
man. She came back with the news that Mr. Fry was 
at plant 2. To save time, Mr. Wickstrand decided to 
catch him over there—killing two birds with one visit, 
since he could look up the P.A. too. 

At the second plant, he asked first for Buyer Dave 
LaShalle. He presented him with a new tap and die 
catalog and new pages on carbide. Mr. LaShalle was 
glad to get the pages—“This stuff is hard to order. I'll 
tell you the truth—it’s the company that puts out the 
simplest catalog that gets our business.” 

Next, Mr. Wickstrand checked in with Assistant Pur- 
chasing Agent Bob Waggoner. After the salesman had 
checked the company’s requirements, Mr. Waggoner told 
him that he would not have to return to this plant in 
the future—he could go directly to the new one and get 
in touch with department heads there. 

Virgil Fry was paged and the salesman drove him back 
to Plant number 1. They discussed new benches, bench 
lights and drill grinders. He got a request for a quo- 
tation. 


Follow Up Sale 
In the tool crib, for which Mr. Wickstrand had sold 


the company the steel shelves and wire partitions, Mr. 
Fry opened a drawer and showed the salesman how they 
planned to store drill rods—thus they would need dividers. 
Mr. Wickstrand promised to devise a drill rod cabinet 
for him, and got an order for lengthwise dividers. He 
also picked up an order for wrench sets and boring bars. 

In the past the salesman had also furnished Mr. Fry 
with benches, hoists, tracks and vises. “He has given 
us good service,” Mr. Fry said, “on our enclosures, as 
well as the shelving and track. He’s been a big help in 
setting up here.” 

Mr. Wickstrand left Micro Switch at 11:30—he was 
behind on his scheduled calls, but he had concentrated 
on service and laid the groundwork with two calls for 
some really big sales. 

The afternoon was earmarked for calls to an armor 
plate maker, a mop plant, a toy manufacturer, a curtain 
rod manufacturer, a motor company, steel fabricators, a 
refrigerator hardware plant, and a job plating factory. 

He had represented his company well in these places 
Factory Supply’s motto “Complete industrial supply ser 
ice,” is well demonstrated in his area. Mr. Wickstrand 
drives 2000 miles a month pushing the 12.000 items 
which his company buys from 500 different suppliers 


Study Results 


“You can study a product and read the literature,” 
he says, “and I do this. But the most effective way is to 
sell the new unit and follow it closely.” As an example of 
this, he cited a paint recirculating system which he had 
just sold. He was anxious to study it in operation, having 
three more prospects in mind. 

Although most people would not be working the 
following day, Salesman Wickstrand, besides delivering 
accessories to the Andersons in Rockford, planned to 
catch up on his paper work and also work on a wire fence 
sale. His morning would be devoted to determining the 
type fence the customer needed, measuring it out, giving 
a quotation, and arranging for installation. 

He has a warm personal regard for the heads of the 
13-year old company that employs him. “They back 
all of us salesmen up 100 percent. And that means a 
lot.” That, too, could be one of the factors that is help 
ing Salesman Wickstrand achieve his single-minded pur- 
pose—to be a successful salesman. 


RECEPTIONISTS like Salesman Wickstrand’s courtesy 
and cheerful manner. Here Carol Wisdom locates three 
hard-to-find men for him—the buyer, the assistant pur- 
chasing agent, and the tool room foreman. 


“THE SIMPLEST CATALOG gets our business’ —As- 
sistant Purchasing Agent Bob Waggoner, and Virgil Fry, 
tool room foreman, look at new carbide pages—of which 
Salesman Wickstrand carried a good’ Supply. a 


SURROUNDED by stcel shelving which he had sold to 
the new plant, Mr. Wickstrand discusses length-wise dividers 
for the drawers with Mr. Fry. He spent most of the morn 
ing checking previous installations and suggesting and 
selling new equipment. 
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PERMISSION is obtained by Mr. Weiss from E. R. Bender, 
purchasing agent, on whom he calls regularly. 


/ 4 


STORE ROOM Supervisor Tom Maholchic describes tool 


crib and sort of supplies distillery requires 


96 





A Supply Salesman 


FASCINATING as the modern process of making whiskey is, 
Bill Weiss of L. W. Reynolds Co., Baltimore, Md., 
wouldn’t be an industrial supply salesman if his impres- 
sions, after a tour of The Calvert Distilling Co.’s large 
plant at Relay, Md., were those of the average tourist 
and nothing more. The huge multi-column distillation 
unit, fermenters, condensers and evaporators are impres- 
sive, but even more so is the complete mechanization of 
product handling from bulk grain to packaged whiskey. 
Therein lie some sales. 

The Calvert Distillery, one of the largest and most 
modern in the country, is an ideal place for tourist or 
salesman to see things. Here modern industrial tech- 
nology is used to control whiskey uniformity and quality 


Jian eal. 
REPAIRS such as these two employees are making on pipe 
must be fast to prevent stoppage, Mr. Weiss learns. 
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CONVEYOR drive is discussed by R. C. Wheeler, main 


tenance superintendent, on bottling assembly line 


Looks Over A Distillery 


and, from Bill’s point of view, offers opportunities for 
sales and service in power transmission, materials handling 
and maintenance and repair. 

Grain arrives in carloads, is unloaded and carried by 
automatic conveyors to screens and cleaners to remove any 
foreign materials which might be present. From there it 
passes by conveyors to temporary storage and then to the 
mills which grind the grain into small particles. 

Cooking is next. Cooking changes the handling prob 
lem, virtually turning the job over to valves, pipe and 
pumps. Calvert uses a company-developed continuous 
cooking process. Automatic controls synchronize the 
flow of grain to the mills with the cooking rate. 

(Continued on page 212) 





MILLING MACHINE is one of many pieces of equipment 
in machine shop which is fully equipped to take care of 
regular maintenance and repairs 


SHIPPING Supervisor Gordon Lane listens to Mr. Weiss’ 


comment on belt package conveyor 





EMPTY or full, packages move via belt conveyors through- 
out the shipping department, coming and going. 





mt be _ ee 


RIGHT UP to truck or freight car packages are moved by 
conveyors culminating almost 100 percent mechanical move 
ment of materials in the plant 
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WHEN YOU ADVERTISE... 


It's The 
Follow-up 
That Counts 


Advertising can work directly 
for your salesmen when they 
follow it up every day. Here’s 
how Schultz & Anderson Co., 
Newark, N. J., coordinates a 


5-step program 


"12 
Preaiann gta ts 


LETTER acknowledges reply cards, paves way for either salesman’s call or mailing 





| Dorks YOUR ADVERTISING get you sales, or only inquiries? 
’ Schultz & Anderson Co., doesn’t leave the answer to 
‘chance. This Newark, N. J., distributor works on the 
i theory that the most important part of the advertisin 

campaign is the last part—when the replies are in, a 
the challenge is to follow them up. 

lhe company has a step-by-step procedure to insure 

P that follow-ups are aggressive and continuous, and that 
each salesman considers the advertising effort his own 
responsibility, not the copy-writer’s. As William Schultz, 
president, expresses it: “Advertising is not a sideline. It 
is a vital part of our business.” 

Here’s how it works: 

I'he company runs 12 campaigns a year, each on one 
or two major lines. The first step, planning, must be 
underway at least a month before the opening date. 

After the line is picked, it is introduced at a sales meet- 
ing and Mr. Schultz and Sales Manager A. Y. Loftus out- 
line the strategy. “Know your line” is stressed as the 
salesman’s first job, so that he is prepared to catalog his 
personal address files, sales literature, and other data 
as he needs, and brush up on product knowledge. The 
company also announces a sales contest on the line, last- 
ing two months, with both first and runner-up prizes. 

Next, the office goes to work on the advertising itself. 
Two media are used, newspapers and direct mail. 

The papers are the two leading New York City metro 
politan dailies, the Times and the Herald Tribune, picked 
for maximum coverage. Since the management believes 
in the maximum number of insertions rather than size 


é 


of catalog. This one is for customer outside regular territory. 


of ads, the budget is spread out over small daily ads in 
the classified industrial section, alternating the papers 
each week, so that the ad runs in one paper at a time. 

Direct mail involves more work, but not as much as 
when Mr. Schultz first started the project. Then, he 
checked and flagged all the cards indicating users of the 
featured line, which happened to be die sets. The data 
came from several regional and business paper directories. 
However, when the list was complete, only 10 percent 
of the address cards had not been checked as potential 
users, so it was decided to dispense with selective mail- 
ing, for the time being at least. Now, the entire list goes 
out for each campaign. 

Step No. 2 is the kick-off for the newspaper ads, the 
first mailing piece and the sales contest. An outside 
service handles the mailing, which consists of a sales let- 
ter and a leaflet “announcing with pride” the company’s 
appointment as distributor for the new line. One side 
contains a brief description and illustration of the prod- 
uct, and a perforated reply card, containing a request 
for a catalog. The other side has the addresses and a 
listing of some other Schultz & Anderson lines. 

Results for the reply cards? About 3 percent is the 
company’s average so far, on a campaign’s first mailing. 
A recent mailing of 3,300 pieces, for example, drew a 
few more than 100 replies. 

Seven days are allowed for carrying out Step No. 3, 
which consists of acknowledging reply cards as they are 
received. A “thank-you” type sales letter is mailed, 
promising to send the catalog (which may be a small 
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NAME CARDS for direct mail are checked by William 
Schultz, president, Schultz & Anderson Co., Newark, N. J 


bulletin or the manufacturer's catalog, whichever is avail 
able) either with a salesman or by mail. 

This gives the sales force time to map out its big effort, 
Step No. 4, the all-important, rience. follow up 

Mr. Loftus classifies reply cards by territories, turning 
over to each salesman those from his area. Those from 
outside assigned salesmen’s territories are set aside, and 
will be acknowledged only by mailing the catalogs. (If 
enough extra-territory replies come in, according to M1 
Schultz, it will be time to think about expanding the 
sales force.) 

For the personal calls, salesmen take the reply cards 
with them, jot down the results across the face, and 
return them to Mr. Loftus. Comments on the cards give 
the sales manager a quick check on initial results, and a 
double check on the closing of orders and deliveries. 

Sample comments, written in salesmen’s longhand 
“Got order -del’d June 20” (indicating the sale was closed 
quickly and the order delivered the same day); or, “Mr. 
Loftus—call p.m. or Wed. a.m.” (indicating the prospect 
needs some information from the office); or another, 
“No dice yet, but interested.” 

These abbreviated reports don’t take the place of the 
routine call reports, or regular order forms. But it is 
easy to get them in quickly to the sales manager’s desk 
and to spot check them fast. 

From here on, it is up to the salesman to stay with 
the prospective customer until the sale is closed. 

Although newspaper advertising switches to another 
line within 4 weeks, direct mail continues to follow up. 
Sometime within three months, a second mailing piece— 
Step No. 5—goes out to reluctant prospects. Mr. Schultz 
is considering the use of still another sales letter. 

The management sees nothing inconsistent about over 
lapping campaigns, so long as there are 12 drives every 
vear. New campaigns cannot be allowed to overshadow 
the follow-up work on the old. To keep on the right 
track, however, Mr. Schultz emphasizes that ‘“‘a man must 
know his drives.” 

Schultz & Anderson’s advertising doesn’t end with 
newspapers and direct mail. Mr. Loftus tells his sales 
men that the company is relying on them to spread the 
word about the key line, and to tie in the advertising 
campaign with their daily routine. On routine calls, for 
example, which may concern a different product, they 
should still call attention to the featured line, ask about 
reaction to the sales letter, or if possible, carry the ad 
vertised product with them. 


FOLLOWING UP request for a catalog, Zeke Robbins, 
office manager, fixes S. & A. sticker for Edwin Cansdale 


HAND-CARRY items displayed by sales manager A. Y 
Loftus and R. W. Pascal often net spot sales 


The company is sold on the benefits of hand-carry 
demonstrations. It has accumulated an impressive kit 
of products, replicas, and devices for salesmen to take 
on calls. “You should go into a man’s office with some 
thing he can use,” according to Mr. Loftus. 

Generally, the product itself can be taken along, if 
no larger than a vise (one of the smaller sizes may not 
be much of a burden), a collet chuck, or a die set. 

Small gifts and trick devices are another outlet for the 
company's advertising. Often, new printings of match 
boxes or cigar covers list the current key line. Besides 
matches and cigars, the gift kit contains memo pads, 
trick pens with a tool replica encased in glass, and pencils. 

Is it worth all this effort, and money? Mr. Schultz 
has always advertised—““When we couldn’t afford any 
thing else, we used blotters.” He believes, he says, 
that “to make a dollar, you must spend a dollar.” 

A recent newspaper ad, which cost about $10, helped 
confirm his belief by netting a $100,000 sale. The first 
key line to be covered by direct mail, when the company 
began its direct mail project 7 months ago, is currently 
showing a 200 percent volume increase 

All hands at Schultz & Anderson seem convinced, 
however, that advertising does not work by itself. When 
the mail is out, the newspapers printed, and the money is 
spent, the toughest part of the job is just beginning 
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SALES MANAGER CITES . . 


2 SALES HELPS 


TOUGH JOBS 





Ir YOU'RE CASTING aBouT for sales 


help that will aid your salesmen in 
cracking the “tough nuts” presented 
by industry, F N Manning, sales 
manager for Wimberley & Thomas 
Hardware Co., Birmingham, has some 
pertinent advice 
1. Don’t overlook manufacturers’ 
representatives 
2. If you're a salesmanager, don’t 
just sit in your office—get out 
with salesmen and see customers. 
In Mr. Manning’s opinion, a manu- 
facturer’s representative many times 
can supply the magic wand that 
imswers difficult industry problems. 
One case in point was a special in- 
trument needed by Continental Gin 
Co. in its huge machinery plant in 
Birmingham. In producing parts for a 
pilot model tricot knitting machine, 
the company needed an instrument to 
check accurately the alignment of the 
holes in the master arm of the needle 
cam follower 


Here Wimberly & Thomas 
research job 


The instrument had to 
be small, have shop ruggedness and 
be extremely accurate under shop con 
ditions. Staff experience came into 
00d use and, while the problem was 
under discussion, outside aid came at 
the nght time 

Roy M. Peckham of L. S. Starrett 
Co., making a regular visit to Birming 
ham, called on Mr. Manning. He had 
the answer to Continental Gin’s prob 
lem. once the details were explored 

With instrument in hand, Mr: 


Was a 


100 


1. MANUFACTURERS’ MEN: 


They, according to F. N. Manning, 
Wimberly & Thomas Hardware Co., Bir- 


mingham, can point out the solutions to knotty problems 


Manning and Mr. Peckham headed 
for the Continental Gin plant and a 
demonstration. The instrument 
worked perfectly. This personal inter 
est of the distributor quickly won a 
pleased customer 

Another instance of 
tive assist involved 
Weidenbach, 
salesman, and 
Chicago-Latrobe. 

Mr. Weidenbach enjoys delving 
into a production problem. He says 
it is a challenge to a salesman to pick 
the right product for the right job. 
And, if you haven’t a ready answer, 
search one out. 


a representa 
Salesman Carl 
Wimberly & Thomas 
l'aylor S. Womack, 


Opportunity to Help 


Such an opportunity came recently 
when Unit Stove & Foundry Co. was 
experiencing excessive breakage and 
burning of drills in drilling cast iron 
gas stove ports 

A careful study of the 
showed that in casting the ports, the 
tips developed a hard outer surfac 
This was causing all the trouble 

In searching for a solution, Mr 
Weidenbach recalled that a_ larger 
drill had been used successfully in 
drilling flange holes in cast iron pipe 
So why not trv it in this instance? 

By switching to a heavy webb drill 
with nitrided treatment, the problem 
was solved. The customer saved on 
production costs and got a better job 
The heavy allowed = greater 
torque without breaking, also reduced 


process 


webb 
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the bending tendency of the drill. 
Nitrided treatment reduced burning 
due to abrasive action of the hard coat 
on the cast iron. 

Mr. Womack came into the picture 
when he visited Wimberly & Thomas. 
He and Mr. Weidenbach went to the 
Unit Stove plant to observe opera- 
tions and seek ways for further pos 
sible improvements. 

I'his personal interest in the plant’s 
problem delighted the customer. The 
suggestion of using multiple drilling 
on some processes and machine con- 
versions on others meant real savings 
in manufacturing costs. And, of 
course, Mr. Weidenbach had the 
items in stock for quick delivery. 
Manufacturer-distributor cooperation 
in this instance was profitable to all 
concerned. 

Mr. Manning says there are hun- 
dreds of other such instances in which 
representatives of manufacturers have 
helped out in solving industry prob 
lems and “putting” a sale over. Wim- 
berly & Thomas salesmen, he said, 
keep a list of plants to be visited by 
representatives. 

As for the sales manager himself, 
Mr. Manning believes he should not 
just sit in the office and wave his 
ims in all directions at once, speed- 
ing his sales force hither and vonder. 
While directing sales effort and plan- 
ning are most important in successful 
selling, Mr. Manning said a sales man- 
wer should get together with 
salesmen often. 


his 





2. 


ld get out of his office 


Members of the 
Thomas sales staff like this attitude, 
they lift when they can 
‘parade”’ their “big brass” around the 
territory visiting customers. But there 
is a deeper responsibility felt im the 
relations of customer and supplier 

This was fully illustrated on 
cent visit to Southern Wire 
Products Co. The company manu 
factures stecl window frames. The 
welded corners must be ground to a 
fine finish to receive the paint. 


W imberl & 


get a big 


1 re 


& Steel 


Mi 


DEMONSTRATIONS by 


re 


manuf 
sales, Mr. Manning (center) says 
Starrett Co., is checking alignin« 


YOU, MR. SALES MANAGER: 


Customers, he says, like 


acturers” 
Roy M 


nt of holes 


To be of real help to salesmen, 
Mr. Manning says, the sales manager 
to see “top brass 


Southern Wire & Steel was employ 
ing a type of cup grinding wheel to 
rough off the surplus weld or bead and 
1 finishing metal sanding disk to fin 
ish. This required two operations, 
ostly, even on mass production basis 
It required extra time to produce the 
desired finish 

Mr. Weidenbach searched past ex 
perience and talked it over in the of 
fice Additional produced 
an answer. The grinding procedure 
was changed by using a 9-inch de 


research 


men pay off in 
Peckham, L. S 
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FOLLOW UP CALLS are 
Carl Weidenbach 
recently erected acetylene gas producing plant he suggested 


pressed grinding wheel }-inch thick of 
24 to 36 grit. 

Given a try in the shop, the change 
produced the desired results in one 
operation. It cut sanding cost by 60 
percent and speeded operations. 

Mr. Weidenbach was not satisfied 
with the type electric grinder that was 
being used. He suggested a different 
type which would not be affected by 
the fine metal dust. A demonstration 
produced another sale and a well- 
pleased customer. 

Looking around the shop for other 
ideas Mr. Weidenbach ran headlong 
into another manufacturing problem, 
which found a ready solution. The 
company was purchasing its acetylene 
gas in cylinders. This meant storage 
space, handling and changing cylinder 
lines to welding torches. 


Increased Sales 


The suggested change led to instal 
lation of a gas producing plant. This 
required a small outside building, for 
safety, and of sufficient > for stor 
of carbide. There was a lot of 
equipment needed for this plant, pip- 
ing, valves and other materials. 

In addition to cutting gas costs up 
wards of 50 percent the plant was a 
reliable and convenient source of gas 
supply. 

When Mr. Weidenbach added up 
his efforts in aiding his customer, he 
found he was selling a great many 
more items than when he started his 
busy day. And the next day he took 
his sales manager out for a call on 
Southern Wire & Stecl Products to 
meet his customer and show him 
through the plant. It all added up to 
better customer-distributor relations. 


age 


good business and Salesman 
left) is on hand to discuss working of 
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HARASSED COMMUTER (right) rushes past as Alfred York’s Henry Dessau Co., hurry through Grand Central 
Sheinwold and Philip Wertheimer iles manager of New for 5:23 to start the daily game of Ghoulies 


“Ghoulies” . . . Better Distribution at Cards 


Because of a “rubber”? shortage New York distributor Philip Wertheimer 


invented Ghoulies to take the place of bridge on short commuter train trips 


; 


KIBITZERS are a fixture at daily Ghoulie games. They WHEN fame of Ghoulies spread, New York Herald Tribune 
get as much fun out of hot contest as players. Game is asked Mr. Wertheimer for series of articles. At his portable, 
also played every morning from Larchmont to Manhattan he obliged. Later he wrote a book, recently published it 
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AT TRAIN SEAT, “regular” G. E 
Brown and other Ghoulie players draw 
for deal Mr. Wertheimer and his 
friends occupy same, seat every night, 
tip brakeman dime each for table. Ciga 
rette-holder belongs to Mr. Wertheimer 


Puitie WeERTHEIMER, sales manager of Henry Dessau 
Co., New York industrial distributor, has such a penchant 
for bridge it’s not even funny—especially when a tnp on 
1 commuter train is only long enough for a rubber or 
two. His daily 40-minute ride between his home in 
Westchester County and Grand Central Station, M1 
Wertheimer found, allowed no time for serious bridge 
Just as he and his “regulars’’ were getting interested, the 
train had ground to a stop. 

lo a top tournament player (New York State cham 
pion in 1950), this wasn’t good enough. Mr. Wert 
heimer began experimenting with what he first called 
“train bridge,” a steamed-up version of the game for 
time-pressed commuters, 

Thus “Ghoulies” was born, a spicy little game that 
will appeal to the most case-hardened bridge addict 
Stated simply, Ghoulies is the same as bridge, except 
cards are so distributed that all hands and bidding are 
high. The deck is cut but never shuffled, and hands dealt 
in lots of five, five, and three to keep high cards together 
Scoring is slightly different from bridge. 

Because of the way cards are distributed, playing is 
hot and fast. All of 10 games of Ghoulies can be played 
to one of bridge. 

Thanks to the kibitzers who daily crowded in to watch 


NEWS that his book sold out its first edition (15,000 
copies) three days before publication date brings smiles to 
Mr. Wertheimer and his wife 


GAME STARTS, and player W. J. 
Nolan (left) plays from dummy, whil 
Sterling Sherwood ponders. Cards are 
dealt in lots of 5-5-3 from unshuffled 
deck to keep high cards together. Bid 
ding is high and play is fast, exciting. 


A BRIDGE CHAMPION, Werth 
eimer smiles as he piles up tricks dur 
ing game. Kibitzer this trip was Alfred 
Sheinwold, who now writes bridge ex 
pert Oswald Jacoby’s column. Except 
for scoring, Ghoulies resembles bridge. 


Mr. Wertheimer and his friends play Ghoulies on the 
New York Central, word of the new game began to, 
spread. The New York Herald Tribune heard of it, asked 
Mr. Wertheimer for an article. Shortly after, it asked} 
him for a series of twelve 

Then, in its “Predicts for 1952” Quick magazine's 
Dec. 31 issue soothsaid: “Ghoulie bridge will sweep the 
country.” 

Finally, a book publisher showed interest. So, on his 
old portable, Mr. Wertheimer turned out what now 
looks like a best-seller—the book’s first printing of 15,000 
copies was sold out three days before publication date. 

Dedicated to his four “regulars”—John W. Adams, Jr., 
Gilbert E. Brown, William J. Nolan, and Sterling Sher- 
wood—Mr. Wertheimer’s book is expected to take 
Ghoulies out of the train and into the living-room. As 
bridge pundit Oswald Jacoby observes in the book’s 
foreword, women will now invade what was exclusively a 
man’s game. 

One of Mr. Wertheimer’s fondest hopes, now, is to 
see Webster, the Canasta-hating cartoonist, devote some 
of his inimitable sketches to Ghoulies. 

Where'd the name Ghoulies come from? It’s derived | 
directly from “goulash,” the term card players from away § 
back have always applied to unshuffled cards. : 


NOW Ghoulies has invaded living-room. Mr. Wertheimer 
watches friends Sterling Sherwood, J. W. Adams (another 
“regular”), Mrs. Sherwood, and Mrs. Wertheimer play. 
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Setting Standards 
To Improve Sales Performance’ 





By Noble Hall 
Manager of Sales Research 
The Atlantic Refining Company 


You ARE FAMILIAR with studies of the 

st of distribution that have been 
made in the past—studies that show 
the cost of distribution to be greater 
than the cost of production—studies 
that show that the distribution costs 
imong different manufacturers range 
from 10% to 40% of net sales, that 
direct selling costs (costs related to the 
ilesmen) range from 20% to 66% 
of total distribution costs 

Marvin Bower, in a publication of 
the American Management Associa 
tion, once ud 


level of wastefulness in dis 
n is so high that nearly any 
in slash away great hunks 
marketing fat with an in 
delicate than a 
Only a distressing small 
companies has refined 

listribution to the point where fat 

removal is so delicate an operation 

as to require use of a scalpel.” 

One reason for the high cost of dis 
tribution is the fact that many com- 
panies have failed to apply the very 
principles of modern manage 
ment to sales that they have so effec- 
tively applied to the factory and office. 

One of the most effective tools of 
cientific management that has vet 
been used in factory and office is the 
establishment of performance stand 
irds based on time studies—with the 
goal of reducing unit costs. In mar 
keting, the goal of sales performance 
standards is the increase of unit profits, 
ichieved by increasing sales, reducing 
salesmen or sales expense, or, prefer 
iblv, by both means 


ompany 
of exce 
trument no more 
meat axe 
number of 


yATTVC 


Sales Standards at Atlantic 


At Atlantic, we had been measuring 
sales performance by comparing sales 
men against salesmen, OR by 
paring individual increases of 
against the industry increase, or 
against quotas subjectively set by man 
agement. Weaknesses of such stand 
ards were well realized by management 


com 
sales 


* From a paper 
Varketing Co 
ment Asso 


Mr. Hall at the 
of the American Manage 

tation I r. New York City 

md published 4.M.A. in Marketing 
Series, N a4 
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Noble Hall 


Our Sales Industrial Engineers had 
set labor standards in the delivery and 
warchousing fields. From here, it was 
but a step to the establishment of 
similar standards for personnel of our 
company-operated service _ stations. 
The labor standards, based on time 
studies, were applied to sales and ser 
ice units, and the result was that our 
old method of determining the num- 
ber of retail salesmen at our service 
stations was changed entirely, and sav 
ings of 25% or more were realized. 
lhus, unit cost was reduced, and with 
the establishment of sales standards 
for motor oil, lubrications, and other 
products and services, sales were in- 
creased. Unit profit was increased by 
reducing bare labor costs and, at the 
same time, increasing total sales. 

I'he retail store is a fertile field for 
time study—for the store itself, or for 
suppliers of the store who wish to 
render service advice. 

With the success of these studies, 
management gave the green light for 
the study of salesmen. The first 
group studied consisted of our Com- 
mercial Salesmen—salesmen who sell 
to companies operating a number of 
trucks or passenger cars. Later studies 
were made of Dealer Salesmen—sales- 
men who sell to service stations and 
who are comparable to salesman in 
the convenience goods field selling to 
retail outlets and wholesalers. We also 
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studied our Lubricating Oil salesmen, 
Furnace Oil salesmen, and Specialities 
salesmen, all of whom can be com- 
pared to industrial salesmen. 

I mention the foregoing at this time 
in case you are thinking that the 
studies I have described do not ap- 
ply to your own salesmen. I am con- 
vinced that all types of salesmen can 
be time-studied with beneficial results. 
This is true, whether the company is 
large or small—in fact, it may be more 
important for small companies, for 
with a large sales force, you have an 
average of good and poor salesmen, 
while with a small company, your 
salesmen may all be below average. 


Case History of the Study 


In brief, the Atlantic study was 
broken down into two concurrent 
phases: 

(a) a statistical analysis of sales re- 
ports. ; 

(b) a time and duty study of sales- 
men. ; : 


The Statistical Analysis 


The statistical analvsis was broken 
down into four steps: 

(a) The first step was to determine 
the number of accounts handled by 
salesmen. The results revealed the 
fact that there was no uniformity in 
the salesmen’s load in the different 
marketing regions. Somes salesmen 
carried three times the number of ac- 
counts carried by other salesmen— 
obviously this meant the selling cost 
was either too high, or too low to be 
effective. The Time and Duty Study 
results later showed what the correct 
work load should be. 

(b) The second step was to analyze 
the salesmen’s daily reports, in order 
to determine the number of calls be- 
ing made on individual accounts. We 
found no uniformity in the calling pat- 
tern. Accounts with the same volume 
and “attention requirements” received 
a varving number of calls. 

(c) As a third step, from a further 
analysis of the salesmen’s daily re- 
ports, we determined the size of in- 
dividual orders, and found—as such 
studies usually disclose—that many or- 
ders were of such small size that the 








TABLE | 
AVERAGE DAY AND CALL 
Class IV Salesman 


TABLE I 
SOME DETAIL ELEMENTS OF AN 
AVERAGE CALL OF A DEALER 


Breakdown 
Selling-Customers 
Selling-New Business 
Related Sales Activities 
Waiting for Customer 
Non-Direct Selling Talk 
Travel Between Calls 
Wasted Time 


31 


37 
11 
21 


TABLE Ill 


Method 
Stock Checking 
Selling with Samples. . 
Selling with Reasons but with- 
out Aids 
Selling with Printed Matter. 
Selling without Reasons or 


Aids... 


45% 
34% 


28% 
14% 


11% 


A 
B 
Cc 





Each Cell 


EFFECTIVENESS AND FREQUENCY 
OF SALES METHODS 


Effectiveness 


District 


Each Day 
17 


Dealer Assistance 
1 Display Assistance 
7° 
5 Sales Techniques 
11 
37 
9 Write Reports. . 
- Dealer Complaints 
100% 


OF 


Frequency 
of Use 
13% 
2% 


Reason 
Stock Need 
Saleability 
Profitability 
Availability 
Quality 
No Reason 


18% 
23% 


44% 


100% 


TABLE V 


EXAMPLES OF COST REDUCTIONS 
THAT COULD BE MADE IF 
RECOMMENDED STANDARDS 
WERE ADOPTED 


Std. Cost 
per Unit 
19 
22 
17 


Present Cost Cost 
per Unit 
26 
37 


38 


27% 
41% 
55% 


Managerial Advice. 


Related Sales Activities 
Credit and Collection. . 


EFFECTIVENESS AND FREQUENCY 


Reduction 


SALESMAN 


Mins. Percent 
3 1.0 
1.9 6.4 
a 1.0 


2.7 


3.8 
6.4 


TABLE IV 


SALES REASONS 


Frequency 
of Use 
23 


Effectiveness 
44 
23 2 
25 9 
23 1 
15 3 
10 62 


100% 








sales profit did not offset delivery and 
handling costs. 

(d) The fourth step was to examine 
our customer records. From them we 
found—as all of you who have made 
such studies have—that the major sales 
volume came from a relatively small 
number of accounts. In our case, 80% 
of the accounts were doing only 15% 
of the business. 

I have described the above statis- 
tical studies briefly; however, I feel 
that they are a “must” for any sales 
management desiring to improve sales 
performance. They will more than 
pay for themselves and no not require 
the “technical know-how” necessary 
in making a time study. 


Time-Duty Study of Salesmen 


I believe that the time study of 
salesmen was originated by Mr. H. C. 
Nolen, formerly of Ohio State Uni- 
versity, and now Vice President of 
McKesson and Robbins, who in 1940 
co-authored a book entitled “Sales 
Management” with Mr. H. U. May- 
nard. A chapter in this book was de- 
voted to the type of study we have in 
mind. I also know that similar studies 
have been made by other companies. 

Dr. J. U. Davis continued the work 
at Ohio State University, and in 1948 
published “Increasing Wholesale Drug 
Salesmen’s Effectiveness”. In the 
Atlantic study, we followed many of 
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the techniques described in Dr. Davis’ 
book. 


Start of the Time Study 


A regional Manager had requested 
this study, and his interest and en- 
thusiasm — and that of his staff —as- 
sured a successful study from the be- 
ginning. Line management actively 
participated in the planning of the 
program. Their thinkin and experi- 
ence, combined with staft techniques, 
resulted in a study that gave manage- 
ment facts that they could trust. As 
a result, there was no hesitancy on the 
part of management to take the action 
indicated by the facts. 

(Continued on page 214) 





ALL IN FUN is the story being told by George Flora (Arro 


Expansion Bolt) who is flanked by E. G. Vonnegut and 
4 


REST PERIOD in I.D.’s suite finds Mrs. Paul Rickman, 
Bard Steel & Supply, Kalamazoo, Mich., chatting with Mrs 
\. Childers, both of Vonnegut Hardware, Indianapolis John Kline of Reilly Bros. & Raub, Lancaster, Pa. 


Pictures Tell The Story Of The 


ATTENDANCE RECORDS for Triple Industrial Supply con- 
ventions fell by the wayside when the 1952 session was 
held in Atlantic City. In last month’s issue INpusTRIAL 
DisrrisuTion reported on the event but, because it was 
held so late in the month, your editors could not process 
ill of the pictures. To make sure that all of the shots 
that turned out well enough to reproduce were used, we 
ire publishing here a second installment. If your picture 
ippears here, or appeared in the June issue, just drop us 
a note and we'll send you a print. Address your request to 
Picture Editor, Inpusrriat Disrrisution, 330 West 
42nd Street, New York 36, New York. 


4 GOOD JOKE told by Larry Browning (Browning Mfg.) 
heard by Harry E. Smith (Raybestos-Manhattan) and T. H 
Bradley, Thomas H. Bradley, Inc., Watertown, N. Y 


A JERSEY GROUP has a few words with L. W. Jander SWAPPING THOUGHTS on business are H. G. Grossman 
(Henry Disston), center. With him are Henry Pasuit, Mr and N. W. Harris (National Twist Drill); Bill Teare, Ster- 
and Mrs. Herb Straut, and Adrian Wynbeek, all of New ling Products, Chicago; Bob Donovan, Machinist Tool, Los 
Jersey Engineering & Supply, Passax Angeles, and R. B. Kane (National) 
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a ee 
FLANKED BY HOSTS at the Standard Tool party is George WHERE NOW? askes E. D. Cowlin, and R. B. Little 
Stalker, W. J. Holliday & Co., Indianapolis., He's with checks to see (both are from Eaton Mfg. Co., Reliance 
George Steinmetz and Paul Lees, Standard president Division) 


Triple Industrial Supply Convention 


, yes : 
SITTING IT OUT for a while are F. A. Dewey (Yale & SINGING STAR of the Parker-Kalon dinner party for dis- 
Towne) and Arthur Yorke, Hansen & Yorke, New York tributors was Hyman Goldburg (host 


A PARTY SHOT finds George Marshall (left) and Mr. and THE NAME’S THE SAME, or at least partially so, in the 
Mrs. F. A. Miller (right) entertaining Mr. & Mrs. Price case of Jim Gardner (Cincinnati Tool) and Jim Gardner 


Williams, American Machinery Supply, Atlanta, at the Ray Geddes (H. K. Porter). They were guests of Howard Wil 
bestos-Manhattan party. liams (right) of Mau-Sherwood Supply, Cleveland. 
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CONVENTION REPORT (SONTINUED) 


THE LIGHTER SIDE was enjoved by W. G. Archer RENEWING ASSOCIATIONS were Floyd Dewev (Yale 
lton Supply ¢ Atlanta, Ga., and Lee Mitchell (Hooven & Towne Mfg. Co.) and Arthur Yorke, Hansen & Yorke 


\ ( Co... New York ¢ 


! 


CORNER FOURSOME. included R. C. Wareham (Louis Allis Co.); Homer S$ HOST I. P. Farnum (Cleveland Twist 
Poms, Hl. L. Hathaway and R. D. Wettig (Franklin Cotton Mills) who had a lot of Drill) poses with guest L. B. Kester, 
things ¢ OV Kester Machmery Co., Winston-Salem 


LOBBY CHAT is enjoved by Mrs GUESTS of Inpusrriat Distrisution were Mrs. M. R. Oberholzer, Lindsay, 
John Ora, InpustrRiat Disrripution Oberhalzer & Co., Philadelphia, and H. W. Weihenmayer (L. H. Gilmer Co., Div 
ind C. A. Lynch, Jos. Woodwell Co., of U.S. Rubber Co 


Pittsburgh 
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WELCOMING ARRIVALS to Atlantic City on Sunday APPROACHING registration desk are J. R. Coventry and 


morning are J. F. Phillips, Boyer-Campbell Co., Detroit, and W. E. Lowles, both of The Cleveland Tool & Supply Co., 
Willis D. Horner (Allen Mfg. Co Cleveland, Ohio 


: 
4 
: 


reschne tr reREN Fe Absa 


a et 


DISCUSSION of the current business situation occupies EARLY ARRIVALS at the convention were this Bay State 


Tom Ryan (Skilsaw Inc.) and W. F. Morefield, The Craft lap & Die Co. trio—Mr. and Mrs. F. Schuyler Shepard, and 
Shop, San Diego, Calif Mrs. Louis A. Lincoln. 


PLEASANT EVENING in the Pyrene parlor was spent by GENIAL GROUP pauses for cameraman: W. R. Barlow 

B. D. Hollar and Mrs. Truman Young (Pyrene Mfg. Co.), Jacobs Mfg. Co.); James H. Ruddell, Central Rubber & 

: Harry J. Casper, Standard Machinists Supply Co., Supply Co., Indianapolis; and Mr. & Mrs. Frank J 
burgh O’Laughlin (Commander Mfg. Co 
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CONVENTION REPORT (CONTINUED) 


PtOPCOAT WEATHER didn’t dim the greeting Clare BOARDWALK TALKERS are J. F. Whalen, R. J. Ahern, 
Payne (Safety Socket Screw) and George Hirth, Mau-Sher J. E. Wright (all of Billings & Spencer) and Dwight Stagg, 
, ( ind. gave each other Hawley Hardware, Bridgeport, Conn 


PARTY TALK is enjoved by Charles Atwell (Union Twist TWO PAULS talk things over in a lobby. They are Paul 
and H. Milchman, of Carter, Milchman & Frank Reinking (Belmont Packing) and Paul J. Stine, Harry P. Leu, 
Inc., Orlando, Fla 


REST PERIODS during a convention are few and far WELCOME is extended to Stacy C. Hinkle, Mine & 
between, so H. F. Wixfort and H. F. Miller, both of Frick Smelter Supply, Denver, by Walter Gebhart (Henry Disston 
& Lindsay, Pittsburgh, enjoy a break & Sons). Mrs. Hinkle is to the right of Mr. Gebhart. 


MORE CONVENTION PICTURES START ON PAGE 138 





WASHINGTON BULLETIN 


JUNE: Customers’ chances of getting more copper, aluminum 


in third quarter bright 


. . Defense ratings for steel- 


bearing components given preferential status ... Mining 


operators’ MRO restrictions liberalized particularly on minor 


capital additions . 


Defense Ratings 
For Components 
Given Preference 


Steel bearing components (ball 
bearings, fractional horsepower mo- 
tors, generators, valves and similar 
items) when ordered with a rat- 
ing designating aircraft, ammunition, 
atomic energy and other vital defense 
programs have to be delivered on a 
preferential basis during the steel in- 
dustry stoppage, according to Direc- 
tion 4 to CMP Reg. 3. 


Special Preference 


The action supplements Dir. 13 to 
CMP Reg. | which gives special pref- 
erential status to certain authorized 
controlled materials orders in essential 


A through E and also in the Z-2 | 


categories. 
Direction 4 


Direction 4 goes one step further in 
giving special preferential delivery ac- 
ceptance status to DO-rated orders for 
components (designated as Class A 
and B products under CMP) placed 
in support of specified military, AEC 
and machine tool programs. These 
are: 

A-1—Aircraft; 


A-2—Guided Mis- 


. . Metalworking order to be revised . . . 


Copper, Aluminum Quotas 
For Customers Increased 


| 


| 





siles; A-3—Ships; A-4—Tank-Automo- 
tive; A-5-—Weapons; A6—Ammuni- | 
tion; A-7—Electronics and Communi- 


cations Equipment. 

C-8—Department of Defense MRO; 
E-1—AEC Construction; 
Operations, including MFO. 

E-3—AEC Privately Owned Facili- 
ties; Z-2—Metalworking Machinery & 
Equipment. 


E-2—AEC | 


Many of your customers will be 
able to nail down better supplies of 
copper and aluminum and get rid of 
a lot of paperwork at the same time. 
Reason: On July 1, NPA made sub- 
stantial increases in the amounts of 
copper and aluminum for which most 
of your customers can write their own 
controlled materials allotments. 


New Ceilings 


New ceilings on the —— of 
the two metals for which your cus- 
tomers can make their allotments 
are so generous that many of them 
who could not qualify as “small users” 
before, will be able to do so now. 
That means they no longer have to 
make normal application to NPA for 
quarterly allotments of metal. A cus- 
tomer will be able to affix his own 
allotment and priority symbols to his 
orders for controlled materials, avoid 
ing the hazard of a major reduction 
in his materials requests by the con- 
trollers. 

Here are the new limits on self- 
authorization: 


1. Any customer, regardless of his 
pre-Korea use of metal, can 
write his own allotment for the 
following amounts of controlled 
materials: 25 tons of carbon 
steel; 1 ton of alloy steel except 
stainless; 10,000 Ibs. of copper 
and 20,000 Ibs. of aluminum. 


. So long as he does not exceed 
his base period use, a customer 
may self-authorize up to the fol- 
lowing amounts: 60 tons carbon 
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steel, 16 tons alloy.steel, 500 7 
Ibs. stainless steel; 20,000 Ibs. 7 
copper; 40,000 Ibs. aluminum 
3. So long as he doesn’t use more | 
than 75 percent of this base | 
period use of any controlled ma- 7 
terial, a manufacturer may self- 7 
authorize up to 60 tons carbon © 
steel, 16 tons alloy steel; 500 7 
Ibs. stainless steel; 40,000 Ths 
copper; 60,000 Ibs. aluminum. 


Limits on steel use remain un 
changed because of the steel shut- 
down. On resumption of operations, | 
self-authorization limits on steel will | 
be raised too. 

If your customer qualifies for self 
authorization of either copper or alu- 
minum he can take advantage of it 
during the third quarter. If he already 
has applied for NPA allotment on 
CMP Form 4-B or has received his 
allotment, he may still self-authorize 
for any additional amount of copper 
or aluminum he is entitled to under 
the above table. He has to retain his 
old allotment symbol and _ priority 
designation. He cannot use the “SU” 
(smaller user) designation during the 
third quarter. 

Clearly the new increase in self 
authorization limits (Amend. CMP 
Reg. 1) will be of little help to a 
customer who depends primarily on 
steel. But it is expected to be a boon 
to those customers who make alumi- 
num screens, storm windows and 
other building supplies, copper jew- 
elrv, kitchenware, toys and household 
gadgets. 


WW 








Mining Customers 


NPA To Liberalize 
Machine Tool 
Order Limitations 


Machine tool manufacturers will be 
permitted to accept, manufacture and 
ship unrated orders for some types of 
items if such business doesn’t delay 
rated orders beyond the required de 
livery dates. The industry's advisory 
committee agreed to a _ proposed 
amendment to NPA Order M-41. 

The committee originally was reluc 
tant to accept the revision, being 
emphatic that it preferred a return to 
the rated and unrated order formula 
which originally prevailed when M-41 
was issued in February 1951. Agree 
ment to accept the revision cam 
when it was pointed out that it would 
help the industry achieve an eco 
nomically stronger position at a time 
when part of the industry was reported 
in a precarious economic condition 
due to insufficient rated orders. Mem 
bers agreed that the proposed amend 
ment would help some depressed seg- 
ments of the industry materially, but 
would work hardship on builders hav- 
ing long backlogs of rated orders. The 
industry has been barred from making 
deliveries on unrated orders, 
November 

NPA explained that a shortage of 
tools for defense still prevails in some 
reas and that restrictions on such 
tools will be maintained. A specific 
list will name about 20 types of tools 
manufactured by more than 60 com 
panies which cannot be delivered on 
other than rated orders. 

The committee also recommended 
revocation of M-104 minimizing re 
quirements for protective finishes and 
deferment of action on the issuance 
of a limitation order forbidding 
builders to provide electrical specif 
cations other than those established 
by the National Machine Tool Build 


ers Association 


since 


Flagg Appointed 
Components Head 


John H. Flagg, president of the 
Watson-Flagg Machine Co., manufac 
turers of gears, speed reducers and 
transmission machinery, has taken 
over the post of director of the Gen 
eral Components Division, National 
Production Authority 
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MRO Order Is 


Eased 


Your mining operator customers (excluding producers of solid fuel, petro- 
leum, uranium and natural gas) get a break in an amendment to M-78 which: 


* 


both controlled materials and 
non-controlled materials for 
MRO purposes and minor capi- 


HOWARD WILLIAMS of Mau 
Sherwood Supply Co., Cleveland, is 
now chief of the Machine Tool Attach- 
ment and Accessory Section, Metal- 
working Division, NPA 


Expansion Goal 
For Fasteners Set 


An interim expansion goal for pre- 
cision and large-size fasteners requir- 
ing at $33,000,000 capital investment 
in added production capacity to be 
completed by July 1, 1953 was an- 
nounced by Ralph S. Trigg, Deputy 
Administrator of DPA for Program 
ind requirements 

DPA estimates that expansion in 
this industry will be completed by 
June 1953 on all applications for cer- 
tificates of necessity for rapid tax 
irmortization issued as of April 1, 
this year. As of April 28, DPA issued 
47 amortization certificates to the in 
dustry involving a proposed invest- 
ment of $12,314,215. As of the same 
date, DPA had pending 66 applications 


involving a proposed expenditure of 
$12.168,.187 
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Liberalizes provisions for obtaining MRO supplies and capital additions; 
2. Brings M-78 more into line with CMP Reg. 5’s procedure for obtaining 


tal additions; 

Simplifies and clarifies proce- 
dures used by foreign pro- 
ducers to obtain equipment and 
controlled materials; 

Aids small operators by making 
machinery, repair and _ replace- 
ment parts available more expe- 
ditiously and with less paper- 
work; 

Provides emergency assistance 
as a result of breakdowns due to 
explosion, fire, flood, etc.; 
Redefines “major capital addi- 
tions”’; 

Clarifies treatment of replace 
ment items of machinery and 
equipment when carried as 
MRO on the books; 

he dollar limitation on acquisition 
of minor capital additions was raised 
from $2,000 to $5,000. Now such 
operators will no longer have to get 
priority ratings on a spot basis to get 
such items as drilling equipment, 
drifters, screens, conveyors, portable 
compressors, slushers, etc. In addi- 
tion, minor capital additions no longer 
have to be charged against MRO 
quotas. 

When qualified for emergency as- 
sistance, a mining customer can use 
the allotment number H-6 and the 
rating DO-H-6 to obtain materials 
and equipment in excess of his estab- 
lished quota to reestablish normal op 
erations. If the customer wants an 
adjustment to his quarterly MRO 
quota, he now must use Form 


DMPA-28 instead of MF-400. 


Contract Info 
Printed By Navy 


Navy’s 150 largest prime contrac 
tors are listed alphabetically and 
state-by-state in a new booklet, ‘“Sell- 
ing To Navy Prime Contractors”. For 
each prime contractor there are names 
of company officials to talk to about 
sub-contracts; phone numbers are 
listed too. The pamphlet is available 
for 20 cents from: Superintendent of 
Documents, Washington 25, D. C. 








An sad thet Yotl WoW 


ee se ‘ATion B 
FIRST AWARD \ 
Fi ‘ 

1952 


ALORA L AEE 


B: your active participation in the Osborn 


“Mass Purchasing” direct mail campaign 


you have earned a share in this recent award. : SBORN 


We at Osborn extend our appreciation for 
your whole-hearted support of the continuing 


advertising and selling campaign. The Osborn Osbou Brushy 


Manufacturing Company, Cleveland 14, Ohio. 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 
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NEW ENGLAND 


Connecticut 


wa 1% | — 7% | - 4% 


New Hampshire 
Rhode Island 


Vermont 








MIDDLE ATLANTIC 


oe 6% 2% 2% 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 


— 2% | - 4% | - 1% 


Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minnesota 


rl 1% 3% 2% 


South Dakota 
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(This advertisement appears in July issue of MILL and FACTORY 


How can YOU use power threading to YOUR best advantage? Your 
Oster Distributor has the answer. 


He has the answer because he offers you a wider selection of pipe 
threading machines and optional equipment in the OSTER line than 
" Neo. 422 
any other line. aulan VISE STANG! 
Doesn't it make sense that the wider the selection the closer you can 


come to getting the right machine for YOUR needs at the right price 
to fit YOUR budget? 


Take Oster “Portables” for example. Oster offers you not one... not 
two... but FIVE 2” machines and a variety of optional equipment for 
selection. Four of these Oster “Portables” are illustrated. The fifth is the 
No. 582R “Tom Thumb” equipped with revolving die-head. 


How can you miss with a choice like this? All the facts about Oster 
“Portables” are available in three bulletins pictured in miniature below. 
Write for your copies NOW. 








No. 582 
“TOM THUMB” 


THE OSTER MFG. CO., 2041 East 61st Street, Cleveland 3, Ohio, U.S.A. 
OK, Oster. Send me the bulletins | have checked below. 
[_] No. 422 Oster Power Vise Stand. 
[_] No. 502 & No. 502R Oster “Pipe Master”. 
[_] No. 582 & 582R “Tom Thumb”. 
My Name 





Company 





Address 
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SALES TRENDS (Continued ) 





April 1952 
Compared with 


March 1952 


April 1952 
Compared with 
April 1951 


First 4 Mos. 1952 
Compared with 


Firet 4 Mos. 1951 





SOUTH 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAI 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 








- 1% 


+ T% 


+ 9% 


+11% 


+13% 





4% 


2% 


8% 


6% 


2% 





- 1% 
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By changing to Yarway Impulse Steam Traps, an oil 
refinery reports much hotter steam in their heat exchangers 
—plus two other important extras: 


puts the 


HE Ar 


heat exchange 


(1) They were able to operate the plo 


under severe con 
often below 2z¢ 


S 


pressures, 
low price. ¥ 


ceueibe teen ee: icrmmtanmebenimelee: Seale mii 


~~ 


ACTUAL SIZE %" YARWAY STEAM TRAP 


YARNALL-WARING COMPANY i FREE OFFER. Don't take our word for it. Test Yarway’s 
advantages in your own plant, without cost or obligation. Drop 
111 Mermaid Ave., Philadelphia 18, Pa. a us a card or letter—a trial trap will be delivered promptly. 


YARWAY the steam trap 


designed with more production in mind 
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Price Index for 19 Product Classes 


1947-49 — 100 
en % Change 
April March April From 
NAME OF PRODUCT CLASS 52 02 ‘51 ~=©Year Ago 


Abrasive Products 117.1 117.1 115.6 + 1.3 
Cutting Tools 119.2 119.2 124.00 —3.9 
Fans and Blowers 136.8 136.8 141.8 —3.5 
Fasteners 139.1 139.1 139.1 0 
Incandescent Lamps 117.9 117.0 1219 -—3.3 
Industrial Rubber Products 130.8 133.1 135.9 —3.8 


Lubricants 101.8 101.8 102.4 —0).6 


Materials Handling Equipment 127.1 127.1 127.4 —0.2 





Mechanics Hand Tools 


(files, saw blades) 124.6 124.7 124.9 —0.2 
Metalworking Accessories 108.4 108.4 113.9 —4.8 
Motors 117.0 117.0 116.9 
Paint 110.6 109.8 =109.1 
Portable Power Tools 113.4 113.4 113.7 





Power Transmission Equipment 124.4 . 1244 125.9 
Precision Measuring Tools 117.6 117.6 #1163 
Pumps and Compressors 123.2 123.2 123.3 


Steel Products 


(pipe, bars, nails, ete.) 124.9 124.9 124.4 


Valves and fittings 120.6 120.6 120.8 


Welding Machines 
(equipment, rods) 119.0 119.0 119.0 


Total Index 122.0 122.1 123.1 


Source: Bureau of Labor Statistics and Industrial Distribution 





eae 
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THE COMPLETE LINE 


that's NAT! 


Nat's family of fasteners is a big one—including 
just about everything you'll need to supply all fas- 
tener needs. 

It’s the most complete line made by any one manu- 
facturer. Sell “National” and you sell a full line of 
top-quality bolts, nuts, screws and other fasteners— 
all uniformly packaged in “National’s” eye-catching 
black and red cartons. They dress up your shelves, 
and their color-coded, king-size labels make it especially 
easy to spot the type and size of fastener you want. 

Quality inside and out, you'll agree, fits Nat to a“T”’. 
For a better buy in fasteners, ‘Better Buy National”. 


Write us for the full story on what the “National” 4 
line offers the hardware man. rf 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of California 
3423 South Garfield Avenue, Los Angeles 22, California 





VF 
ational 


al nT FASTENERS Sf HODELL CHAINS CHESTER HOISTS 
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The Outlook For Business 





CAPACITY UP 


OUTLOOK BRIGHT 


BIG FACTORS 





Industrial output in the second quarter is down. The Federal Reserve index for 
May declined to about 214 compared with the peak this year of 222 in February, and a 
postwar peak of 223 in April of last year. And June was still below 215 by prelimi- 
nary estimates. 


The on-and-off steel strikes account for almost 3 points of the drop in May. And 
steel production early in June was running at only 10% of rated capacity. Other 
strikes — oil refineries, for example, also pulled the index down in May and June. 


But you can’t blame all the drop on strikes. There have been sharp cutbacks in 
textiles and consumer durable goods. Only auto production has shown substantial 
gains in the past few months. Other lines such as paper and even some chemicals 
continue to show weakness. 


It’s the same old story with consumer goods —too much inventory. Retailers had 
worked their stocks down to a pretty good position by the first of the year. Distribu- 
tors, too, had moved quite a lot of their inventories. But then manufacturers started 
pushing output up again in the first quarter. Goods accumulated all over again in all 
of the distribution channels. 


The key point seems to be that these consumer goods industries just can’t oper- 
ate at capacity anymore. Consumers aren’t buying the merchandise fast enough. And 
capacity is way up. If all companies are running at full capacity, inventories pile up. 


There probably won’t be a sharp upswing in business generally before fall. The 
vacation season is with us right now. This always means shutdowns in textiles and 
other lines with industry-wide vacation plans. This year, especially, businessmen will 
seriously consider closing down plants in order to run off inventory. 


But there may be a real pickup after Labor Day. That’s the big season for con- 
sumer goods production. And these industries have been through such a severe read- 
justment that they could snap back very fast. 


Heavy industries will still be operating close to peak levels. The steel situation 
will be settled by that time and output will be running above an annual rate of 112 mil- 
lion tons. Machine tool output will be breaking all postwar records. And armaments 
production will increase steadily. So in the fourth quarter industrial output could 
range from 220 to 225 on the Federal Reserve index. It probably will be the highest 
quarter since the end of World War II. 


Here’s why consumer durables production may snap back after present high in- 
ventories are worked down: 


1. Prices are being cut. Distributors are doing it now — showing manufacturers 
it has to be done to move goods. Many manufacturers will have to follow suit before 
1952 is over. 


2. New models will help. Most of the stuff that isn’t selling now is left-over 1951 
models — or 1952 models that aren’t very different. Actually new items — like air 
conditioners or the new model Ford — are selling well. 


3. Consumers will have more cash. The period of heaviest income tax collections 
is over. Restrictions on consumer credit (Regulation W) have been repealed. Housing 
credit terms (Regulation X) also have been eased. And there’s another round of wage 
increases underway. 


Sometime around September the textile cycle should be turning too. And the 
general pickup in consumer lines should help other industries — chemicals, plastics, 
paper and some machinery makers — who sell to consumer goods producers. 
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TREMENDOUS 
POWER FOR 
FAST CUTTING 


More work for your money! Thor 
electric sows are outstondingly the 
most powerful saws on the morket 
today! 


DIRECT GEAR 
DRIVE FOR 
EFFICIENCY 


No power-wasting worm geors .. . 
direct-gear drive delivers 25% 
more power to the blade! 








100% SAFE 
FROM 
SWITCH 
TO BLADE 


Switch-lock prevents accie 
dental starting. Telee 
scoping guard 
covers blade in- 
stantly when with 
drown from work. 
EXTRA 


= 


SAFETY 
BASE 





Biade on the right, weight 
of the tool ON THE 
WORK .. . far safer, 
foster by for, even for 
inexperienced help. 


LONG SHAFT 
BLADE MOUNT 
FOR ACCURACY 


Blade shoft runs full width of tool, 
ball-bearing supported at each end 
for life-time clignment, 





BALL BEARINGS 
THROUGHOUT 





SAWDUST 
BLOWER 
KEEPS 
LINE CLEAR 


CE: 








EASY BLADE CHANGE 


Change blades in 5 seconds! Mokes 
it easy to use the RIGHT BLADE 
for every job. 








BALANCED 
FOR EASY 
SAWING 


Notural saw-grip han- 
die behind the center 
of grovity for fast, 
sawing, sure ond 
safe control, 








FINGER 
TIP 
CONTROL 


No wrenches 
needed for depth 
ond bevel odjust- 
ments. Extro-deep 
cuts, size for size, 
from 0° to 45°. 








COMPLETE 
SIZE 
RANGE 


And priced right, too from 
the economical $65.00 6” model 
to the giant 12” blade size. ALL 
BUILT TO HIGHEST THOR TOOL 
QUALITY. 





wi 


c 
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No Wonder More and More Carpenters are Saying: 


I'll Take BP 


ndependent Pneumatic Tool Company, Aurora, Illinois 
MANUFACTURERS OF THOR SILVER LINE ELECTRIC SAWS 
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MASONRY DRILLS 


Super is an established name in 
Carbide Tipped Masonry Drills. 
Super Speed Spiral drills are GOOD, 
are priced right, and sell readily, 


Write for full information. 


FAST SELLING KITS 


KIT “A” KIT “B” HOMECRAFTSMAN Y= 


KIT 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Calif. TOOL COMPANY 
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JAUGHLIN 


THE MOST COMPLETE LINE 
There are almost 1500 s and sizes in Laughlin's 


quality line of drop forged fittings. 


There are many different styles of shackles, swivels, hooks, 
thimbles, clips, sockets, eye bolts and other products designed for 


a wide variety of applic 


or chain, you can be sure that Laughlin has the right — and safest — fittings 


for the job. 


ons throughout indus 


try. If you use wire 


; 
: 


THESE EXCLUSIVE PRODUCTS 


SAFETY HOOKS . . . The latch locks the load, will 
not open until released by operator. Strong, drop 
forged stee! hook has improved lotch that leaves 80% 
of throat opening. 15 sizes; 3 potterns, eye, shonk 
and swivel. 


CLEVIS GRAB AND SLIP HOOKS . . . These 
sturdy hooks ore easily attached to any welded link 
chain. Pin and cotter make it easy to attach or remove 
for use on another job. Needs no connecting fittings 
or special tools. 


JAUGHLIN, 


Safety “FIST GRIP" Wire Rope Clips . . . Foo! 
proof, easy to install Fist Grip clips hold rope more 
securely, can't go on wrong. Fewer clips are required 
thon for ordinary types, and they will not crush or 
distort the rope. 


“MISSING LINK” (Reo. U. S. Pot. Of ) Cheaper than 


welding, sofer thon cold shut or cast link, “Missing 
Links” go on in a jiffy and ere stronger thon proof 
coil chain. 17 sizes from 3/16” to 1-7/8”. 


of drop forged wire rope and chain fittings with illustre- 





Loughlin's new Cotalog No. 150 lists the complete =) 


tions, ipti ond fi . Write for it tedey 
THE THOMAS LAUGHLIN CO. 
712 FORE STREET, PORTLAND, MAINE 


THE MOST COMPLETE LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 
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Salesmen For 14 Distributors Attend School 


Product information and sales training were reviewed for distributor salesmen from 


all over the 


Co., Philadelphia 





Cox Made Vice President, 
Manager, of Thermoid Co. 


Lester I 
ecutive 


Cox has been elected ex 
president and executive 
manager of the Thermoid Co., ‘Tren 
ton, N. J 

Mr. Cox was named to the new po 
sition at a recent board of directors 
mecting at Thermoid’s Trenton head 
quarters. One year ago he was named 
vice president in charge of 
manufacturing and engineering for the 
company’s seven plants. As executive 
manager he will supervise all divisions 
of the Thermoid Co 

Mr. Cox has been associated with 
Thermoid for 22 vears 
ite of Rider College, 
udvanced studies 


vice 


senor 


He is a gradu 
I'renton, and 
it Rutgers University 


Lester F. Cox 


country, at the recent training school conducted by The American Pulley 


Ihe American Pulley Co. held an- 
other in its series of Sales Training 
Schools recently for sales personnel 
from 14 distributor organizations who 
carry the line of American power trans- 
mission equipment. 

Attending this session were E. Dur 
lacher, The American Pulley Co.; 
Gene Ware, Greenville Textile Sup 
ply Co., Greenville, S$. C.; Duane Ed- 
wards, Huss and Schlieper, Decatur, 
Ill; H. W. Gillespie, The Bidwell 
Hdwe. Co., Hartford, Conn.; John T. 
Barron, ‘The American Pulley Co.; 
Lee Bertoy, W. S. Nott Co., Minne 
apolis, Minn. 

Others present were Marion T. 
Rogers, The Textile Mill Supply Co., 
Charlotte, N. C.; Robert Worming 
ton, TE-CO, Inc., St. Louis, Mo.; 
Robert Morrison, Perkins, Bassett & 
Wright, Inc., Keene, N. H.; George 
B. Alberth, Jr., ‘The Hartley-Rose Co., 
Pittsburgh, Pa.; Hoyt N. Payne, Jr., 
Hovt N. Payne Co., Knoxville, 
Tenn. 

Also attending were Thomas Men 
nealy, Stanley J. Leen Co., Brewer, 
Me.; B. L. O'Callaghan, Pye-Barker 
Supply Co., Atlanta, Ga.; Caleb F. 
Fox, The American Pulley Co.; Ed 
ward Strom, F. Rainville Co., Grand 
Rapids, Mich.; J. W. Gorham, The 
Hardware & Supply Co,, Akron, Ohio. 

Others were John Mueller, Shingle 
& Gibb Co., Philadelphia, Pa.; H. E. 
Hull, Jr., Pye-Barker Supply Co.; 
Donald Ladd, J. M. Crantz Co., Inc., 
Buffalo, N. Y.; and Walter L. Con 
nell and Randolph H. Jackson, The 
Amcrican Pulley Co. 
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MANUFACTURER 











“Star” Publishes Section 
Commemorating Vonnegut 


Vonnegut Hardware Co., Indian- 
apolis, Ind., which celebrates its 
hundredth year of business life this 
year, was the subject of a special 27 
page section published with the May 
25 edition of The Indianapolis Star. 

“This magazine is dedicated to a 
great company, Vonnegut Hardware,” 
said the introduction. “The cover 
landscape . . . the giant tree . . . is a 
symbol of the strength of the Von- 
negut organization on its 100th 
birthday. It represents too, a steadfast 
determination to continue its wide 
services to the people of Indiana.” 

History in the Making; The Von 
neguts, Pioneer Merchants; Looking 
Ahead (a statement by Richard E. 
Kremp, president); Old Timers (rec 
ord of length of service of Vonnegut 
employees); Serving Five States; and 
Employes Have Fun, are some of the 
articles contained. 

Greetings from manufacturers of 
lines handled by the company filled 
all space not devoted to editorial com 
ment on the company, its history, and 
its activities. 


Standard Tool Co. Names 
Western Representative 


Standard Tool Co., Cleveland, has 
appointed Robert R. Clark its West 
ern representative. 

He will serve western Texas, north 
western Arkansas, southern Kansas, 
New Mexico, Oklahoma, and southern 
Kansas. He will reside in Tulsa. 


Robert R. Clark 





J. H. Oakes 


Link-Belt Appoints 
Two Sales Managers 


Link-Belt Co., Chicago, has ap 
pointed James H. Oakes, former sales 
manager for enclosed drives, as sales 
manager for the Philadelphia plant, 
and Byron K. Hartman, former assist 
ant sales manager at Philadelphia, as 
sales manager for the new Colmar 
plant 

Mr. Oakes joined the Link-Belt 
Dodge plant in Indianapolis in 1929, 
after serving part time while attending 
Hanover College and Purdue Univer- 
sity. At Indianapolis and Philadelphia 
he took part in the development a the 
Link-Belt P.I.V. variable speed drive. 

Mr. Hartman joined the Link-Belt 
Philadelphia plant in 1937. He subse 
quently handled sanitary engineering 
sales in Chicago and later returned to 
Philadelphia to head industrial waste 
and liquid treatment work. ‘The Col 
mar plant will begin manufacturing 
operations later this year in Colmar, 
Pa., north of Philadelphia 


B. K. Hartman 


Sales Conference Held At Stanley Electric Tools 


Thirty salesmen attended annual Stanley Electric 


Tools sales conference held for 


five days at company offices in New Britain, Conn 


Ihe annual Stanley Electric Tools 
sales conference was held recently in 
New Britain, Conn., with about 30 
salesmen from the company’s terri 
tories in the United States, and sales 
representatives from Canada attend 
ing the five-day meeting. 

Frederick O. Fuller, sales manager, 
and Elmer W. Ellsworth, assistant 
sales manager, presided 

The opening session included ad- 
dresses by the following officials of 
The Stanley Works: John C. Cairns, 
president; Richard E. Pritchard, chair 
man of the board; Rodman W. Cham 
berlain, vice president in charge of 
sales; and Stephen H. Cross, vice presi 
dent and general manager of electric 
tools. 

Other executives who spoke during 
the sessions were Percival C. Platt, 
service manager; Edward E. Ogren, 
assistant secretary and credit manager; 
Harold C. Peck, plant superintendent; 
James H. Godfrey, chief engineer; 
Gerald M. Fletcher, advertising man 
ager, and Fred J. Gross, educational 
sales manager. 

Stuart A. Russell, president of 
J. Russell & Co., Holyoke, Mass., 
spoke on “What is Expected of the 
Manufacturer's Salesmen.” (Text of 
Mr. Russell’s speech starts on page 
86.) 


Marshall Tool Opens 
New Store in Phoenix 


Marshall Tool & Supply Corp., Los 
Angeles, has opened a new store in 
Phoenix, Ariz. 

Carl Marshall, president of the 
company, said the store is designed 
to offer a one-stop machine shop sup- 
ply service in the area. It is the fourth 
store opened by the firm. 





National Association Cites 
ID’s Help in Awards Program 


The National Industrial Distribu 
tors Association recently passed a 
resolution of thanks citing A. M. 
Morris, publisher of INpustRiat. Dis 
rRIBUTION, and Harvey Conover, pres 
ident of Mill & Factory, for assistance 
with the Advertising Awards Program. 

The resolution, passed unanimously 
at Atlantic City, follows 

Whereas, A. M. Morris, Publisher 
of Inpusrria Dusrrisurion, and 
Harvey Conover, President of Mill 
¢* Factory, have extended to our 
Advertising Committee their highly 
valued assistance in developing our 
Advertising Awards Program and most 
generously publicized it in advertise 
ments in Printer’s Ink, Sales Man 
agement, and Industrial Marketing, 
therefore be it 

Resolved by 
tional 


Members of the Na 
Industrial Distributors Asso 
ciation that we hereby assure Mr. 
Morris and Mr. Conover of our 
wholehearted appreciation of their 
constructive and helpful cooperation. 


Cushman Chuck Appoints 
New Ohio Representative 


The Cushman Chuck Co., Hart 
ford, Conn., has named John E 
Hathaway as representative in the 
Ohio territory with headquarters in 
Cleveland. He succeeds William C. 
Gaw, recently appointed sales man 
ager of the company. 

Mr. Hathaway has been industrial 
engineer with the Euclid Road Ma 
chinery Co. for the past eight years. 


FOR ADDITIONAL NEWS SEE NEXT PAGE =m 











Enos & Sanderson Erects Steel Warehouse 


New warehouse of The Enos & Sanderson Co., Inc., Buffalo, N. Y., is approximately 


OU sq. ft. im size 


A steel warehouse, located at 2080 
Military Rd., Town of Tonawanda, 
N. Y., has been constructed by The 
Enos & Sanderson Co., Inc., Buffalo, 
N. Y. The building is approximately 
35,000 sq. ft. in size and is divided 
into three bays all of which are serv 
iced with five-ton Shepard Niles over 
head cranes 

Railroad cars enter a siding at the 
rear of the building which has four 
large loading doors. Each bay 
serviced with Toledo five-ton capacity 
Printweigh scales scales auto 
matically print the correct weight on 
the shipping ticket, a product of a 
multiple form from the company’s 
teletype system whic’ connects the 
office, cight miles away, to the ware 
house 


1S also 


These 


All steel orders are sent to the ware 
house by teletype and four copies are 
received at the warchouse end for work 
order, delivery ticket and packing slip 


and is located in the 


Town of Tonawanda 


rhus no clerical operation is necessary 
at the warehouse. 

Steel racks, designed by the com 
pany, permit crane loading and unload 
ing through the fact that the cross 
beams are removable. 

Ihe warehouse is kept at a constant 
temperature through the use of three 
Dravo heaters, and the building itself 
is constructed of brick, Robertson Gal- 
bestos Siding, and corrugated glass and 
is situated on a ten and one-half acre 
piece of land. 

The warehouse has facilities for 
shearing }-in. by 12-ft. material with 
a new Steelweld shear. Hacksawing 
and burning is also performed. 

All rolling steel doors are electrically 
operated by convenient pushbutton 
stations in the building. 

Officers and industrial supplies still 
remain at 147 Bushnell Ave., but 
eventually entire operations will be at 


the Military Rd. site 


Loading in new warehouse is accomplished efficiently by utilization of cranes. All 
rolling steel doors are electrically operated by pushbutton. 


126 





INDUSTRIAL DISTRIBUTION © JULY, 1952 


Mahoning Valley Supply Co. 
Prints Anniversary Issue 


An anniversary issue of the housc 
organ of Mahoning Valley Supply Co., 
Youngstown, Ohio, was recently pub 
lished commemorating the 15th birth 
day of the firm. 

The company paper, called “Smoke”, 
featured the history of the company, 
with a picture of its original building 
in 1937; a greeting from the president 
and general manager, Clifford B. Wil 
liams; and pictures of the Youngstown 
plant earl oa and personnel. 

Also pictured were the building and 
interior of the Akron branch founded 
in 1947, and the Canton branch 
founded in 1950. The anniversary is 
of Smoke concludes with pic 
tures of affiliated companies, and a 
page-long list of manufacturers for 
whom Mahoning Valley acts as dis- 
tributor. 


sue 


SALES MANAGER Gene R. Voigt, 
Mill Supply & Machinery Co., St. 
Louis, talks with Earl Appleby, North 
Central Illinois representative and J. W 
Miller, who will head the company’s 
new Decatur branch 


Mill Supply & Machinery Co. 
Opens Decatur Branch Office 


Mill Supply & Machinery Co., St. 
Louis, Mo., has opened a branch office 
and warchouse at 915 East Wood St., 
Decatur, Ill. J. W. Miller, vice presi- 
dent, who has been Decatur represen- 
tative for the past 12 years, will be in 
charge. 

Earl Appleby, Mill Supply repre 
sentative im North Central Ill, who 
works out of Peoria, will also draw 
from the Decatur stocks, particularly 
in emergencies. Although the com 
pany does not plan to carry as wide a 
range of products in Decatur as it 
stocks in its St. Louis warehouse, top 
perishable tool lines will be carried in 
good quantity. 





850 Tour Expanded Plant At Yarway Open House 


More than $50 distributors, sup 
yliers, friends, customers and employ 
s were guests of the Yarnall-Waring 
o., Philadelphia, at a recent open 


r 
ce 
C 
I 


Featured attraction of the event was 
1 conducted tour through the ex 
panded plant and new office building 
of the company. Guests in groups of 
15 were shown the new facilities, be 
ginning in the receiving department, 
ind continuing through all the manu 
facturing operati ms, shipping nd 
general office departments 

One of the high points of the tour 
was Yarway’s well known research de 
partment where a 2500 psi boiler plant 
tests equipment at any specified pres 
sure, helping to develop new ideas in 
steam equipment engineering. 

Products tested in operation in- 
cluded blow-off valves and impulse 
steam traps 

The /Yarnall-Waring Co. was 
founded in 1908 by Bernard G. War 
ing and D. Robert Yarnall, still active 
heads of the company 


Plant tour of Yarnall-Waring Co., Philadelphia, is conducted by Host H. G. Ebert 
second from right) for the benefit of T. M. McGinley, B. M. Scott and Sidney Shlak, 
all of Herman Goldner & Co., Philadelphia, a Yarway distributor 


Ohio Ball Bearing Co. 
Sold to New Syndicate 


The Ohio Ball Bearing Co., Cleve- 
land distributor, and three affliated 
corporations recently changed owner- 
ship 
[he purchaser was a_ syndicate 
headed by Dudley S. Blossom, Jr., 
and Ben P. Gale, of Cleveland, and 
Harold C. and Joseph J. Schott, mem Among those listening to R. S. Pollard, manager of steam trap and strainer sales, are 
bers of a Cincinnati family that con Robert Hack (fourth from left) and M. E. Dunn, Jr. of John Hack Co., Woodbury, 
trols several industries. N. J., Yarway distributor 
Joseph M. Bruening, former owner 
of the company, will remain as presi 
dent. He also owned control of the 
affiliated companies, Indiana Bearings, 
Inc., West Virginia Bearings, Inc., 
and Pennsylvania Bearings, Inc. John 
F. Raymond, who has been president 
of the Indiana company, and William 
J. Scully, president of the Pennsyl- 
vania company, will also remain to 
comprise the operating management 
of the new firm, with Mr. Bruening. 
Harold C. Schott and Mr. Gale, a 
brother-in-law of Mr. Blossom, will 
be vice presidents. Joseph |. Schott 
will be vice president and se=retary, 
ind Mr. Blossom, vice president and 
treasurer 


The combined companies have 2 Flanked by B. G. Waring, chairman of Joseph W. Donovan, assistant director 


distributing units in the four states the board and Joseph Kildare, vice of sales and purchases of McArdle & 
and Kentucky with sales totaling $12,- president of sales for Yarnall-Waring, is Cooney, Inc., Philadelphia Yarway 
000,000. Nineteen warehouses and W.H. Tuppeny, sales manager of Mad steam trap distributors, checks on a 
stores were included in the sale dock & Co., Inc., Philadelphia steam trap testing operation 


FOR ADDITIONAL NEWS SEE NEXT PACE ——p> 











W. S. Wilson Co. 
Entertains Suppliers 
At Long Island Outing 


More than 100 executives and repre 
sentatives of manufacturers 
products are handled by W. S. Wil 
son Corp., were guests of the New 
York distributing firm at an all-day 
outing in Long Island last month 
Golf, lunch, more golf, dinner and 
card games kept the guests busy. Hugh 
Hirshon, Wilson president, and all 
other Wilson executives and salesmen 
were on hand. 


OTHER WINNERS also received prizes from Mr. Parker Co 
The Wickwire Spencer Steel Div.; 
American Chain & Cable 


They are FE. J. Burns, Jr 
Bob Gulnack, Wright Hoist Div 


whose 


WATCHING THE HOST, Hugh 
Hirshon, play his gin rummy cards is 
Norman Good, Clipper Belt Lacer Co 


THE WINNER in golf was Hy Gold 
burg, Parker-Kalon. He receives his 
prize from Frank Parker, salesman. 


; and Lon Morgan, export manager, The Wickwire 
Spencer Steel Div., Colorado Fuel & Iron Corp. The W. S. 
Wilson Co. holds the outing annually 





J. H. Williams Holds Three-Day Sales Conference 


J. H 


day sale 


Williams & Co. held a three 
conference recently at its 
Buftalo for more 
iles representatives 
Sales, advertising, and merchandis 

ing plans were and new 

products and broadened lines were in 
troduced by the company, now in its 
70th year of manufacturing wrenches, 
detachable sockets, lathe tools, clamps, 
ind other industrial tools 

After a trip through the plant, the 

conference was opened by Michael J. 

Kearins, company president. Sessions 

were directed by John B. Perkins, vice 

president in charge of sales 
Among those attending were: J. S$ 

Slosson, D. D. Esinhart, W. C. Kress, 

J. E. Good, J. C. Malugen, Mr. 

Kearins, Mr. Perkins, C. M. Fleming, 

J. J. McCann, C. F. Coates, G. W. 

Caruso, J. R. Armstrong, R. D. Mc 

Donald, F. B. Roberts, M. H. Durs 

ton, J. S. Sanford, G. W. Sudbury, 

A. C. Connor, E. C. Sharp, H. Wis 


plant in than 50 


disc uss¢ d 


Sales and advertising plans were main purpose of meeting of more than 50 sales 
representatives from the U. S. and Canada at the company’s plant. 


bauer, W. M. Silliman, R. I. 
stead, R. W. Richards, W. L. Whit 
son, A. C. Pontisu, C. F. Miller, 
R. M. Webb, W. Ruffner, D. Bethke, 


Barn 


F. D. Townsend, H. C. Hollwedel, 
L. J. Sauter, E. W. Brennan, S. A. 
Milliman, E. G. Brown, and W. C. 
Harck. 


ADDITIONAL NEWS STARTS ON PAGE 240 








There’s a YALE hoist 


for every lifting need! 











YALE advertising tells your customers about the 
low-cost advantages and the convenience with 
which the YALE Pul-Lift solves thousands of lifting 
and pulling problems. Your customers learn that 
the universal ratchet action makes the Pul-Lift as 
easy to use as a wrench...the light weight means 
one-man operation...the exclusive YALE design pro- 
vides capacities up to 15 tons. 

And, YALE advertising is continually telling your 
customers in every industry that you can provide 


YALE is a registered trade mark of The Yale & Towne Mfg. Co. 


The Yale & Towne Manufacturing Co., Phila. 15, Pa. 


ship. Similar uses for the Put-Lirt can be found in the building © 
industry, public utilities, transport, metal working, mining, farm- 7 
ing...any industry, heavy or light, where the need for low- 7 
cost pulling or lifting occurs frequently or at regular intervals. 7 


the answers to all of their lifting problems—with 
the YALE Pul-Lift and the most complete line of 
quality Hand and Electric Hoists available. 


That’s why it will pay you to take advantage of 
the advertising and promotion job YALE is doing 
to help you sell more Hoists...offer your custom- 
ers bigger savings in time, money and manpower. 


YALE 


PUL-LIFTS 


Yale Gas and Electric Industrial Trucks « Yale Worksavers « Yale Hand Trucks « Yale Hand and Electric Hoists + Yale Pul-Lifts 
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IDEAS: How Ween Glaeee « «6 


I'raining new warehouse personnel 
to identify types and sizes of stock 
in inventory has been made relatively 
easy at C. W. Farmer Co., Macon, 
Ga., by a system of painting bin faces 
in contrasting color. 

President C. W. Farmer says paint 
ing the bins was first done a few vears 
ago when experienced warehousemen 
were difficult to locate. The bin faces 
were painted different colors to dis 
tinguish products and thus reduce 
errors in order filling. 

It worked so well it was decided to 
use the system throughout the ware- 
house. Everyone in the organization 


« Charlie Moxley has no difficulty in 
quickly identifying sizes in stock bins 
when bins holding different sizes are 
painted a different color. The checker- 
board or stripe effect has been a big 
time saver in filling customer orders 


... make it easier to identify stock in inventory 


has become well acquainted with the 
system and finds it most helpful. It is 
convenient and a great time saver 
along with reducing possible errors. 

Ihe face of the bins holding iron 
fittings or correlated items are painted 
black; bins holding galvanized inven 
tory are painted silver; yellow paint is 
used to indicate brass. In some cases, 
green paint is used to denote a change 
in sizes or special items. 

Stock in the warehouse is binned 
cither vertically or horizontally. All 
lengths of the same diameter are in 
line, or all sizes of the same item. 
he same principle is applied to other 
types of stock. Thus, it is easy to 
identify the stock and, reading either 
vertically or horizontally, the size de- 
sired is quickly located. 

In actual operation, it works out 
well for all personnel receiving or de 
livering stock. 





... Save space storing shovels 


\ small bar or rounded stick of wood (an old broom 
handle will do the trick) is threaded through the han 
dies of shovels at Federal Supply Co., Paterson, N. J., 
keeping the tools upright in storage 

Harold Hirshberg, the company’s treasurer and indus 
trial supply buyer, says this arrangement saves space and 
prevents the disorderly jumble that comes from long 
handle tools lving on the floor or stacked haphazardly 


... solve the catalog problem 


How to keep manufacturers’ catalogs in a decent state 
of repair? Fred H. Taverna, J. N. Crowder Jr. Co., 
Allendale, Pa., solved the muss-and-dust problem this 
way. Supplies of catalogs are kept in stout invoice storage 
boxes and arranged on shelves. They're easy to get at 
and clean for use. 

Catalogs at top of shelf are for smaller, slower-moving 
lines, do not warrant box storage. 
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RUST-OLEUM is one of the few products you 
handle that you can talk on every call! 





‘ The Practical Answer To Your Customer's Rust Problems 


So easy to use that one man often does the work of two. May be 
applied over surfaces already rusted by brush, dip, or spray... after 
removing rust scale and loose particles with wirebrush and sharp 
scrapers. Saves time, work, and money — there's a practical sales 
story your buyers understand and need! 


Beautifies As It Protects -- 
Available in All Colors, Aluminum, and White 


With RUST-OLEUM, you've got the answer — you Stop and Prevent 
Rust for your customers; and you provide double protection with 
RUST-OLEUA\ finish coats in all colors, aluminum, and white. This 
means your customers receive maximum rust prevention — and 
beautify as they protect! 


You Receive High-Profit, Fast-Turnover, Repeat-Sales 


RUST-OLEUM is a high-profit line backed by a sound, protected 
distributor policy for you. The fact that every type of plant, indus- 
try, and business is a RUST-OLEUM prospect means fast-turnover and 
repeat-sales for you the year ‘round. It’s one of the few products 
you can talk on every call. 


Dramatic 
National Advertising 
Month-After-Month 


in 
TIME MAGAZINE 
NEWSWEEK 
BUSINESS WEEK 
FACTORY 
MODERN INDUSTRY 
MILL & FACTORY 
and 50 other 
important publications 
mokes your sales job 
easier! 


rst OLE” 


Be Sure Your Company Is Signed Up 
For The Hard-Hitting RUST-OLEUM Direct 
Mail Campaign To Your Customers In 
Your Trading Area! It’s A Proved 
Business-Getter! Write For Details! 


RUST-OLEUM CORPORATION 


2414 Ockton Street, Evanston, Minois 
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ON THE MARKET .... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 

















Socket Screw 
High Strength 
Streamlined 


A button-head, socket screw, de 
igned for use where streamlined ap 
pearance and high strength are 
wanted, is the latest addition to the 
SPS Unbrako line. With a low head 
and hexagon socket, it is made of alloy 
steel and heat treated. According to 
the maker it can be used without loss 
of strength in place of screws with 
higher heads. 

I'he button-head screw is made in 
seven thread diameters: No. 8 (.164 
of inch), No. 10 (.190 of inch), 4 
inch, fs, &, 4 and §. All except the 
4 and %, which are produced in the 
National Coarse series only, are avail 
able in both National Coarse and Na 
tional Fine threads. The different 
diameters, all threaded to the head, 
come in four to seven lengths. ‘Threads 
are precision rolled. 

Standard Pressed Steel Co., Jenkin 
town, Pa.—TIndustrial Distribution, 
July 1952 


Motor 
Single Phase 
Variable Speed 


A new development in single phase 
variable speed motors in fractional 
horsepower has been announced. As 
a modification of the company’s type 
VA Varidrive line, the new motor per 
mits use of 110 or 220 volts. 

It is designated as Type VA-C 


132 


Varidrive and is made in 4, 4, 4 and 
} horsepower. This compact, light 
weight motor provides speeds in a 
10:1 ratio with the range from 4 to 
10,000 rpm. Merely by turning a con 
trol dial, the motor’s speed can be 
instantly changed to a desired speed 
without stopping. It eliminates the 
necessity of an external speed chang 
device or gear box, and occupies 
little more room than a standard fixed 
speed motor 

U. S. Electrical Motors 
Angeles, Calif.—Industrial 
tion, July 1952 


gy 
ing 


Inc., Los 
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Contact Wheel 


Rubber Rim For 
Abrasive Belts 


A new design in abrasive belt con- 
tact wheels has been developed. This 
new principle has been embodied in 
an abrasive belt contact wheel known 
as the “Rubber-Rim” wheel. 

Ihe wheel is constructed from two 
basic members; a steel rim onto which 
rubber in durometers from 10 to 90 
has been molded and a set of flanges 
which contain the rubber rim. 

The new Behr-Manning ‘“Rubber- 
Rim” wheels offer several advantages 
over the conventional solid disc 
wheels which are constructed of rub- 
ber molded onto a solid aluminum 
disc. ‘They are lighter in weight—and 
the rubber face can be rapidly re 
placed with a new “Rubber-Rim” in 
the event it be damaged or worn out. 

Ihe wheels are available in the 
Behr-Manning “Cog-Tooth” design 
as well as the regular 45 degree ser 
rated and the straight face wheel. It 
is available in 14 and 16-in. diameters 

The wheel is now being made by 
Divine Brothers of Utica, N. Y., and 
the Chicago Rubber Co., of Chicago, 
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Ill. The Divine Brothers version of 
the “Rubber-Rim” wheel is assembled 
it the factory with thorough-riveted 
steel flanges and is balanced and trued 
as a unit. 

The Chicago Rubber Company's 
version of the “Rubber-Rim” wheel 
can be separated by loosening 4 Allen 
Set Screws which hold the tire be- 
tween two aluminum flanges. This 
feature permits the user to interchange 
various wheel widths by having a set 
of flanges and “Rubber-Rims” of vari 
ous widths. 

Behr-Manning Corp., Division of 
Norton Co., Troy, N. Y.—Industrial 
Distribution, July 1952. 


Grinding Attachment 


Converts Portable Tools 
For Abrasive Belt Use 


A new attachment permits the use 
of abrasive belts on straight spindle 
air and electric tools. Made from 
light weight aluminum castings, it 
consists of an idler pulley, the sup- 
porting mechanism, and a_ contact 
wheel; the latter being mounted on 
the tool spindle. The contact wheel 
is a small-sized version of the serrated 
“61” wheel by Carborundum. The 
unit is attached by a split bracket to 
the casing of the tool where grinding 
wheel guards are normally mounted. 
This bracket makes the attachment 
adaptable to almost any portable tool 
of the proper speed and type. 











‘TODAY 





Applications are to be found, ac 
cording to the maker, in many areas 
where mounted wheels, abrasive discs, 
portable snagging wheels, cones and 
hand files are now used. 

Models of the new unit are avail 
able as the “61” Portabelt Grinding 
Attachment (Carborundum) and 
Buckeye Belt Grinding Attachment 
( Buckeye 

The Carborundum Co., Niagara 
Falls, N. Y.; Buckeye Tool Corp., 
Dayton, Ohio — Industrial Distribu- 
tion, July 1952 


Dial Test Indicator 


Advanced Design 
For Durability 


The advanced design of a new dial 
Test indicator is claimed to result in 
greater accuracy, durability and adapt 
ability. Called the Lufkin Universal 
Dial Test Indicator, it is said to be 
lightweight but substantial. 

The one-piece construction of the 
base and shank results in an assembly 
that will not be loosened, even under 
severe use. As the mechanism is 
mounted on the one-piece base and 
shank, a rigid and accurate alignment 
of the moving parts is provided which 
is independent of the case. 

The mechanism excludes the cus- 
tomary train of gears, which, it is 
claimed, results in a smoother and 
more sensitive action. The jeweled 
thrust bearing also increases the 
smoothness of operation and insures 


accuracy and longer life. All greasing 
and oiling are eliminated, according 
to the manufacturer 
he lighter weight of the indicator, 
it is said, makes it unusually adaptable 
for use in connection with a height 
gage or a surface gage. As it is a uni 
versal and adjustable dial indicator, it 
is useful for determining surface flat 
ness, alignment, out of roundness, rel 
ative heights, locations and in other 
checking functions 
The Lufkin Rule 
Industrial 


Co., Saginaw, 
Distribution, July 


Belt Dressing 


In Spray-Type 
Container 


Grako, a clear liquid belt preserva- 
tive, is now marketed in a 12 oz. 
spray-type container, and is known as 
Grako Sprazon. A finger valve releases 
a powerful spray which can be directed 
at belt and pulley while the drive is in 
operation. 

The container is a 12 oz. Spray- 
tainer of drawn stecl, equipped with 
a finger valve on top. It holds enough 
belt dressing to treat approximately 
350 sq. ft. of belt surface. 

According to the maker, the opera- 
tor or maintenance man can apply belt 
dressing while the drive is in motion 
with safety, ease, economy, cleanli- 
ness, speed and with perfect control 
at all times. He can reach overhead 
pulleys and drives in hard-to-get-at 
places with the same sure control as 
when the drive is right before him in 
the clear. 

Less slipping, is a benefit claimed 
for the dressing, and a more even flow 
of power from motor to machine. 
Operator can control amount of belt 


dressing applied, and can apply it 
directly to the face of the pulley. 
Ihe belt dressing cannot spill or 
leak; down-time and maintenance is 
lessened; belts are treated thoroughly 
and belt life is prolonged by use of 
this method of belt dressing applica- 
tion, according to the manufacturer. 
Graton & Knight Co., Worcester, 
Mass.—Industrial Distribution, July 


1952 








Level 
New Plastic 
Vial Ring 


I'wo important changes in Colum- 
bian-Stevens levels have been made 
according to the company. All car- 
penters’ and masons’ levels will be 
equipped with a new plastic vial ring. 
Among the advantages claimed are 
better finish in the vial hole, greater 
light reflection for easier reading, and 
added protection to the vial against 
breakage. 

In the future all general purpose 
levels will also be finished in a red 
color. This red is identical to that used 
on Columbian vises. 

In addition to these product im- 
provements, four new 28-in. levels 
are currently being added to the line. 
New style numbers are 2028 and 228 
General Purpose Levels and 428 and 
628 Carpenter’s Levels. 

Stevens Level Div., Columbian Vise 
& Mfg. Co., Cleveland-Industrial 
Distribution, July 1952. 


Lamp 
New Type Eliminates 
External Starters 


A new type of fluorescent lamp is 
said to start quickly and smoothly 
without the aid of external starters. 
Named “Rapid Start,” the new lamps 
are to be used with specially designed 


(Continued on page 137) 
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Factory trained WINTER Service 
Engineers are available to help you 
as well as your customers. When you 
meet a tough tapping problem, 
ask for permission to have the 
WINTER Man call. He will do his part 
in building good customer relations. 









TRAINED 
To 





WINTER BROTHERS COMPANY 


4 oi Rochester, Mich., U.S.A. 
~ \ 
3 pile Distributors in principal cities. Branches in New York, 
os E R Vv —& ; Detroit, Chicago, Dallas, San Francisco. Division of 


National Twist Drill & Too! Company 

















NATIONAL 


i TWIST DRILI 
& T00l 














Wins every time 


You can’t deal yourself a better hand than U.S. 
Security. It’s the completely dependable tape for 


electrical or general-purpose jobs. Security has 
no pinholes to cause leaks, will not dry out. It 
has high-dielectric strength, is straight-tearing, 
non-ravelling, will never let you down. 
ALWAYS Specify U.S. Security. 


U.S. Security Rubber Tape 
is unbeatable for perfect 
splicing when used with 
U.S. Security Friction Tape. 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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On The Market Today 


(Starts on page 132) 





ballasts, and are intended only for 
new lighting systems 

They are being made in the 40 
watt size, most popular lamp for 
general lighting in commercial, indus- 
trial and residential installations, in 
the standard “cool white” color. 

In the new lighting system, all 
lamps controlled by one switch will 
light promptly—within about one 
second after being turned on. It is 
claimed the lamps will not blink or 
flicker at any time throughout their 
lives. 


The “Rapid Start” lamps differ 
from the conventional preheat 
fluorescent lamps in two respects: 
they employ a complex, triple-coiled 
cathode, that part of a fluorescent 
lamp which serves to conduct elec- 
tricity from the wires to the gas. 
They also employ a water-repellent 
coating to insure reliable starting 
under high-humidity conditions. 

G. E., Nela Park, Cleveland, Ohio 
—Industrial Distribution, July 1952. 

(Continued on page 174) 





Socket Screw 
Standard Pressed Steel Co. 132 
Motor 
U. S. Electrical Motors Inc. 


Contact Wheel 
Behr-Manning Corp 


132 


Grinding Attachment 
The Carborundum Co 
Dial Test Indicator 
The Lufkin Rule Co. . 
Belt Dressing 
Graton & Knight Co 
Level 
Stevens Level Div. . 
Lamp 
General Electric. . 
Welding Flux 
All-State Welding 
Co., Inc 
longs 
Atlas 
Co. 
Set-Up Accessories 
J. H. Williams & Co 
Sander 
The Porter-Cable Machine 
Co. ; = ae 
Power Saws 
Cummins 
Hand Pump 
Tokheim Oil Tank & Pump 
Co. ; 
Purifier 
The V. D. Anderson Co 
Hoist Conversion 
Moffat Steel Co 


Safety Goggle 


Willson Products, fnc 


Alloys 


Industrials 


Bench Grinder 


Stanley Electric Tools. 





Index of Manufacturers’ Products 


Die Head 

Landis Machine Co 
Drilling Machines 

The Hamilton Tool Co 


Framing Material 
Mult-A-Frame 

Power Bit 
Stanley Tools. 


Div 


Electric Chain Hoist 
Chisholm - Moore 
Corp. 


Hoist 


Guillotine 
Manco Mfg. Co 
Electric Screwdrivers 
Dremel Mfg. Co 


Surge Control 
Binks Mfg. Co 


Truing Attachment 
Brown & Sharpe Mfg. Co 
Cup Grinding Wheel 
United States Rubber Co 
Ladders 


Weinstein Ladder Co 


Extension Rule 
The Lufkin Rule Co 


Torch 
Industrial Engineered Prod 
ucts Ceé.... 
Industrial Trailer 
Lansing Co.. 


Anti-Rust Paint 


Paramount Industrial Prod 
ucts Co 


Roller Chain 
Whitney Chain Co 
Hand Truck 
The Fairbanks Co 
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ANOTHER 


DIGWELL 


handles easy 


. sells fast 


If you're in the market for a sales-hustier, 
look che DIGWELL over. Priced right for 
fase curnover ... built right for re-orders. 
[t's one of the comprehensive, SIMPLI- 
FIED Magor line chat lightens inventory 
handling loads. Write today for illustrated 
price lise. 


CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,6.Y. 








IN THE MIDDLE, and liking it, is Frank Daley, Kirk WAITING to go into a convention meeting are two dis- 

Wik 1 & ( Kansas City, Mo. To right and left are tributors from the Midwest: Harry A. Pulver, Pulver Ma- 

idum Company's F. W. Bonacker and J. G. Fitzin chinists Supply Co., Chicago; and P. D. Rickman, Bard Steel 
1 Carborundum part & Supply Co., Kalamazoo, Mich 


Scenes at Atlantic City Convention 


NO CARDS on the table, but frank talk nevertheless: R. C. Lenburg, Factory Sup RESTING: Mrs. W. B. McDonough 
( Rockford, Il.; Frank Armham, Sterling Products Co., Chicago; and William and Mrs. D. W. Huff (both of Thos. 
Iber ¢ Chicag Laughlin Co.) 


BRIGHTLY hone the un that day for one hour and CHATTING: J M Schofield and Ben Huck (Hartford 
wd Mrs. C. W. Krueger (Whitman & Barnes) wer Machine Screw Co.) and Frank Austin (Standard Tool Co.) 
t who strolled the famous boardwalk after a heavy day manning contact booths at convention. 


TRIPLE SUPPLY CONVENTION REPORT STARTS ON PAGE 106 





for handling 
practically any 


materials... 


from aggregates 


fo asparagus... 





Thermoid has 
the right 


- conveyor belt 


From years of experience in materials handling 
problems, Thermoid has developed a full line of 
superior Conveyor Belting. Only the finest mate- 
rials are used, scientifically compounded to with- 
stand wear and carry the load dependably. This 
extra margin of endurance means fewer delays due 
to belt breakage or premature wear. 


Whether requirements call for handling boxes, 
bags, cartons . . . stone, sand, gravel or other 
aggregates—the Thermoid line includes the right 
type of Conveyor Belting to do the job at the 
lowest cost per ton of material moved. Be sure 
you have complete information. Write today for 
the Thermoid Conveyor Belting Catalog, No. 3679. 





Thermoid 


Thern 


10id Company « Offices & Factories 


Lid tahcolak 
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(HEY’RE HAPPY about something: R. A. Donovan, Machinists Tool & Supply, AND THEY must be happy to be in 
Los Angeles; J. W. Farr (National Twist Drill & Tool Co.); J. S. Plowden, Plowden old A.C.: Mr. and Mrs. Jack Failing, 
Su Co.. Houston: R. B. Kane and R. J. Sals (both of National Twist Drill Chas. A. Strellinger Co., Detroit 


uDD 
ppt 


Chit-Chat, and All That 


: Z . 
PORTRAIT of __— supplier-distributor NOT A HALO that slipped (right), but flashbulb reflection. Two Michigan dis 
amity: J. E. Good (J. H. Williams Co.) tributors: A. G. Andersen, Lakeshore Machinery & Supply Co., Muskegon; and 
ind) John Gilliam, Hajoca Corp., H. J. Ankli, Brammall Supply Co., Benton Harbor 


lattan 1 


TURN THIS WAY, PLEASE .. . a little more There! And here’s the picture CHATTING: W. G. Huit (Hooven & 


J. H. W. Conklin (Yale & Towne Mfg. Co.) and F. A. Ceckler, Hardware & Supply Allison Co.) and Geo. Winship, Fulton 
Co., Akron Supply Co., Atlanta, Ga 
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THE CHOICE 
OF BETTER 
DISTRIBUTORS 


OF PACKAGED FASTENERS 


A strong, attractively 

designed telescope-type package. 

Color coded labels. Finely fabricated 
products that generate quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS © SEMS SCREWS 

TAPPING SCREWS ¢ MACHINE SCREWS © THUMB SCREWS 

DRIVE SCREWS © STANDARD SLOTTED AND PHILLIPS RECESSED 

WING NUTS © CAP NUTS © HEXAGON AND SQUARE NUTS e WASHERS 


CHICAGO, Ht. KEENE, HH 


To ee eo ee ee a ee) 


Arm) CENTRAL SCREW COMPANY 


28 € ELEVENTH 
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DISTRIBUTOR Frank Grunder, Onondaga Supply Co., YANKEES Lee Allen and Stuart Russell, J. Russell & Co., 
Syra id from left) chats with T. R. Wills, N. P Holyoke, Mass., are greeted at the convention by I 


Koont dd E. P. J Winter Br McOsker and Arch Morris, Inpusrraiat Disrripution. 


People Got Around 





PALMIST BY AVOCATION, K. J. Papke, K. J. Papke, Inc., Milwaukee, reads BRAVING the chill winds, H. C 
M 


k.. Ogulnick’s lines as S$. S. Kahn, Mr. Ogulnick and Mrs. H. Goldburg, all of Pease and C. K. Freedell (Stanley 
rKalon Ce rp look on 


Tools) had to don their topcoats 


LOBBY GROUP of Mrs. C. Price Williams: L. B. Kester. CONGRATULATIONS for another successful booth prc 


Kester Mach'y Co., Winston-Salem, N. C.; Otto Kovacs gram are extended by George A. Park (Norton Co.) to Ken 
Raybestos-Manhattan) and Mr. Williams, Amer. Mach’y & R. Beardslee (Carboloy), after one of the 


American Associa 
Supply Co., Atlanta, took time out for a test tion meetings 
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Introducing three new 


0-B’s NEW No. 16 LINE provides distributors 


with a money-saving threesome that cost-wise buyers will 
go for. Safe and dependable for working steam 

pressures up to 125 pounds—these husky composition 

disc valves can often be substituted for heavier and 

more costly valves. Stocking this new line of steam-bronze 
valves can also mean new business for O-B distributors. 
Recommend them wherever 125 pound 


steam service is employed. 


e j ® 2 a 
4206-¥ MAN S F i E| Dy 
Cin Wes 


BRONZE GLOBES A ° GATES AND CHECKS FoR @wS 
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FRIENDLY CORNER: H. G. Grossman and N. W.. Harn PARTING WORD: D. A. Longenecker, C. A. Popp, and 


National Twist Drill & Tool) relax with William C. Teare, H. A. Mikesell (Toledo Pipe Threading Machine) pause on 
Sterling Products, Chicago way to next engagement to finish their chat 


Atlantic City: In the Limelight 


VOLUNTEER: C. L. Lane (Walker Turner Div., Kearney & Trecker) passes out STROLLERS: F. M. Willis, Nelson 
hments, aided by M. F. Huseby (Walker-Turner) and John F. Corkery (Inde Stevens, and Francis A. Rank (R. R. 
pendent Pneumatic Tool), at cocktail party for distributors Donnelley & Sons) on the boardwalk. 


t 


reti 


DELEGATION from W. H. Kiefaber, Dayton, Ohio, Mr. & LADY WITH FLOWERS is Mrs. B. Rabinowitz, with 
Mrs. W. H. Kicfaber, Jr., (center), and Mr. & Mrs. H. A Ralph Norton (Skilsaw) and Mr. Rabinowitz, FE. & B. Mill 
liemeyer, visit a manufacturer's parlor Supply Co., Perth Amboy, N. J., distributor 
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THE UNION TWIST DRILL COMPANY 

tomers 

or National, State, or City 
IV. We will provide our Distributors 
with —- educational helps and 
sales (with the 's 
ee ee ee pene coe 
promote the sale of our line. 
Vv. We we oe to your 
gressive, consistent * built 
around the “Buy our Dis- 
tributor” theme. 


: " Yi, We et ee Se ee Ss 
I. We will appoint no more Distribu- salesmen assist our 
tors in any one area than the market ee Mima 


justifies — no more than can get ade- r 
quate volume with profit. Mos So Daag ph en Bie p watery Rae 
III. We will sell direct only where cus- _in our catalog. 


=| - 74 
ns He ten dn Len hae Me Mae Me Men Mae Mn Mee Me ne die, 
RPO OG LG LD OL DD DO I ae 


Lute. 














7 PROFIT-BUILDING 
REASONS FOR JOINING 


the 


FIRST TEAM IN CUTTING TOOLS... 


WIG 0.0. Local Distributor 


Union lives up to its commitments on every one over 1,000,000 sales messages are spreading the 
of these seven points. For example, this year in word that Union and Union Distributors work to- 
AMERICAN MACHINIST ...MACHINERY... gether to bring industry the best in cutting tools and 
TOOL ENGINEER ... MODERN MACHINE SHOP service... You'll find it pays to join the “First Team 
... WESTERN MACHINERY and STEEL WORLD, in Cutting Tools!” 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS - Milling Cutters + Gear Cutters + Twist Drills + Hobs + Reamers + Carbide Tools 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers, Twist Drills . . . 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 
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MANDARIN ROOM: Hlostesses omplete the motif at BEFORE THE RAIN: Mrs. Ed. E. Healy, Hartfield Healy 
Independent Pneumati lool party, greeting Joseph |} Supply, Buffalo, and Mr. & Mrs. J. C. McKendry, Peerle:s 
Waltz, Waltz-Dettmer Supply, Cincinnati, Ohio Mill Supply, Buffalo, enjoy some brief sunshine 


Time Out—for Parties, Relaxation 





LADIES ONLY: Their husbands at a meeting, Mrs. William McElroy, Mrs. Frank FRIENDS: A. F. Matheis, (Thermoid) 
E.. Belden, Mrs. Frank A. Diel, and Mrs. Willis J. Keenan (Cleveland Chain & Mfg with John Ora, of INpusrriat Distrt- 
1 table with Mrs. Paul Almquist, Almquist Bros., Los Angeles BuTION, at the Marine Lounge 


WHAT'S THE HOTEL? Mr. & Mrs ALL TOGETHER: Delegation from R. E. Dietz meets at American New Members 
H. B. Smith (Hodell Chain Div., Na Breakfast. They are Alfred Miller, H. Jarrett Smith, William L. Hochschild, Arthur 
tional Screw & Mfg.) check the list t W. Carr, and Gerry J. Dietz, ready for the next meeting 

find where friends are staying 
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AMERICAN 


STOCK GEARS 


quickly available 


for all 
industrial needs ! 


It pays to sell American Stock Gears wherever you c@n. 
Investigate and you'll find that instead of having to 
go to the added time and expense of ordering spedol 

gears, that your customers’ needs can be filled from 
the American line. 

American is a complete stock gear line. Manu- 
factured by Perfection—a veteran of 30 years in the” 
gear business—these gears are made to the most 
precise standards, from the highest quality materials. 
This popular line includes brass, bronze, steel, 
semi-steel, cast iron, and non-metallic gears in a 
range of 48 to 3 diametral pitch. 

Write for complete details on obtaining a fully protected fran- 


chise for the distribution of this profitable stock geor line. Your 
inquiry is respectfully solicited ond will be treated confidentiolly. 


The American Stock Gear line includes... 


Spur Gears Spiral Geers Worm Geers Ratchets and Pawis 
Bross, Seat, Steel, Bronze Bronze, Cast Iron Brass, Steel 
Cast Iron, Bronze, Geers corms 
Non-metallic ig ng Universol Joints 
Recks Cast Iron ; Sprock 
Steel, Brass Bevel Geers Plate a 
Internal Geers Brass, Stee! Bronze, Steel, Other Power Transmis- 
Brass, Cast Iron Cast Iron Cast Iron shon Supply Nems 


ATTN BNYITH ER ETTUM ... vivision « PERFECTION GEAR CO., Harvey, Ml 
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RELAXING after a busy day are Mr. and Mrs. F. M. Sum EXCHANGING JOKES are Roger King (Charles Parker 
rs, John Pritzlafé Hdwe. Co., Milwaukee, Wis Co.) and E. C. Kilray, L. L. Ensworth & Son, Inc., Hartford 


Ae ea 


Old And New Friends Met At Convention 


AFTER DINNER TALK amuses John W. Workman, Muskegon Hdwe. and Supply WATCHING REGISTRATION are 
( Muskegon, Mich.; Mrs. Workman; F. D. Lamb, Jr. (National Twist Drill & D. L. Wright, P S. Small & Co., 

1 Co.); Mrs. Martin J. Workman and Mr. Martin J. Workman, Muskegon York, Pa., and J. C. Duke (Minnesota 
lidw Mining & Mfg. Co.) 


CARNATION PINNING is watched by W McGraw FOUR DISTRICT MANAGERS of Standard Tool Co 
Independent Pneumatr 00 o as Mrs. Chen of confer in their company’s suite. Enjoying their reunion are 


Atlantic City decorat » ALN. Nelson Inc Il’. H. Shuman, Alan Carver, George Steinmetz, and Charles 
Brooklyn, N.Y Duffy 
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CC 


product 


Offer More, and 
oee SCH More! 


@ This WRIGHT Speedway Hoist is a time and 
effort saver for your customers. It’s the mod- 
ern way to handle shop material, and the 
WRIGHT Speedway is the completely modern 
hoist for hook, lug or trolley suspension. 

In the Speedway you offer alloy steel gears, 
self-lubricating ball and roller bearings, pre- 
formed improved plow steel cable, grooved 
drum, rigid metal weatherproof wire conduits, 
silver contact controls, and other important 
features. The WRIGHT Speedway is designed 
for long life and requires minimum mainte- 
nance. Capacities from 14 to 10 tons. 

The reputation of WRIGHT Speedways for 
satisfactory service helps you sell more. 

Write us for full details. 


WRIGHT 


Hoists 


WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE Cranes 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 
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YORK BELTING & PACKING COMPANY 
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lor years of effort... 


ew York Belting & Packing Company 

‘\\. is proud to have received this bronze 

plaque in recognition of the advertising 

support it has given’ its distributors for so 
many years. -s 

NYB&P is also happy to have been granted 
Honorable Mention for a direct mail piece 
which stressed the advantages of buying from 
Industrial Distributors. 

These two awards spotlight the effectiveness 
of the program of advertising and sales promo- 
tion maintained by NYB&P. It is part of 
NYB&P’s statement of policy, which includes: 


1 Market Street + Passaic, New Jersey 


1. Selling through distributors only, with pro- 
tected territories or trading areas. 
2. No direct selling by manufacturer. 


3. A complete quality line of industrial rubber 
products developed over a period of more than 
a century. : 


4. Planned training of distributors’ saleamen. 


5. Technical assistance in the field by factory 
engineers. 


6. Complete program of advertising and salés 
promotion support stressing advantages of 
dealing with Industrial Distributors. 


NYB&P looks forward to continued cordial 
dealings with Industrial Distributors. We afe 
proud of the harmonious and mutually profit- 
able relationship. 
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TO INCREASE SAW VOLUME 


CONCENTRATE ON ATKINS 


SileerSteel 


) STANDARD METAL CUTTING TOOLS 
; 


| 


®@ You can open the door—in any metal-cutting operation— 
with Atkins Silver Steel solid tooth circular saws. Here’s a money- 
Isaver that will pave the way for your complete line of cost- 
=_— tools. 

Point out the features no other solid tooth circular saw 
can offer. Show your customers how the famous Atkins Curled- 
Chip tooth design curls the chip right out of the gullet, keeps 
the blade free-running and cool, reduces danger of tooth break- 
age. Show them how each saw is specifically engineered for 
extreme accuracy on its own particular job. 


| 


Atkins saws stand up on the job longer, save maintenance 
money and cut production costs on every shift. And Atkins 
sustomers will specify Silver Steel for every cutting operation— 
ynce they've experienced the speed and efficiency Atkins brings 

into the shop. 

Concentrate on Atkins Silver Steel—your one dependable 
source for all standard metal-cutting tools. 


ATKINS SOLID TOOTH CIRCULAR 
METAL CUTTING SAWS > yy 


ATKINS 
ALWAYS AHEAD 


SILVER STEEL FILES FOR EVERY NEED 
Segmental Cold Saws * Skip-Tooth Band Saws 
* Hacksaw Blades * Machine Knives and Files 
—for production, maintenance and other oper- 
ations —for metals, woods, plastics. 
E.C. ATKINS AND COMPANY, INDIANAPOLIS 9, INDIANA 
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Sales Helps From Manufacturers 





Yale & Towne Launches 
Audio-Visual Trainer 


A new approach to the traveling 
sales training meeting has been 
launched by Yale & Towne’s Phila 
delphia Division. Called “Double 
Feature” it is a new audio-visual show 


aimed at increasing distributor hoist 


sales. 


‘Double Feature” employs a new | 


kind of sales training movie—a strong 
sales pitch with humorous relief, a 
magnetic slap-board with liftaway sec 
tions of the product, a sales quiz, 
door prizes, a market study, adver 
tising and sales promotional helps, 
ind the actual product itself. 

The new traveling sales training 
slow designed to impart “knowl 
edge of product” to Yale hoist distribu 
tors. Up to 5,000 men will see the 
program at 300 different 
throughout the country 

Faced with two products to plug, 
the Yale Load King lightweight hand 
chain hoist and the Yale Midget 
King electric hoist, the “Double Fea- 
ture” theme was sclected. The new 
show gives equal billing to both prod 
ucts with a presentation that is light, 
entertaining, and informative. 

The double theme is established at 
the beginning of the meeting with a 
novel industrial motion picture—a 
strong presentation of the product 

iles features with plenty of humorous 
relief. TV comedian Arnold “Gerard” 
Stang, after many trials and tribula 
tions, proves that the salesman with 
knowledge of the product can outsell 
the born salesman who doesn’t have it 

A magnetic slap-board with liftawav 
sections of the product is used to back 
up the selling features. This board 
holds cards telling product features, 
plus red check-mark-shaped cards that 
are used to clinch them. Following 
this presentation, a give-awav game, 
“double or nothing” is plaved. Here 
distributor salesmen can win silver 
dollars bv correctly answering “true” 
or “false” to product feature questions. 

The support that Yale & Towne 
gives industrial salesmen next is cov- 
ered. The company’s advertising plans, 
strategy, and media for the next 18 
months are unfolded. Direct mail 
sales aids are also described as giving 
the hoist salesman a big lift. 


meetings 


N Y Meeting is First Of Yale & Towne Series 


pe 


Jack I. Sommers 
Midget King Electric 
Henry Pierce B. I 
of Yale & 


Hoist to 
Gilmour Co., 
Towne 


assistant Yale Hoist sales 
Arthur Yorke 
New York; W. I 
ind George Carstens, Tapping Bros., New York 


“ee 


‘no oS aaa 
PORTAGLE 


center right) shows features of 
Hansen & Yorke, Inc., New York; 
Clapp, district hoist manager 


Ihanager 





Ace Drill Corporation 
Issues [icw Catalog 


The Ace Drill Corp., Adrian, Mich., 
has published a new 56-page catalog 
covering their line of ACE “Ground 
F'rom-The-Solid” drills. In addition 
to a complete line of standard drills 
they also list many items not usually 
found as stock items; such as, Type 
“L” drills, for plastics, 12-in. Longboy 
drills, drill blanks, centerless ground 
reamers, solid carbide drills and “Hi 
Brinell” drills for hardened steel 

Also included in the catalog is 
much useful information for drill 
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users, such as cutting fluid recommen 
dations; step-by-step procedure for 
pointing a drill, with suggested angles 
for various materials; table of cutting 7 
speeds; and consecutive listing of reg- 
ular drill sizes. 


Bulletins Released 
On Cone Drive Gears 


Individual bulletins are available 
from Cone Drive Gears, Div. of Michi- 
gan Tool Co., Detroit, Mich., to those 
in the construction industry interested 
in geared drives requiring simple and 
compact, high load capacity, double 
enveloping gear sets and speed reducers 
or torque amplifiers. Included are the 
following: 

Bulletin No. 503—Cementing com 
pany 154-in. center distance 
Cone-Drive gears to handle 141 hp at 
150 rpm. 

Bulletin No. 512—How 
space with fan-cooled reducers. 

Bulletin No. 513—Standardized dou- 
ble reduction reducers made up by 
combining standard single reduction 
Cone-Drive units. 

Bulletin No. 517—Cost savings 
through use of fan-cooled reducers. 

Bulletin No. 522—Electric shovel’s 
cd capacity doubled by using dou- 


nveloping gears. 


uses 


to save 


153 











GROUND FLAT STOCK—A four 
page folder has been released by Mar 


shall Steel Co., McCook, Ill., describ 
ABLUE DEVI L ing its Precision Velvet Finish ground 
flat stock. Three kinds: Watercrat, 
Oilcrat and Aircrat precision ground 
flat stock are treated; analysis, heat 
oc x € T % i RR 7 A ep v o D U 7 T & treatment instructions and prices are 


included in the folder. 


COATED ABRASIVE BELTS 

Behr-Manning Corp., Troy, N. Y., an 
nounces the availability of an illus 
trated instructive booklet describing 
the advantages of coated abrasive belt 
polishing methods, “How Polisher 
Pete Put Economy in Polishing.” 


CEU 


Cep Screw 





Whether your application is delicate 

precision apparatus or huge rugged Like K-BE iT 
machine tools, you'll find no finer 

socket screws on the market than Blue Devil! 


Write today for the complete Triple-Ess 


Catalog . . . or see your distributor. 
Stripper Bolt 


Flat Head 
Cap Screw 


wun 3 











CONVEYORS—A new Book No. 
Ca Cocxer Conew C 2392, describing conveying, processing 
FETy and power transmission machinery par- 
6500 AVONDALE AVENUE - CHICAGO 31, ILLINOIS ticularly adapted to the grain milling 
and processing industries, has just 
been published by Link-Belt Co., 
Chicago, Ill. 

It contains information to aid in 
selection of conveying equipment, 
SOLD THROUGH AUTHORIZED oe Poy.-: including screw conveyors, belt con 
INDUSTRIAL BISTRIGUTORS ¥ veyors, bucket elevators, Bulk-Flo, 
oscillating conveyors and related com 
ponents. The booklet also includes 

descriptions of: 

A railroad grain car unloader which 
unloads up to 10 cars per hour by 
tipping them 40 degrees endwise in 
each direction and 15 degrees sidewise. 

Two types of dryers for drying, 
cooling or roasting. 

Vibrating screens for accurate sizing 
and screening. 

Drives for practically every purpose, 
including variable-speed drives, fluid 
drives, chain drives and a complete 

Actual cross-section photo shows range of enclosed gear drives. 
structural continuity of Bive Devil The book is designated Book 2392 
cap screw from body to heed 





VISES—Wilton Tool Mfg. Co., Chi- 

cago, Ill., have begun distribution of 

we eresvenensar cherspacaaentaat their new 32-page catalog, No. 108. 
This graphically illustrated catalog 
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powertul selling tool 
for WALKER-TURNER distributors 


= 


. 


one 


Features like these are not only 
exclusive with Walker-Turner . . . 
they're basic in the design of 
every Walker-Turner machine. 


16” BAND SAW 

14” and 16” models for 
metal, wood or plastics. 
Automatic power feed. 
Fully shielded blade, 
telescoping guard. 


6” JOINTER 

Patented Dual Purpose Guard 
(permits planing stock to 
uniform ribbon thickness 

with absolute safety ). 


15” DRILL PRESS 

New 15” and 20” models, 
hand or power feed. 

5 ball bearings in 

spindle, greater accuracy. 


10” TILTING ARBOR SAW 
8", 10" and 12” models to meet 
all needs. Tilt to 45° 
in either direction. Safety 
SOLD ONLY gvard always in position. 


THROUGH 
AUTHORIZED 
DISTRIBUTORS 


When a Walker-Turner Distributor talks machine design, he’s 
talking more than the customer's interests. “Machines built 

WALKER Mr ER with the wser’s special needs in mind” mean added business for 
the distributor. 

With a machine for most metal and woodworking requirements, 
more plants and shops are prospects for the Walker-Turner 
dealer . . . and more of these prospects become satisfied cws- 
tomers. That's why, in the field of power tools, Walker-Turner 
design is such a powerful selling tool. 


KEARNEY AND Uthe [eonronsion 
PLATWEIELD- 


DOREL PRESSES © RADIAL DRMIS * TRTING ARBOR SAWS * BELT AND DISC SURFACERS © METAL-CUTTING BAND SAWS © SPINDLE SHAPERS © JOINTERS 
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is the most complete ever issued by 

GREA TER PROFITS Wilton and shows the broad line of 
| vises, including the Wilton Machin 

ists Bench Vises, and the hardware 


| lines: “Torch,” “Shop King,” “Scout,” 


| and “Juno”. 
CLIPPER | Eight pages are also devoted to the 


Wilton Powrarm Positioners, the tool 
| which positions production line work 
and provides a “third arm” for assem- 


bly ope 
v Constant Consumer Demand y operators 

JIGS—A Comparison Chart, covering 
VNo Factory Sales to Users five manufacturers of jig and fixing 


components has been assembled by 
° H d the Northwestem Tool & Engineering 
VW Nationally Advertise the Northwestem 1 
Che chart, which includes compara- 
© — * . P 
v Firm Resale Price Policy tive catalog numbers of 11 types and 
; 71 sizes is offered free upon requests. 
¥ Highest Uniform Quality aie RS 
et RECORDS~—Kardlok, a signaling de- 
oO vice for Kardex visible record systems, 
>. is the subject of a new booklet with 
Sold ONLY , graphic charting problems. The Kard- 
Through Authorized Distributors lok signals slide along a specially de- 
signed “track” and snap into the die 
cut slot corresponding with the de- 
sired figure and date on the visible 
margin of the record. Builetin KD 
680, produced by Remington Rand 
Inc., New York, describes how it can 
| a, be used with various visible record sys- 
in oo i £es. Tago? tems fer inventory control, production 
QUIPMENT control, and personnel and installment 
records. The booklet also describes 
different types of Kardex equipment 











MORGAN 
CHICAGO 











HACK-SAWS-—The Capewell Mfg. 
Always a Market Co., Hartford, Conn., is offering their 
| customers a comoination blade dis- 
@ machinists’ bench nser and counter display which 


for 
®@ combination pipe nolds six of the 10-in. 18 tooth blades, 
@ woodworking | six of the 10-in. 24 tooth blades and 
@ steel metal workers | three of the 10-in. 32 tooth blades, 
@ quick action 


in the Technite blade line. Recom- 
@ garage vise © We urge users to buy thru their | mended application for each tooth 


@ solid nut continuous screw local distributors | size is indicated to permit easy self- 


service selection. 
The display is sturdily constructed 
_ MORGAN VISE C0. 106-112 WN. Jefferson St. Chicage 6, at with a fold out easel and with the 


| “Old Cape” message in a die cut 
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Saad 
SAVING! 


Bunting’s 854 sizes of Standard Stock Bearings fit machine tools and 


industrial machinery of all kinds and are most economical 





to purchase whether your quantities be large or small. 


Bunting’s 324 sizes of Bronze Electric Motor Bearings fit practically all 





popular sizes and makes of motors. 


Bunting’s 263 sizes of Precision Bronze Bars save 50% machining time 





and 25% purchased metal as compared with rough cast bars. 


BRONZE BEARINGS © PRECISION BRONZE BARS ® BUSHINGS 


--- EIN STOCK EVERYWHERE 


Bunting products are instantly 
available im, all markets, from the 
stocks of leading industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 
distributor or write for catalog. 


As advertised in Business Week + Factory M 9 t and Mai * Steel « 
lron Age * Mill and Factory + Southern Power and Industry + Industrial Distribution 





THE BUNTING BRASS & BRONZE COMPANY + TOLEDO S IN PRINCIPAL CITIES 
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Pump operates at any angle 
... in any position! 


If your customers have a job of pushing, 
pulling, bending or spreading to be done, 
a Hein-Werner “Push and Pull” Hydraulic 
Jack will prove to be a great time-and- 
labor saver. 


The new Hein-Werner “JacKit”’ (C-12) 
includes the service-proven 10-ton “Push 
and Pull’ Hydraulic Jack and basic attach- 
ments complete in sturdy wooden chest. 


Available in models of 4, 10 and 20 
tons capacity complete in wooden chest 
or rollaway metal stand. Write us for 
complete details. 

The Hein-Werner line of hydraulic jacks is 
COMPLETE! It includes Under-Axle Jacks 
of 3, 5, 8, 12, 20, 30, 50 and 100-tons 
capacity “Bumper-Lift’ Hydraulic 


Jocks for passenger cors . . . ““Swift-Lift 
ond Service Jacks for shop use. 


MEIN-WERNER CORPORATION 


WAUKESHA + WISCONSIN 
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Pulling ond pushing to straighten bent 
lifting arm of Bulldozer without re- 
moving from tractor. 


Shimming and leveling of heavy 
grinder easily accomplished with 
Spreoder. 





Pulling heavy main drive wheel off 
shoft. 
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panel at the top. The overall measure- 
ment is 15-in. high and 13-in. wide. 
rhe unit incorporates the Capewell 
colors—red, white and blue. 


AIR CONDITIONING — Ingersoll- 
Rand has recently published a picture- 
type bulletin which illustrates the 
various types of motorpumps and their 
uses in the air conditioning field. 

The booklet shows a number of in- 
stallations using motorpumps on air 
conditioning service such as cooling 
towers, evaporative cooler and con- 
denser water handling. Sectional views, 
with complete descriptions of the vari- 
ous pump parts, point up the con- 
struction features of the Motorpumps. 

Other pages of the book show differ- 
ent sizes of the motorpump line with 
their hp ratings, as well as suggested 
uses. Additional information will be 
— by Ingersoll-Rand Co., New 
York, 
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WELDING-The Electrode division 
of The McKay Co., Pittsburgh, Pa., 
has published “The Welding of Mild 
Steels,” a new manual which describes 
the procedure for welding mild and 
low alloy steels and gives complete in- 
formation about the electrodes avail- 
able for such welding. 

Specifications, operating character- 
istics, mechanical properties, uses and 
other essential data on all McKay 
Mild Steel, Low Alloy and Special 
Purpose Electrodes are clearly and 
briefly presented. The “Quick Selec- 
tion” ft wars make it easy to find the 
exact McKay Electrode for every fabri- 
cation and maintenance welding re- 





quirement. 


A second section of this manual is 
devoted to the McKay Electrodes 
especially designed for hard surfacing 
and repair welding in such applica- 
tions as railroad switch points, frogs 
and crossings; building up worn parts 
on earth moving equipment and burn- 
ishing rolls; shear blades; tools and 





YOU call the turns... when you have 
all that MORSE-POWER behind you! 


No two ways about it... you're in the driver's seat when you go after cutting 
tool business in your territory, with all the power of the Morse name behind 
you. You're bound to come in first. Morse Twist Drill & Machine Co., New 
Bedford, Mass. Warehouses in New York, Detroit, Chicago, Houston, San 
Francisco, 


MORSE MEANS 100% DISTRIBUTOR PROTECTION 





MORSE Cutting Tools 
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dies, punching and cutting tools are | 


treated. In the same section, elec 
trodes for cast iron welding are fully 
detailed. 





sell cleanliness 


with Victor 475 
food conveyor 
belting | 





— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey amy food prod- 
uct safely is a tough job—unless you 
sell VICTOR 475 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
And VIC- 
TOR 475 takes the toughest treatment 


most food acids and oils. 


—thanks to its solid, compact weave. 
You'll when 
you recommend VICTOR 475 because 


build sales volume 


it brings a high percentage of re- 


orders. Learn more about it—write 


today for Bulletin No. 18 


@® 6631 


The welding engineer, welding su 


vervisor and the welder will find this 


hand book complete and comprehen 


ive. For sales, purchasing and service 

versonnel, it will serve as a_ useful 
de on the entire subject of welding 
? 
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Sanlce 
(STANIED) 400 pews" 











HAMMERS-—Two new display units 
to help dealers sell more hammers ar 
imnounced by Stanley Tools, New 
Britain, Conn. Boards are finished in 
red to furnish an eye-catching back 
ground for their top line of “10 
Plus” nail hammers. Board is fre 
with six hammers, three sizes of which 
ire held in spring clips = the ten 
pered presdwood board, 17 by 144-in 
\ sturdy easel, riveted to $4 board for 
extra strength, makes the unit an ¢ 
fective display for counter or window 
Board may also be hung on wall. 

As an introductory offer one of th 
display units (OH) features the ne 
Full Octagon” line of “100 Plus” 
hammers recognized by their octagon 
head and handle The other unit 

\) displays the regular “100 Plus” 
hammers 


LEVELS— Publix 
densed catalog 
its Stevens 
Stevens I 


ition of 
showing all i 
level line is announ*ed 
evel Div., Columbian Vis« 
Mfg. Co. Cleveland 
\ catalog feature is 
ot henih 
ordering of 


a ne 


+ 


inclusion 
reference tables for easy 
carpenters and Mason 
levels. Listed separately in the two 
tables are clear California sugar pine 
ind mahoganv levels, with sizes tabu 
lated from 24 to 48-in. of standard, 
brass bound and brass end designs 
Stevens line levels, machinists’ 
levels, pocket levels, aluminum and 
torpedo levels are also described in 
the catalog. New listings includ: 
recently introduced 28-in. levels 


the 


tour 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at least 
one. Saves time and money. 
One man can open or close 
the most stubborn freight 
car door quickly ; 
safely with a Nolan Car 
Door Opener. Thousands 
used with success at 
freight loading and un 
loading spots. Good re- 
peot item. 


industrial 


NOLAN PULLER 
JACK AND 
LOAD BINDER 


TAIL CHAIN 


articles. Two types 
LOAD CHAIN 





Pulls gears, wheels and ma other 
articles. Universal application elimi- 
—_ four to ten types or sizes of other 
evices. 


Nolan Rerailers 


Highly efficient for get- 
ting cars and locomo- 
tives back on the track 
Railroads and industries 
Gre big users. 


NOLAN TRACK BRACES 
Holds railway tracks 

to desired gauge 

where serv 

ice is severe 

can be used 

again and 

again. 


NOLAN PORTABLE 
DERAIL 
Sefety device that should be 


used wherever cars are switched 
and mo' 


Nolan Portable 
Car Block 


Prevents uncontrolled car 
movement and prevents 
damage to life and prop- 
erty 


All Nolan products are carefully made of 
the highest grade materials. Orders are 
handled promptly and efficiently with 
your shipping and billing instructions care- 
fully followed. Write for free catalogs and 
price sheets. 


THE NOLAN COMPANY 


118 Pennsylvania Street, Bowerston, Ohio 





$20,000 in Sales 


Say CHICAGO MOUNTED 
WHEELS for the world’s safest 
grinding wheels. 


Over 200 different sizes and 
shapes. 

* 
For the best delivery in the in- 
dustr, —order Chicago Mounted 
Wheels. 


For a wider range of treat- 
ments and bonds covering spe- 
cial jobs . . . Chicago Mounted 
Wheels. 
a 

20,000 manufacturers through- 
out the world, including the 
largest companies, are using 
Chicago Mounted Wheels. 


for Chicago Wheel’s Profit 
Opportunities for ‘52 


FROM A 1,200 INVESTMENT IN 


= 
— 
= 
7 
° 
. 
7 
. 
° 
7 
e 
. 
. 
7 
. 
° 
° 
. 
. 
* 
. 
. 
° 
e 
. 
. 
. 
. 
e 
. 
. 
. 
= 
. 
7 
. 
° 
. 
o 
. 
. 
. 
. 
. 
” 
. 
. 
. 
oe 
. 
. 
7 
. 
. 
o 
. 
7 
. 
7. 
. 
~ 
* 


phicad ° 


. ynte0 Wh eels | 


“In 1951 my entire stock of Chicago 

Mounted Wheels was sold out 26 times—that’s 

a complete sell-out once every two weeks! 

There isn’t another line I know of that gives me the fast 
turnover and the high mark-up profit I get from selling 


Chicago Mounted Wheels.” 


“What's more, Chicago Wheel takes any slower-moving 
numbers right off my hands... and gives me any of their 
complete Mounted Wheel line of over 200 different sizes 
and shapes that sell best in my locality.” 

Get on the Chicago Wheel bandwagon—write today for 
your special deal on this easy-to-sell, customer-approved 


grinding and mounted wheel line. 


Dept. ID, 1101 W. Monroe Street 
Chicago 7, Illinois 
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CHICAGO WHEEL & Mfg. Co. 
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Today more than ever before there’s a ready and waiting 
market for Western Socket Cap and Set Screws. Modern, 
streamlined design requires flush-to-surface fasteners that do 
away with dangerous unsightly protruding bolt-heads. 





You offer your customers tops in design, safety, strength 
and economy when you sell them Western Screws. Made of 
alloy steel and heat-treated they're so strong fewer are needed 
to do the job. That means faster assembly time for your 
customers and profitable repeat orders for you. 


Write Today for Informative Catalog and Prices. 





Western Automatic 
Machine Screw Company an 


722 Lake Ave., Elyria, O. 


Precision Screw Products, Parts and Assemblies Since 1873 
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Columbian-Stevens general purpose 
line is now furnished in the same red 
finish associated with other Colum- 
bian workshop tools. 


VISES—A new 24-page catalog cover- 
ing the complete line of Desmond- 
Simplex vises has been released by 
the Desmond-Stephan Mfg. Co., Ur- 
bana, Ohio. The largest vise catalog 
ever published, it features illustrations 
of the complete line of Desmond- 
Simplex industrial, woodworkers, and 
home utility vises with full informa- 
tion on each item. 

Fast-reading text and clear pictures 
show Desmond-Simplex features and 
ipplications, and ordering for particu- 
lar needs is made easier through quick 
identification of vises by model and 
ize. Ordering of repair parts is facili- 
tated bv a complete listing. with draw- 
ings On a separate page. 














ALUMINUM FASTENINGS — A 
complete catalog listing all aluminum 
fastenings which are carried in stock 
has been released by The H. M. Har- 
per Co., Morton Grove, Ill. The re- 
cent additions to the Harper line of 
aluminum fastenings now make the 
range of fastenings carried in stock as 
complete as those that Harper offers in 
the many other non-ferrous metals 
and stainless steels. 

The broadened aluminum line in- 
cludes sizes and types of bolts, screws, 
self-tapping screws, nuts, washers, 
rivets and accessories to meet practi- 
cally any need. 


REFERENCE INDEXES—A new 
felder describing how Index Visible 
equipment can be used to maintain 
reference indexes and records has been 
published by Remington Rand Inc., 
New York. Index Visible consists of 
die cut cards which button into run- 
ways in a way that brings their upper 
indexing edges into a fixed position 
with uniform visibility. These run- 
wavs are attached to frames, Kardex 
slides, books, panels or folders. The 





Auster Modern Catalog 


with High Speed Prices In Red 
Carbide Prices la Green 


RG & McKEE / 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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frames can be hung on rotary holders, 
desk stands and wall brackets. 

The folder also describes Flexo 
Panels which have detachable and in- 
terchangeable runways where a row of 
“buttoned on” cards may be moved 
to another row or another panel. In- 
dex Visible Flexo steel travs and 
stands that can be wheeled around 


MA ye UFACTURES A COMPLE TE ire also available. The stands are also 


available in insulated models. De- 


scribed also in this folder (Folder KD 
608) are Index Visible cards and 
signals which flash needed informa 
tion on unusual conditions. 





FOR COMPLETE INDUSTRIAL COVERAGE 


@ Browning Gripbelt Multiple 
Groove Sheaves. 1036 stock 
sizes with “unbreakable” mol- 
leable iron split taper bushings. 
29,629 different diameter, 
groove, and bore combinations 


@ Browning Variable Pitch Sheaves. 90 MULTIPLE GROOVE 
stock sizes in machined cast iron. Non 
stock bores can be furnished in produc 
tion quantities. Made in single and two 


groove types. 
VARIABLE PITCH 


@ Browning FHP Cast Iron Bush Type 
Sheaves with split taper bushings. 100 
stock sheave sizes—1l8 stock bushing 
bores—any bushing fits any sheave, 1800 
combinations. Easy to mount and easy 
to remove. 














ELECTRICIANS TAPE — Two 

5 unique displays (29-A and 29-C) have 
waing Die Cast Single Groove Sheaves. FHP CAST IRON been introduced by the Industrial 
in a wide variety of sizes, individually BUSH TYPE Tape Corp., Mew Brunswick, N. |. to 
ad. Shipments from stock help automotive stores, hardware 
stores and industrial supply houses 


@ Browning Pressed Steel Single Groove sell more “‘Permacel 29” 7 mil Vinvl 
" Sheaves with steel hubs. Made of extra a \ Electricians Tape in the two most 
heavy welded die formed steel. All sizes popular sizes. 
finished and packaged. Sheaves with ; Now going to dealers, these dis- 
many sizes of non-stock bores can be 4 plavs are attractively colored and have 
furnished in production quantities ; E eve-catching talkers to identify and 
y sell ‘““Permacel 29” easily. Placed on 
a a a ee cena ae 1 counter, they bring vinyl electricians 
: tape within easy reach of customers. 
Sheaves. 744 stock sizes for “0”, “A” I 


4 "B” bel The 29-A contains 1 doz. rolls of 
CAST IRON - me “Permacel 29” in the 4-in. by 150-in. 
size. The 29-C (slightly larger con- 


THE DISTRIBUTORS struction) Contains ] doz rolls of 
COMPLETE V-DRIVE LINE Permacel 29” in the 3-in. bv 20-ft. 


size. 
Both displavs double as containers 


WRI TE and are solidly constructed to assure 


safe deliverv. Thev are made of sturdy 


FOR mee sg ig Bi — 
FULL PARTICULARS CASTERS—A _newly-revised 36-page 
BROWNING MANUFACHIRING CO. Rapistan Caster and Truck Catalog 


1951 BROWNING DRIVE covering an expanded line of equip- 
MAYSVILLE, KENTUCKY ment has just been published bv The 
- Rapids-Standard Co., Inc., of Grand 
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CINCINNATI is the most complete line rs: 
of grinders available anywhere. There's 
no match for their 50-year record of 
satisfactory service. They're backed by 
a quality story, told month after month 
to your customers in top industrial 
magazines. This picture spells profits. 
Write today for Catalog 52-WE. 


6-INCH GRINDERS 

Here's a practical answer to the 
grinding needs of small shops and 
tool rooms. Ball bearings in dust- 
proof housings, locked to the 
shaft to provide end thrust and 
eliminate wear. Dependable %4 
and 4% H.P. motors. Toggle switch 
in motor base; Complete with 
grinding wheels, guards and rests. 


7 and 8-INCH GRINDERS 


Your customers can count on these 
grinders for ample production capacity and increased efficiency. Dust 
housings for ball bearings and enclosed switches insure trouble-free 


8 and 10-INCH GRINDERS 

For heavy-duty grinding of all 
kinds, plus buffing and polishing, 
CINCINNATI has the answer in 
ruggedly built 8” and 10” models. 12 and 14-INCH 
Dust-proof ball bearing housings, GRINDERS 

heavy nickel steel spindle, safety- a 

type adjustable wheel guards. Or General purpose grinding of 
for dependable duty on lighter all kinds calls for CINCINNATI 
jobs, there's an exceptional value 12” and 14” models with 


in the 10” Economy model, com- emphasis on utility. Wheel 

plete with wheels, safety-type - , 

suecte nl ciitilie teak cam guards are fully enclosed safety-type with hinged end covers, spark 
breakers and exhaust connections—adjustable for wheel wear. Ball 
bearings are mounted in dust-proof housings; magnetic starter is 


ALL GRINDERS FURNISHED FOR standard equipment. Furnished with wheels, guards and grinding rests. 
BENCH OR PEDESTAL MOUNTING 


TRADE 


THE CINCINNATI 


NCIEINNATE 8, oO HI °O 
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Rapids, Mich. This 2-color fully-in- 
dexed catalog has photos and complete 
specifications on casters and wheels 
designed to handle light, medium, or 
heavy loads on all types of floor sur- 
faces 
Shown for the first time in the 
catalog are the new 43 Series Caster 
models, combining low cost with dur- 
ability for medium duty industrial use. 
| Also introduced is the new line of 
| V-trac casters for use either on in- 
| verted angle-steel tracks or on flat floor 
surfaces. A new Position Swivel Loc, 
available for the first time on several 
caster series to lock swivel units in 


DARNELL rigid training position, is also shown. 
A large selection of wheels to fit 

individual handling problems is of- 
CASTERS fered in the catalog. These include 
steel, rubber and Durastan plastic 


types with capacities ranging up to 
Choose just the right 3500 oe! Practical tips - a — 
caster or wheel for yous pee Fay 2 ‘ft one aeinivie ‘ass 
— — pF pntetag rate 
ine of nearly ypes. 
These precision made 
casters and wheels will 
help you speed up pro- 
duction . . . will pay for 
themselves many times 
over. 


a 














TRACTOR TOOLS—A new 12-page 

manual by the Owatonna Tool Co., 

Owatonna, Minn., gives complete in- 

formation on new OTC tools es- 

pecially designed for servicing Inter- 

A SAVING AT | national ‘Tractors. Both manual and 
hydraulically operated pulling tools are 

shown with attachments and acces- 
sories for use with the time, work and 

EVERY TURN money saving OTC Power-Twin Hy- 
dranlic Puller. Also illustrated is a 


conversion set with which manually 
operated sets now in use may be con- 


ran Sh Vea era 5 raat 5 ¢ verted to hydraulic power. 

LD PANERA BELL (% OR? Jit )D) Included are several pages showing 
—_ "6 these service tools in action. Ask for 

DOWNEY, (Los Angeles County) CALIF. 


“Service Tools for International 
Tractors.” 


" 


60 Walker Street, New York 13,N.Y. 


36 North Clinton, Chicago 6, Illinois released by A. W. Cash Valve Mfg. 


Corp., Decatur, Tll., describes a new 
safety relief valve, Type F 51 ASME 


RELIEF VALVE-Bulletin No. 290, 
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How to get More Life™ 
out of V-Belts 


(STORAGE) 


DON’T store V-Belts in a hot dry room or ex- 


pose to the direct rays of the sun. 


DON’‘T hang belts in such a way that their 


shape will be distorted. 


DO specify and store Bull Dog V-Belts in adequate 
supply for your normal replacement requirements. 
With Bull Dogs on the job “normal” replacements 
are few and far between. 


Gus 





HERE‘’S WHY 


Their DURABLE COVERS withstand the severe 
wearing action of the sheave while sealing the belt 
against grease, dirt, moisture. 





























































































































There’s MINIMUM STRETCH due to a new, 
exclusive technique which results in fewer takeup 


adjustments, reduced slippage, longer belt life. 


There’s a STRONG, SPECIALLY ENGINEERED 
CORD SECTION with high tensile strength, in- 


creased load carrying capacity, ability to absorb 


k ds. 
If you’re handling Bull Dog V-Belts now shock loads 


— more power to you. If not, put them 
to work for you. 


The belt TAKES HEAVIEST FLEXING because 
BWH quality-controlled compounds run cooler and 
do not crack or deteriorate under severe flexing. 











Another Quality Product of 


Boston Woven Hose & russer comPANy 


Warehouse Stock: 111 N. Canal St., Chicogo, Wlinois Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. + P.O. BQX 1071, BOSTON 3, MASS., U.S.A. 
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tre Pir 
EXHAUST FAN 


6 


TYPE PLOX 
DUCT BOOSTER 


‘> re ABC oF SAFETY- 
y i] Always Buy Chelsea! 


Performance-proven CHELSEA 
explosion-proof fans meet rigid 
ventilating and exhaust specifi- 
cations to the letter. For hazard- 
ous locations, specify CHELSEA 
type fans supplied with Class I, 
Group D motors, and non-fer- 
rous, non -sparking propellers. 
Ask CHELSEA for recommen- 
dations for your particular proc- 
essing or industrial need — ad- 
dress Dept. D-7 


TYPE PLBD 
PRESSURE FAN TYPE IND EXHAUST FAN 
For factories, mills, theatres, 

. hotels etc. Feotures 
belt drive with boll bearing 
motor. Sizes from 24” to 72”, 


took for this 


TYPE PLOU 
AIR BLASTER 


WRITE FOR 
CATALOG 400 


ON 
THE 
SKIDS... WITH 


y, AUTO-NAILER* 





‘ 
\ 


AUTO-NAILER MAKES SKIDS FASTER... STRONGER 


3-nails-a-second speed saves up to 75% in labor 
costs over hand nailing 


= 


More rigid skids—less racking 
No jigs necessary 
pattern 


Auto-Nailer will nail any 


Auto-Nailer is flexible—changing from one size 
(or design) to another requires no machine 
adjustment 


Avto-Nailer mokes and drives its own nails—3 
@ second—can be clinched or bradded, if 
desired. 


Auto nails will not back out. 


Auto nails reduce nail cost. Use only length 
that’s needed. None bent; none dropped. 


Write for free catalog 
*Trademark Registered 


AUTO-NAILER CO., 266 MARIETTA, ATLANTA, GEORGIA 
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approved relief valve. Photographs, 
comparison charts and specifications 
are included. 


THREAD-CUTTING SCREWS — 
Ihe Reliance Div. of Eaton Mfg. at 
Massillon, Ohio, introduced a new en- 
gineering folder covering the com- 
monly used types of thread-cutting 
screws manufactured for assembly 
work in sheet steel, die casting and 
plastics 

The engineering data folder covers 
thread and point data on the differ 
ent sizes available in each of the 
commonly used types. The folder 
also describes Type 1 used for steel 
and stainless steel fastenings, Type 23 
for die-castings and light metal parts 
and Type 25 for plastics—all three 
tvpes available as thread cutting 

rews or with pre-assembled lock 
washers as thread-cutting Springtites 
ind Sems. Folder is designated as 


S49A 

















SCREW DRIVER-Stanley Tools, 
New Britain, Conn., offers a new per- 
manent all-metal screw driver mer- 
chandiser—a complete display for wall, 
post or easel mounting—with one of 
two different stock assortments. 
Assortment No. | contains 80 Stan- 
ley and Defiance-by-Stanley screw 
drivers—16 different styles, all with 
non-conducting, non-absorbing plastic 
handles. Assortment No. 2 mounts 82 
screw drivers—10 different styles hav- 
ing both hardwood and plastic han- 
dies. Both units are made up of fast- 
selling drivers with most wanted sizes 
for slotted and Phillips head screws. 
The display itself is of heavy-gauge 
metal enameled in brilliant yellow with 
blue and orange trim, four square feet 
of selling space—183-in. by 303-in. 
Display price strips are easily revised 
and replaced. Individual retaining 
holes for each driver are said to elimi- 
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PAP Wale), Me) ite) Fale). | 
Makers of the famous F-84E THUNDERJET 


To quote from a report of 
their Engineering Department 


~‘Under actual tests, LUBRIPLATE ex- 
tended bearing life fifty per cent or 
better as compared to other lubricants 
tested at that time. It was also found 
that, during test, LUBRIPLATE increased 
efficiency of machines twenty per cent 
by reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years.” 


LupripPLaTE Lubricants are different 
from all other Jubricants with proper- 
ties all their own. They reduce friction 
and wear, prevent rust and corrosion 
and save power. 


LUBRIPLAT 


LupripLaTe Lubricants are available 
from the lightest fluids to the heaviest 
density greases. There is a LuBRIPLATE 
Product best for your every lubri- 
cation requirement. Let us send you 
case histories of savings that others 
in your industry are making through 
the use of LusripLate Lubricants. Also 
@ packed in handy tubes for use 
in portable tools, guns, fishing 
reels, lawn mowers and house- 
q hold appliances. 
= PP 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5, N. J. Toledo 5, Ohio 


Deolers Everywhere... 
Consult Your Classified Telephone Book 


The Modern 
Lubricant 


INDUSTRIAL DISTRIBUTION © JULY, 1952 


( Advertisement ) 


SAVINGS ARE 
THE TOPS IN 
SALES APPEALS 


When you can go into a plant and 
lay it on the line that another user 
of LUBRIPLATE Lubricants is cut- 
ting parts replacements 50%, you are 
going to get attention. Today, 
savings in operating costs are what 
every plant operator is looking for. 


And with LUBRIPLATE Lubri- 
cants, you can promise and deliver 
savings beyond parts replacement. 
‘These modern lubricants reduce fric- 
tion and wear, they prevent rust 
and corrosion, they save on the cost 
of lubricants because they require 
less frequent application, they save | 
power, they permit higher speed 
operation. If these are not real 
sales appeals, we don’t know what 
sales appeals are. 


So much for getting initial sales 
for LUBRIPLATE lubricants. Now 
for the big thing about them from 
the Industrial Supply Salesman’s 
viewpoint. LUBRIPLATE Lubri- 
cants are repeat items, they are sold 
to the same customers over and over 
again because they make good and 
are used up. With this prospect for 
repeat business, it behooves the 
salesman to open up as many new 
LUBRIPLATE customers as he can, 
for each is a continuing gold mine 
from that time on. 


LUBRIPLATE sales practices are 
tailor made for the Industrial Sup- 
ply Salesman. Protected territories, 
competent factory representatives 
to help the salesman, plenty of 
good literature and continuous 
advertising like the sample along 
side of this column all contribute 
to build sales volume for the In- 
dustrial Supply Salesman. But he 
must do his part too. Are you 
doing yours? 
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THEY ARE CHECKED FOR ACCURACY 





Every Supreme brand chuck is mechanically checked 
for accuracy... there is no guesswork in this 
inspection that assures you of a precision product. 
It is just part of the coreful manufacturing that 
enables us to present the Supreme chuck os both 
dependable and accurate. 


This careful manufacturing procedure which results 


in uniformity of product makes the Supreme brand 
} chuck a real good chuck to sell your trade. 


. 


THEY HAVE TRADE ACCEPTANCE 





Here's a line that has trade acceptance .. . brings 
repeat sales and is profitable. The chuck is a 
qvolity product that you can be proud to sell... 
it stands up under hoard usage... it is accurate 
and dependable. 

Distributors are the main sales force . . . working 
under a policy that is highly acceptable ... it is a 
distributor's type policy. 

Tomorrow never comes... so why not write today 
regarding distributor arrangement? 


fe 


THEY GIVE TOP PERFORMANCE 





Every day more and more shop ore luating 
and buying Supreme brand chucks. They recognize 
quality... their experience proves Supreme brand 


chucks are a good chuck to buy. This growth in the 





nate possibility of stock becoming 
mixed and to permit visual stock 
checks. Strong spring steel easel is 
removable to allow display to be hung 
on W all 


SAW BLADES—'The Henry G. 
Thompson & Son Co., New Haven, 
Conn., manufacturers of Milford 
Metal Cutting Saw Blades announces, 
the immediate availability of two new 
6-page bulletins. Printed in two 
colors, they are devoted respectively 
to Milford Rezistor Hack Saw Blades 
and Milford Band Saw Blades. Each 
describes the proper applications of 
the several blade types and includes 
sizes, ordering data and other informa 
tion the publisher believes will be 
useful to present and potential users 
of Milford Blades. They are HSE 
1952 (Hack Saw Blades) and BSE 
1952 (Band Saw Blades) 


SOLDER—Federated Metals Div., 
American Smelting & Refining Co., 
New York, has issued a new 2-color 
blotter for direct mail use by its jobber 
customer. The 4 by 9-ia. promotion 
piece lists the advantages of Federated 
Everstick Superwiping solder, and in 
cludes a pocket for a business reply 
card 

Distribution of the blotter is by 
distributors whose names and addresses 
will be imprinted by Federated in 
space reserved on the blotter and re- 
ply card. ‘To facilitate mailing, the 
blotter has space cut out for name and 
address of jobber’s customer to show 
through; this permits it to be enclosed 
in a standard No. 10 window envelope. 


| BABBITTED BEARINGS—A new 


booklet published by Federated Metals 
Division, Ameriéan Smelting & Re- 
fining Co., New York, outlines basic 
steps for the prevention of common 
bearing failures. “Hints On aya 
ting Practice” covers everything fro 

the choice of metal for a particular 
bearing application through the cor 
rect pouring practice to in-service 


use of Supreme brand chucks is building a market ‘ maintenance. eae : ; 

for distributors ...who are the main sales force Proper lubrication, a strict mainte- 
for this product. nance schedule, and operation of the 
bearing at the speed and load for 
which it was designed are advised for 
longer bearing life and reduced main- 
tenance cost. This and other informa- 
tion on babbitted bearings is contained 
in booklet, Bulletin No. 146. 


BRAND PUMPS—The publication of a new 
S S a # ea = M E CHUCKS _ 228° catalog of its line of Tri-Rotor 


WRITE TODAY REGARDING OUR DISTRIBUTOR PLAN 


pumps has been announced by the 
Stamford Div. of The Yale & Towne 
Mfg. Co., N. Y. 

The catalog contains information 
THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME = 01 the various models in the pump 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, lilinois 
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vgiacuinery steel worio 


” in ‘tig 
v 


now ve pur vous MAM 


"h 
thousands of “he 
VERY month, often several times each 


E month, Red Shield calls on the buyers 
in your territory with a strong sales message 
about Standard Shield Brand Tools. These 
messages reach buyers whom your salesmen 
see and also the executives in management 
and plant who, for lack of time or other good 
reasons, cannot be seen regularly. 


STANDARD [OOL (0. 


LV Pea 
MACH 


HARDING! ‘STanpany Si 


5S 


res % 


Shield calls on 


rd to see” buyers 


These calls are in the form of colorful full 
page advertisements appearing monthly in 
the important well-read technical magazines 
illustrated above. 


They are creating acceptance for Standard 
Products—thus helping create business for 
our distributors. 


DEPT. 11-B, 3950 CHESTER AVENUE 


CLEVELAND 14, OHIO 


New York « Detroit * Chicago » San Francisco 


STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS. 
DISTRIBUTORS IN. MORE THAN 500 CITIES CAN 


STANDARD 


SUPPLY YOUR REQUIREMENTS, 
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Here’s Marquette’s 
NEW “G-K” 
Welding and 

Cutting Equipment 





The “G-K" line 

meets every 
welding and 
cutting need for repair, 
maintenance and light 
industrial use. 


Newly designed 
and engineered, 
this high qual- 

ity yet moder- 
ately priced 
equipment embodies 
important new fea- 
tures including 
“O”’-Ring seals. 
Write department 
102 for complete in- 
formation. 


at OFrnece 


Welding & Automotive 
__Sernice agrees 


ig 


SOSGSE TE tlie C0, INC. 


Oo7 & Meenepia Avenve + M tis 14, 





172 


linc, ranging from 20 gallons per 
minute to 200 gal per minute. The 

talog has detailed explanations of 
the operations of the pumps, descrip 
tive matter on pump accessories, and 
descriptions of the combinations and 
permutations which are possible with 
these accessories. 

An interesting feature of the catalog 
is a complete section devoted to engi 
neering data helpful to a prospective 
user in determining the size of pump 
to be used and the method of instal 
lation 


CUTTING ‘TOOLS—‘The Manco 
Mfg. Co., of Bradley, Ill., has pub 
lished a two-color, 8-page catalog on 
their Guillotine line of portable hy- 
draulic cutting tools. Profusely illus 
trated, the catalog shows and describes 
six series of Guillotine and 26 different 
models—their uses, capacities and spec 
ifications. Used for a wide variety of 
industrial applications, the Manco 
Guillotines exert up to 50 tons thrust, 
ind cut materials ranging from 4-in. 
steel rod to 34-in. armored cable 

In addition to showing and describ 
ing the Guillotines themselves, the 
new catalog lists a complcte line of 
special and accessory equipment such 
is gauges, control valves, hot cutting 
units, and hydraulic pump assemblies 


TRACTOR—A new 4-page booklet 
describing the model MT Yale Work 
saver heavy-duty electric tractor for 
industrial towing applications is avail 
able from the Philadelphia Division of 
Ihe Yale & Towne Mfg. Co., Phila 
delphia, Pa. 

The booklet describes the features 
of the model MT Worksaver tractor, 
ind presents a complete set of specifi 
cations. 


MASKING EQUIPMENT-~—Masking 
equipment, designed for use in car, 
truck and bus refinishing, and several 
new combinations of masker paper 
ind tape are described in a new four 
page four-color bulletin, just issued 
by Industrial Tape Corp., New Bruns 
wick, N. J. 

Equipment described includes the 
following combinations Permacel 
#750 masking paper and the 7K 
Double Duty Masker; No. 750 mask 
ing paper and the 071 and 072 con 
version kit; No. 750 masking paper 
nd the 7K in combination with 071 
or 072 to make up the Double Duty 
masker; the new No. 8 Universal 
Masker; the 081 Masker conversion 
kit. Illustrations for the bulletin in 
clude exploded views and photographs 
of the different products in use 
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Off the swivel base, 
end down for accu- 
rate marking. 


Back on the swivel 
base, at the bench, 
for center punching. 


Lifted onto drill 
press, still accurate- 
ly in position 


Held in same posi- 
tion but moved to 
milling machine. 


@ Work locked in a “Yankee” Vise 
stays there . . . lined up accurately 
for every operation . . . bench to drill 
press to milling machine. That’s prac- 
tical automatic protection against 
spoilage. You can sell that .. . for 
maintenance work, for general 
machine shop work. 


Swivel base for use on bench. Vise 
lifts off and on in a second. Easily 
made into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 112” 
to 4” jaw widths. North Bros. Mfg. 
Co., 200 West Lehigh St., Philadel- 
phia 33, Pa. 


Sold through industrial distributors. 
YANKEE TOOLS THE TOOL SOx 
NOW A PART OF STANLEY OF THE woRLD 

et6. U. S&S. PAT. OFF. 


NORTH BROS. MFG. CO. 


eeeeeee Philadelphia 33,?Pa = 





THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


e CLEVELAND 13, OHIO 





“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished jenegee head cap screws— 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
eads die made, not ma- 





bright finish. Heads hined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 


chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 - 160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by tho pioneers in yey 
Cup Point Set Screws by the col 

rocess. Cup points machine 
pane g Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and hentased machined 
point. Carried in stock 


ok 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon ead style — to blue print 





with flat and 
poset. Nut end, oval point = 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
—_ .-~ . y made by t the 


head hard; 
polished if specified - — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o' H dittoosat kinds, and flats 





rod bolts the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental puspegee. Stee] in- 
io cover Finish: plain, 
zin c pla ated , cadmium plated. Size 

9/16”, 3/4",18/16' Vactoss the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexza- 
gon nut fits snugly into shell. 


j 
i 
7 
f 
Q 


TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





oa 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


RE NER PIN ot ee SONS Map, 


BAA RE Rte me atte aly Ei aCe pis 





Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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universal 
joints 
It pays to 


stock and 
feature 





Love- 
joy — the highly 
profitable line of 
Universal 
With 


you're 


Joints. 
Lovejoy 
assured of 
faster turnover 
bus!- 


because 


more repeat 
ness 

complete customer satisfac- 
tion is always assured, 13 sizes 
bores |” to 2”. Overall length 
10§”. Concentricity 
guaranteed within .001, Ex- 


2” to 


ceed Armed Forces rigid 
requirements. 
Investigate Flexible 
no teardown 
for changing cushions, no lu- 


brication ever needed. 


Lovejoy 
Couplings, too 


WRITE FOR 
COMPLETE CATALOG 


LOVEJOY FLEXIBLE 
COUPLING COMPANY 


5079 W. LAKE ST CHICAGO 44, ILL 








On the Market Today 


(Starts on page 132) 





Welding Flux 


Equally Effective 
as Paste or Powder 


A new welding flux said to be 
cqually effective as a paste or a powder | 
has been developed for welding both 
aluminum and stainless steel. 

lhe manufacturer claims that it 
does not break down even at temper- 
atures required for welding stainless, 
or flake off and leave the surface un- 
protected, causing a rough, bubbly 
weld. Other advantages claimed are 
that it (1) spreads thinly and evenly 
ihead of flame, (2) cleans oxides efh 
ciently ahead of puddle, (3) floats any 
remaining impurities smoothly out of 
puddle, leaving bright, smooth, flux 
protected puddle at all times, and (4) 
protects aluminum or stainless on each 
side of weld area and cleans easily. 

The new flux was developed as the 
special flux for the manufacturer’s new 
X-2S and X-43S aluminum rods. It 
is designated as the No. 35 aluminum 
Welding and Stainless Steel Flux. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis 
tribution, July 1952. 














Tongs 


Broad Nose 
Gives Firm Grip 


New safety tongs with long, broad 
nose members to provide a firm grip 
are constructed of drop forged steel. 

Nose members are also thin at the 
tip, to provide for removing blanks 
from presses, selecting and removing 
single sheets from a = handling hot 


parts, lifting a from solution, and 
I 


other uses. By heating, the nose can 
be spread or reshaped as desired for 
handling special shapes. The tool is 
also available with a guard over the 
spring for index finger guiding. 

Atlas Welding Accessories Co., 
Ferndale, Mich.—Industrial Distribu 
tion, July 1952. 
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‘CHALLENGER 
SPUR-GEAR 
HOIST 


Never before such easy portability and 
rugged, shock-resisting strength in a spur- 
gear hoist . . . never such simplicity of 
design and ease of servicing. 


Light Weight — carry it in one hand; 
set it up anywhere. One- ton model weighs 
only 39% lb. 


All Steel — even the housing. Takes 


shock loads and impact as only steel can. 


Easy to Service — may be completely 
disassembled in minutes with ordinary tools. 
Simplest spur-gear hoist ever built. 

two medals, Yy- end I< : Find out how this better spur-gear hoist 

ton capacities. Both tested / can improve operations and save expense 

at 100 percent overload. ; for you. Write for bulletin A7C. 





COFFING $B HOIST COMPANY 


DANVILLE, ILLINOIS 


Quik-Lift Electric Hoists © Hoist-Alls © Safety-Pull Ratchet Lever Hoists 
Mighty-Midget Pullers © Differential Chain Hoists © Load Binders @ 1-Beam Trolleys 
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Sét-Up Accessories 


Bolts, Nuts 
Washers, Wedges 


In addition’ to a line of strap 
tlamps, T-slot bolts, nuts and flat 
washes; T-slot nuts and _ set-up 
wedges have been added to the line 
of Williams set-up accessories. 

The accessories are used for setting 
up work on planers, shapers, milling 
machines a other similar applica- 
tions. All are said to be made oon a 


superior grade of steel to withstand 


Industrial users appre- severe machine shop use. 


According to the manufacturer, the 
se I-slot bolts will not turn in the ma- 
ciate the dependable chine table or break out machine 


table slots. Available in 2, 4, #, 3, 


and 1-in., T-slot sizes come in a wide 

a ra en range of lengths. 
J. H. Williams & Co., Buffalo, 
N. Y.—Industrial Distribution, July 


of Cleveland High Carbon "© 


Sander 


Heat Treated Cap Screws Dustless, Fo 


; ; Heavy Duty 
@ For customers who ask for fasteners of high tensile strength, be 


sure to recommend popular Cleveland High Carbon Heat Treated A ally — sander, ee 
Cap Screws, those accurately formed, extra strong screws. They're copecteny for sange samenay oe Seem 
cnanhiiniaiinn ts 2 enn ci f thei ing in woodworking shops, main- 
oughened by eat estiag— oui at’s not the whole story o their tenance departments, and millworks 
dependable holding quality. They’re notably stronger because made shops, schools and throughout the 
of high carbon steel by the Cleveland-developed Kaufman Double construction industry has been intro- 
Extrusion Process of cold forging—a method that produces fasten- duced. The tool is said to excel in its 
ers in which the steel’s grain flow conforms to the contour of the mee te pean presatnee Senay 
sitios Ciniiiind Shak ood dd . : operations which previously had been 
c 7X oled high temperature hardening and drawing give handled by heavier machines. 

them the extra benefits expected from heat treated parts. Be sure 

to stock and sell Cleveland High Carbon Heat Treated Cap Screws. 


CLEVELAND (224% FASTENERS 
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it tekes 3 to 8 weeks to ship 
fibre from the Philippines to 

» N. Y. Since ope and 
weather offect its quolity, all 
Manila fibre is again regroded 
et the plont before it is spun 
into yarn. 


A splice is more efficient than 
a knot or hitch. A good splice 
has 85% to 95% the strength 
of the rope itself, while the av- 
erage knot will ‘have no more | 
than 50% to 60% of the rope’s = 
strength. 





Columbion' r greding end iauniee plant at Coby. 


Quality-Controlled 
from fibre Co Vou Rese emcee 


in America ore 3 pairs of 
woven rope sandals discovered in 





Carefully selected on the Abaca plantations—rigidly inspected 
when delivered—pure Manila fibre is baled for shipment at one of 
Columbian’s four warehouses in the Philippines. 


Columbian facilities at Davao, Cebu, Bicol and Tacloban 
have been completely. rebuilt since the devastation of World 
War II. Modern, strategically located and staffed with experts 
in judging and buying fibre, this specialized organization niet dniiatinadia dhe ate 


For rop+s 
guarantees you the finest Manila rope obtainable—Columbian. progese > soe 
celled weor, is Ws resistont 
COLUMBIAN ROPE COMPANY to rot and marine growths. 
320-50 Genesee Street 
AUBURN “The Cordage City”, N. Y. 


Z ROPE 


COLUMBIAN 


a TWINES Z 
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were Was 


a eal 
ginrshine -. 
Run an abrasive belt over a right-angle stationary guide at 4000 feet per “WASTE BARREL” 


minute . . . smooth and polish. a small, recessed area on thousands of 
precision-made automatic pistol stocks . . . and still eliminate excessive belt TEST 
breakage! This was an actual problem that confronted one prominent 
manufacturer. Here’s how Jewel Brand Abrasive Engineers helped solve it. 


\ | with the 
problem | » Jewel Brand Abrasive 


A small sample of scrap abrasive belting was picked at random from 
the plant waste barrel. This was carefully analyzed by experienced 
ewel Brand Engineers. It was fully tested in terms of the type of product ‘. . 
conn finished and the material used. Then, basing their selection“6n profits by urging — abrasive belt 
the findings of the “Waste Barrel” Test combined with basic informa- prospects to make the easy, profit- 
tion on the job requirements, these same qualified engineers recom- proven Jewel Brand “Waste Barrel’ 
mended a Jewel Brand Abrasive Belt that has not only eliminated Test. 

excessive belt breakage but one that has consistently done a better 
job, faster and at a lower cost. 


Open the door to new sales and more 


Backed by the recommendations of ex- 
This is only one of many difficult finishing problems quickly and effectively perienced Jewel Brand Engineers, you 
solved by Jewel Brand Engineers. It could just as well be your problem can help your prospective abrasive 


+.. your plant... your savings! So whatever your finishing operation may customers select a Jewel Brand Belt that 

. be we urge you to make the easy, profitable “Waste Barrel” Test will not only meet their exact require- 
now. Simply cut out a letter-size sample of used abrasive belt . 

include the belt joint, if possible . . . and send together with ments and do a better job faster, but 


completed coupon. We'll do the rest at no obligation to you. one that will enable them to make im- 
portant production savings right from 
the start. 


ABRASIVE PRODUCTS, INC. ~.' — We think you'll agree . . . that’s selling 
567 Pearl Street 


: ae at its best! The kind that builds good 

South Braintree 85, Mass. RASIV iN ond fi a Retin tel 
HELP me complete the Waste Barrel Test! : will ONG pays off in profits. lake tu 
Enclosed is a sample of used belt from our plant. Ri advantage of the “Waste Barrel” Test 

now. t nd ina 

vanes counen iow. Urge your prospects ° send i 
small sample of used abrasive belt or 
offer to do it for them. It’s easy and it 
apoasss only takes a minvie, but it’s an extra 
selling point that’s mighty hard to re- 
sist, Try it! 


COMPANY 


TYPE OF PRODUCTS MATERIAL 
WE USE APPROXIMATELY BELTS PER MONTH 


BELT LENGTH BELT WIDTH 
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The new sander, Model 503, can | 
be used on wood, metal, plastic, and 


glass. It is ideal for prepainting | 
preparation, resurfacing ee and 
furniture, fitting doors, drawers and | 
millwork. } 

Over 85 percent of the sanding 
dust, according to the maker, is 
picked up by the vacuum system, . : both 
which prevents the belt from clogging. the line offering 
The new jackshaft is said to have a ‘ P 
balanced load distribu’ion which St , ht-Li & O bit ] Acti 
makes possible longer bearing life and TALG Ine r l a. on 
preserves the gear alignment. A 
transparent oil level window has been 
provided to show when the lubricant 
supply drops below the recommended 
level. 

It is said that the sander has the 
most rugged worm gear jacket ever 
designed for a portable sander. The 
design accommodates the heaviest 
shaft section at the center where 
strains are the greatest. The shaft is 
also shorter, providing maximum 
stiffness which results in less shaft 
breakage. 

Belt speed is 1120 sfpm. The belt 
tension device on the Model 503 
makes for easy belt changes. A belt 

. . — . » 2 i. a 
in belt on the pulleys with a knurled | National Models 300 and 300A are straight-line 
knob adjustment. ne ee argent 

pote ; & operated sanders. § 
and has a heawduie 13 colt AC-DC | PAGS in different sizes and shapes are available 
motor. It is 163-in. long, 8-in. high for various types of surfaces and euennetaln. Wieee 
and 54-in. wide. Rubber covered anechaeat is buile-in for wet sanding. 
drive pulley is 3-in. wide and 2}-in. 
in diameter. 

[he Porter-Cable Machine Co., 
Syracuse, N. Y.—industrial Distribu- 
tion, July 1952. 























National Models 100 and 400 are orbital action, 
single pad, pneumatically operated sanders. Or- 
bital action provides faster eutting and longer 

Power Saws abrasive life. All National Sanders are light- 
Four Tools Feature weight, vibrationless, and fast. Write today for 

Magic Pivot details on National's selective distribution system. 


An invention that permits portable 
electric saws to retain 90 percent of 
their straight cutting depth when | 
tilted to an angle of 45 degrees is a 
feature of a new line of four Maxaw 
power saws according to the maker. 

Designed to cure the loss of cutting 
depth in angle cuts, Magic Pivot | SANDERS 
works on the principle that maximum 
power and cutting efficiency is ob- | 


e Write for our new sanding catalog 


NATIONAL 


NATIONAL AIR SANDER, INC. 


2816 AUBURN ST eon Seek B ILLINOIS 
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FIN 3 ST rely Vane tained by placing the pivot point of 
AN the saw shoe as close as possible to 
the saw shaft. 
WwW £ L D 3 D S T 3 E L Benefits of the Magic Pivot, accord- 
| ing to the maker, can be seen in 
S U p Pp 4 | Maxaw 700, which makes every cut in 
Bed va * 2-in. dressed lumber—including com- 
ay pound 45 degree bevel cuts—with a 
e} AGE « CANS 6%-in. “stub radius” blade. Such an- 
\ gle cuts previously required a blade of 
ee 7+-in. or larger. The Maxaw 700 
cuts 2% in. on the straight cut and 


lg-in. on the 45 degree bevel. It 
weighs 10 pounds. 


| Cummins Industrials, Division of 
PROFIT BUILDERS Cummins-Chicago Corp., Chicago, 
| | I.—Industrial Distribution, July 


all from ONE a a5 


RAILROAD PISTOL 
SUPPLY CANS = PUMP OILERS groves 


Sell the Best... Sell Gem! 








<P ZY CHOICE of 


—— all Industries 


OILERS 








and Craftsmen 
for over 54 years! Hand Pump 


Designed to Handle 
Since 1898 GEM welded steel Oilers and Supply Cans have been the 3 ; Was 
favorites of mills, mines, railroads and all other industries, as well Industrial Liquids 
as in the home. They’ve always been the favorites of jobbers and 
dealers too. If YOU are interested in: 1. highest QUALITY; 2. com- A new industrial hand pump de- 
pleteness of line; 3. quick sales; 4. fast turnover; 5. good margin of sisned to handle a wide variety of 
profit; 6. prompt deliveries . . . then make GEM the line you stock 1] sd j i sadieatew than been io 
and sell! Start now by sending the coupon below for complete new [> ee Mcgee 
catalog today! troduced. ‘The new pump is similar 


GEM MANUFACTURING CORPORATION in design to the ‘Tokheim double-ac 


tion hand pump already widely used 
45 SEND COUPON FOR COMPLETE CATALOG in handling petroleum liquids. The 


unit makes use of specially-developed 
—_—— ee ee ee | . ° 

GEM MANUFACTURING CORP., Dept. 1D-7 intemal parts designed to withstand 

1229 GOEBEL ST., PITTSBURGH 33, PA. the action of a variety of other liquids. 

is seit copies of new GEM Catalog Ne. 200; Extensive tests, according to the 

also information on GEM LINE profit opportunities. manufacturer, have proved the pump 

capable of pumping many types of 

NAME (PRINT) rms acetates, alcohols, glycols, ketones, 

, cthers and _ plasticizers—and other 

liquids which standard pumps cannot 

aponsss aa handle. It also es a found 


| suitable for aromatic, chlorinated and 
eee OS a ARN RR, | petroleum solvents, it is claimed. 











COMPANY 











city 
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IN SOME AREAS, our sales through industrial 
distributors represent 100% of our volume. On a country- 
wide basis, 86% of our civilian business is being done 
through industrial supply distributors. 

The rapid growth of our industrial distributor organiza- 
“Makers of Quality Drills tion in the past two years is due in large measure to our 
and Reamers Since 1903” distributor policy which is summarized below. 
We are looking for more Celfor distributors. Several ex- 
tremely desirable territories are still open. Why not write 
us today about your territory? 


OUR DISTRIBUTOR POLICY 


We advise our Authorized Distributors of all inquiries 

and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 
they order our products through our local Authorized Dis- 
tributor. 

We do not sell directly to consumers except in those 

few cases where the consumer insists upon buying 
directly from tool manufacturers. In all such instances, we 
co-operate with our local Authorized Distributor in his 
effort to obtain such business. 

We do not authorize more than one Celfor Dis- 

tributor in any given market unless more than one 
Distributor is required to adequately serve the consumers 
in the area. Sardine we will not add a new Celfor 


Distributor without consulting with the established Author- 
ized Distributor in the area. 


Twist Drills - Reamers - Core Drills - Track Bit 





CELFOR TOOL COMPANY 
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According to the company, the 
standard model can be used for am 
monia, ammonium hydroxide, creo 
sote and petroleum products. For 
handling caustic soda solution, Tok 
heim furnishes the pump with a cast 
ivon body Permolited on the inside to 
prevent rust and corrosion. 

Tokheim Oil Tank & Pump Co., 
Fort Wayne, Ind.—Industrial Distri 
bution, July 1952. 





p You'll Make Money Selling Them! 
J l\ (QA 1) 6 


y 


{ 
, 
y Purifier 


A Internal Downflow 
Cleans Steam, Vapors 


P — Dirt, moisture, riser discharge and 
solids are removed before passing on 
to the distribution piping when this 
new internal downflow purifier is in- 

stalled in an auxiliary tank immedi- 

\ 

















ately above evaporators, packed tow- 
ers, deodorizers, _ stills, ae 
towers and inside steam drums, flas 
tanks, receivers and other vessels. 
Called Internal Downflow Hi-eF 


Made by “The Oldest Manufacturers of Purifiers, it is claimed that they serve 


numerous functions, depending upon 
° ° e the application. They increase heat- 
Chains in America” - for Euery ieee Glccy ok tet pees 
equipment in steam application, it is 
e Proof and BBB e Sling Chains e Conveyor Chain said, aa in a — petroleum 

; ; | vessels they recover valuable vapors. 
— * Grab Hooks, e Liberty Coil Chain =| Hi-eF Purifiers carry a hn. to 
Steel Loading Chain Slip Hooks, e Machine Chain | the boiler industry to deliver vapor 
; and Cold Shuts with 1.0 P.M. or less of total solids. 
High-test Steel e Weldless Coil In other applications the purifier is 
Chain @ Boomer Chain Chain | guaranteed to remove 99 percent of all 
entrainment. A unique feature of 


1 


Behind Elephant Brand Welded and Weldiess Chains are almost 100 years of these units, according to the maker, is 
reputation for quality and dependability, These famous chains are always ia ohne . - 

4 ara 0 Ss 
uniform — always pre-tested — always standard, full size. And they meet oll = png element se de igned 
Government ond Railroad specifications that the units maintain a constant 
separating efficiency even as velocities 


oN 7 : become greater. 
Write for Catalog and Prices Removal of foreign matter is accom- 


plished by means of a multi-stage cen- 
EST. 1854 trifugal element which engages the 


entrainment laden vapor at the inlet 
NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6, Mo. at the top of the purifier as far away 
from the liquid level in the drum as 
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“Speaking of Profits... 
get the facts on 
R/m Packings”’ 


Distributors are never short-changed on profits when the order 
is for Raybestos-Manhattan Packings and Gaskets. There’s a fair 
profit on every item in the line... and the line is complete. 
Moreover, R/M Packings and Gaskets for maintenance purposes 
are sold only through authorized R/M distributors. Want to know 
more about R/M Packings and Gaskets ? Write today. | 


PACKINGS 


RAYBESTOS-MANHATTAN, 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: &.cgeo0r Monheim, Po. No Chorieston $.C 


Passoic, NJ , Peterborough, Ontorio, Canado 





Crowlordsyille, ind ; 


RAYBESTOS$ MANHATTAN INC. Manufacturers of Packings + Asbestos Textiles 
Mechanical Rubber Products » Abrasive and Diamond Wheels «Rubber Covered Equipment 
Brake Linings + Brake Blocks + Ciutch Facings + Fan Belts + Radiator Hose + Sintered 
Metal Products + Bowling Balls 
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OPENS NEW MARKETS ... EXPANDS OLD ONES 


View of Binks Moterial Handling Pump 
with new SURGE CONTROL shown 
enlarged above. This combination 
provides more even application 

of heavy materials. 


| NO MORE “SPURTS"! 


New SURGE CONTROL 


-. gives Binks distributors 
~) exclusive sales edge 


a For years, the users of air-operated material pumps 


> 


a « have complained about this problem. When the opera- 
te closed the trigger of the spray gun, excessive pressure built up in 
the pump and hose. The next time he pulled the trigger a “glob” of 
Material literally spurted from the gun. 

' Now Binks brings you the answer that will win customers and 
imfluence prospects. Binks Material Handling Pumps now incorporate 
@ new SURGE CONTROL —a device that assures smooth, even flow 
of material when the spray gun is triggered. This control prevents 
build-up of excess pressure in the material hose and thus positively 
@liminates that annoying initial “spurt” or “blast” of material. 

Now you have exclusive superiority to sell for there is nothing on 
the market as trouble-free as this Binks SURGE CONTROL. Now you 
can open up more sales of pumps for applying paints, roofing, and 
the new liquid sidings, sound deadeners and other protective coatings 
by assuring prospects smoother and cleaner application with far less 
waste of expensive materials. 


Send today for more information on the Surge Control 
and for copies of Manual 700 that describes Binks 

Material Handling Pumps. Address: Binks Manufacturing Co. 
3128-30 Carroll Ave. West, 

Chicago 12, til. 


| GUNS © SPRAY BOOTHS © MATERIAL TANKS © EXTRACTORS & ACCESSORIES 





possible. In three stages by means of 
carefully controlled centrifugal force 
practically all dirt, moisture and riser 
discharges are removed. The cleaned 
stream is then passed on through the 
outlet of the vessel, while forei 
matter is discharged to a drain. The 
design is such that there is no critical 
pressure drop through the unit. 

Other aaer claimed by the 
manufacturer are low cost, and no 
moving parts, which eliminates main 
tenance and self-cleaning action. 

The V. D. Anderson Co., Cleve 
land, Ohio—Industrial Distribution, 
July 1952. 














Hoist Conversion 


Adds One Ton 
To Capacity 


By use of the Moffat Hoist Con- 
version it is possible to convert a 
standard electric roller chain one-ton 
hoist to a two-ton unit in less than a 
minute. The advantage of the con- 
version over to the regular two ton 
hoist is the fact that all lifts up to one 
ton are made at the full speed of the 
hoist and only the loads over the one 
ton capacity are lifted at half the 
hoist speed. 

The unit will accommodate any 
standard one-ton roller chain hoist 
now on the market. It is furnished in 
two models, one with a trolley and 
lower block for mobile use on any 
track made of Standard “I” beam. 
The other is for non-movement instal 
lation direct to beam consisting of 
beam clamps and lower block. Either 
trolley or clamps are made adjustable 
to fit any “I” beam from 6 to 18-in. 

For operation of the two ton lower 
block twice the amount of chain is 
needed to make the same lift as was 
done at one ton capacity. Extra chain 
is easily added to the existing chain. 
The Dubl-Lift provides two hoists in 
one with all the flexibility of two sepa- 
rate hoists; high speed for light loads, 
one ton and under, lower speed for 
the heavier loads up to two tons. 

Moffat Steel Co., Bethlehem, Pa. 


REPRESENTATIVES IN PRINCIPAL U. S. & CANADIAN CITIES © SEE YOUR CLASSIFIED OT RMDIRECTORY | —Industrial Distribution, July 1952. 
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UTICA 


Swe 


RIB-JOINT 


FULL FORCED RIBS 
CAN TAKE IT! 


AND HERE’S WHY: 





CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 








STRONG BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF RIBS 
EACH RIB SHARES THE SINEW-LIKE 
STRENGTH OF THE ENTIRE JOINT MEMBER 


Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 
sinew-like strength of the entire joint. There is 











DS ae ee ee ne ene ee ee 


Pliers + 507-10 


With FORGED rib-joint 
for added strength 
exactly where you need it. 





no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and youll know that they live up to the 
standard of Utica quality. 


and the world’s best 
tools are made inUS.A. 


in 


CORPORATION 


UTICA 4, NEW YORK 


In Canada; ADLAM TOOL & SUPPLY CO., LTD., 
MONTREAL; WALLS-IRONS, LTD., WINNIPEG 
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HIGH LIFT JACK 25 to 50 Tons 


LOW UFT JACK 25 to 50 Tons 


BJ-le 


~ 





Pierre the trapper knows he can depend 

on that Buda Jack to hold the load 
indefinitely because the positive control 
hydraulic system in Buda Two-S 

Jacks assures safe lifting and holding of 
loads up to 50 tons without creep or 
travel. 


Available in both high and low closed 
height types, with capacities up to 50 
tons for lifting jobs that require fast, 
safe heavy load handling, Buda Two- 
Speed Hydraulic Jacks are widely used 
in every industry. sure your stock of 
these popular Buda Jacks is complete. . 
mention them to your customers on 
every call. They're profitable .. . 

easy to sell. 


Write for Generel Catalog No. 1515 and 


enh @ the Bude Jack Line in 
your territory. The Bude Company, Harvey, Iilinois 

















Safety Goggle 


All-Plastic 
Flexible Frame 


An improved, all-plastic safety gog 
gle features a flexible fully-transpar- 
ent frame, and a newly designed lens 
retaining feature which adds sufficient 
rigidity to the frame so that there is 
no sacrifice of protective efficiency. 

The lens is of .060 in. acetate, and 
is separately replaceable—an economy 
feature. The goggle weighs just over 
an ounce and fits over all types of pre- 
scription glasses. The new item is 
known as the Willson #91 Mono- 
Goggle. 

Willson Products, Inc.. Reading, 
Pa. — Industrial Distribution. — July 
1952. 


Bench Grinder 


For Easy Maneuvering 
Of Odd Shaped Parts 


A new style } hp ball bearing 
bench grinder, No. 246, is designed 
to overcome the difficulties of han- 
dling large, oddly shaped parts and 
castings on smaller grinders 

The flat surface of the grinder 


housing permits the operator to ma 


neuver castings or parts to be ground 
so that both sides of each grinding 
wheel may be used. The 4 hp motor 
is a full ball bearing constant speed 
induction type. Grinder is equipped 
with adjustable tool rests es safetv 
wheel guards which are wide enough 
to permit use of wire wheel brushes. 





Boll Bearing Screw 
Journal 


Standard Stondard High ‘Two Speed"* 
Jocks Speed Type Ratchet Hydraulic Jacks 
Jocks — 10-24 tons Jocks — Trip Jocks — 25 te 50 tons 
15 te 50 tons 15 to 75 tons 15-ton Cap. 

















Manufacturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drills and 
Diese! and Gasoline Engines 
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engineered for tough jobs 


ideal for ANY nl 


Here is a battery of Foote Bros.-Louis Allis Gear- 
motors at work for the International Milling 
Company in Detroit. Enduring heavy loads under 
excessive dust conditions, these units are provid- 
ing positive, uniform power, day in and day out, 
under rugged service. 

These Gearmotors incorporate Duti-Rated 
Gears with file hard surfaces and resilient cores, 
assuring maximum strength in minimum size. 
The cast iron housings give rigidity, and the 
large oil reservoir with splash lubrication means 
continuous, trouble-free operation. 

Foote Bros.-Louis Allis Gearmotors are avail- 
able in single, double and triple reductions to 
provide output speeds of 780 down to 7.5 r.p.m. 
Capacities from 1 h.p. through 150 h.p. Open 


drip-proof, splash-proof, enclosed and explosion- 
proof motors are avail- 

able. Mail the coupon 

for Bulletin GMA. 


am 


' "% 


Foote Bros.-Louis Allis Gearmotors installed at 
International Milling pana: Detroit, Michiga 


FOOTE? BROS. 


Bolter Power Trarooion Through Calter Gears 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 S. Western Blyd ° Chicago 9, Illinois 





ss Foote Bros. Gear and Machiae Corporation 
Dept. 1 D , 4545 South Western Boulevard 
Chicago 9, Illinois 


Send me Bulletin GMA on 
Foote Bros.-Louis Allis Gearmotors. 


Name 
Company 
Position 


Line-O-Power Drives Hygrode Drives Maxi-Power Drives Company Address 





City 
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Bolts . . . Nuts. . 

Rivets . . . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


r 


% For Greater Security... 
Fasten Fast with Clark Fasteners 


CLaax Bros Pour Cp 


MILLDALE, CONN. 


as@ 


customer” 


When You Sell Standard’s BDG Heavy Duty 
Grinder Here Are Three Time-Proven Reasons 
1. WHEEL COSTS REDUCED 30% 
2. TIME REDUCED 22% 
3. PRODUCTION .. INCREASED 40% 


{s BDG self-« belted motor 


> your grinding wheels turning 


ntained, driven 


at the 


eripheral speeds down to wheel flanges! This 


ineering feature gives you maximum wheel 
r greater grinding ethciency, which all adds 
ale grinding room savings to your customers 

Single Speed , 
Mult “y i zes speed 1 H.P. to 30” 


o” 3 4 speed 
Ba t > me Also infinitely variable 


speed 
with 


ie O TANDARD electrical tool co. 


2520 River Ohio 


standardize 


Write for 


Catalogue +4 


Cincinnati 4, 
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Guards are drilled for mounting of 
Stanley eyeshields. A toggle-type 
switch is enclosed in a molded case 
located on base of grinder. Particu 
larly suited for light and general grind- 
ing, it comes completely furnished 
with three-wire rubber covered cord 
with ground connections; firm-grip- 
ping rubber feet; 6 by @-in. grinding 
wheels (one coarse and one fine); 
wheel guards and tool rests. 

Motor operates at 2850 rpm full 
load, 3450 rpm, no load, AC only, 
50-60 cycles, single phase; 110-115 
volts, 125 volts, 150 volts, 220-230 
volts. Net weight is 45 Ibs. 

Stanley Electric Tools, New Britain, 
Conn.—Industrial Distribution, Jul 
1952. 














Die Head 


Stationary 
Self-Opening 


The 5 HH Landmatic Head is a 
stationary, self-opening die head with 
a range from 4 to 5/6-in. diamete 
It is designed for application to turret 
lathes, hand screw machines, and 
automatic screw machines employing 
a stationary type head. 

The die head is said to have a no- 
tably small number of working parts 
which are made of a special alloy 
steel, and are hardened and precision 
ground. The construction of the dic 
head and the quality of the materials 
from which it is made affords a high 
degree of rigidity and greatly de 
creases wear. This assures maximum 
accuracy and long life. 

A new size adjustment mechanism 
has been designed to provide positive 
locking action. This arrangement 


| consists of a pivoted latch which is 


held in engagement with notches on 
the adjusting ring by spring tension 
To adjust the head the latch is de 
pressed and the adjusting ring is ro- 
tated manually by the required 
amount. The notches are located on 
the adjusting ring so that a movement 
on one notch will provide a corre 








The compound action design of Metal-Masters delivers amazing 
cutting power. Metal-Master 10” snips cut with about one-balf 
the effort required for standard 1242” snips. Hot drop forged 
of molybdenum alloy steel, fitted with nickel chrome molyb- 
denum bolts for toughness and durability. One edge serrated ‘o 
prevent slipping. a # 

Complete set of 4 patterns will easily handle almost any cutting 
requirement of the sheet metal trades. M-1 and M-2 are designed 
to cut scrolls, circles or the most intricate designs. M-1 cuts to 
the left. M-2 cuts to the right. M-3 is designed for cutting shal- 


low arcs and for straight cutting. Small, light, easily carried in 
W : S worker's pocket. 


' NEW M-5 BULLDOG HEAVY DUTY SNIPS: Designed for 
\ TER notching, nibbling and cutting shallow arcs in sheet metal as 
METAL- heavy as 16 gauge. Its sturdy jaws and powerful compound action 


easily handle the tougher notching work usually done by the 
_ aa . my x heavier, longer-handled snips. Only about 9” long, with a 73” 


cut, they are practically indispensable to workers in the sheet 
cut Pies metal, air-conditioning, aviation and roofing industries. 


b Quality for more than a Century 
etter, J. WISS & SONS COMPANY - NEWARK 7, N. J. 


M-3 


CcuTs 
STRAIGHT 
AND 
COMBI- 


FOR 
CUTS LEFT NATION CUTS RIGHT 


NOTCHING 
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Get the service 
you like to give 


vin KECKLEY 


THE FASTER SELLING LINE 


verything you need in steam, air or 

7 liquid control equipment! The Keck- 

ley line is complete. You don't have 

to use two or three sources for a few sim- 

ple control items. Order it all from Keck- 

ley and get prompt, efficient service, the 

kind you like to give your customers. 
Write for full information today. 


TYPE AA—Precision pressure regulator 
for steam, or air service. Equipped with 
Keckley’s famous Unit Pilot Valve, re- 
movable as a unit for fast, easy service 
and maintenance. A valve your customers 
use for many widely varied control appli- 
cations 


NO. 40—Pop safety valve for use on air 
or saturated steam service to protect 
equipment. No. 44 Relief Valve for water 
service. Available with top or side outlet. 
Sizes from 4” two 24”. 


SELF-CLEANING STRAINERS—For pro- 

tecting vital parts of valves, pumps, traps, SAFETY VALVE 
pressure regulators and other equipment. 

Furnished in sizes from }” through 12” in 

bronze or semi-steel. Simply opening 

blowoff valve cleans brass strainer screen 

without removing it from the body. Sell 

them to all your customers who have val- 

uable equipment to protect. 





Our Engineers will gladly help you STYLE 8B 
in making correct recommendations STRAINER 


WRITE FOR YOUR FREE COPY OF 
NEW, COMPLETE BULLETIN 51-C 


O.C. KECKLEY COMPANY 


VV MADISON STREET CHICAGO 6 LLING 


“Faster deliveries from Keckley's complete line of steam, air and liquid control equipment.” 
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sponding movement of .00l-in. on 
the pitch diameter of the work piece. 

Opening action is obtained by in- 
terrupting the forward travel of the 
turret slide, or carriage. If the “pull 
off” opening action is not desired, 
the head may be opened by hand. 
Closing of the die head is achieved 
by hand. 

The chaser holders of the 5 HH 
Landmatic are interchangeable with 
the 5 H type holders, and likewise, 
the chasers are also interchangeable. 

Landis Machine Co., Waynesboro, 
Pa.—Industrial Distribution, July 


1952 








Drilling Machines 


In Single Base, 
Multiple Spindle Design 


“Hamilton” small hole, precision 
drilling machines are now available in 
single base, multiple spindle design. 

These machines have capacities of 
004 to *-in. hole diameter, clear- 
ances up to 8-in. from center of 
chuck to column, and up to 14-in. 
from base to chuck. 

Adjustable stops are provided on all 
machines for the precision control of 
hole depth, and one model features 
spindle speeds, variable between 840 
rpm and 9300 rpm, controled by a 
graduated hand wheel speed dial. 

The machines are offered in single 
base, multiple spindle design in re 
sponse to the growing demand for 
high production in precision drilling. 
The accurate machining of the contin- 
uous base pads make the use of box 
fixtures feasible, thus increasing pro- 
duction materially with no loss in 
precision, it is said. Stands are also 
available in appropriate lengths. 

The Hamilton Tool Co., Hamilton, 
Ohio—Industrial Distribution, July 
1952 ’ 





THE 


Sales Policy 
THAT WORKS 


Milford makes sure your oe 
meet the needs 


in YOUR ae 


ee 
MILFORD 


* MILFORD representatives periodically check your stocks, and any item or size 


not suited to the specific needs of your territory, under the terms of our policy, is 
replaced. Your MILFORD line is continually kept up-to-date to meet all the 
requirements of your area. 


This MILFORD service — one of the many benefits of The Thompson Sales Policy 
— is your assurance that your MILFORD stocks will be active and tailored to the 
demands of your customers. It is another indication that Thompson will conti 
to work for a closer manufacturer-distributor relationship — one that will provide 
greatest possible benefits to MILFORD Distributors. 





MILFORD SAW BLADES ARE AVAILABLE 
ONLY THROUGH MILFORD DISTRIBUTORS 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER ZS YEARS 
NEW HAVEN 5, CONNECTICUT 





PROFILE AND BAND SAW BLADES HAND AND POWER HACK SAW BLADES 
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\ the first... 
} the only perfected 


open-end 


For generations Tool Engineers have 
tried to develop a practical Open End 
Ratchet Wrench. Now TAC has done 
it both as a socket type and as a 
Crowfoot type. 


And whet o marvel TAC is! /t ratchets 
It slips over and 
down on tubing or other standing cen- 
ter assemblies, tightens or backs off nuts 
or fittings, then slips off again. . . all in 
a mere fraction of the time otherwise 
required. Sockets cover the range from 
“4” to 4” and adaptors carry the 
tool's advantages over into Allen head, 
turnbuckle or screwdriver operations! 


n as little as 7° arc 


Proof of TAC's phenomenal perform- 
ance throughout all Industry would fill 
volumes. Our plants are currently pro- 
ducing at capacity for all the Armed 
Forces and for Defense Industries 

The TAC Open End Ratchet Wrench 
is fully protected by Patent numbers 
2578686 and 2578687, other patents 
TAC is the 
TUBING 


pending. The name 
tered trademark of 


PLIANCE COMPANY 


réegis- 


AP.- 


G 


-rotchet | 
wrench! 


‘@ 


TUBING APPLIANCE CO. 


10321 ANZA AVENUE 
Los Angeles 


California 
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Framing Material 


Consists Of Only 
Three Basic Units 


\ new steel framing material, Mult- 
A-Frame, consists of only three basic 
units with which can be built equip- 
ment which can be dismantled, 
adapted or converted without scrap- 
ping, to meet new and different uses. 

Consisting of channel frame, a 
spring T bolt and a safe-locking fit- 
ting, it is bought in standard lengths, 
cut with a saw, and assembled with 
a common wrench. 

It is suggested for use as racks for 
pallets, skids, dies, steel bars, pipe, 
wire, cable reels, glass, time cards and 
clocks, tires, batteries and _ steel 
drums. It may be utilized as hangers, 
supports, wall, ceiling and floor in- 
serts, scaffolds, work benches and 
tables 

Mult-A-Frame_ Div., Ainsworth 
Mfg. Corp., Detroit, Mich.—Indus- 
trial Distribution, July 1952 


Power Bit 
For Controlled 
Power Drilling 


A new Russell Jennings power bit 
with a new design, the 1OOED with 
the “50-50” Brad-Screw Point, has 
been engineered for fully controlled 
power drilling in any _ three-jawed 


chuck 
It is designed to drill smoother, 





Morse-Rockford Over-Center 
Friction Clutches, 4 basic types, 
hp ranges from .57 to 1.7 per 
100 rpm. 


Morse Morflex Flexible Covu- 
plings in capacities from .08 
hp per 100 rpm to 13.80 hp 
per 100 rpm. 


Morse DSC Flexible Chain Cou- 
plings, capacities from 2.70 hp at 
100 rpm to 119 hp at 2000 rpm. 





i si a4 iy 


of 


Type A Type 8 Type C 


Morse Stock Roller Chain 
Sprockets in Types A, B, © 
Pitch sizes from %" to 2’. 


Morse DRC Flexible Chain Cou- 
plings, capacities from 2.70 hp at 
100 rpm to 286 hp at 1800 rpm. 


Morse Stock Roller Chains, 
a" to 2%" pitch. 





Morse Stock Silent Chains and 
Sprockets, capacities up to 50 hp. 


Morse Morflex Radial Couplings in 
capacities from 3 hp per 100 rpm te 
262 hp per 100 rpm. 


Letting the ready-made 


Morse market shoot right past you? 


If you want power transmission products 
to play a more profitable part in your 
business, check into the Morse line and 
the Morse market. 


You'll find a ready-made market of engi- 
neers, maintenance men, purchasing 
agents, and other key plant men who 
accept Morse products on the basis of: 
1) firsthand knowledge; 2) reputation; 
3) benefits shown in Morse’s industry- 
wide programs of case-history adver- 
tising. 

You'll find the Morse line of power 


transmission products a complete one. 
It includes not only the stock products 
shown above, but also such custom- 
ordered products as Morse-Rockford 
Pullmore Clutches, Morse-Formsprag 
Over-Running Clutches, Morflex Drive 
Shafts, and the sensational Morse Hy-Vo 
Drive—all sold through you, of course. 


From the Hy-Vo Drive to the smallest 
Morse Morflex Coupling, the Morse line 
gives you exclusive sales-making design 
and performance features plus a range 
of capacities and sizes to meet every 


M=PT; Morse means Power Transmission 


MORSE CHAIN COMPANY 


7601 Central Avenue . 


Detroit 10, Michigan 
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customer’s power transmission needs. 
And it almost goes without saying that 
the Morse line is the standard of quality 
in its field. 

Let us give you complete details on 
Morse Power Transmission Products 
and Morse Power Transmission profits. 
Write today. 


gee ere ee OF aR PR a eee at ee So Shy, 


MORSE 


MECHANICAL 


is, 


Proouctrs 


P22 22 2E2ES2H, 
, a <a 











cleaner-cut holes, faster, easier, in soft 
or hardwood giving the operator full 
control at all times. 

According to the manufacturer the 
50-50” can be started and stopped at 
any time, at any depth, without jam- 
ming or binding even when used with 
light-weight 4-in. drills. Brad and 
screw type points are combined in a 
specially pitched single thread point 

On one side, the thread, properly 


pitched, = pulls the bit into the 


wood without binding and stopping 
even the lower powered drills. On the 
other side, the interrupted thread, like 
a brad point, allows the operator to 
release the bit instantly from the wood 
by a slight pull-back on the drill. A 
single shortened spur, instead of the 
conventional two, helps balance the 
cutting action, requires less power and 
4 pressure. 

The new 100ED bits are made of 


high carbon steel, tempered for last- 
ing edges, with hand-filed extension 


hps and spurs for keen cutting. The 
100ED power Bit with the “50-50” 
S$ & Brad-Screw Point is available in open 


stock and in two plastic roll kits—one 
with five different bit sizes, the other 
with eight. 
Stanlev Tools, New Britain, Conn 
Industrial Distribution, July 1952. 





long list of industrial and trade publications. The ads 
are addressed to your customers, and tell them to 
order through you. There’s respect for and need for 
Pyrene wherever you go. So make it a practice to ask Electric Chain Hoist 
for a Pyrene order on every call! 








Pyrene* sells through you industrial distributors, be- 
cause Pyrene knows that only you can serve industry 
properly. And Pyrene backs you up with consistent, 
hard-hitting advertisements in Business Week and a 





*T.M. Rag. U.S. Pat. Off, Push Button 


There’s a PYRENE for every fire hazard Control 


S A push button control model has 
G ne ® \ been added to the line of Comet Elec- 
{Yio ; tric Chain Hoists. The new model is 
gu renecesuaas y now available in capacities from 250 


eee. Ibs. to 2,000 Ibs. and features plug in 
- operation from any single phase light- 


PYRENE MANUFACTURING COMPANY _icssuites: ci vottaze. used to’ more 
581 Belmont Avenue Newark 8, New Jersey than 110 volts pass through the con- 


trol station. Load control speeds up 
Affiliated with C-O-Two Fire Equipment Co. “spotting.” 


Other features include “Herc-Allov” 
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even better 
advertising support 
for Flexonics distributors 


This year, over 4,000,000 advertising messages in leading 

trade papers urge users and prospective users of flexible metal 
hose to see their Flexonics distributors. Each and 

every one of these messages carries the following statement— 
“For further information, see your Flexonics distributor — 
look for his name in your classified telephone directory.” 


This is the kind of advertising support that helps make sales for 
Flexonics distributors, but it is only one of the advantages 

of handling this complete, fast moving, profitable line. 
In addition, Flexonics Corporation is prepared to offer 
engineering and product application assistance 

when necessary and to offer valuable sales promotion aid. 


Outstanding opportunities are open for distributors 
who wish to cash in on large unit sales, steady orders 
and generous margins. Write for full information. 





Among the fastest 
moving items in the 
Flexonics line are inter- 
locked bose (left) and 
corrugated bose (right). 
The complete Flexonics 
line includes all other 
related types of bose as 
well as standard bose 
assemblies. 





CHICAGO METAL HOSE Division 
CO 


2 = Flexonic 
ar tae Ys 1314 S. Third Avenue - Maywood, Illinois 


CMH products that 


d indust ies x M rf s of C juted and C gated Flexible Metal Hose in o Variety of 
= ob ae - . = Metals + Expansion Joints for Piping Systems ~- Stainless Steel and Brass 
" . = Bellows - Flexible Metal Conduit and Armor + A iblies of These Comp nts 


in Coneda: Fi ics Corporation of Canada, Ltd., Brampton, Ontario 
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double duty flexible welded steel load 
chain; upper and lower safety limits; THE BIG One of the most fan- 
Helical (spiral) gears; positive chain an ay 
guide; precision bearings; fully en STRETCH i ten-ceatiiad tee 
im sire 
losed mechanism; and permanent lu underground railroad 
brication a and re-located it so 
tha! it formed a pipe tine for Standard Oil 
This new hoist is a companion mo from the Texas oi! fields to their northern 
t refineries 
del to the pendant rope control 


Comet models The only thing fantastic about the 
Chisholm-Moore Hoist Corp lon 


wanda, N. Y.—Industrial Distribu “MORE POWER 
tion, July 1952 PUL R” 


is the number of jobs that tum up that it 
will handle. You cannot help but appreciate 
the wide adaptability and power pulling pos- 
ee of this compact, sturdy “More Power 
uller.”’ 





This mighty midget is standord equipment on 
each truck of several contractors’ fleets. Why? 
Because its every-day use is becoming more 
and more universal. Which also makes the 
“More Power Puller’ a very useful item for 
the Distributor to stock 


it comes equipped with 20, 30, or 
40 feet of cable. List Price $27.75 
to $33.80 F.0.B. Factory 











Distributor and Dealer 
Openings 


Guillotine le 4 


Clips ¥2-Inch VY) ? ? 
High Carbon Steel U yeth Scott C i 
The Model 200-E Guillotine is NEWARK, OHIO ——— 
designed for rapid production cutting 
of steel rod up to 4-in. The unit is 
recommended for use in wire mills 
where the convenience of push-button 


cutting eliminates operator fatigue 
and increases production. 


According to the maker, complete 
cutting cycle takes only 4 second. 
The unit exerts up to 20 tons thrust 
from a portable high-speed hydraulic | 


pump, 2 hp, 220/440 3-phase motor 
The character of the ogc - 1 25-ft. a rpm — The Torch with the 
iii ceacwrer shows. ic ades are easily removable for sharp- 


: ening. The unit is also adaptable to Rin @telii 
the product. Harrisburg high-speed riveting, punching and g 
manufactures a full line of swedging operations. Model 200-E is 
seamless steel pipe coup- also available with hot cutting exten No 750 
: sion equipment 
ith A.P.I. and A.I.S.1. Manco Mfg. Co., Bradley, Ml 
specifications : and drop- Industrial Distribution, July 1952 
forged steel pipe flanges 
madetoA.S.A. 
standards 








Lock & Lite 


vee 


Electric Screwdrivers 
Light in Weight 
Small in Size 


A brace of electric screwdrivers has CES BOER LURE Ll 
been introduced which will cut pro 
duction and assembly costs up to 65 r more Luck-E-Lite facts 
percent, according to the manufac nd neare tributor 
turer 
Light in weight, small] in size, and 
H | 52-4 designed to be used without fatigue 


TPA) _ it right angles to the work, these new 

y 1 1care in Ponssyivenie’s Capital] Dremel tools were shop-tested for F Mv B J ~ PL a 
—— more than a year. EMBURY 
arrisburg Steel The smaller model SD-1 drives TORCHES & LANTERNS 


corroration Seausvcenatt free-running screws or nuts from No. 


EMBURY MANUFACTURING CO 
WARSAW, NEW. YORK, U.S.A 
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Show Your Customers How To 


Speed and Improve Finishing 


Ain Versatility 


In working all metals, plastics, wood, glass, 
hard rubber, pressed and laminated materials ~. 
and combinations 


Point out to customers how they can achieve time savings up to 50%; BURRING, CLEANING, 
FINISHING, POLISHING, in one operation; a working range far exceeding that of conven- 
tional abrasives; low-cost, “everyday” finishing plus unusual surfacing effects (damaskeening, 
for example). 

Point out how the unique action of the abrasive 

and rubber that work together in Brightboy 

achieves advantages of a simultaneous light- 

grind, smoothing, cleaning and _ polishing. 

WRITE for the Brightboy introductory sample 

card and inviting dealer proposition that shows 

you how to round out your abrasives service 

completely and profitably. Some choice dealer- 

ships are available. 


HOW BRIGHTBOY SAVES PRODUCTION TIME 


Bridges the gap between the rough grind and the buff. Works 
to close tolerances; can be shaped to contour. Produces a 
wide variety of conventional and special finishes and pat- 
terns; frequently the final polish. Rowaives no before-use 
peparation or dressing; no skilled labor to handle it. 


A FEW OF MANY GENERAL USES: Removing light digs, 
tool and heat marks @ Cleaning welded and soldered joints 
@ Finishing dies and molds @ Burring stampings, castings, 
machined parts. 





WHEBLS, STICKS 
RODS, BLOCK 


al operations 





Everybody's talking about Brightboy 
The Abrasive-and-Rubber Revelation for Finishing! 





FOR YOUR CUSTOMERS DOING DEFENSE WORK 
OR MAKING CIVILIAN GOODS 


Help them investigate the wide adaptability of Brightboy. ae, 

Proved in defense-production applications (Ordnance, Instru- EE 

ments, Airplane Parts, Internal Combustion and Jet Engines, BRIGHTBOY INDUSTRIAL DIVISION 
Electrical, Electronic, Transportation and Communication Weldon Roberts Rubber Co. 

Equipment) and in manufacture of an almost limitless variety of 6th Ave. & No. 13th Street Newark 7, N. J. 
civilian goods and appliances. America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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specify genuine DESMOND 
Huntington Dressers 














0 to No. 4; the larger model SD-2 is 
for sizes No. 4 to No. 8. Model SD-1 
weighs 12 oz., is 43-in. long, with 
a driver-bit speed of 1200 to 1400 
rpm. Model SD-2 weighs 18 o02z., is 
64-in. long, and has a driver-bit speed 
of 1400 to 1600 rpm. 

Dremel Moto-Screwdrivers can also 
be used for unscrewing by inserting a 
bit into the top chuck and turning the 
machine over in the hand. Both mo- 
dels are equipped with a slip clutch 
to assure even screw tension and elimi- 
nate stripping 

The electric screwdriver operates on 
110-115 volt AC or DC and is also 
available for 220 volt. 

Dremel Mfg. Co., Racine, Wisc.— 
Industrial Distribution, July 1952. 





and genuine Desmond-Huntington 
cutters and parts 


Surge Control 


For Even Application 

For best grinding wheel dressing results Of Spray Gun Use 
for longest cutter life—for complete satisfac- 

tion—ask for Desmond-Huntington by name. With 


a new control known as 
When you do you'll be certain to get: 


Binks Surge Control, it is claimed 
‘ . , that matenals can be applied evenly 

Cutters milled from high carbon steel, hard- aaah Be9 ‘Binks: at pee rs! 
ened all the way through. Quality steel, accu- handling pump. The control auto- 
rate milling, eighteen long cutter teeth, plus ? S aeaticalin brews off the pump’s supply 
experienced heat treating assures satisfactory of compressed air the instant the 
dressing and cutter life. spray gun is closed. It starts the pump 
Cutter bushings of hardened steel, which 
permit cutters to revolve with minimum fric- 
tion and heat from radial loads. 


Cutter side washers of hardened steel, to act 
as bearings and absorb side thrust wear. 


Cutter pins of special hardened steel, accu- 
rately made and easily replaceable. 


Specify Desmond—the only complete line of 
grinding wheel dressers, for all requirements 
—stocked and distributed by selected Desmond 
Industrial Distributors . . . The Desmond- 
Stephan Mfg. Co., Urbana, Ohio. 





the only complete line of grinding wheel 


DRESSERS & CUTTERS 
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No. 9A MARVEL 
Production Saws 
Capacity 10” x 10” 


No. 64 MARVEL 
Production Saws 
Capacity 6” x 6” 


” Right of these Ty ARVEL 9A Saws. 
have already earned Service Stripes* 


Eight of these high speed MARVEL Pro- 
duction Sawing Machines at the Accuracy 
Steel Cutting Company, Hazel Park, Mich- 
igan, (a suburb of Detroit) operated almost 
continuously thruout the last war—cut up 
thousands of 20 ft. bars into accurate slices, 
pieces and lengths, for war production. 
Now with a battery of fifteen of these 
world’s fastest hack saws, Accuracy Steel 
Cutting Company has immense capacity to 
put behind defense and civilian work. 


MARVEL Production Saws will automati- 
cally cut bar stock to size at terrific speed 

. they will feed, measure and accurately 
cut-off identical pieces from single or nested 
bars automatically, with no more operator 
attention than a battery of automatic screw 
machines. 

Versatile, as well as accurate and fast, 
these saws can be stopped at any point in a 
production run—a miscellaneous cut made 
—and production resumed by simply re- 
engaging the automatic bar push up. 


Write for Catalog 


ARMSTRONG-BLUM MANUFACTURING CO. 


5700 Bloomingdale Avenue 


“The Hack Saw People” 
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operating again the instant the Spray 
gun is opened. 

Among advantages claimed for 
Surge Control are that it makes possi- 
ble the use of a material handling 
pump for the smooth application of 
all types of materials; it eliminates 
high pressure build-up, extending life 
of pumping mechanism and material 
hose; and overcomes problem of large 
air pressure drop since less pressure is 
needed to operate the control. 

Binks Mfg. Co., Chicago, Il—In- 
dustrial Distribution, July 1952 


For example — 
UMH 


Squvare-Locked Low Pressure Hose Seomless Bronze Hose . . . en- 


engineered for efficiency in 
low pressure exhaust or intoke 
installations. 


gineered for efficiency in trons- 
mitting solvents, oil, refrigerants 
. under pressure, motion and 


vibration. 
UMH 


Plus... 
many additional types of metal 


hose for every type of instal- 
lation. 


Interlocked High Pressure Hose 
engineered for efficiency in 
conveying steam, water, tor, etc. 


Send us an outline of your require- 
ments for experienced engineered 
recommendations. Ask for Catalog 
U-101, too today! 


Truing Attachment 


One Movement Forms 
Accurate Radii 


UNIVERSAL METAL HOSE CO. 


£91Z Sevth Kedzie Ave. + Chicago 23, Ill. 


This attachment is designed to 
form, with one continuous movement 
of the diamond, accurate radii on 
grinding wheels with accurate tangents 
at either or both sides of the radii. 

Convex radii up to +-in. with 
tangents to @-in. in length at any 
angle from 90 degrees above horizon- 
tal to 20 degrees below can be formed. 
Concave radii from 5/32-in. to 1-in. 
having tangents up to #-in. long at 
any angle, from 90 degrees below 
horizontal to 20 degrees above can 
also be formed. 

The attachment is firmly clamped 
to the machine table by a single T- 

FLEXIBLE COUPLED _ appear Ma —— 

y two reversible tongues for T-slots 

Greater nag is made pos- 4 or 9 16-in. wide. . — 

yet CMe DUAL onenh Cenen ome Brown & Sharpe Mfg. Co., Provi- 

sible when . ‘ P dence, R. 1.—Industrial Distribution, 
assembled in a flexible coupled manner. 


July 1952. 

CLOSE COUPLED 
ASSEMBLY 
Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 








THREE BASIC 
ASSEMBLIES PROVIDE 
VERSATILITY 





PUMP ONLY 
ASSEMBLY 


The “Pump Only” assembly is an 
adaptation designed to readily use 
ex sting power or operating facilities 


Cup Grinding Wheel 


Retains Cutting Edge 
Throughout Service Life 


CMC innovations, such as improved open thrash type impellers, double 

shaft seals, and the exclusive double jet method of priming guaran- 

tee faster priming and greater capacities. Models range in size from 144” to 10”°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


onsrrucrion JAA aciincen ( 0's. 
WATERLOO WOWA, USA 
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Development of a new type of 
| cup grinding wheel which retains its 
| sharp cutting edge throughout its serv- 

ice life according to the manufac- 
| turer, has been developed. 
| The wheel has a hard shell of tough 
resin-bonded abrasive built around a 
core of rapid-cutting resin-abrasive 














Harper Fastenings of non-ferrous 
metals and all stainless steels offer 
your customers these advantages: 


All requirements from one source HAR PEP 
One order to write | a 
One account to keep 
One bill to pay 


. | ° 
H. M. Harper is the world’s larg- Everlasting Fastening $ Is >] 


est exclusive producer of bolts, ae 
screws, nuts, rivets, studs, washers, G s hr 4 Y/ 
and cotter pins of brass, naval bronze, dolve Your Offos/on [ou eS 
silicon bronze, Monel, nickel, alu- | 

minum and all stainless steels. Over aE age == 

7,000 different standard items. Be ons 


- 


Back of this company are 29 years 
of experience in meeting and solving 
tough problems of corrosion and 
abrasion, heat and stress. 


THE H. M. HARPER COMPANY 
8219 Lehigh Ave., Morton Grove, IIL 


10-32 x 1° Round Head, 18-8 Stainless 
Steel Machine Screw. One of 7,000 fas- 
tening items carried in stock, 


HARPER 
EVERLASTING FASTENINGS 


Specialists in All Non-Corrosive Metals 


a 
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helps you make more money 


on small-quantity sales of electrodes 


Gives you the advantages of 
up-to-date self service! 
Makes an attractive display! 
Provides visible inventory! 
Gives you better margins! 
Saves customer's time! 

Stops many losses! 

Helps sell welders! 


Yours = with this 
special deal on new, fast-moving 


P:H Maintenance Pack! 


A group of selected electrodes for maintenance welding 


Dealerships Open! 
Packaged-Electrode Deal No. 3 
for dealers who act now: 
Approximately 325 ibs. of 


electrodes in smoll, con 
venient pockoges 


Sturdy plywood display stand. 


You retail for $167.50 


You Make $41.88 Profit! 


$125.62 


ast year, $50,000.00 worth of P&H 

packaged electrodes were sold in one 
territory alone, With the new P&H Main- 
tenance Pack, yowr potential may be as 
great — or even greater! Here’s why: 

First of all, you offer your customers 
one handy package that contains an as- 
sortment of five different kinds of clear- 
ly identified rods for repair and main- 
tenance welding: 


WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 WEST NATIONAL AVENUE 
MILWAUKEE 14, WISCONSIN 


POWER SHOVELS @ CRAWLER AND TRUCK 
CRANES @ OVERHEAD CRANES @ HOISTS @ ARC 
WELDERS AND ELECTRODES @ SOIL STABILIZERS 
@ DIESEL ENGINES @ PRE-FABRICATED HOMES 
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- AC-3, 1/8”, 5/32", 3/16” —Fer all position 
of mild steels and sheet metal. 
AC or OC. 


. AC-1 5/32” — For mild steels, AC or DC. 
. 7O tA2, 5/32” — For high-carbon, alloy, 
, tree-machining, cold-rolled, and 
hard-to-weld steels. ideal for steel 

casting repairs. AC or DC 

. Herstein, 1/8° — For spring steels and 

stainiess steels of all kinds. AC or DC. 

. Nicast, 1/8” — For machinable welds on 

cast Nicast welds ore strong and 
non-porous. 

With the P&H Maintenance Pack, your 
customer no longer has to buy seldom-used 
rods in quantities larger than he needs. In- 
stead, he can keep some of each type on hand 
economically — and Ee replacement packages 
from you as he needs them. 

These, P&H packaged electrodes are easy to 
carry in your delivery trucks for on-the-spot 
sales. And displayed on your floor in the 
PaH ~''Silenc Salesmsn,”’ they your 
over-the-counter business. 

Cash in on -this new, golden opportunity 
to do a bigger volume on small-quantity sales 
of el Order P&H Maintenance Pack 
Deal.No. 3 from your nearby P&H welding 
disttibutor — and set for real turnover. 

. w who your P&H. distributor 
. for his name. s 


eTEAR OUT COUPON’ AND MAIL TODAY, 


a 

HARNISCHPEGER CORPORATION ... 
5 4683 W. National Ave., Milweukdd) ¥ wip 
8 The new P&H Maintenance Pack sounds. like § 
Ga money-maker! tne game of my nearby § 
8 P&H welding distribiror. | 
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construction. This shell, which is 
three-sixteenths of an inch thick, re- 
sists “mushrooming” or rounding of 
the wheel's cutting edge. Wear occurs 
evenly across the entire face of the 
wheel. 

It is recommended for grinding ac 
curately hard-to-reach corners and 
complicated shapes. Accurate corner 
grinding is possible throughout the 
service life of the wheel, it is claimed, 
because of its even wear. 

Preparation for welding, foundry 
operations, finishing welds and ma- 
chine shop work are some of the ap 
plications for the new wheel. 

Its overall diameter is tapered from 
six inches to four and three-quarters 
inches. Its thickness is 2 inches and 
it is available for three standard types 
of arbors. It is marketed under the 
trade name U.S. Royalite Hard-Shell 
Cup Wheel. 

Mechanical Goods Division, United 
States Rubber Co., New York City— 
Industrial Distribution, July 1952. 


Ladders 
Constructed 
Of Aluminum 


The line of Endura Aluminum 
Ladders is said to have special 
strength and long life due to special 
construction, although extremely light 
in weight. By centering the rungs in 
the side rails, and taking up the play 
and side sway between extensions 
with blocks, it is said, unequal strain 
on the rails has been climinated and 
metal fatigue reduced. No welding 
of any type has been used, all parts 
being fastened by rivets and the rungs 
swedged into the side rails. 

The ladders are made from 61 ST-6 
aluminum extruded U channels for 
side rails which has a tensile strength 
of 5,000 Ibs. per sq. in. A 24-in. 
channel is used for 20 to 32-ft. exten- 
sion and 3-in. channel used for 36 to 
48-in. The ladders are guaranteed not 
to rust, corrode or crack. Weight per 
4adder-foot is 14 Ibs. for 24-in. chan- 
nel and 14-lbs. for 3-in. channel. 

Weinstein Ladder Co., Union, 
N. J.—Industrial Distribution, July 
1952. 








Open Your Door 
to Extra Profits 


with PYREX BRAND GAUGE GLASSES 


Make sure your door is open to the growing 
demand for Pyrex Brand Gauge Glasses, Sight 
Glasses, Lubricator and Oil Cup Glasses and 
similar Industrial Supply Glassware. 

Twenty-four hour full-speed production and 
plant expansion in manufacturing . . . refining 
... Shipbuilding .. . power generation ... mean 
increased loads on existing plant and boiler 
equipment. Maintenance protection is at a 
premium. 

CorNING, Pyrex and MAcBeTH Brand Gauge 
Glasses are in greatest demand because they are 
superior to any other type, domestic or foreign. 


oe if 
} 


Highly resistant to boiler water and steam, 
they permit maximum visibility over long 
periods of time. 

Nationally advertised in every major market, 
Corning products are well known to all your 
customers for their quality ... they have ready 
acceptance. 

THIS MARKET IS WAITING FOR YOU... 
to open your door. The demand is steady .. . 
profits will interest you . . . customer satisfac- 
tion guaranteed. 

ACT NOW ... If you are not handling Cor- 
ning products write Corning today for the facts. 


CORNING GLASS WORKS « Corning, N. Y. 


v 
CORNING INDUSTRIAL GLASSWARE IS STOCKED AND SOLD BY LEADING WAREHOUSING DISTRIBUTORS re ; 


ace : 3 
Visit the Corning Glass Center §& \4 
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Inside, Outside, Flat 
And Regular Reading 


| This addition to the Lufkin line of 

Red End rules, the X-46F, can be 

| used for easy and accurate inside, out- 

side, regular, and flat reading measure- 
ments. 

Numbering begins at the extension 


at | 
* end of the rule, both sides, for flat 
reading or for regular measurements. 
: C | The result of this design feature is 


“ | that in flat measuring the measure- 
‘e e 9 | ment lies close to the work—even 
1s an ier use | when the rule is a open. The 
a brass extension slide allows inside 

: measurements up to 78 inches. A stop 
he one on the right—of course! Why? Because it follows the | ang the bases slits Sem coming 
attern people are used to in consulting calendars. The rule is constructed of extra- 
heavy sections of hardwood. Boxwood 


here is no need to tell you that buyers likewise expect certain | finish is further protected by a tough 
~_ | clear plastic coat. The large figures 
tterns when they consult a catalog. They do not want to get | 4 


: . > are easy to read against the light back- 
st in a puzzle. Anything that even throws them off momentarily | ground. Brass strike plates prevent 
sure to be resented. The large volume of our catalog production | ¢@! and the brass end caps are flush 

apa ~y! . J . : inlaid and riveted. Riveted spring 

Has given our staff a keen sense of right patterns in ordering joints are the patented Lufkin double- 

ifformation in a book. locking type and are specially set into 

| the rule to maintain accuracy. Both 

Why not let Donnelley’s help you plan that next catalog to be | phd = ~ pel wc’ — 

“Gn the groove” all the way? A word from you will bring you a | secutive inches to 16ths. Folded 

tfained representative to talk things over. No obligation, of course. — ph mages hy On: dation 

1¢ urKIE 1 *y , 
Just drop us a line. Mich._—Industrial Distribution, July 
1952. 


| 
R. R. Donnelley & Sons Company | 
CATALOG COMPILING DEPARTMENT | T h 
350 EAST TWENTY-SECOND STREET, CHICAGO 16 ore 


Printers + Binders + Engravers + Lithographers Lightweight For 
vy Duty 


This Bazooka tourch is claimed to 
be a rugged but lightweight extra 
heavy duty burner with special design 
features. ‘The self-cooled adjustable 
pistol grip handle may be moved close 
to the burner for better control or back 
from the reflected heat of the work. 
It is recommended for reaching heavy 
duty jobs in hard to get at locations 
where a heavy concentration of heat is 
desired. Weighing only 24 Ibs., com- 
plete with hose assembly, the unit 
products a flame range from a soft, 


Bacnn 5 


Om ml 
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QUAKER Production- aneadl ” BELTING 





QUAKER CONVEYOR BELTING 


UNATTENDED 

SAFETY-GRIP HAULS 15 TONS OF CANDY UPHILL “WITHOUT A HITCH” 
Carrying 15,000 slippery beve- ---t'™ as an . 

day .. . for more than 9 yec 


one! That's the hard-to-mat FACTS SELL CUSTOMERS 


ih veka 
eatin scnaond 50 SELL QUAKER for you! 


No slipping, noskidding,no Factval, hard-hitting advertisements like this in every leading trade pub- 
in the picture standing gum lication reach more than 20 million prospects and sell for you in ‘52 — 
to the QUAKER belt in the sc when you sell the Quaker line. 
of tiny rubber fingers. T Profit building sales promotion, sales winning merchandising aids, help- 
superintend germ 7*@ ful sales training programs are all part of the Quaker Plan for increasing 
lent, “... inter your sales. Get in touch with your nearest Quaker branch today. Get the 
moves without a hitch!” facts on this complete line of the finest industrial belting, hose, packings 
and moulded products. The Quaker Line is “Production-eered” to build 
satisfied customers . . - profit-proved by thousands of Quaker distributors 
from coast to coast. 


QUAKER RUBBER CORPORATION 


Div 
a OF H. K. PORTER COMPANY, INC. 
HIA 24, PA.» BRANCHES IN PRINCIPAL CITIES 











JACKMANCO 
WHEELBARROWS 


are sold than 
any other make... 


This is an enviable position to be in, and 
JACKMANCO Distributors are well aware of 
their many sales advantages. JACKMANCO 
products are recognized the world over to be 
of superior quality. 

The Jackson line consisting of Barrows, Con- 
crete Carts, Mortar Pans, Mixing Boxes, Drag 
Scrapers, etc. has demonstrated its profit 
earning capacity for distributors and has 
long been recognized as the line from which 
you get the most repeat business. 


Are you Profiting 
from this Popularity ? 


JACKSON 





MANUFACTURING COMPANY 
HARRISBURG, PENNA. 
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lapping flame of 5 in. long and 1 in. 
diameter, to a large hard blast flame 
of 20 in. long and 5 in. diameter. 

It is designed especially for the in- 
dustrial field and is operated from 
standard liquid — gas (Bu- 
tane-Propane) cylinders at tank pres- 
sure with no gas regulator required. 
Recommended applications include 
preheating and annealing operations, 
rebabbitting bearings, large electrical 
cable soldering, solder wiping, and 
large diameter copper sweat fitting in- 

illations. 

The No. 336P Torchmaster Ba- 
zooka is equipped with a 12 ft. hose 
assembly. 

Industrial Engineered Products Co., 
Los Angeles, Calif—Industrial Distri- 
bution, July 1952. 


Industrial Trailer 


Features New 
Couplers 


An industrial trailer featuring  re- 
designed couplers, high speed casters 
and a reduced price has been intro- 
duced. The new design, plus im- 
proved production-line manufacturing 
methods have made the new model 
considerably lower in price. 

The new Model 895 trailer, accord- 
ing to the company, is built on a 
welded frame of proven design, and 
has redesigned “long-link” couplers 
for better maneuyerability and in- 
creased convenience on. overhanging 
loads. Decks and superstructures are 
custom-made to meet purchaser’s 
requirements. 

The trailer is available with two 
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CAPIIUL packaged my / ae 
fittings mean | 





EXTRA PROFIT 








for you-7 WAYS \iteeereserce 
A 


‘ Lm oe EN . 


— w- wal WS ct Psa Ue 


1. Make inventory easier — cut losses 
2. Provide accurate count -|e-—|e-— 
3. Eliminate damage ll 
4. Increase unit sales 
5. Save stacking space 
6. Easier to handle — less work 
7. Cost you nothing extra 








Write for information and prices on CAPITOL’S 
complete line of packaged fittings 


— Pit 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 


se a 


styles of casters. One type is recom- 

mended for heavy service under 

normal conditions and the other for 

— ; extra-heavy high speed service. Hi- 
L t ] strength iron, cast steel, molded-on 
4 “ rubber or phenolic resin wheels with 
either Hyatt-type or tapered roller 


Reamers bearings are optional. 


Lansing Co., Lansing, Mich.—In- 
have a 


dustrial Distribution, July 1952. 


Wider Range 


a P 
Standard 


a ed 
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Anti-Rust Paint 
Applied 
Over Rust 


A new aluminum anti-rust paint 
which can be applied right over rust 
without wire brushing or scraping is 
announced. 

Known as Apex Aluminum Anti- 
Rust Paint, the new product can be 
used outdoors or indoors, on any kind 
ot metal. When used on clean new 
metal, it is said to protect and pre- 
serve against future rust attacks. 
When applied over rusted surfaces it 
is reputed to penetrate and seal the 
surface and stop further rust action. 

The company states that Apex Alu- 
minum Anti-Rust Paint assures a bril- 
liant, attractive, lasting finish and pro- 
vides complete one-coat coverage even 
over black surfaces. It is said to re- 
sist temperature changes, moisture, 
industrial chemicals and gases. 

| Paramount Industrial Products Co., 
Cleveland, Ohio—Industrial Distri- 
| bution, July 1952. 


Roller Chain 


Incorporates Impregnated 
Sintered Metal Bushings 


LAVALLEE & IDE. INC. A special roller chain incorporating 
; oil-impregnated sintered metal bush 
CHICOPEE, MASS ings has been introduced, requiring 

little or no lubrication. 


= - ee : 
q sii IMYLTT r opcciuilsts 
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It Pays You to Sell Veelos to 
Your Customers because Veelos 


Pays for Itsel 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
Made in all widths in three types: regular, oil-proof and static conducting. Also 


double V in A and B. Packaged on reels in 100-foot lengths. Sales engineers 
in principal cities. Veelos is known as VEELINK outside the United States. 
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In Inventory... 


Veelos pays for itself by reducing re- 
quired v-belt stocks. Just 4 reels of Veelos 
cover every v-belt need (up to 316 sizes) 
in the O, A, B and C widths. Stock only 
one reel for each width of belt you use— 
and any length is readily available. 


In Maintenance ... 


Veelos pays for itself because it can be 
installed quickly and easily without dis- 
mantling outboard bearings or moving 
motor. Individual belts can be adjusted 
by simply removing or adding links. 


In Operating Efficiency... 


Veelos pays for itself because uniform 
tension can be maintained on all belts to 
provide vibrationless, full power delivery. 
Simple adjustment of each belt means that 
matched sets stay matched. 


Stress these important Veelos ad- 
vantages in your daily selling. They 
make Veelos a source of satisfac- 
tion for your customers and steady, 
profitable business for you. 


MANHEIM MANUFACTURING & BELTING COMPANY 
Manheim, Pennsylvania 


& 
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Tons of “K” Fittings 
for hospital building 


Many of the fittings have already been installed. 
Many more are stored in other bins. The photo- 
graph shows only a few of the tons of “K”’ cast- 
iron fittings delivered by a distributor to the 
plumbing contractor for a hospital building 
under construction. 


If you examine a “K”’ fitting, you'll see that it’s 
an excellent piece of work. The walls are smooth 
inside and out. The threads are sharp and clean; 
the entrances chamfered. The angularity of each 
fitting is correct. In the case of a “K” flanged 
fitting, the faces are accurately milled; the bolt 
holes exactly spaced. 


“K” fittings are structurally uniform, close- 
grained, and free of defects. In tensile strength 
they far exceed the standard requirement. 


In all our promotions, we urge contractors and 
industrial buyers to order fittings from distribu- 
tors who handle the “K” line. 


CAST-IRON FITTINGS 





3000 SHAPES AND SIZES 


THE KUHNS BROTHERS COMPANY 
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Accofding to the maker, the chain 
was designed to satisfy the need for 


| a chain drive which would operate 


efficiently where conventional lubrica- 


| tion methods are either impossible 


or non-desirable. 

Exhaustive laboratory tests and field 
installations of the new sintered bush 
ing chain indicates a marked increase 
in service life on applications where 
normal lubrication is not available, 
according to the manufacturer. 

— of the new chain will 
be subject to engineering approval by 
the Whitney Chain Co. At the 
present, production is limited to 
several sizes. 

Whitney Chain Co., Hartford, 


Conn.—Industrial Distribution, July 
1952. 











| Double Ball 


Hand Truck 
Light-Weight, 
Maneuverable 


This new line of hand trucks was 
developed to give the user the lightest 
sone: unit with which to move a 
given load. The “Bantamweight” 
trucks are ruggedly built to carry 
loads ranging from 750 to 1500 Ib. 
depending on the size and type of 
wheel they are fitted with. 

The platforms are made of tongued- 
and-grooved seasoned oak reinforced 


| with cross battens and are standard 


in four sizes, 24 by 42, 27 by 48, 
27 by 54, and 30 by 60. 

The running gear is made up of 
steel rigid casters and Lockweld 
Race Swivel Casters. 
Trucks are available with either one 


| or two offset pipe racks and may be 


obtained with either vulcanized rub- 
ber tired, solid rubber or semi-steel 
wheels. 

The Fairbanks Co., New York, 


| N. Y.—Industrial Distribution, July 


1952. 








Doors open like magic when you show 
these two AMF products, Wahlstrom and 
Float-Lock. They mean big savings in time, 


tools and money —savings you can quickly 


demonstrate to your customers. 


They mean big profits to you because each 
demonstration results in many sales and 


helps establish confidence in your entire line. 
e® @ ® 


@&) Wahistrom Chucks and 7) Float-Lock 
Vises are backed by a sound sales policy, effec- 
tive sales aids and consistent advertising in 
MODERN MACHINE SHOP 
MACHINE and TOOL BLUE BOOK 
AMERICAN MACHINIST 
METAL-WORKING 


For further information write: 
Wahlstrom/Float-Lock Sales Department 


AMERICAN MACHINE & FOUNDRY COMPANY 
511 Fifth Avenue, New York 17, N. Y. 


Y VISES 
AT-LOCK SAFETY VISE® 
AF FOr sess of your dil ; 

ur . 
fast, pang accurate work. 


- Lock 
FOR YOUR ORILL PRESS, ene a 

full-floating vie for al hee 
a s and production. Locks © 4 
room: 

ble 

anywhere on tal - 
ost vy Jiminates time- 
maximum flexibility. nt 
wasting clamps. straps, 


Float-Lock 
FOR YOUR BAND SAM oie and 


salely and eerraterials. Cutting to clo? 


cutting. Ideal for automatic chain-feed 


distribater and writs 
- ae em oat L0ch toe 
'b Founsry Company * 


INDUSTRIAL DISTRIBUTION © JULY, 1952 


seal tor contering ang end Ori 


ng, 











A Supply Salesman 
Looks Over 
A Distillery 


(Starts on page 96) 





In cooking, grain meal and water 
are mixed continuously in a small 
tank and then pumped through a “U”’- 

# a Wa shaped cooking tube. Live steam is 
injected into the tube along with the 
grain slurry, through a mixing valve 
at the head of the tube. The heated 

mash discharges from the tube into 
. an expansion chamber for flash 
HERE'S HOW: (vacuum) cooking. Malt is added to 
Sell your customers the VICTOR line the partially cooled mash to change 
of hand and power hacksaw blades and fiexible- the starch into sugar. This is then 
back band saws — the line that, over the years, pumped through coolers and into the 
has outsold them all. fermenter. case 

In the fermenters, yeast is mixed 

In addition, they'll appreciate copies of the with the mash to produce beverage 

timely, authoritative VICTOR Metal-cutting spirits. After about 60 to 72 hours, 

Booklet, full of helpful guidance on the selection, the mash is pumped to a holding tank 

use and care of metal-cutting equipment. and is ready for distillation. 

Be sure you have a supply on hand — we’re s . 

making sure, with consistent advertising, Continuous Basis 

that your customers know about them. Distillation is also carried out on a 

continuous basis. The fermented 
mash is pumped to multi-column dis- 
tillation units. The first stills separate 
the spirits and congeners (flavoring 
ingredients) from the fermented mash 
and the other stills, operating in se- 
ries, refine and concentrate the dis- 
tillates to whiskey and grain neutral 
spirits. 

The whiskey is put into new charred 
white oak barrels for maturation (up 
to eight years). From here on, it is 
a question of efficient handling of 
bulk (barrels, cases and bottles) and 
mechanical conveyors again play a 
dominant part. 

Pumps and tubing come into play 
when the aged whiskey is blended with 
neutral spirits. After blending, it is 
a job for belt and coller conveyor as- 
sembly lines right to the truck or rail- 
road car. Empty bottles on the con- 
veyor line are cleaned, filled, capped, 
labeled, federal strip and state tax 
stamps are applied, and bottles are 
packed in cases—all in about five 
minutes! By a synchronization of 
machine and manual operations, each 
bottling line produces 120 packages a 

| minute. 

Cases are automatically sealed, num- 
bered serially and carried by conveyor 
| to the shipping department for dis- 
tribution via truck and rail. From 
start to finish this is a job for bucket 
elevators, hoists, belt and roller con- 
veyors, belt and chain drives, speed 
reducers, lift trucks, pumps, valves, 
fittings, tubing, temperature controls, 
power plant supplies and machine 
shop tools and supplies. 


SAW WORKS. INC - MIDOLETOWN, NY. USA 
Maker: of Hand and Power Hack Saw Blades, Prames and Metal Cutting Bend Sew Blades 


| 
| 
} 
} 
| 
| 
@ 10808 
' 
| 
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Stondond, symbols for precision 


A “mike” and an Allen Key keep steady company wherever 
precision measurements and precision adjustments go hand in hand 
. .. and where positive locking and vibration-free performance 

are important to maintaining precision. 


Look for the First Name in precision screws at the Industrial 
Distributor who stands first in his field in 

your locality. He has the stock, the experience, and a 

wealth of specific information on applications for 

precision fastenings that you will 

find invaluable. 





MANUFACTURING COMPANY 
Hertford 2, Connecticut, U. $. A 


ITT EE) % % % . eeeeeeeessseces Bes seeeereees 
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CAPITAL 


INDUSTRIAL 








DEMAND IS 
IN 


RIGHT 
NOW! 


_ 





ALL TERRITORIES 


they purchase CAPITAL Industrial Brushes and 
Brooms—they know they can select the proper 
tool for a job from this complete line. Be ready 
with a good stock to meet the demand. We urge 
users to buy thru their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
| CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


HIGH 


Plant men, when buying mainte- 
nance equipment, are always inter- 
ested in getting quality with econ- 
omy but more than ever now when 
industrial production is at such a 
high peak. Men of experience know 
they can be sure of excellence in 
performance and long wear when 








KEY-TITE for sealing 
pipe joints carrying 
water, gas, low-pres 


sure steam 


KEY GRAPHITE 


for sealing lines carry- 
ing oils and high-pres 


~ sure steam 


TWO KEY 


a 


ready to work 
for YOU! 


Sell these fast sellers . . . proven 
repeaters. Put them to work for 
you! Over 36 years of leader- 
ship in the field make Key Pipe 
Joint Sealers theaccepted stand- 
ard of quality in their field. 

past National advertising, dealer 

helps and a constant sampling 
program build universal demand 
for Key Products... will help 
make many new sales for you! 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 


INDUSTRIAL DISTRIBUTION © JULY, 1952 


The residue of the mash after dis 
tillation is a by-product used as feed 
for livestock and poultry. It has to 
be screened and pressed to separate 
liquid from solid. The liquid is con- 
centrated to a thick syrup, then 
added to the scréened particles, dried 
in a rotary dryer and shipped in bulk 
or bags, more work for power drives, 
heating plants and conductors. 

The continuous process relies tre- 
mendously on all operations running 
smoothly and on schedule. An inter 
ruption in the flow line of material 
from one process to another due to a 
breakdown galvanizes supervisory and 
maintenance personnel anto fast ac- 
tion. Coordination must be faultless 
to prevent overloading or exhausting 
different units and the repair crew 
must have the tools and supplies to 
make repairs quickly. 

Last, but not least, is sanitation 
which is strictly and efficiently en- 
forced and requires the latest equip- 
ment and supplies to maintain. is 
is the way a vistillery appears to In- 
dustrial Supply Salesman Weiss. 





| Setting Standards 


To Improve 
Sales Performance 


(Starts on page 104) 





Questions had been raised as to 


| whether or not salesmen could be 


time-studied. Here again, it was 
brought out that what you know you 
do not fear. Prior to the actual study, 


| the purpose and method of the time 
| study were fully and carefully ex- 


plained to the salesmen. All questions 


| were honestly answered. 


The salesmen were advised that in 
no way was this a study of individuals. 


| They were promised that when the re- 
| sults were tabulated, it would be im- 


possible to identify any one individual. 


| No exceptions were ever made to this 
promise. 


The question had been raised as 
to what effect this study would have 
on customer relations. The salesmen 
— settled this by pointing out 
that our customers were accustomed 


| to double-teaming of salesmen and 
| that this was a problem they could 
| easily handle. They asked that the 


method of introducing the Time 
Study Observer be left up to them. 
They knew their customers and would 
handle the explanation in a manner 
best suited to the individual custom- 


| ers. 


(Continued on page 218) 





POWERFUL ADS 


TO HELP YOU sett ARO TOOLS :: 


Hard-hitting ads like these 
«++ month after month in lead- 
ing industrial trade journals... 
help build sales of ARO Air 
Tools for distributors! Tie-in... 
cash in on fast-growing demand for 
ARO. Your territory may be open. 
Write for franchise details. The 
_Ata_ Equipment Corp., Bryan, 
., Ohio, ‘Aro Equipment of Canada, 
Ltd.; Toronto.’ 


TION ARY «re*¥ driver and 
a NA 


Try this REVO igs AMAZING 
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apace. aghie 
for B-RIGHT-ON “7 us - 


orn 


SOCKET SCREW <> 









2, re 


;.. with alll traffic flowing to his customers. To back 

up he must have his supplier giving the same 

pt service and assistance to him that his customers 
expect from him. 

gives this service to its dealers, the kind of 

that simplifies your sales job. A compact, 


manufacture and sale of top quality socket 
_ s¢rew products, Brighton is behind you all the way. 


ee Get the service 
you like to give... 


| LS: with B-RIGHT-ON! 
ee | @ Socket Set Screws 
} x, ff 


@ Socket Head Cap Screws 


J 


@ Socket Pipe Plugs 


— > @ Socket Head Stripper Bolts 
Ss \ = @ Socket Screw Specials 


@ Socket Screw Key Kits 


Write for Details . . . on the 
B-Right-On line of premium 
Socket screw products. 


lés 


new 


Curtis 


MODEL 98 AIR COMPRESSOR 
Two Stage Air Cooled 15 and 20 Horse Power 


to give you even greater dependability 


Features that make the number 98 compressor truly outstanding: 
1. Two-Cylinder Compressor — less effective cooling between stages 
friction and less oil consumption Valves readily removable os 

2. Vibration Free — smooth assembled units 


operation Precison Built — assures long life 
Self Oiling by positive Centro-ring and minimum maintenance 


method Experience backed by 98 yeors 
Timken Main Bearings — provide of “Know-How” 


easy external adjustment Also furnished in both base 
Four section Finned Intercooler — and tank mounted units 








CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Monvfocturi 


gC ory 
1911 Kienlen Ave., St. Louis 20, Mo. 
| am interested in items checked below: 





neal Pee EEE Other Curtis Compremors available ta sizes from Y% to 50 horsepower inclusive. 
CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 


1911 Kienlen Avenue St. Levis 20, Missouri 
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The salesmen were told that if the 
presence of the Time Study Observer 
would prove embarrassing on any par- 
ticular call, the call would not be 
studied. However, they were asked to 
Steel-Grip keep such calls to a minimum, It is 

of interest that during the study such 


| \ 1) lJ STR IAL SELLING requests averaged less than two per 


thousand calls. 


Safety Apparel $ The. salesmen, for the most part 
A F E T Y M E A a $ appeared to welcome this study. ‘They 
had no fear of what we would’ find 
out about their time spent on the job. 
_ Most salesmen work harder and spend 
| more time on their work than do other 
| types of workers. They believed the 
| results of the study would make them 
ANAGEMENT directs its attention better salesmen. They felt that they 
| had not been given sufficient training 
in selling itself, and that the study | 
| would help them in this respect. Alsoy¥ 
| they believed that certain selling, 
| methods enforced by supervision were 





more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection unprofitable to the company. And the 
on ee hazard and make excellent : cere et en nee knew it would— 
money in Going it. 3 + F ‘ a ey were right. 

Each Industrial article is correct in every Pert bd Ger’ The Time Study Observers were 
dealt for ins particular job. Each was de- reieean te — —_ for the aa ee 
signed and sty y experts who knew bes Pek rit iad to have the appropriate rsona 
how to combine durability, comfort, can 4 z qualities that nt. a8 the con- 
full protection. ¥ fidence of our salesmen and custom- 

Here is a source of supply that you can rs ers. 
depend upon—here are sellers that are pur- INDUSTI Our Sales Training Division worked 
ao in all ang agin is a line that will — out a “om gen hy 4 
make customers for you and establish con- _s selected Observers make the study. 
tinuous sales pret ae F The course was a condensation of the 
course given new salesmen. It gave 
the men a knowledge of our products, 

service, and general sales licies. 
ao » MITTENS This advance B cron A ialead them 
GUARDS in their observations and contacts with 


ARM PROTECTORS customers. 
LEGGINGS * SPATS * SHINGUARD: 
APRONS * COATS * PANTS | Facts Brought Out By Study 








Safeguards furnished in your After completion of the field study, 
required materials the data were accumulated to give 
many different pictures. One of the 
most interesting pictures given to 
| management was the one showing 
pay Ore ROT te how the salesmen spent their time. 
STEEL-GRIP OPEN END FINGER GUARDS , This was presented as an average day. 
p ee: Seve domonswane how fg 4 It was obtained by adding all the 
industry. i tekeekt coe a jhe ‘ times of the same elements and divid- 
jag Aged gli f : ing the total by the total days of the 
ase & Paeken Seay, Made in gf , ee time study. The sum of the average 
Si eapsasialy. ah tor Remind ; | element times represented the average 
tag ie various types. SIZES FOR MEN day of a salesman. 
{U8 Potente No. 2.961.908, . Table I shows the Average Day and 
. Call of a salesman calling on commer- 
| cial accounts. 
We are showing broad break-downs 
| covering many individual elements. 
Brief descriptions follow. 
Selling: Salesman selling a specific 
product or service. 
INDUSTRIAL GLOVES COMPANY Related Sales Activities: Activities 
A Corporation required by company policy and 
certain necessary activities not 
1641 Garfield Street, Danville, Iilinois related to direct selling effort 
(In Canada: Safety Supply Co., Toronto) Waiting for Customer: When cus- 
tomer is not available for talk 
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DISTRIBUTORS! [a 


Reproduced below i 
is the announcement of 
which we beli of ALEXANDER’S new MON 
fa ae ieve =o the finest general-use belting on the m pes it x S 
uncement will reach many of your customers and plage : 
prospects ...so we 


urge you to be prepared to supply them. Make sure your stock 3 Mpo 
- ; ‘ .- s are adequate. & Ti 
a BROTHERS ; B a 
elting Company ; elt 
406 North 3rd Street, Philadelphia 23, Pa. z Ng 


+ fol 
na gles and profits! aia News) 






ALEXANL 
New and Improved 





These important new characteristics result in a belt 

' chat will deliver full rated horsepower with mach lest 

| tension. This means fewer take-ups with resulting lower main: 
tenance costs . - . longer belt life and consequently lower belt 


: cost. Even more important, it means more efficient powet 


transmission and greater machine output. 
MONOBELT is the result 


of several years intensive development and testing to perfect 


This new and greatly impro 


a leather with maximum coefficient of friction. Exhaustive 
tests have proved the new MONOBELT'S coefficient of fric- 
tion to be as much as 4'/2 times that of oak-tanned belting 
and more than fw ice that of our old MONOBELT! 

Field tests on many difficult drives have fully confirmed 
the laboratory tests and prove the new MONOBELT as the 
finest belt for general usage of 
the market today. 


Prove It Yourself ! 


You con feel MONOBELTS greeter 
oripping power by finger preswre 
ageinst any smooth surface. Compare oy 
with ony other belting. 1 your Distriby- 
tor cannot weply yor with somples, 
write to vs. 








| vo) ALEXANDER BROTHERS Belting Company 
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Wherever you have to clamp a hose 
connection tight...or wherever you 
want to lock two objects of any shape 
together in an unshakeable bond . . . 
your best bet is AERO-SEAL, 





Threads of steel worm engage deep into 
slots in stainless steel band—hold tight | 
ALL AERO-SEALS under extreme vibration in automotive, | 
HAVE aircraft and industrial applications. 
STAINLESS STEEL BANDS CAN'T SHAKE LOOSE. 


ing, and the salesman is idly 
waiting. 
Non-Direct Selling Talk: Conver- 
sation not directly related to 

| in relation to the breakdowns. 
Selling-Customers: This is the pay- 
f off—the reason you have sales- 
UY) men. Increase this, or make it 
G more productive from the quali- 
4 fixed volume, increase it and you 

\ need fewer salesmen. 
Selling—New Business: The more 
\ \ time spent on this, the more new 
‘\ | customers you obtain. 

a Related Sales Activities: Includes 
} Collections, Reports, Contracts, 
| Complaints, Public Relations, 
Visits to Office, etc. Some are 
good, some bad. Reduce the 
Waiting for Customers: This is lost 
time which can be made pro- 
ductive in many cases by the 
salesmen—such as by stock-check- 
ing, report writing, etc. Also re- 
ing finds of the Study. This does 

not include the necessary “ 
morning”, “good-bye”, “how are 
you”, etc., but is conversation 
unrelated to selling such as talk 
of conversation is unnecessary, 
but we do say many salesmen 
spend too much time on such 
talk. A good salesman has to 
“dominate” his customer to a 


é selling. 
Travel een Calls: Time travel- 
ing from first call to last call. 
Wasted Time: Activities that have 
no connection with salesman’s 
duties. 
KE Now let’s quickly discuss the times 
CHA tative standpoint, and you have 
more sales unit profit. With a 
non-productive ones, and you 
have more time for selling. 
sults from poor call planning. 
Non-Direct Selling Talk: This, to 
me, is one of the most interest- 
on baseball, fishing, politics, etc. 
We do not say all of this type 
certain extent. A feeling of 
“friendliness” is important in 





ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads. Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market—all with 
stainless steel bands. 


S$ “a any customer-salesman relation- 


RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs — they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 


swore (BREREE) rroovcr 


BREEZE CORPORATIONS, INC., 41 S. Sixth St., Newark, N. J. 
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ship, but the poorer salesman 
will attempt to sell himself 
rather than his products; he gets 
in through the “back door”. The 
Table shows the average sales- 
man spends 11% of his time on 
this type of conversation. We 
found some salesmen spending 
as much as 40% of their time 
with the dealer on talk unre- 
lated to selling. Invariably these 
were our less effective salesmen. 

Travel Between Calls: Here is 
non-productive time that can be 
greatly reduced with planning. 
Better routing, and fewer and 
longer effective calls will do it. 
The average here is 37%; some 
were spending as much as 50% 
of their day in traveling. 

Wasted Time: The total is low. I 
do not believe that salesmen as 
a group deliberately waste time. 
It results, rather, from misdirec- 


vee apres 
sancti chiens 




















Meet more customers’ needs 
TTERFIELD TWIST DRILLS 


.-elatest additions to the 100% inspected line 


Here’s one new line of twist drills — in all popular 
types — that needs no high-powered build-up to put 
it across. Users know that Butterfield performance is 
safeguarded by individual inspection of all Butter- 
field tools. And distributors know that Butterfield 
sales-cooperation is assured by a definite, printed 
Sales Policy. 


The sales-cooperation also includes a full supply of 
merchandising aids — sizes charts, decimal equiva- 
lent charts, modern packaging and colorful literature 
with your — In addition, Butterfield’s trained 
experts are always ready to give you and your cus- 
tomers prompt aid in any cutting tool problem. 


If there’s an opening in your area, be sure you know 


the many advantages covered by the Butterfield Sales 

Policy. For details, write to Union Twist Drill Com- 
any, we alah DIVISION, Derby Line, 
ermont. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 


Every Tool Individually Inspected 
TAPS © DIES + REAMERS * SCREW PLATES + TWIST ORILLS 
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NEWOOTON 
POWER-TWIN 


hydraulic puller 


BIG BROTHER TO THE 
FAMOUS 1714 TON 


POWER-TWIN 
hydraulic puller 


Ne ~.a 


special heavy-duty, 

30 ton OTC Power- 

Twin Hydraulic 

Puller that is light, 
compact, easy to 

handle and easy 

to sell. The new 30 

ton Power-Twin is 

really dynamite .. . 
develops 30 tons of 
power with only 100 
pounds of pressure on the 
pump Just what your 
customers want for thase big, 


tough pulling jobs and it has the 


famous Center Hole. Here's 
why you'll find it easy and 
profitable to sell 


it’s NEW 


IT'S INEXPENSIVE. Power-Twin pays for 
itself often on the first job. The 


first cost is relatively small 





BOTH HAVE THE FAMOUS CENTER HOLE 
Center Hole permits Power-Twins to do 
jobs thought impossible . . , fast, easy, 

limited adjustment . . . el torque, 
friction . .. versatile interchange of parts... 








NOTHING LIKE IT ON THE 
MARKET. The new Power-Twin has 
plenty of talking points. There's no 
other tool on the market that can do 
© Power-Twin and its acces- 
o 8 quickly, easily and econ 


Removing motor groder 
wheel hub comes off quickly. 


Spline shaft bearing 





THE POWER.TWIN REALLY WORKS. It's 
simple to show the buyer the ease, 
speed and safety of this amazing 
hydraulic pulling system. Once he has 
tried it on the job he becomes a real 
salesman for Power-Twin 


ACCESSORIES SELL THEMSELVES. Once 
» buyer has used the Power-Twin he 
wants all the accessories. Each new 
unit makes more money for him by 
stopping parts breakage and by saving 
time and tools. Complete Hydraulix 
Puller sets are available for both the 
10 ton and 17!, ton Power-Twin 


GOOD UNIT SALE. You don't have to 
sell many Power-Twin units or acces- 
sories to build up a big sales volume 
Each sale means sizeable commissions 
POWER .TWIN IS AN OTC TOOL and 
there is no greater name in pulling 
tools. Users know that whatever the 
job an OTC tool does it better, faster 
ind eamer 


WRITE TODAY 
FOR COMPLETE INFORMATION 


OWATONNA 


373 CEDAR STREET- 


No problem to remove 
drive gear 


Removing a tractor 
wheel is simple 





Pinion bearings ore easily 
removed or installed. 





Removing a multiple 
drive sheove. 


TOOL COMPANY 


OWATONNA, MINNESOTA 
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tion,-lack of understanding the 
right way of doing their job, and 
from lack of planning. 
| have been in generali- 
ties; now here are some detailed break- 
downs of a Dealer Salesman’s time. 
In making the time study, we had 
broken down the sfigsman’s job into 
over 50 separate elements. Table II 
shows some of these detailed elements. 
I will comment on a few of these 
findings. As we only sell to a dealer 
what he in turn re-sells, it is obvioys , 
that much of our selling effort fhust 
be directed toward helping him sell 
his products and services. Manggerial 
advice helps him build a bigger and 
stronger business; it also helps to in- 
crease our sales to him, so we can 
well afford to spend more than 6.4% 
on this element. Display Assistance 
warrants more than 1% of the sales- 
man’s time. Helping the dealer with 


| Sales Techniques is most important, 
| and our salesmen should be trained 


to devote much more than 1% of 
their time to helping the dealer in- 


| crease his sales. 


We should try to reduce the 2.7% 
for Credit and Collection, and the 
3.8% for Writing Reports. The 6.4% 


| spent on Dealer Complaints was of 


great importance to us. It indicates a 
need for more extensive study of sales 
policies, credit and collection pro- 
cedures, delivery methods and the 
salesmen’s attitude and method in 
handling complaints. 


| Facts on the Qualitative Produc- 
tivity of Selling 


The Study, in addition to giving jus 
a picture of time distribution, also 
told us how effective were our selling 
methods and arguments (reasons for 
buying) AND how frequently they 
were being used. 


(a) Effectiveness and Frequency of 
Sales Methods 


Table III ‘shows the effectiveness 
and frequency of Sales Methods as 
used by our salesmen. In our Time 
and Duty Study, we recorded the 
method used in each attempt to sell 
a specific product, and whether or 
not the attempt was successful. 

Stock Checking is going over the 
dealer’s stock, either by physical ex- 
amination or by questioning and de- 
termining if the stock supply is less 
than the minimum quantity required 
by the dealer. The Table shows that 
out of each 100 items checked by this 
method, sales were made of 45 items 
-expressed as an effectiveness of 45%. 

Selling with Samples resulted in an 
effectiveness of 34%. Selling with 
Reasons but without Aids covered giv- 
ing a reason or argument as to why 
the dealer should buy but not using 





a sample or an illustration. This 

method was 28% effective. Selling 

with Printed Matter showed 14% 

effectiveness. However, this method 

is low because much of this selling i 

was done by leafing through a cata- 

logue and merely asking the dealer if 

hs caaiadl to buy. When illustrations JACK LOVCHUK says: 
were coupled with real reasons for 
buying, the effectiveness ran over 
35%. Selling Without Reasons or 
Aids was merely saying to the dealer, 
“Do you want motor oil?—Do you 
need motor oil?—How’s your motor 
oil?—and not using any arguments, 
samples or illustrations. This method 
was only 11% effective. 

Ihe Frequency of Use column of 
l'able III shows that the best methods 
were used the least. Stock Checking 
and Selling with Samples were used 
on only 15% of the total sales at 
tempts while Selling without Reasons 
or Aids—with its low effectiveness of 
11%—was used 44% of the times. 
It is easy to visualize the value of facts 
like these in training salesmen to do a 
better selling job. Too many salesmen 
today are order-takers, and not sales- 
men. 


Jobn J. Lovchuk, general manager, 
Factory Equipment Company. 


(b) Effectiveness and Frequency of 


den dann “ANGlLgears are to the engineer as colors are 
l'able IV gives us leads on the best to the artist; their infinite range of application 


sales reasons to use in selling our ” 
products. Also, it shows the frequency tests the imagination. 


with which they were used by our 
salesmen. At Factory Equipment Co. and its machining affiliate, the Indus- 
[his is a broad summary, covering trial Power Products Co., all personnel is concerned exclusively 
all methods; the effectiveness of spe- with the application and distribution of mechanical power trans- 
cific reasons vary with the selling : 4 é 
asthe wal. mission equipment. ANGLgears have found ready acceptance 
Here again we have the same fre- wherever an engineer has seen and handled these packaged, right 
quency picture as we did with Sales angle drive units—in the automotive field for actuation of 
Methods. The salesmen were not us- remote elements, synchronizing and timing of production 
hy bol gr ge age ie machinery and conveyors; steel and copper tubing; hydrau- 
specific product, eae eal ainiiaie te lics and fluid motors; photo copy equipment; construction 
buying was given to the customer; machinery. 
they needed training in selling effec- 
tively. 
This also showed, as proven by dol- 


lar sales results, that it was better to There are manufacturers of such prod- 
do a selling job on a selected number 


of products or items than to attempt ucts in your territory. Call on them and 
to cover the “waterfront”. show them this compact powerhouse. 

ANGLgear will create interest that can 
Results of the Study be quickly turned into profitable sales. 





Results of the Study are summar- A FEW CHOICE TERRITORIES STILL 


ized as follows: 
: IT INFORMATION. 
(1) We have established the “Sales AVARAGLE. WHITE FOR U8 ON 


Mission” of our salesmen. ‘They know 
now their responsibility and what they 
have to do. Job descriptions and duty 
lists have be@n written. 


( 7] 


2) Standards for number of ac- 
counts and number of calls have been a 
established for most of our salesmen. a Se 


(3) There has been an increase in 
unit sales profit. In one area, as a ACCESSORIES CORPORATION 
result of these standards, there was a ©AAC. 1414 CHESTNUT AVENUE «¢ HILLSIDE 5, NEW JERSEY 
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Why do users prefer the “Packet” Trolley Hoist? .. . 
Simply because the hoist and trolley are one unit and is 
adjustable to fit a wide range of | Beam sizes! To your 
customer, this means no waiting for delivery of a special- 
built trolley hoist at a high premium. Another feature is 
the reasonable price—less than other trolley hoists! The 
Packet Trolley Hoist (and the regular line of Packet 
Hoists) are now stock items, for you and your customers, 

. $o no need to keep customers waiting! Available in 
¥4, | and 2 ton capacities. NOTE: To make selling easier 
for you, Harrington Products are nationally advertised in 
Business Publications and Directories. For details, write 
The Harrington Company, 1640 W. Callowhill St., Phila- 
delphia 30, Pa. 








ELECTRIC HOISTS - HAND CHAIN HOISTS - LEVER PULLERS - TROLLEYS 
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reduction in base selling cost of 38%, 
with an increase in new business of 
over 15%—all in a period of six 
months. (Table V gives a picture of 
the potential savings that would be 
realized if the recommended standards 
were used in certain marketing dis- 
tricts.) 

(4) Changes in District Territories, 
so they would balance with the num- 
ber of required salesmen—eliminating 
the fractional salesmen. 

(5) The establishment of better sell- 
ing methods and the providing of bet- 
ter sales aids. 

(6) A major training program to 
make our supervision and salesmen 
more effective. 

(7) The establishment of better 
standards for the rating of salesmen. 

(8) The eliminating of unprofitable 
order sizes. 

(9) The elimination of unprofitable 
accounts. 

(10) A base for determining the 
selling cost of products. 

(11) The realization on the part 
of management that salesmen are 
“made”, not “born”. 

(12) The realization of the differ- 
ence between a sales manager and a 
“head salesman”. Too many sales 
managers are managers today because 
they were super salesmen, and not 
because they have managerial abilities. 

(13) The establishment of control 
records—for helping the salesman 
plan and the supervisor control. 

(14) The start of studies to elimi- 
nate as much “non-selling” work on 
the part of the salesman as possible. 

(15) The determination of the dif- 
ferences, if any, between work load 
requirements in different marketing 
areas (urban, rural, competitive posi- 
tion, etc.). 

(16) Recommendations for consoli- 
dating or separating the sales of dif- 
ferent products—having one salesman 
call, where more than one called be- 
fore—or vice versa. 

(17) A better understanding of our 
customers. This was one of the most 
important results of the study. 


Comments of Regional Managers 


Up to now you have read my side 
of the study. The proof you want is 
what our top marketing executives— 
men like yourselves—thought of the 


| study. Here are comments of some of 


our Regional Marketing Managers: 
(1) “I believe this time study is one 
of the best measuring sticks I have 
known of for setting up salesmen’s 
territories, which, in the past, have 
always been based on our personal idea 


| of what constituted a full time load.” 


(2) “I am entirely in favor of this 


| system, and we expect to obtain bet- 





before you say: 


i Vi } 
a 


CHECK 
with LAMSO 





Next time you have a call for a standard 
fastener product you don’t stock, check 
Lamson before you turn down the order. 
For Lamson & Sessions manufactures one of the 
most complete lines of fasteners put out by any 
manufacturer. Chances are we can fill your needs and 
make you a profit you might otherwise have lost. 


Listed above are most of the fasteners in the Lamson 
Line. Keep the list handy and call us when we 
can be of service. 


The LAMSON & SESSIONS Co. 


1971 West 85th St. ¢ Cleveland 2, Ohio 
Plants at Cleveland and Kent. Ohio » Birmingham + Chicago 
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ROYERSFORD 


HARD-TO-GET ITEMS 


POWER TRANSMISSION 
EQUIPMENT 


For service on hard-to-get items in 
power transmission equipment, come to 
Royersford. Distributors find they can 
take care of customers for Power trans- 
mission specialties from our wide selec- 
tion as illustrated. Quick “out of stock” 
service from our large stocks is what has 
made the reputation of the name 
Royersford—for dependability. 


Roller Bearings 
Commercial 


WE ALSO MANUFACTURE 


Drill Presses, Hack Saw Machines, Foot 
Presses, Arbor Presses and Foundry 
Tumbling Barrels. 








ROYERSFORD /& 


ROYERS SFORD, PA U S.A ray 





MOUNTS ON %”—16”" THREAD ALSO AVAILABLE 


#2 MORSE 


RANGE +10-'2" NF. TAPER 


POSITIVE DRIVE 


SIMPLE CONSTRUCTION 


ALL GEARS OF ALLOY STEEL’ 
HARDENED AND GROUND 


COMPACT 
ONE TAPPER COVERS THE RANGE IN SIZE 


OF SEVERAL TAPPING HEADS 


RUBBER-FLEX TAP CHUCK INTEGRAL 
WITH SPINDLE 


SMALL SIZE WITH LARGE CAPACITY. . @ééda2€2 


® Thread to size @ Fast, easy tapping @ long 
‘t, Tow.. service-free life © No pressure required on tap 
FOR CATALOG . 








or BURG ‘TOOL MANUFACTURING CO. 


® Longer tap life @ Less operator fatigue. 
3743 Durango Avenue * Los Angeles 34, California 
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ter results from the efforts ot our 
salesmen.” 

(3) “Each District Manager has re 
viewed his salesmen’s accounts, and 
in accordance with findings of the 
study, made adjustments and changes 
where indicated.” 

(4) “We thoroughly endorse the 
application of the Time and Duty 
Study to commercial sales planning as 
a method of reducing is expense 
without losing business.” 


Comments of the Salesmen 


Here is what some salesmen had to 
Say: 

(1) “We are spending more time 
going after new business.” 

2) “We have lost some small ac- 
counts that we should never have had 
in a first place.” 

“We are now givipg the Com- 
m, more total business than before.” 

(4) “We are now a lot happier in 
our work for we now feel that our 
job is a lot more important than be- 
fore.” 

The last comment covers one of the 
main contributions of the studv—that 
of increasing the importance of the 
selling job, of making our men sales- 
men, and not just order takers. 


| Conclusions 


In conclusion, I would like to say: 

(1) I have used the world “stand- 
ard” a great deal, and it may have an 
unpleasant connotation to many sales 
managers. 

We have not used standards as we 
would shop or office time standards. 
They are not absolute, and must al- 
ways be tempered by individual judg- 
ment and conditions. They are ap- 


| plied jointly by the salesmen and by 


the supervisor. In one marketing dis 
trict the salesmen, after they were 
given their new selling mission, estab- 
lished the number of required calls 
far below the number called for by 
the standard. 

(2) We have not yet reached the 
point where we can establish a precise 
standard for the total sales volume of 
an individual salesman—BUT we are 
much nearer to this goal. 

(3) In my enthusiasm for this study, 
I may have oversold it—perhaps made 
it appear easier of accomplishment 
than actually was the case. I can as- 
sure you, however, that it has paid 
dividends for us. 





“Never show discouragement . . . 

There is an old saying that no leader 
can afford to droop.” 

From “Stimulating Salesmen 

Successfully” 

By Charles B. Roth 











What Is Expected of 
the Manufacturers’ 
Salesman 


(Starts on page 86) 





doomsday. Accounts of that type are 
fortified against price competition, 
against reciprocity argument, against 
hell and high water. 

There’s no formula for sales success 
because you're dealing with the most 
complicated piece of machinery in all 
the universe, about which, with all our 
knowledge, we know practically noth 
ing—the human mind. So selling 
really boils down to a world of people 


—and if you want to attain any degree | 


of success, you must learn how to get 
along with people. 


Most problems are problems of | 


humanity. Solve the human problem 
and you solve the physical ones. The 


formula is to like people and to have | 


consideration for others. Remember 
it’s nice to be important, but it’s more 
important to be nice. 

R. S. Wilson, vice president of 
Goodyear made an interesting study 
on purchasing agents’ opinions of 
salesmen. He mailed post cards to 
500 leading purchasing agents asking 


one question: “Think specifically of | 


the best salesman representing any 
company who calls on you and tell us 
briefly why you consider him the 
best.” 

Purchasing agents were interested 
30 percent replied. The question was 


purposely broad so that purchasing 


agents would use their own words. 
Over 50 percent of the reasons given 
centered on the man himself. Not 
knowledge of the product. Not ser 
ice. Not entertainment. But the 
man. Such adjectives were used as 
“dependable”, “sincere”, “honest”, 
“friendly”, “considerate”, and “intel 
ligent”’. 

To anyone who has studied selling 
these answers were no surprise. The 
survey also showed that purchasing 
agents are human beings who prefer to 
do business with those who under 
stand the human side of selling. If 
vou make it your business to learn all 
you can about the man and his re- 
sponsibilities; if you will show that 
you respect him and are genuinely in 
terested in helping him; if you will 
go out of vour way to be of service 
to him whenever you have the op- 
portunity, and treat him as you want 
to be treated—then those you call on 
will appreciate you, and many will 
become vour friends. That’s the hu 
man side of selling 





--» HERE’S WHERE 


TO GET = fast 


THE NATION’S MOST COMPLETE SOURCE 


No matter what type of Cast Iron Geor 

or Sprocket is required, Medart 

can ship them! Here you can get cast 

tooth, cut tooth, and mortise tooth 
gears—Spur, Bevel, Mitre, 

Worm and Angle Gears, 

Spur Gear Racks, Ring Gears 

—Here you can get cast tooth 

and cut tooth sprockets—In virtually 

any size, for every application. 

And if you get a call for something special, 
Medart can make it for you from thousands 
of patterns on hand. Even designs you think are 
obsolete we're likely to have available! 


You should have Medart’s catalog for reference 
and easy ordering. Send for it now} 


Replacement 
Gears & 
Sprockets 


No blueprint or complicated details required! Just send in the 
worn gears and Medart con make duplicate replacements and 
ship them in a minimum of time. 


ATTACH TO COMPANY LETTERHEAD 
MEDART COMPANY, 3535 DeKalb St., St. Louis 18, Mo 
(© Send Medart Gear Catalog 
Also send the following catalogs 

V-Belts & Sheaves () Pulleys & Sheaves 
© Pillow Blocks (© Speed Reducers 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 





3535 DeKolb St., 
St. Lovis 18, Mo. 
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| We've built our distributor policy 


as strong as our product 


Bristol has made its distributor policy strong, and printed it for all to see, 
for two very good reasons: 


1 We believe that industry, to run most efficiently, needs the dis- 
tributor as its quick, convenient, local source of supply. 


2 We believe that our success depends on the distributor's success. 
That's why we treat our distributors as our branch offices. We pick 
them carefully, and make every effort to direct business through 
them. 

In addition to backing our distributors with a strong distributor policy, 
we make sure they've got the edge on competition. For only Bristol 
makes both hex head socket screws, for regular service, and multiple- 
spline socket screws (a Bristol exclusive!) for more strenuous use. And 
both products are quality-made . . . from special alloy steel, Class III fit, 
heat-treated to eliminate splitting, rounding, burring. 

You'll do well with Bristol's Socket Screws . . . the line that supports 
you with national advertising to purchasing agents, production men, 
maintenance men (magazines, direct mail, trade shows). 


5 RISTOL MILL SUPPLIES DIVISION 


THE BRISTOL COMPANY, WATERBURY 20, CONN. 
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We're all salesmen. If we sell our 
ways and actions and ideas in a way 
that impresses people favorably, we 
have a good personality. In other 
words, we might define personality as 
the method employed to develop fa- 
vorable reactions (good opinions) in 
others. A good personality is syn- 
onymous with a positive attitude. 


Take The Positive Approach 


Men might be divided into two 
groups: those of positive attitude, and 
those of negative attitude. The posi- 
tive man is an optimist. He knows 
light always follows darkness. The 
negative man is ignorant of this, so 
he suffers the worst torture known 
to humans: WORRY. Worry is like 
a rocking chair—it gives you some- 
thing to do, but you don’t get any 
place. 

A word that adds spark and causes 
action is the word “believe.” Believ- 
ing is the forerunner of confidence 
and enthusiasm. It’s impossible to 
have confidence without belief, and 
its impossible to have true enthusiasm 
without confidence. So belief is basic. 

We should all be enthusiastic. 
There’s nothing more contagious than 
enthusiasm. It’s the one human 
quality that never fails. Enthusiasm 
recognizes no adversity. It never fights 
and never argues. Don’t save it for 
a special time—use it all the time. 
Everyone is enthusiastic at times. One 
is enthusiastic for thirty minutes, an- 
other is enthusiastic for thirty hours, 
but the one who is enthusiastic for 
thirty years is the one who makes a 
success. 

Don’t be a cynic. Don’t say you 
can’t. The definition of a cynic is one 
who knows the price of everything 
and the value of nothing. It is ~~ 
cism and fear that freezes life. 
is faith that thaws it out and sets it 
free. Dr. Whitney, the founder of 
the General Electric laboratory, re- 
called with sadness one day that he 
had known many men, supposedly 
intelligent and well trained, who could 
name one thousand reasons why a 
thing could not be done. “All they 
needed,” said Dr. Whitney, “was just 
one reason why it could be done.” 

For example, take the building of 
the Panama Canal. From 1881 to 


| 1887, the French tried but failed. 


They tried again several years later, 


| but failed. In 1903 the United 


States secured the right of way. They 
took preventative measures against 


| vellow fever and malaria as a first step. 


It was a great triumph of engineeritig 
when the canal was opened in 1914. 
One of the men working with the 
contractors came back and wrote this 
poem: 





In Small or Larg stories—in fact where 
g of equipmen one—YOU will find 
ly prospects for P iE AIRFINISHING 
BG THS. 


ha@mfew shown here are but a sm@m@ppart of a AB Airfinishing Booth 
larg@ line so that every painting conditi@, lends 

itself¥to a Paasche Product. A half-cen of 

Pion ng and experience has made possib 

the d@elopment of this modern line to include 

fec that assure maximum lighting, safety, 

easy aning and excellent ventilation. 





PAASCHE Distributors are in a position to offer 
Manual @nd Automatic Airpainting Equipment of 
all types \nnd for all purposes. 


To know more about this 

source for better Airpainting 

Equipment— Write for our 

catalog. Ask for details on BWAB Water-Wash Airfinishing Booth 
becoming an Authorized 

PAASCHE Distributor. 





Manufacturers 
Water-Wash 
Unite Pressure Veen" rExplesion, Pree 
ng Paige oetome—Camite Arpuntng and Cha eins 


Equipment—* BT a "orreer™ A, Equipment, ete. 


of: Manual and Automatic ee 
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Simple as A-B-C, Cullman Semi-Stock 

converts made-to-order sprockets, in small 
quantities, into “off-the-shelf” stock items—cost 
is lower and delivery time shortened. 

By welding one or two hubs to a Cullman 
Semi-Stock type A sprocket, it can be 
converted into a type B or type C sprocket. 
Finish machining and bore sizing complete the 
sprocket to specifications. Or—plate sprockets 
may be purchased separately. 

Various pitches and number of teeth may be 
combined with different hubs, in a 
multitude of combinations, to supply sprockets 
with bore sizes according to each 
individual need. 


Plates and hubs for all Cullman Semi- 
Stock sprocket combinations are 
SEND TODAY carried in stock. This is but another 
fer « Culimen Semi- step in Cullman’s consistent effort to 
Steck catalog or 28 
contect your lecel offer a complete power transmission 
Cullmen distributer. service to its many customers. 


CULLMAN WHEEL COMPANY @1347M W. ALTGELD 8T., CHICAGO 14, ILL. 


CULLMAN 


power Crauimisscou 
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Panama Canal Builders 


A man went down to Panama 
Where many a man has diced, 
lo slit the sliding mountains 
And to lift eternal tide. 

A man STOOD UP at Panama 
And the mountains stood aside. 


Got any seas that they say are 
uncrossable? 

Got any mountains you can't 

tcennel through? 
We specialize on the 
WHOLLY IMPOSSIBLE- 

Doing things that no one 
could do. 

Things are only impossible beforc 

you try. 


Learn To Give And Take 

Selling in the last analysis is simply 
the art of getting along. Getting along 
with people—getting along with our 
selves. Sooner or later, every man, if 
he is wise, discovers that life is a 
mixture of good and bad—victory and 
defeat—give and take. 

He learns that it doesn’t pay to be 
a sensitive soul—that he should let 
some things go over his head like 
water off a duck’s back. 

He learns that he who loses his tem 
per—usually loses. 

He learns that all men have burned 
toast for breakfast now and then 
and that he shouldn’t take the other 
fellow’s grudges too seriously. 

He learns that carrying a chip on 
his shoulder is the easiest way to get 
into a fight. 

He learns that the quickest way to 
become unpopular is to carry tales and 
gossip about others. 

He learns that it doesn’t matter so 
much who gets the credit so long as 
the business shows a profit. 

He learns to realize that the busi- 
ness could get along without him. 

He learns that even the janitor is 
human, and that it doesn’t do any 
harm to smile and say “Good morn- 
ing,” even if it is raining or snowing. 

He learns that most of the other 
fellows are as ambitious as he is; that 
they have brains that are as good, or 
better, and that hard work and not 


| cleverness is the secret of success. 


He learns to sympathize with 
people because he remembers how 


| someone else’s sympathy helped him 


He learns not to worry, because ex 
perience has shown that if he alwavs 
gives his best, his average will break 
pretty well. 

He learns that boss¢s gre not mon 
sters trying to get the last ounce of 
work out of him for the least amount 
of pay, but that they are usually the 
men who have succeeded through 
hard work and who want. to do the 
right thing. 


-_* -—-—- 





PSS 


Cash in 
on the file 
with the 
WHITE TANG 


WITH A NUCUT YOU FILE MORE, 
FASTER, BETTER WITH LESS EFFORT 


Just take a few strokes... and you'll prove 
NUCUT’s superior cutting power to your 
own satisfaction. NUCUT’s two distinct 
sets of teeth, scientifically positioned in a 
patented wavy construction, make the 
difference. 

The coarse teeth cut clean, deep, true — 
without scraping or skidding. At the same 
stroke, the fine teeth leave the surface 


_ 
2.SmooTine ACwo 


‘HELLER 


NUCUT ic FILE 


sleek, smooth. There you have it — the fast- 
est, easiest, best filing you've ever seen. 

Your distributor has the sizes, shapes 
and cuts you need. 


HELLER BROTHERS 
COMPANY 


A New Jersey Corporation 
America’s Oldest File Manufacturer 


NEWCOMERSTOWN, OHIO 


Right way to hold a file. Hold handle with right hand and tip with 
left hand. Position of left hand varies with job. 





(1) FOR GENERAL FILING: 


Let right thumb lie along 
the top of handle and fin- 
gers curl around handle 


in a natural grip. 








(2) FOR REMOVING STOCK 
RAPIDLY: Let ball of left 
thumb press upon top of 
file, and fingers wind 
around file. 














(3) FOR FLAT FILING: Note 
extended position of thumb 
and fingers on top of file. 








(4) FOR PRECISION WORK: 
The grip shown allows 
maximum guidance and 
control. 














MR. DISTRIBUTOR: This NUCUT advertising is appearing in publications that reach every 


worthwhile prospect in your territory. Since it directs the file buyer to you, you may think of 
it as your advertising. Are you cashing in on it? 
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SELLS 
WHERE 
OTHERS 
Won't! 














Versatile ‘Tugit’ gives your customers 

® portable lifting and pulling tool 
: radically different from the ordinary 
: ratchet lever hoist. 


& *Tugit’ has spur gear hoist efficiency, 
_ anti-friction bearings and a powerful, 
/automatic load brake. It does more 

with less effort — a pull of only 40 Ibs. 
Jon the lever moves a ton. Control is so 

perfect, a one-ton load can be moved 

34," at a time. For tops in safety, a 
non-kicking handle is provided. No 
common hacksaw can cut the chain. 
The hooks won't fracture. 


*Tugit’ is emall and light — a tool-box- 
size hoist. 


spots where other hoists won't operate. 


It works emoothly in tight 


One and two-ton sizes meet individual 
needs. Bulletin 388 is packed with 
facts that make selling easy. Put it 


to work for you. 


ite ‘TUGIT: 


HOISTS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of “Shaw-Box"’ Cranes, ‘Budgit’ and 

"Load Lifter’ Hoists and other lifting special 

ties. Makers of ‘Ashcroft’ Gauges, ‘Hancock 

Valves, ‘Consolidated’ Safety and Relief Valves, 

‘American’ Industrial Instruments. 


232 


He learns that the people are not 
any harder to get along with in one 
place than in the other, and that get 
ting along depends 90 percent on his 
own behavior. 

Good selling starts within ourselves. 


If we apply these suggestions to | 
| our own lives, we will find a greater 


world in which to live, and to work, 
and especially a world in which to 
serve. 


TO REMEMBER 


August 12-14—4th Western Packaging | | 


& Materials Handling Ex 
Shrine Convention Hall, 
geles. 

Par WO 30-October 3 
of Iron & Steel Engineers, Iron & 
Steel Exposition, Cleveland. 

October 6-10— National Hardware 
Show, Grand Central Palace, New 
York. 

October 12-14—American Hardware 
Manufacturers’ Association, Atlantic 
City. 

October 14-16—7th Annual Exposi- 
tion, Society of Industrial Packaging 
& Materials Handling Engineers, 
Coliseum, Chicago. 

October 19-22— 
vention, American Institute of 
Wholesale Plumbing & Heating 
Supply Associations, Atlantic City. 

October 19-23—National Metal Con- 
gress & Exposition, Philadelphia. 

November 5-7—Industrial Manage- 
ment Society, Chicago. 

April 12-16, 1953—Triple Industrial 
Supply Convention, Miami, Fla. 


HN 


sition, 
os An- 





| 


~ 





My boss said I'd need a pretty good “door 
opener” to get in here! 


INDUSTRIAL DISTRIBUTION © JULY, 1952 





THE COLLIS 
MAGIC-TYPE 
CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis For Service” 


THE COLLIS CO. 


Clinton, lowa 














First National Con- | 


» CAR MOVERS 

















»« « FOR QUICK 
FREIGHT 
MOVEMENT 


Three types . 

tent, medium 
an , wi 
Sondie ot jobs 


in the railyard. 


Performance records 
are long and satis- 
factory — distribu- 
tors sales are good 
and profitable. We 
sell only thru dis- 


they buy thru thei 
local distributor. 


ADVANCE Slip-proof Safety SPURS fit any 
— d make of Car Mover. Keep them in 
stock. 








OBITUARIES 





UNEQUALLED 


(uality and Value VAvs 


Walter S. Blun 


Walter S. Blun, 
Georgia Supply 


Walter Savage Blun, chairman of 
the board of the Georgia Supply Co., 
Savannah, Ga., died May 27 in 
Savannah . : 

Mr. Blun joined Georgia Supply Caney oem ee AEE Rely te 
in 1906 when his brother, William oe an 
Blun, died. Working first in the . VALE BG AMPS 
warehouse, he rose through other 
positions to become president of the | Gq : B | 
company in 1922. He was elected mgle boll 
chairman of the board this year, when " 

J. Harold Mulherin succeeded him as | Double Bolt 
president. : 

A veteran of World War I, Mr. 
Blun was commander of the Savannah | 
Chapter, Military Order of World | 
Wars. He was foreman of the grand | pt ovide greater strength 
jury and president of the Savannah 
Golf Club, where he had won the 
amateur golf championship of Savan- other band type clamps. 
nah. He was director of the Liberty | P edie ee .< 
National Bank & ‘Trust Co. roduction, im vast quant! 

Mr. Blun is survived by his widow, | lies is never allowed to 
three daughters and a sister. 


Made of malleable iron. to 


ind durability than any 


depreciate Nites superior 


’ quality or utility values. 
Jessel S. Whyte, President, 


’ A Cadmium plated. rustproof 
Maewhyte Co., Kenosha, Wis. 


for every service where 
Jessel S. Whyte, 62, president and band type clamps can be 
general manager of the Macwhyte hed by Moum ee B aq _s Dd. 
Co., Kenosha, Wis., died May 28 in oe : Ss 
Kenosha after a long illness. 

Mr. Whyte joined the wire rope | 
manufacturing company in 1905, 
when it was located in Coal City, II. 4 
He became wire mill superintendent e GS LT ETA i >. 
in 1912, and was al president ae >, «1) ‘ & A A f oF. 
and general manager in 1937. PR ER F Jhe Quality Lins 


Active in civic and outside business BOSS GJ-BOSS DIXON KING AiR KING DIxX-LOCK 


: 


activities, he was a member of the 
Wisconsin Board of Vocational and 
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VEEL PATH offers you 
4 Keys to More Flexible 


Metal Hose Sales 





When you sell Atlantic flex- 

ible metal hose, you know you can 

deliver —on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
.-- for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—ewiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 


leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metalse—%”-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 100. It is especially designed for Distributors’ use. 





ATLANTIC METAL HOSE CO., INC. 


104 WEST G4TH ST... NEW VORK 23,8.¥. 
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Adult Education, and of local hos- 
pital and Red Cross Boards and was 


| a director of the American Hoist & 


Derrick Co. 
He is survived by his widow, four 


| daughters, his mother, and six grand- 
| children. 


Charles K. King 


_ Charles K. King, 
| The Ohio Brass Co. 


Charles K. King, 85, chairman of 
the board of The Ohio Brass Co., 


| Mansfield, Ohio, died May 31 at his 
| summer home in Edgartown, Mass. 


A pioneer in the electric railway in- 


| dustry, Mr. King joined the company 


in 1893 as an electrical engineer and 


| . 
| sales manager. He served successively 


as secretary, vice president, president 


| and general manager, and chairman 
| of the board, guiding the company in 
| its progress from a small foundry to a 


manufacturer of brass valves and 
equipment for electric railways, mines 
and utilities. 

Mr. King was graduated from Calais 


| Academy, Calais, Maine, and received 
| an electrical ——— degree from 


Johns Hopkins Univ. Before joining 
Ohio Brass, he was connected with 
the Northwest Thompson Houston 


| Co. and later with the Ansonia Elec- 
| tric Co. 


Mr. King was the last charter mem- 


| ber of the Electrical Manufacturers’ 


Club, founded in 1911. He was a 
member of the National Electrical 


| Manufacturers’ Association, from 


which he received an award in 1943 
marking 50 years of service to the 


| electrical industry. 
} 


_E. D. Morton, Executive, 


Mill & Industrial Supply 


Edward Davis Morton, 76, sales 
executive for the Mill & Industrial 


eae ee Ger. TERT em > ARR re ONE IC 








Supply Co., Louisville, Ky., 
denly May 20 in Louisville. 

He had been president of E. D. 
Morton & Co. from 1907 until 1940, 
when the company was merged with 
Mill & Industrial Supply. Since then, 
he had been a sales executive for the 
expanded supply firm. 

From 1917 to 1927 he served on 
the Louisville Board of Aldermen 
under Republican mayors. His 
nephew, Thruston B. Morton, is 
Louisville representative in Congress. 

Besides his widow, Mr. Morton is 
survived by three daughters, a son, 
a brother, and four grandchildren. 


died sud- 





FROM THE 


ow FILES 


25 YEARS AGO 
Some sidelights of the Triple Con- 





vention, aboard S.S. Noronic in the | 


Great Lakes: 


B. M. Gladding, of E. C. Atkins | 


& Co., Inc., Memphis, moved to 
change the name of the Southern 
Supply & Machinery Dealers’ As- 
sociation to Southern Supply & 
Machinery Distributors’ association. 
“Encouraging any buyer to think in 
terms of too much service is detri- 
mental to the industry”—H. F. Sey- 
mour (Columbian Vise & Mfg.) 
addressing the National Association. 


“A large volume of water has gone 


over the wheel during the past year | 
carrying rumors to the effect that | 


the jobber will be soon driven out 
of business. 
here that we will do well to recog- 
nize’ —President L. J. Larzelere ad- 
dressing the Southern Association. 


John Trix, Sr., 79 (American Injector), 
was reported to be the oldest dele- 
gate attending the convention. 


P. R. Helm, Pratt-Gilbert Co., 
Phoenix, Ariz., traveled the greatest 
distance of any delegate attendin 
the convention. This was 1,006 


There is much of truth | 


miles further than any other dele- | 


gate came. 


William H. Ottemiller, of The Wil- | 


liam H. Ottemiller Co., Inc., York, 

Pa., was accompanied on the trip 

by his bride of recent date. 
Link-Belt Co., 


Chicago, appointed 


Frank B. Caldwell sales manager of | 


the company’s Western division. 


| 


MACHINISTS’ 
VISES 


Guill to carry 
the load/ 


Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock- like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’’ under the most severe 


conditions. Check these features 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union. 

3. Heat-treated carbon steel screw... 
accurately machined for maximum bearing 


surface and long life . . . insures strength, 
stiffness and easy operation. 


Remember, In a vise or pipe tool, 


with your 


favorite jobber: 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body. . 
ment, less stress and longer wear. 


. to insure perfect align- 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 
solid clamping. 

6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


if it's a REED... 
it's RIGHT / 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA e 
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George H. Corvey, advertising man- 
ager of Cleveland Twist Dnill Co., 
was elected president of the Indus- 
trial Advertisers’ Division, Cleve- 
land Advertising Club. 


Atherton Clark, of The Black & 


WITH THE ‘ Decker Mfg. Co.'s export depart 


ment, left on a year’s trip around 


the world to visit foreign distrib- 
Ley ROFIT LI * it | ae 
{ : The Standard Supply Co. moved from 
; Parkersburg, W. Va., to Ports 
mouth, Ohio. 


Ihe Yonkers Supply Co., Yonkers, 
N. Y., opened a branch for plumb- 
ing supplies in Norwalk, Conn. 


| 10 YEARS AGO 


| Lieutenant Jack A. Mideke, of Mideke 
, Supply Co., Oklahoma City., Okla., 
by | was transferred to Wingate Ord- 

ial fo Ks | nance Depot, Gallup, N. M. 
t* Harry Burdorf, vice president, Lunken- 
No. 120 Hi-Speed No. 101 No. 118 Combination heimer Co., returned to his desk 
Heot Treating Fumoce Sante Cemane ancis Gusntn | after recovery from a serious illness. 
War Production Board officials re- 
ported the prize letter accompany- 
ing a PD-IX application: “If you 
can’t give me a rating for this mate- 
rial, how about a job with WPB?” 


R. E. Kramer, president of H. F. 
Channon Co., Chicago, urged sales- 
men to act as “account executives” 
in promoting relationships between 
prime and sub-contractors. 





No. 60 
No. 1019 Concentric Ring No. 20X 


‘ive salesmen from T ity 
dtchtins Femnene won Cros Tee Bower Five salesmen from The Queen C 


Supply Co., Cincinnati, enrolled in 
a 3-day training course at Paasche 
Airbrush Co., Chicago. 


| C. W. Marwedel Co., San Francisco, 
celebrated its 85th anniversary. 


A new distributor, the A-C Supply 
Co., opened its doors in Milwaukee. 


Be 706 W. S. Wilson Corp., New York, held 
No. 32 Tenseae its annual bridge and golf outing at 
Urn Burner ond “ Roselle, N. J. 


No. 8 
Adjustable Torch — Manhattan Rubber Div., Raybestos- 
and Melting Pot Manhattan, Inc., was judged best 
in its class in advertising competi- 
tion sponsored by the National Ad- 
many vertising Agency Network. 





Kise eae Hm 


‘eg paetree Whey 


» 


x 








Every factory and industrial user of gas burning equip- 
ment is a red hot prospect for one or more of ‘oe 
products built by Johnson. Cost cutting, gas saving John- ; 3 : 

son features mean greater efficiency and economy for The Hayden Supply Co., Grand Rap- 
users... increased volume and profits for you. Hit the ids, Mich., moved to a new address 


trail with the complete Johnson Catalog and get your in its home city. Control of the 
share of profitable business. company was acquired by A. E. 


; Klinger, president of the South 
New Johnson ee for your copy. Bend Supply Co., South Bend, Ind. 


App Company 
588 E Avenue N.W., Cedor Rapids, Commemorating its golden anniver- 


sarv, Somers, Fitler & Todd Co., 
Pittsburgh, distributed two tele- 
wey SINCE 1901 phone directories to its customers 


INDUSTRIAL GAS EQUIPMENT listing the manufacturers the com- 
pany represented, and personnel for 
Furnaces © Burners @ Torches © Valves @ Mixers @ Blowers plants to contact for various services. 





etn AA ATOLL 
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Selling More 
“on-the-job” time 
means MORE 
PROFIT FOR 


YOU! 


s Extra-tough Alloy Steel Far beyond the time when ordinary power sockets are scrapped, Williams Impa@ 


° “Supersockets”® are still turning out the work. Performance proves their extm@ 
Fully Heat-Treated ability to withstand shock and pounding... deliver extra production. 


e Designed for Top Here is teens. point that Yipee initial and repeat rey that pyramids 
Performance into a substantial volume and profit for you. Add the other features that make 


: this an easy-to-sell item and you'll find that it pays to push Williams Impa@ 
® Machined for a Perfect Fit “Supersockets”"™ on every call. 


Incidentally, 


‘ 
you'll find our catalogg 
are an excellent 
sales tool. 


Write today 


for Catalog 201. 


J. H. WILLIAMS & CO. 
401 Vulcan Street 
Buffalo 7, N. Y. 


’ : e Williams Open End, Box, Adjustable Impact Sockets e Flange Jacks 
Tie -in extra sales and Ratchet Wrenches e Tool Holders e Pliers 
ae ; e Detachable Sockets and Sets e Lathe Dogs e Screwdrivers 
—— be — € Chain Pipe Tongs and Vises e “C” Clamps e Hoist Hooks 
po ee Willi = e Soft Face Hammers e Punches and Chisels e Eye Bolts 
P y _ e Crank and Balance Handles e Thumb Screws and Nuts e Rod Ends 
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YOU CAN’T MATCH 
IT ANYWHERE! 


Like a finger print, there is no matching a Viking Rotary Pump. 
There are a lot of pumps that look like Viking but none are 


built like Viking. 


Insist on the genuine “gear-within-a-gear” Viking . . . . the time- 
proved, dependable, quality-built pump that out-performs all 


substitutes. 


Building for over 40 years the 
now most copied of all rotary 
pumps, assures you of receiv- 
ing the pump that can’t be 
matched anywhere. 


AN HONORED NAME 
IN PUMPING 


FIG, 12 


For additional information, ask for 
bulletin 52SMM today. 


. Pump Company 
q Cedar Falls, lowa 








a ed 


MERRILL BROTHERS 


56-16 ARNOLD AVE., MASPETH , N. Y. 
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ATLAS 
CAR MOVERS 


. . Keep full or empty 
freight cars on the move 


Within the circle is 
the section where the 


“compound leverage’* 
loped 


is devel 


¥% Empties are always needed for 
moving freight, and ATLAS Cor 
Movers are the sturdy, safe tools 
that can do this job with ease and 
speed. You have an obligation to 
your customers who have sidings 
to get the proper ATLAS Car 
Mover into service for them. Get 
stocked up—the selling time is all 
the time for ATLAS. 


Appleton-Atlas Car Mover Corporation 
1421-25 So. 2nd St. Milwaukee 4, Wis. 
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James L. Lowe, advertising manager 
of the American Mfg, Co., Brook- 
lyn, was commissioned an ensign 
in the U.S. Navy. 


H. Gilmer Co., Philadelphia, 
opened a drive to help manufac- 
turers and engineers cut wer 
losses, under the slogan “Use What 
You Lose.” 


| The National Screw & Mfg. Co. ap- 

| pointed Ray C. Franklin as sales 
representative for Eastern Pennsyl- 
vania. 





NEW LINES 
taken on by 
DISTRIBUTORS 





]. E. Haseltine & Co., Portland, Ore., 
has been appointed distributor for 
the line of standard cutting tools 
and M-40-U alloy centers of the 
Gorham Tool Co., Detroit. 


Lewis Supply Co., Inc., Memphis, 
Tenn., has been appointed distrib- 
utor in the vrei area for The 
Louis Allis Co., Milwaukee, Wis. 


Carter, Milchman & Frank, Inc., New 
York, has been appointed distribu- 
tor for the following manufacturers: 
@ Mathias, Klein & Sons 

Chicago 
@ O’Neil-Irwin Mfg. Co., 
Lake City, Minn. 


e Black & Decker Mfg. Co. 
Towson, Md. 














Before | decide, dear, how's business? 








Operations Ideas— 
Can You Use Any? 





Mobile Loading Platform For Manufacturing, Construction, and Service Indust 
You won't need a loading dock with ‘ ian seein = 


a mobile loading platform just intro- : oo 4 ies eR henge? 
duced by a British firm. It is a four- 
wheel trailer with two platforms of 
adjustable height, hinged at an inter- 
mediate point, which can be raised or 
lowered by crank operated mechanical 
screw jacks. One platform can remain 
horizontal while the other can be 
sloped to form a ramp. (Lansing Bag- 
nall Ltd., Kingsclere Rd., Basingstoke, 
Hampshire, Eng.). 


48 models 
Business Cards In Color 


Ye" DRILLS 
Here’s a business card with a new 
twist: on one side your standard busi- weGeya 
ness card, on the other a color repro- Pistol or Saw-Type 
duction from a Kodarchrome, Ek- Grip 
tachrome or Ansco transparency. The 
picture can be either scenic or can por- 
tray your product or place of business. 
(Marks & Fuller, Inc., 70 Scio St., 
Rochester 4, N. Y.). 


Rotary Duplicator 


A new liquid process rotary dupli- 
cator is being introduced, known as 
Model A-44 Duplicopy Duplicator. It 
is equipped with a new patented sim- 

le operating automatic feeding device 
ae sate up to 125 copies per ee 3 models 
minute. It produces dry, face-up ” ¥%” DRILLS 
copies of anything typed, printed, writ- 3 ; 400 to 1000 Rpm. 
ten or drawn in one to five colors in 
one operation from 2 by 2 in. to 9 by . 
14 in. (Duplicopy Co., 224 W. IIi- ; 3 models 
nois St., Chicago 10). Vo" DRILLS 


4 500 to 600 Rpm. 

Use Of Flag - 
Don’t make the sad mistake of us- 
ing the Flag wrong. With patriotic 
holidays near, the National Better 
Business Bureau is issuing a revised re- 


a 
port on “The Use of the Flag in Ad- +4 ' H 
vertising” which is a supplement to its will You Share in the Profits 
Do’s and Don'ts in Advertising Copy. TY 
Some of the points in the report are: from SuPERDu Tool Sales? 
a joint resolution of Congress declares | Write for general catalog and full particulars on attractive distributor 
pe the Flag should never be used in | proposition and the promotion program to industry on Superduty tools. 
advertising and FTC has prohibited nd mili ae 
such use in certain cases; all States Meet U. S. government and military specifications. 
have statutes prohibiting the use of PortaBLe ELrectric TOOLS, INC. 


the U.S. Flag in advertising and their 341 West 83rd Street, Chicage 20, Iilinols 
own State Flags; these prohibitions ex- in Canada: Portable Electric Tools, Ltd., Toronto, Ontario 


he Vie AUDA re RL 








tend to other symbols of the National arate 
Government such as the seal, shield, — + AS ade POEMS 5 - Fy ae 
coat of arms, etc. Get a copy of the ; p 
full report and be on the safe side. 
(National Better Business Bureau, Inc., 
Chrysler Bldg., New York 17, N. Y.). | L 
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USED AS 
INTEGRAL 
PART 
Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M., 
pressures up to 300 P.5.1. 


FOR WIDE 
RANGE OF 
JOBS 
Pump Head 


with mechani- 

cal seal. Sizes 

y to 50 G.P.M; pressures up to 150 
Ibs. P.S.L.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


. 
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USED BY OIL INDUSTRY 


For transferring gasoline and oils at 
refineries, bulk stations, tank termin- 
als, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.1. 
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FOR HYDRAULIC POWER 
Motdér driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 
Pressures up to 300 P.S.1. 


PPPTTTIT TT iat 


Send for Catalog Today 

Complete information oa 

the entire line of Roper 

Rotary Pumps. 

Ask about Roper direct 
field sales assistance 


ereeseeeeeoere, 


GEO. D. ROPER CORP. 


337 Blackhawk Pork Avenue 
ROCKFORD, ILLINOIS 
8 Sh a TT a Se eR: 


240 





NEWS 


Continued from page 128) 





Where your 
customers 
handle 


_ BULK MATERIALS 


SCHOOL on carbides at Carboloy in- 
cludes Robert Fontaine, of Tools & Sup- 
plies, Inc., St. Louis, and Ernest Sesto, 
Bill Cargo and Al Jergel, of Harris Pump 
& Supply, Pittsburgh. The instructor 1s 
Richard Price, Carboloy 


Harris Pump Salesmen 
Take Carbides Course 


Carboloy Dept. of General Electric 
Co. recently enrolled the 20th repre- 
sentative from Harris Pump & Supply 
Co., Pittsburgh, for the Carboloy Cus- 
tomer Training School, in Detroit. 

Ihe 20th trainee was Al Jergel, 
issistant manager of the machinery 
division of Harris Pump & Supply. 
Mr. Jergel was quoted by Carboloy 
officials as saying that, “we feel that 
this course is almost a necessity for 
any one who deals with carbide tools. 
Actually about 40 men have been sent 
to the school by our customers.” 

Subjects covered in the school, 
which stresses cemented carbide cut- 


ting tools, include brazing, grinding, | 


designing, application, milling, co- 
ordinated carbide control programs, 
and standard carbide tools. 

Ihe school has enrolled over 5,200 
entrants during the past 11 years. 
Customers as well as distributors may 
send entrants for the course, which 
lasts five davs 


American Rope at Pitt-Penn 


American Mfg. Co., Brooklyn, 
N. Y., now maintains a stock of 
American Brand rope at the Pitt-Penn 
Terminal Co. warehouse in Pittsburgh, 
the company has announced. The line 
includes from } to 2 in. 


Sizes 
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HERE ARE 


FOR YOU 


© Sell from the 
Catalog for 
Drop Shipment 


S-A SPRING-TYPE 
CONVEYOR BELT CLEANER 


Sells easily because your customer 
sees at a glance how it cleans, wipes 
dry, and reduces wear on expensive 
belts. Adjustable for any size con- 
veyor. Easily installed by plant per- 
sonnel. Write for Bulletin 651. 


S-A “TWISTITE” 
DOUBLE CLOSURE BIN VALVE 


For ime or fine ma- 
terials. ust-tight and 
dribble proof. Closes by 
twisting, either by hand 
or motor control, local 
or remote. Two rubber 
sections, joined by a 
rotating collar provide 
free passage when open, 
leak-proof seal when 
closed. No gaskets, pack- 
ing or sliding joints. 
Write for Bulletin 254-A. 


Sa 


WRITE TODAY FOR FULL DETAILS 
— PRICES AND DISCOUNTS 


STANDARD PRODUCTS DIVISION 


\ 
STEPHENS = ADAMSON 


mFG. CO. 


88 Ridgeway Avenve, Avrora, lilinois 
Les Angeles, California Belleville, Ontario 





Plumbing, Heating Institute | p ' 
Plans Gichesine teat WHY SKILLED WORKMEN re er 


Between 1,500 and 2,000 manufac 
turers and plumbing and heating dis- | 
tributors are expected for the First 


National Convention of the Ameri 
can Institute of Wholesale Plumbing | 
& Heating Associations, scheduled for 8 ii eat my t Threade 
October fo 22 in Atlantic City. mca © € rs 
W. A. Brecht, president of Hajoca 
Corp., Philadelphia, who is general 
chairman, said 860 reservations are 
now in, and program plans are virtu mlicssit> TOOLS 
ally complete. Admiral Ben Moreell, 
chairman of the board of Jones & make good workers 
Laughlin Steel Corp., will be the 
principal speaker. Joe W. Pitts, pres Better! 
ident of Brown-Roberts Hdwe. & Sup 
ply Co., Alexandria, La., will speak on 
‘Relationship of Manufacturer and 
Distributor.” 
Invitations have been sent to 28 
presidents of steel companies, brass 
pipe and copper tube, and enamel 
ware and pottery companies. ‘Twenty 
have accepted so far. 
A number of members of the in 
dustrial distributors’ associations are 
also members of the Plumbing & 
Heating Supply Institute. 


Industrial Sales Division 
Established for Thor Tools 


Independent Pnuematic Tool Co., 
Aurora, IIl., has created a new indus- 
trial sales division for Thor tools, un- 
der J. A. Hill as manager. 

The company also announced the 
appointment of J. F. Corkery to suc- ese opuU ar rop eg ies” 
ceed Mr. Hill as manager of electric 
tool sales, and G. A. Thoma, to suc- 


Are Steady Profitable Sellers’ 
peg Corkery as sales promotion re tea y ro ita e e ers | 


Drop head sets to thread 4” to 2”’ 


The division was established to give : ; F 
more direct emphasis to the sale of * Heads — into ratchet ring from either 
side, won’t fall out. 


Riga 
Bolt Dies O0R-8 


*% Precision-cut alloy dies reverse for close- 
to-wall threads—no special dies needed. 

% OOR & OR, %” to 1”; 111R & 11R, %” to 
14";12R,%"’to2’”’. Conduit dies available. 

* It pays you to keep these RITA(ID’s in 
stock—order from your Supply House. 

THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


J. A. Hill 
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WANTED 


Distributors who 
want to realize 


5140.00 ON EACH 
$17.50 SALE! 


Nu-Matic Grinders, Inc., manufacturer of 
the only patented air-inflated abrasive 
wheel on the market today, has an exclu- 
sive selling plan. One that will help you in- 
crease abrasive band sales up to 300%. 


Nu-Matic is a tool needed by every cus- 
Boomer that has a grinding, polishing or fin- 
ishing operation. It will increase grinding 
production up to 3,000%. It can be oper- 
Hoted by less skilled personnel. It does a 
Finer finishing job than hard wheel grinders 
Sor abrasive discs. In short, it almost sells itself. 


Retailed at $17.50, Nu-Matic sells quickly 
ond easily. More important, it means in- 
Kreased soles of abrasive bands that 
Tepeat and repeat. 


Write today for complete information on 
The Nu-Matic Selling Package and the Dis- 


tributor Salesmen Incentive Plan. 
N-101 


NU-MATIC 


Air-inflated 


GRINDERS 


Mr. A. 1. RASKE 
NU-MATIC GRINDERS, INC. 
8224 Carnegie Ave. 
Cleveland 3, Ohie 


Please rush complete information on the Nu Matic 
Selling Plan. No obligation of course. 


G. A. Thoma 


Chor tools in industrial plants, com- 
pany officials explained. 

Mr. Hill, who joined the company 
as a salesman in 1926, had been 
branch manager successively in Pitts- 
burgh, Philadelphia, and New York 
before his appointment as electric 
tools sales manager in 1946. 

Mr. Corkery has been sales promo- 
tion manager for the past 7 years. Mr. 
Choma has been assistant sales promo- 
tion manager since 1946. 


Patron Transmission Meets 


J. Merwyn Wigley, a director of 
the Brammer Corp., New York, ad- 
dressed a recent sales meeting of 
Patron Transmission Co., Inc., , Bae 
York. 

He described recent improvements 
in belting, and the history of the 
Brammer Corp. in developing detach- 
able V-link belting. 
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SOLD THRU DISTRIBUTORS 


For ALL SODERING—WELDING— 
BRAZING PROBLEMS 


* Sodering Paste — Sodering Sticks «+ Sederi 
it © «©6Sodering Flux gieniotene 
ne 


L B ALLEN CO. Inc 


6731 BRYN MAWR AVE 


CHICAGO 31, ILL 





JOB-TESTED 
FLOOR SWEEPS 


filler arrangement 
construction. Sizes 12”-36” 


MAIN TYPES JOB-TESTED SWEEPS 
ust . 14” 

SUPREME 614 LINE for medium ond 
smooth % to remove light and 
medium dirt $5.50 
WIRE-CENTER $-2714 LINE for smooth 
unpolished surfaces te remove light 
end medium dirt 4.00 
3014 BORDERLINE for smooth unpolished 
surfaces to remove light and medium 
dirt 3.75 
SAMBO LINE for rough unpolished 
sur te remove wet or dry, 
te heavy dirt 2.00 


Order Now—Write for discounts 


LAITNER BRUSH CO. 














Donald E. Beaton 


Twin Dise Clutch Appoints 
Hydraulic Div. Executive 

The Twin Disc Clutch Co., Racine, 
Wis., has named Donald E. Beaton 
issistant general manager of its Hy- 
draulic Div. in Rockford, Ill. 

Ihe new post was created as part of 
the company’s expansion program, 
which includes a $1,500,000 plant 
project at Rockford. This, together 
with improvements at Racine, will 
enable the company to double its pro- 
duction of hydraulic products, accord 
ing to company officials 

Mr. Beaton has been associated 
since 1936 with Thompson Products, 
Inc., Cleveland, Ohio. He has been 


factory manager of a division for the nee 
past 6 years. ; . 
FOR | 
eee 


HOLDING POWER 


The reason is simple. Threaded fasteners are made 
and used to hold parts together. The tougher they are, 
the firmer they will hold together the component parts. 

We don't sell fancy finishes. When you buy Triplex, 
you don't buy shiny looks. You buy good, holding 
power. We think that it’s the most important thing to 
look for in threaded fasteners —and hundreds of our cus- 
tomers agree with us. Write for catalog and wall chart 
of the complete line. THE TRIPLEX SCREW COMPANY, 
5317 Grant Avenve, Cleveland 5, Ohio. 


Z. R. WILLIAMS has been appointed 1 (| N | | ) ‘ 


vice president and works manager of cae Bee bcate S a ; ve 
Portable Electric Tools, Inc., Chicago. 


He has been with the company since 
1946. 
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by pre-selling the more than 


Mode 
and 

824 « 
x 24" 


available with coolant 


lron Age 

Mill & Factory 

Modern Machine Shop 

Industrial Equipment News 

Industrial Arts & Vocational 
Education 

Contractors Electrical Equipment 

New Equipment Digest 

Domestic Engineering 

Metal Working 


we're 

paving the way 
to easier sales 
for you 


325,000 readers of these 
national magazines on 
the advantages of 


AL CUTTING BAND SAWS 


Model 1220 for extra large 
Model 610 is a low-priced cutting jobs. Capacity: 12” 
saw with a capacity for x 20” flat and 12” plus on 
cutting 6” round and 6” rounds. Available with 
x 10” flat. Also available coolant equipment for con- 
with coolant equipment. tinveus production cutting. 


| 816 cuts 8” round 
8” x 16” flat. Model 
vts 8” round and 8” 

flat. Both models 


equipment 


For complete details on Kalamazoo write today. 


HARRISON STREET * * * KALAMAZOO, MICHIGAN 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 





\ 
\ 


BUILT RIGHT—Best materials throughout tool 


steel cutters .. . Right and Left hand Threaded Bushings 


\ for Adtomatic Tightening. 


ie on 
ma 


EASY TO HOLD— Extra 
Weight distributed 


well 
for smooth handling. 

ANN 

" Also CALDER Fine Diamond Dressing Tools 


\ i 
\ 


“SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 
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A. C. Lewis 


Whiskers or $1 Fine, 
Decreed in Bloomsburg 


A. C. Lewis, sales manager of the 
Catawissa Valve & Fittings Co., has 
been startling his friends lately with 
a copious and well-groomed display 
of chin whiskers. 

Appearing at the Atlantic City 
Convention with several weeks’ luxuri- 
ant growth, he explained the reason: 
his home town, Bloomsburg, Pa., is 
holding « sesqui-centennial celebra- 
tion, with the accent on pioneer days. 
Male residents able to, are supposed 
to grow a beard, or pay a $1 fine 
Other highlights of the celebration are 
the wearing of pioneer costumes for 
special events, and the distribution 
of souvenir wooden nickels, accepted 
as legal tender by the town’s mer- 
chants on certain dates. 





SS 
TEAMWORK between John C. Gray, 
vice president and manager of the in- 
dustrial supply department at The S. B. 
Hubbard Co., Inc., Jacksonville, Fla., 
and his assistant, Henry Chauncey 
(left), keeps sales figures up to date. 





SILVER TRAY was presented to H. L IMPROVED 


Gilliam, Wood Shovel & Tool Co., 


Piqua, Ohio, by Eastern Hardware Golf 
Assoc. members in appreciation of his 
services. Same day . e 








CONTROL 


%#% CM COMET Electric Chain Hoists are now available in two models... Push 
| Pes Control or Pendant Rope Control. Designed for production line applications. 
Anyone can operate. One hand control, fast load spotting, flexible Herc-Alloy 
steel load chain, upper and lower safety limits, low power consumption, lifetime 
lubrication and fully enclosed working parts are just a few COMET advantages. 


TOURNAMENT of the E.H.G.A. at 

Shawnee-on-Delaware found contest ; 

ants J. C. Miller, Bethlehem Steel Co., ras ; 

and Hoyt Pease, Stanley Works, ready te 

for the course ; 
Henry Worthington Wins 3 lug in on 110 single phase 
E.H.G.A. Championship se PENDANT ROPE |” 220-440 volt power lines 


Henry Worthington, of H. L. 
Worthington Co., Baltimore, Md., 
defeated E. H. Talmon, of Imperial 
Knife Co., to win the annual Eastern 
Hardware Golf Association champion- 
ship recently at Shawnee-on-the-Dela 
ware. 

Mr. Talmon was also the low medal = % The faster, more efficient overhead handling of materials 
ist in the qualifying round. , and parts with CM COMET Hoists is an immediate way to 

Winner of the second flight was : increase output and reduce unit production costs. Workers’ 
H. Prescott Brigham, of J. Wiss & | energy is conserved for full day maximum efficiency. Floor 
Sons Co., last year’s champion. space is saved. Production moves smoothly. 

Other flight winners were: third : COMET CATALOG NO. 150... 18 poges of illustrated hoist 
flig ht—W. Conde, W. W. Conde i, ge information...sent on request Prices will be included. Write now! 
Hawe. Co., Ww atertown, N. Y.; fourth CM DISTRIBUTORS ARE LOCATED IN ALL INDUSTRIAL CENTERS 


pei, Ss-amm-n'c"suts,— GHISHOLM-MOORE HOIST CORPORATION 


Jr., Carborundum Co.; sixth—John 
Douglas Coath, Frank W. Winne & porno atten gchapeemipie: a ih a age 


- af tapes 3 >. a GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
Son, Inc.; seventh—~W. W. Edwards, | SALES OFFICES: New York © Chicago « Cleveland 
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Motor mounted 


High and Low Head 
Centrifugals 


Standard fitted, all bronze or all 
iron for handling many different 
liquids, including inflammables. Im- 
peller is mounted on motor shaft to 
insure perfect alignment and bal- 
ance. No sub-base is required. 1750 
and 3500 rpm. Single or three phase 


Direct drive 


Vv’ or 
flat belt drive 


Centrifugal 
Pumps 
2 


Direct motor drive 
(60 cycle) 


“HN” Series 


Ideal for delivering large capacity 
against average pressures; for 
booster service, circulating uses, as 
a heat pump, or for hot water. De- 
signed for continuous operation. Up 
to 50 gpm 

Gas engine Vv" of 


- flat belt 
drive 


THE F. E. MYERS 
& BRO. CO 

140 Orange St., 
Ashiand, Ohio 





Hansen & Yorke Co., Inc., New 
York; eighth—M. G. Kimball, of Rose, 


Baxter & Kimball, Inc.; ninth—Wil- | 


liam Volk, Chicopee Mfg. Co. 
The following also were flight win 
ners: tenth flight—Robert Raymond, 


I'rue Temper Corp.; eleventh—James | 
Sherman, Roberts Hdwe. Co., Inc., | 


Utica, N. Y.; twelfth—Peter Bass, 
Bigelow & Dowse Co.; thirteenth 


E. M. Welty, Oliver Iron & Steel | 


Corp.; fourteenth—-C. E. Kendall, 
Jones & Laughlin Steel Corp.; fif 


teenth 


W. W. Woodworth, Samson | 


Cordage Works; sixteenth—Lawrence | 


McKay, The McKay Co.; seventeenth 

W. F. Sewert, 
Cloth Co.; eighteenth 
Wright, Diamond Expansion Bolt Co. 

H. L. Gilliam, of the Wood Shovel 
& Tool Co., Piqua, Ohio, secretary 
treasurer of the F.. H. G. A. since its 


New York Wire | 
-John A. | 


organization in 1934, was presented | 


with a surprise gift of a large silver 


tray in appreciation of his services to | 


the association. 


It carried reproduc- | 


tions of the signatures of all members | 


who contributed in purchasing the 
gift 


New Officers Elected 


New Officers elected for the coming 
year were: president—John §. Davey, 
Russell, Burdsall & Ward Bolt & Nut 
Co., vice presidents—William M. 


Stout, American Hdwe. Supply Co., | 


and John J. Wallace, Clemson Bros., 
Inc.; secretary-treasurer—H. L. Gil- 
liam; chairman of the board—M. T. 
Hutchinson, Roberts Hdwe. Co. 
The following were elected to a 
three-year term on the board of di 
rectors; J. 


Ray Snape, Frank W. | 


Winne & Son; F. J. Carr, The Ander- | 
son & Ireland Co., Inc., Baltimore, | 


Md.; W. W. 
Yorke Co. 

R. W. Mueller, Minnesota Mining 
& Mfg. Co.; W. W. Woodworth, 
Samson Cordage Works; and Charles 
B. Leinbach, Supplee-Biddle-Steltz 


Edwards, Hansen & 


Co., were elected to two-vear terms on | 


the board. 

For one year terms, the following 
were elected: Keen Markey, Keen Mar 
key Co. W. W. Conde, W. W. 


Conde Hdwe. Co.; and W. B. Chand- 


lee, Edward K. Tryon Co. 


Cleveland Chain & Mfg. 
Appoints Sales Manager 


D. J. Owens has been appointed 


sales manager for the Cleveland Chain 
& Mfg. Co. and will assume immedi- 


ate direction of the company’s entire | 


sales program. 


Mr. Owens was previously with the 


Automotive Accessories Div., Fire 


stone Tire & Rubber Co. 
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Stainless Steel 
= BOLTS ® 
I) SCREWS - @ 
NUTS #2 
-WASHERS g 


STAINLESS STEEL 
BOLTS SCREWS 


uM e 


NUTS 


asa qe 


WASHERS 


All Types 


RIVETS 
A Types 


© 


FITTINGS “™ 


All Types 
9 
Van! 


dtainless 
SCREW & BOLT CORP 


Church St® New York 7, N.Y 
co 7-0675 


DETROIT STAMPING COMPANY 


332 Midland Ave. + Detroit 3, Mich. 





MHRA E aS 


to million potential customers every month! 


Look in almost any top trade journal covering your markets. 
There’s a colorful, fact-full invitation to buy W-S Forged 
Steel Fittings ... 

THROUGH LOCAL DISTRIBUTORS! 


There’s the W-S story of product quality tied directly to 
YOUR story of service. 


And this story goes on month after month, reaching over 
¥2 million users with each issue. Add a wealth of technical 
literature, direct mail promotion helps, a complete product 
line and a big modern plant going full blast to meet your 
delivery commitments and you have: 


A SURE-FIRE COMBINATION TO MAKE PROFITS— x 
AND SHARE THEM—WITH YOU! gy 


9-M-16 


WATS. 0, Ay - Th /4 V4 ay, FP) A DISTRIBUTOR PRODUCTS DIVISION 


ESTABLISHED 1848 ROSELLE, NEW JERSEY 





Keep 
Main Office and Factory: LANSING, MICH. 


TRUCKS 
TRAILERS 


2 
~~ 
° 
- 
~ 
eo 
— 
= 
a 
_ 
e 
= 
v 
SS 
° 
wv 
ev 
‘S 
3 
c 
c 
— 
3 
° 
a 


" 


HEAVY DUTY FOR 
BARS, TUBES AND ANGLES 


BARROWS 
CASTERS 


CARTS 
SKIDS 


Producta on Wheela” 


TRAILERS 


LIFT JACK SYSTEMS 


Since 1881 


.oe STOPS 
CONDENSATION 


NoDRIP PREVENTS RUST 


in addition to stopping drip 
and keeping floors dry. 





former office 


ANYONE CAN APPLY 
Brush, trowel or spray NoDrip 
on tanks, condensers, suction 
lines, vats, pipes, walls, ceil- 
ings, etc. NoDrip adheres 


OPENING DAY for Atlas Supply Co.’s 
new branch in Atlanta, Ga.: C. W. 
Hege, assistant manager, checks details 
with J. F. Linville, branch manager. 


Atlas Supply Co. Opens 
New Branch in Atlanta 


Atlas Supply Co., Winston-Salem, 
N. C., has opened a new branch office 
in Atlanta, ba ., in a four-story build- 
ing at 505 Whitehall St., S. W. 

J. F. Linville has been named 
branch manager. The new quarters 
have 53,000 sq. ft. of office and ware- 
house space and 14,000 sq. ft. of 
customer parking facilities. 

Mr. Linville has been with the 
company for 15 years and was man- 
ager of the Raleigh, N. C., branch 
before coming to Atlanta. Assistant 
branch manager is C. W. Hege, 
manager at Winston- 
Salem who has been with the com- 


| pany 6 years. 


Others in the new Atlanta office 
include W. C. Thompson, from the 
Columbia, S. C., branch office, as 
salesman, and Elmo Sparks, trans- 
Charlotte, N. C., 
branch to manage counter sales. 
Jesse Ivey, transferred from Raleigh, 
will be in charge of the warehouse fa- 
cilities. L. A. Prillaman, heating engi- 
neer, formerly in Greensboro, N. C., 


ferred from the 


will manage the heating division. 

Addition of the Atlanta office gives 
the company five main headquarters 
and branch offices: Winston-Salem, 
Charlotte, Raleigh, Columbia, and 
Atlanta. The Atlanta branch will 
cover a sales territory of 150-mile 
radius, in Georgia, Alabama, Florida, 
and Tennessee. 

Changes in other branches were: 

O. S. Moore, salesman with the 
company for 8 years, succeeded Mr. 
Linville as Raleigh branch manager. 
A. W. Bowen, formerly in Charlotte, 
succeeded Mr. Hege as Winston- 
Salem manager. F. B. Shumate, for- 
merly sales manager, replaced Mr. 
Rowen as Charlotte manager. 


to metal, concrete, 
plaster. 


brick, 

It forms a seamless 

covering that is effective as 
soon as dry. Acid, 
alkali and brine 
resistant. 


Interesting 32-page 
Handbook shows 
what NoDrip is and 
what it does. It’s 
free. Send coupon 
today. 


] SEND NoDRIP HANDBOOK 
NAME 
COMPANY 
ADDRESS 


ciTy 


ONE of a series of advertisements appearing in leading industrial pub 


since NoDrip was introduced 10 years ago. 
tributors. Your customers are inquiring about NoDrip and you should be in position 


to supply it promptly by carrying it in stock. Write us for details on our NoDrip 


profit plan for industrial distributors. 


J.W. MORTELL CO., 536 BURCH ST., KANKAKEE, ILLINOIS 
TECHNICAL COATINGS SINCE 1895 





~ 
— 
oo 


INDUSTRIAL DISTRIBUTION © JULY, 1952 





\ 


TAKING THE ORDER is part of 
Hilda Emerson's job at National Bolt & 
Nut Co., Brooklyn, N. Y., after check 
ing the perpetual inventory card 
Later 


INVOICING will be the duty of 
Tobie Turner, who follows up with the 
bookkeeping entry 





Hardware Meeting Names 
Florida, Georgia Officers 


The Florida and Georgia Retail 
Hardware Associations chose their new 
officers recently at their joint annual 
mecting in Jacksonville, Fla. 

M. A. Carter, of West Palm Beach, 
was elected president of the Florida 
Association. Hugh L. King, of Cov 
ington, will head the Georgia group 

The new vice presidents are A. C., 
Stine, Florida, and Olin Williams, 
Georgia. Kenneth Hill was named 
honorary president of the Florida 
group. W. W. Howell was elected 
executive manager of the two associa 
tions. 

T. J. Kenny, president of the S. B. 
Hubbard Co., Jacksonville, welcomed 
the delegates to the three-day meeting 








Get the benefit of a boits, packed i 
y 


clearly-labeled, sturdy corrugated board co 
tainers. Use the up-to-date information of ow 
concise, simple to use catalog to order an 
stock Buffalo Bolts. 
You'll get the perfect combination of su 
rior bolts in superior cartons at the same 


price as ordinary bolts. Order in either car- 
sop 10 5\ load or Lcl lots. They're easier to stock, 
re la 


and handle... move better. Write for 

Catalog #51 and also ask for circular on 
uantities, weights and types of bolts in 
andy Pack cartons. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 
PRODUCERS OF CIRCLE @ PRODUCTS BOLTS © NUTS @ RIVETS AND SPECIAL FASTENERS 
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For Safety's Sake .. . SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when necded. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 





Write Dept. B for bulletin 
Sizes 3 feet te 16 feet in height (meas- 
ured from y A e platform). Standard 
rubber sai ne extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT ave. CINCINNATI, OHIO 
Canada—Safety Supply Company—Toronto 











Ee Gelferson 
2 at saa UNIONS wos 


DISTRIBUTORS CAPITALIZE 
ON THE PREFERENCE 


for “JEFFERSONS" 


Why not make Jefferson your source of supply? The answer is simple 
enough. Speteeamas by users stems from recognition that with Jeffersons 
they can d of ft . that they can 
make up pibe joints with less wrench pressure . that “with the exclusive 
Jefferson Recessed Brass Seat, an unsbstructed flow is assured as well as a 
fully protected joint. 


In addition, it is well known that J Unions 
tion. With a complete line on which to draw, simpler z 
possible with worthwhile savings in time, material and | 
points which can be readily d d and d on 


Jefferson is also a dependable source of supply for unions with all-iron 
seats as well as AAR male and female unions, Enduro 300#, Excel 250+ 
and Master 150 unions. 





leaeilitet, 








piping obs cre 





It will pay you, too, to make Jefferson your source of supply. 


JEFFERSON UNION COMPANY 
Manufacturers of Pipe Unions for over 50 years 
671 W. 26th St., New York 1, N. Y. 


9 Green St., Lockport, N. Y. 49 Fletcher Ave., Lexington 73, Mass. 











INDUSTRIAL DISTRIBUTION © JULY, 1952 


E. M. Stuart 





| Black & Decker Sets Up 


| New District Managerships 
The Black & Decker Mfg. Co., 
Townson, Md., has created five new 


district sales managerships for the 
U. S. and one for Canada. 





W. L. Poynter 


and you’re sure 
to sell again 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 
sales are sure for repeats. 

First of all, Vincent has product advantages. The exclusive design of their 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 
ters are made of alloy steel and hardened by a special 

The new district managers are process that makes them just the right degree of hardness FOR CORRECT 
E. M. Stuart, for the Northeastern for best performance. DRESSER USE 
district; A. Lee Proctor, Southeastern; | But just os important, Vincent Dressers and Cutters THIS CHART~ 
Raymond G. Horner, Central: Wil- 
liam L. Poynter, Midwest; Arthur S. 
Boehm, Pacific Coast; and Donald S. 





ore mode in a variety of sizes and styles. There is no 
danger of a good dresser or cutter making a poor show- 
. ; a ing dve to mie ton 
McKeracher, Canada. The executives pHigadeginne application. For every job, there is a 
appointed were formerly territory | correct Vincent dresser and cutter, designed right— 
branch managers in Boston, Atlanta, | reset sas Vincent Steel Process Company, 
Chicago, Kansas City, San Francisco, Hevue Avenue, Detroit 7, Michigan. 


and Montreal, respectively. 
Glen H. Treslar, vice president in Vi NC = 
charge of sales for the company, 
stated: 
“Because of the huge cupension of VCH Ged and 


our business in the last 12 years, it | 
has become physically impossible for | 
any one man to adequately serve our 
distributors and dealers on a top sales 


level. These district sales managers, 

who represent a total of 167 years’ ten ltt 
experience in the portable electric tool i a : ° 
industry, will be constantly on the Designed Built rae Merchandised 
scene to help our far-flung organiza- 


tion. We now have 31 factory sales ite) do a better job. . .for the user—for you 


ov coco = Producers of + WSS TOOL BITS » CONICAL CUTTERS AND HOLDERS « DIAMOND 
oom ..* DRESSING TOOLS + TUBECLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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Winding heevy cables — electrical horness — 
tor use with power driven taping machines 


OUTOH BRAND PLASTIC ape: ee predem Newry Gury prapernen 
eo 


tee cme 


eve chers teristics 
equered ter 
mony indverre! vies 


DUTCH BRAND Tapes meet 


Ash for DUTCH BRAND rapes by trode nome 
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"MULCONROY Siarii... 


In every field of hydraulic hose service, 
Mulconroy “PRESS-LOCK” Couplings are giv- 
ing increasing evidence of the outstanding 
advantages of their unique design, con- 
struction, and attachment to the hose. They 
can't blow out or pull out; and because their 
application to the hose does not require 
cutting or weakening it in any way, they 
give it unprecedented resistance to shock 
pressure loads and continuous flexing... 


Exterior View of “PRESS-LOCK" Coupling. Note its 
strong, streamlined build. 


Cross-Section View, showing how entire, un-cut hose 
wallis utilized ... how hose and coupling are “molded” 
into a single, super-strong unit. 


“PRESS-LOCK” Couplings Available Two Ways... 


1—Regularly furnished on Mulconroy Hydraulic Hose 
Assemblies—highest quality hydraulic hose in stand- 
ard or special lengths, with a “Press-Lock” Coupling 
pressed-on each end. 


2—Attached to your customers’ hose shipped to our 
factory. This service is prompt and efficient. 
. . . 

Seldom have you sold an item with a more receptive 
market...not only in the fleld of hydraulics, but 
among users of many other types of high-pressure 
hose as well. Proof of its acceptance is growing 
every day. Write, now, for “PRESS-LOCK” literature, 
and plan to profit by the extra sales this needed 
Product offers you. 


WHERE OTHERS 
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Two Sales Representatives 
Named By Carboloy 


Carboloy Department of General 
Electric Co., has made two new ap- 
pointments of salesmen in the south- 
ern Ohio and upper New York state 
territories. 

J. M. Stevenson, former southern 
| Ohio salesman, has been transferred to 
| the upper New York State area. T. E. 
| Odell, a graduate industrial engincer 
who joined the company last year, 
takes over the southern Ohio territory 
from Mr. Stevenson. 

A 1949 Notre Dame graduate in 
metallurgical engineering, Mr. Steven- 
son joined the company in 1950 after 
working as a tool engineer at the Ford 
Motor Co. 





| Plant Manager Named 


Joseph C. Morrison has been named 
manager of the Carboloy plant at Ed- 
more, Mich. 

Recently superintendent of the Al- 
nico permanent magnet manutactur- 
ing operation, Mr. Morrison previ- 
ously held supervisory posts in both 
the Alnico and Carbon Products Divs. 
He joined the General Electric Co. in 
1941. 

As Edmore plant manager, he will 
continue to supervise the permanent 
magnet operation, to be carried on in 
a new building now under construc- 
tion, as well as all other plant opera- 
tions, including cemented carbide tool 
fabrication. 


To Handle Alnico 


Carboloy has appointed Frank G. 
| Mussen as Alnico specialist for the At- 
| lantic district, to service permanent 

magnet accounts in Massachusetts, 
Maine, Vermont, New Hampshire, 
and upper New York State. 

Mr. Mussen, who joined General 
Electric in 1941, has been supervisor 
of Alnico permanent magnet test and 
inspections since 1946. Previously he 
had been head of testing for the hy- 
draulic control division. 


New Bedford Cordage Co. 
Appoints Sales Executive 


The New Bedford Cordage Co., 
| New Bedford, Mass., has promoted 
Hazid C. Conkling to the post of as- 
sistant sales manager. 
Mr. Conklin has been with the 
company 8 years, covering the New 
| Jersey and eastern Pennsylvania terri- 
| tories and the ports of Norfolk and 
Baltimore. Previously he was con- 
| nected with Phillips Petroleum Co. 
| His headquarters will be in New 
| Bedford. 








3 ... the GREATEST Improvement in a Decade! 


Engineered to Assemble in 
Minutes ...SAVES COSTLY MAN HOURS 
.-- CONSTRUCTED TO LAST A LIFETIME!!! 


Major parts of the STEEL-PRIDE locker simply slide together. Only 32 bolts 
are required for complete assembly (approximately 50% less than in conven- 
tional type lockers). Thus the STEEL-PRIDE can be assembled in half the 
time required for other widely used lockers. You save many costly man hours 

'§} = when you assemble these unique lockers. 


And JET-LOK construction provides 
exceptional rigidity, because the U-type 
interlocking joints make tight, positive 
contact. Single STEEL-PRIDE units 
stand without twisting or getting out of 
shape in any way, and “bellying’”’ is 
completely eliminated when lockers are 

Door frame assembly, sides, and back m P i" 
slide together quickly with JET-LOK. installed in sections. 


The all-grip JET-LOK joints, plus a 
positive locking system which fully 
meets Government requirements, render 
the STEEL-PRIDE locker practically 
pilfer-proof. 


Patent Pending 


JET-LOK CONSTRUCTION CUTS Constructed to last a lifetime, the 


assembly time in half. Additional STEEL-PRIDE locker can be relied 
lockers bolt together with common 


dividers, saving one side compo- Bottom, shelf, coat hooks and top a: upon to give complete protection and 
nent per locker. easily and rapidly bolted in position. satisfaction year after year. 


steel-pride STEEL SERVICE MANUFACTURING CO., Steubenville, Ohio 


Please tend me your free cotolog describing STEEL-PRIDE Lockers. * 
a : MAIN e ee cenneneeeenenreteeeeenescarenmecennnrecans | 


5? 
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Easier to identify See how the label 
stands out? It's easy to read-—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 

packed in sturdy boxes that won't “bow out” 

when opened or stacked. Covers slip on and off 

with just the right friction grip. Easy to handle, 
ck and ship. No tearing, spilling or loss. 


adier to get Prompt, reliable deliv- 


y through convenient factory warehouses. 

our Pheoll stocks cover most needs. Depend 

m this one source for a broad range of “in 
Memand” fasteners. 


Ladier to sell Pheoll products are 
Bmoney makers because they're easy to sell. 
on re fast movers. They repeat because they're 

die to build your business. Our reputation is 
Four guarantee 


TS 


ee 


Rell business builders 


ts 

*Stove Bolts *Threadeg Rods 
[Sieted Ond Phillips Recessed 

veel and Brass ars 


SCREWS e@ BOLTS 


CHECKING PRICES with W. F 
Goodworth, inquiry clerk at Joseph 
Woodwell Co., Pittsburgh, Chuck 
Rodgers, salesman, prepares for call 
Later 


se 7 


SELLING ARGUMENT convinces 
A. W. Fink, Jones and Laughlin Steel 
Co., of need for saw parts 


New Brunswick Paper 
Features Distributor 


Slingman Industrial Supply Co., 
New Brunswick, N. J., was the subject 
of a feature story in the New Bruns- 
wick Sunday Times recently mark- 
ing the company’s fifth anniversary. 

Operated by two brothers, Theo- 
dore D. Slingman and Ross A. 
Slingman, the company was founded 
as a result of a decision during a fish- 
ing trip in Minnesota, the article 
points out. While huddling under a 
canoe as protection against a storm, 
they discussed their future, and de- 
cided each was tired of his respective 
job and the travelling it entailed. 
hey visualized a supply company in 
which their experience with industrial 
equipment could be utilized. 

Later, according to the article, they 
made extensive state-by-state surveys 
for a location, and decided on New 
Brunswick, N. J. They felt this area 
offered the greatest potential for al- 
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LE-HI Makes 2 
Good Connection 


Specify LE-HI for 

all Hose Couplings! 
Wherever hose is used there is a 
LE-HI hose coupling to match— 
from small tubing to large indus- 
trial applications. ... The complete 
LE-HI line includes: 
@ Air Tool Couplings 
@ Welding Hose Couplings 
@ Steam Hose Couplings 
@ Fire Hose Couplings 
@ Acid Hose Couplings 
@ Sand and Blower Hose 

Couplings 


SERIES 100 

@ Drilling Hose Couplings 

@ Oil and Gas Hose 
Couplings 

@ Agricultural Hose 

Couplings 


. . plus complete lines of 
hose clamps, air valves and 
SERIES 600 manifolds. 
Sold through leading distributors 
and rubber manufacturers only. 


“Old Doc” says: “Write now 
for your free copy of the 
” 





plete LE-HI catalog 
HOSE ACCESSORIES 
COMPANY 
1706 Lehigh Ave. 
Philadelphia, Pa. 
LE-HI Makes a 
Good Connection! 








most any type of industrial business 
in the U. S. because of its past growth 
and forecasts for the future. 

The new company, according to 
the brothers, became “the first ex 
tensively technical and industrial and 
equipment supply company servicing 
New Brunswick and the surrounding 
area.” Its stock now includes various 
types of mechanical rubber items, 
power transmission products, hydraulic 
mechanisms, pumping equipment, 
special hoses and tubings, compressed 
air devices, materials handling equip 
ment, lubrication equipment, elec 
tronic controls, and electric motors 

The brothers are engineers. Theo 
dore Slingman, president, helped de 
velop the Liberty airplane engine 
during World War I, and since then 
has served in sales and engineering 
capacities for several tool, rubber, and 
equipment manufacturers. Ross Sling 
man, vice president and sales manager, 
had several years experience with an 
industrial supply firm. During World 
War II, he was engaged in tank de 
sign for the Army while employed at 
The Baldwin Locomotive Works 

Now in its fifth vear, the company 
supplies industrial items to 250 firms 
in the area, according to the newspaper 
article. 


Cleveland Chain Appoints 
New Chief Metallurgist 


Harry C. Brainard has been ap , established in 
pointed chief metallurgist for the an Round organiza- 
Cleveland Chain & Mfg. Co. He will Recetoment of Wile 
take charge of the company’s entire ‘ ‘ : 
metal development program and will 5, Gatanh, ‘Vee Sas Senne Rewad Chale ee 
supervise quality control. for 15 years, Woodhouse now athens @ semprete 

Before joining Cleveland Chain line of welded and weldiess chain, slings, chain 
Si, Diateol ae connected with hoists, electric hoists, trolleys and winches to 
Lyon, Inc., in Detroit, and the Cv- the important Middle Atlantic market. Sold ex- 
clops Steel Co., Titusville, Pa. At | : clusively through distributors and wholesaler 
Cleveland Chain, he was credited with 
developing a new alloy steel chain and | 
new techniques in welding alloy steel. 


Ride COMPANIES 


ih 


—— aa =e os ” 
— 


Harry C. Brainard 
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HACK SAWS=—- BAND SAWS 





REQUEST YOUR COPY TODAY! 
BARNES weW 


HANDBOOK OF METAL SAWING 
faz) 


vous 
/woustaiat 
[istarsuton 
ber wpeedy de! very 
ot Bornes Biedes 
end other neuen al 
predens 


38 PAGES 


FULLY 
WLUSTRATED 


PACKED WITH 
FACTS FOR 
ANYONE WHO 
USES OR BUYS 
HACK SAWS OR 
Barnes new Handbook of Metal BAND SAWS 
Sawing is a simplified, profusely 
illustrated booklet with 38 pages 
devoted to Hand Hack Saws, Power Hack Saws and Band Saws 
+ + » for those of you who must train personnel quickly, it is in- 
luable. lt is packed with facts and figures, tables and charts all 
based on actval producti perk and compiled by experts. 
Write Barnes for your copy today. 
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William L. Hartley 


Link-Belt Co. Transfers 
Hartley from Philadelphia 


William L. Hartley, former sales 
manager at Link-Belt Co.’s Phila- 
delphia plant, has been transferred to 
executive sales headquarters in Chi- 
cago to specialize in long-haulage belt 
conveyors and other major engineer- 
ing projects. 

Mr. Hartley joined the company in 
1915 and filled various assignments 
in Chicago, Kansas City, and Detroit 
before coming to Philadelphia in 1944 
as assistant divisional manager for 
materials handling equipment. He be- 
came sales manager in 1948. 

Company officials stated that Mr. 
Hartley's new assignment would make 
his broad engineering background 
available to the company on nation- 
wide projects. 


Other Link-Belt Changes 


The company also announced the 
appointment of George A. Most, Jr., 
as district manager at Moline, IIl., 


George A. Most 





Stuart T. Penick 


succeeding Stuart T. Penick. Mr. 
Penick has been appointed sales engi- 
neer to specialize in power plant coal 
handling equipment at the company’s 
new Colmar, Pa., plant, which will 
begin operations later this year. 

Mr. Most has been district sales 
engineer since 1944 at the Pitts- 
burgh office. He had previously served 
in various capacities in Philadelphia. 
Mr. Penick has been connected with 
several of the company’s plants, in 
both sales and engineering. 


Standard Tool Will Open 
Dallas Branch in August 


Standard Tool Co., Cleveland, is 
erecting a new branch office in Dallas, 
Texas. 

Located at 1621 Dragon St., it is 
expected to be occupied about August 
1. Paul E. Lees, president of Stand- 
ard Tool, said the branch was estab- 
lished to aid distributors in Texas, 
Oklahoma, southern Kansas, Arkan- 
sas, and Western Louisiana. 


DALLAS will have new branch office 
of Standard Tool Co. this summer, 
serving parts of four states. 


Sure-Grip Sheoves— 
with one-piece, flanged hubs 
split from end. to-end for moni- 
mum grip on the shoft—ere easy 
to mount, quick to remove end 
interchangeable. You con re- 
tein the hub end change the 
stheeve to wit the speed, or re- 
ton the sheave ond change the 
hub to fit shoft size 
SEND FOR CATALOG 192 





Ces! iron with straight of crown 
foce. One-piece flanged ond 
split tapered hub permits easy 
installation and removal from 
shott. Four hubs teke care of 
bore range from %” to 2%_" 
Sure-Grip” Pulleys ore avell- 
@ble in sizes from 4” to 36” 
in foce widths from 24)” 
From Stock 
SEND FOR BULLETIN 493 





Cast tron Avoilobie in all types; 
stondord fat belt pulleys, solid 
or spilt, single or multiple orm, 
ond flanged, if required. Bronze 
Dushed or D.|) beenng equipped 
leose pulleys, conveyor, toper 
cone and special designs mode 
to customer's specifications 
WRITE FOR DETALED INFOR- 
MATION 





Sturdy, solid gray iron housing 
has @ machined oi! reservoir 
which feeds through the porous 
bronze bushing The strong, uni 
form bronze bushing structure 
Contains microscopic pores which 
hold up to 35% lubricont by 
volume, lubricant is fed to the 
shaft by capillery oftraction, 
preventing metol.to-metal con- 
fect. Available in bores to han- 
die shatt sizes from Vb” to 1%” 
3. 


The Wood's Line consists of just about every 
item needed by Industrial Plants. It is backed 
by nearly 100 years Foundry, Machine Shop 
and Engineering Experience—and is sold by 
leading Industrial Distributors. Yes, it is 
“profitable” Equipment to use and to sell, 
because it's Designed right and Built right. 

Write for literature and our interesting 
Distributor Proposition. 


V-Beits for oll drive condi- 


figh.er drives; Open End V 
Belts for “fixed center’ drives; 
Stee! Cable and Super V Belts, 
for greater Honepower on 
drives where clearances limit 
the number of belts that moy 


be used 
SEND FOR CATALOG 192 





A quick, prectical method of 
connecting lineshafts without 
cutting keywoys. Tapered 
sleeve grips sheft ends under 
powerful compression. Rec 
ommended for emergency 
service afd to join medium 
to lightly loaded shofts. 
WRITE FOR CATALOG 94 





This coupling consists of two 
high strength cast iron flanges 
with hubs cos! integrally and 
eccurately machined for bo! 
ance. The intermediate disc 
is Neoprene im grated 
lamineted fabric. Leather 
discs can be furnished if speci 
fied. Cartoned in small sizes 


WRITE FOR BULLETIN 293. 





Pillow Blocks. Permanently 
lubricated at the foctory. No 
further lubrication is required 
Housing is of modern design 
Bearings are Standard 200 
Series with wide inner roce, 
deep groove ond close curva- 
ture. 

WRITE FOR BULLETIN 194 


WOOD's PRODUCTS 

SHEAVES + FLAT BELT PULLEYS + HANGERS 
PILLOW BLOCKS + COUPLINGS + BEARINGS 
COLLARS + ‘'SURE-GRIP"’ SHEAVES AND PUL- 
LEYS + ‘‘SURE-GRIP"’ STANDARD, SUPER AND 
STEEL CABLE V-BELTS + COMPLETE DRIVES 


SONS COMPANY 
CHAMBERSBURG, PA. 





Mechanical Power 1. Seal 


NEWARK 
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ft Si 1857. 


CLEVELAND 





PRESIDENT of C. H. Tiebout & 

Sons, Inc., Brooklyn, N. Y. Mrs. H. F. 

: Wahlig, confers with office manager, 

@ Alligator V-Bele Fasteners“and open-end (long A. J. Chartier. 

length) V-belting in rolls will enable you to make 

up multiple V-belt drives for a wide variety of 
applications. 


Available for B, C and D sizes of V-belting. Federated Metals Names 
Not to be used for repairing endless cord V-belts. ) ‘J : 
Bulletin V-211 will give you complete details. W. W. Edens Sales Engineer 
A copy mailed on request. Federated Metals Div., American 
Order from your supply bouse Smelting & Refining Co., has ap- 
FLEXIBLE STEEL LACING COMPANY pointed Walter W. Edens to its sales 
4633 Lexington St., Chicago 44, Illinois engineering staff. He will handle 


Also sole manufacturers of Alligator Stee! Belt Lacing for flat hiefly fo : sales. 
<7 and transmission belts and FLEXCO Belt Fasteners . sefly undry “8 


and Rip Plates for fastening and repairing yor belts. Mr. Edens is a former executive 
ot the Heil Co. and Ampco Metal, 
Inc., He was vice president of the 
Badger Brass & Aluminum Foundry 


Co., Milwaukee, Wis., and De- 
fense Projects Executive administer- 
OF © ume a Cd ing armed services casting development 
contracts for the Alloy Engineering 
& Casting Co., Champaign, Ill. He 


also served recently on the Foundry 
Industry Committee of the Munitions 


CONCO SPUR GEAR HOIST Board. 


In capacities ranging from '4-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 

















CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities Y-ton 
and 1-ton. Request bulletin 1520. 


CONCO |-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


; —- CATALOG CARRIER used by Ray 
\/ fd) <Y mond W. Pascal, salesman for Shultz 

bs 1 Abd Pow”) & Anderson Co., Newark, N. J., has 

CONCO ENGINEERING WORKS handy partitions for bulky literature, 
Division of H. D. Conkey & Co., Division Street, Mendota, Illinois dividers for product classification 
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E. F. Tomlinson 


Clyde O. DeLong 


Robert S. Price 
B. F. Goodrich Shifts 


Heads of Divisions 


E. F. Tomlinson, general manager 
of The B. F. Goodrich Co.’s Indus- 
trial and General Products Div. since 
1949, will become general manager of 
the Automotive, Aviation & Govern- 
ment Sales Div. later this year. 

Clyde O. DeLong, general manager 





How You Can Sell More 
EVERLASTING 


BLOW: OFF VALVES 


Fig. 4001/4061. Everlasting Duplex Unit for 
250 and 300 psi, consisting of straight lever 
type Reguler Everlasting Valve and com- 
panion rock and screw, slow opening straight- 
way type Everlasting Voaive. 
Fig. 4001/6061. Everlasting Duplex Unit for 
250 and 300 psi, consisting of straight lever 
type Regular Everiasting Valve and com 
ponion Everlasting Angle Valve. 


Every boiler must have a blow-off 
valve, and these unique duplex units 
will give your customers a complete, 
EVERLASTING security that as- 
sures continuing satisfaction to them 
and repeat orders for you. 

Just point out the many distinctive 
features and exclusive advantages of 
these valves and you will arouse your 
customers’ immediate interest. For 
example, the sealing valve (at the 
left) provides a drop-tight seal that 
actually improves with use, because 
each time the disc rotates against the 
seat there is a self-grinding, self- 
lapping action. The design further 
provides straight-through blow, and 
the operating mechanism cannot 
stick or jam. 


Again the blowing valve (at the 
right) is built extra tough to with- 
stand repeated blow-off shocks, ero- 
sion and abrasion. The disc and seat 
are of monel metal, and the stem is 
of stainless steel. There are no pock- 
ets to trap and hold solids—the pas- 
sageways remain free and clear. 


For more than 40 years, EVERLAST- 

ING Valves have been profitable to 

distributors because of their fine per- ” 
formance that always assures satis- | 
faction. You'll find that it will pay 
you to stock them and point out their 
features to your customers. Write for 
bulletins and prices—you’'ll be glad 
you did so. 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J,, 


Everlasting 


Trade Mar 


minal Va Ive & 


Jor everlasting protection 
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OZALID STREAMLINER 


A copy in less than 30 seconds! Printing speed up to 14 ft. per 
minute! That’s what this Ozalid Streamliner turns out for thousands 
of engineering, purchasing, personnel and accounting departments 
across the nation. 

Because reproduction of letters, reports, drawings and records 
usually ‘‘can’t wait”, every component of Ozalid copying machines 
must be constantly relied upon to do its bit without failure. The 
Winsmith single reduction, 50:1 ratio, right angle drive, worm gear 
type reducer is a good example. 

Serving the blower, developer and pump drive, which is powered by 
a 1/3 hp motor, this small, compact Winsmith unit is designed for 
the long-lasting service which Ozalid requires of all its components. 
Moreover, its vibrationless operation is necessary to the smooth, 
quiet performance for which the Streamliner is so well known. “We 
are pleased with the little servicing that these units have demanded 
over countless hours of usage”, says Ozalid’s chief engineer. 

The importance that Ozalid, Division of General Aniline and Film 
Corporation, places on the selection of aspeed reducer is typical of 
most industries . . . the very reason so many have become Winsmith 
users. Within the 1/100 to 85 hp range, no other speed reducer is 
available in so complete a selection of standardized types, sizes and 
ratings. Catalog 148 will convince you. Write! 


WINSMITH, INC. 


12 Eaton Street 
SPRINGVILLE (Erie County), N. Y. 
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| for manufacturing and sales of the 

| Plastics Div., will take over Mr. Tom- 
linson’s post as Industrial & General 
Products head. 

Robert S. Price, Plastics Div. sales 
manager, will succeed Mr. DeLong as 
general manager of the Plastics Div. 

G. E. Brunner, general manager of 

| the Automotive, Aviation & Govern- 
| ment Div. since 1938, will reach re- 
| tirement age this year. 

Mr. Tomlinson has had extensive 
experience in sales divisions of the 
company both in the field and in ex- 
ecutive posts. He joined the company 
in 1927. Mr. DeLong, who joined 

| Goodrich in 1928 as clerk in the In- 
dustrial Products Div., was previously 

| division operating manager and man- 
ager of sundries sales before his ap- 
pointment to the Plastics Div. in 
1949. 

Mr. Price has been with the com- 
pany 14 years, serving as manager of 
technical service and plastics develop- 
ment before his appointment as plas- 
tics sales manager. 


Norton Co. Announces 
Sales, Exec. Changes 


Norton Co., Worcester, Mass., has 
made several changes in its executive 
and sales staffs. 

| Robert Cushman, former abrasive 

| engineer in Central New York, has 
been appointed Pacific Coast district 
manager, succeeding Lucien Gay, re- 
tiring after 36 years with the company. 
He will be responsible for California, 

| Oregon, Washington, northern Idaho, 
and Montana, with headquarters in 
Los Angeles. 

Donald F. Jones, recently North- 
castern district field engineer, has 
taken over Mr. Cushman’s territory as 
abrasive engineer for central New 

| York. 

Kenneth F. Ebbeson, formerly 
grinding engineer in the sales engineer- 
ing department, has succeeded Mr. 
Jones as Northeastern field engineer. 

Harry C. Brustlin, abrasive engineer 
in the Rocky Mountain area, has been 
transferred to the Pacific Coast Dis- 
trict, where he will be responsible for 
Southern California. His former ter- 
ritory will be taken over by Gordon S. 
Brandes, recent graduate of the com 
pany’s sales training course. 

Another retirement was that of Carl 
W. Atwood, district manager of the 
Hartford, Conn., territory, who had 
been with the company 32 years. He 
was succeeded by H. Paul Otto, former 
Worcester grinding machine sales su- 
pervisor. John D. Putnam has taken 

| over Mr. Otto’s former post. 
In the Abrasive Div., Allen C. 
| Moore, recent training course gradu- 





atc, has been named field engineer in 
the Detroit area. Thomas M. Thorn- 
ton, former Detroit field engineer, be- 
comes district sales engineer with 
headquarters in Detroit. 


When Worn Drills and Under-Size Holes Add to Your Anchoring Problems 


er 


Traffic Chairman Retires i 
ee 


Lo=.* 
(4 


CL 
phat Worn Drill! 


mae Yes, you can continue to use that very drill for the rest 

Ores Fen Of its natural life, even when the holes drilled become 

=< * alarmingly smaller than expected because of any 
change in dimension as the drill wears down. 


\WL-TAPER' 


The RAWL-TAPER is a caulked lead machine screw anchor 
comprised of a lead sleeve with a series of progressively 
diminishing tapers. The base of the sleeve becoming gradu- 
ally smaller than the top permits the RAWL-TAPER easy 
entry into such under-size holes as long as they are large 
enough for the hard conical nut to enter. The distributed 
force of caulking throughout the entire length of the lead 
sleeve is accomplished through the partial collapse of each 
of the diminishing tapers, causing them to fold under each 
other and maintain full compression between the threaded 
nut and the masonry for the maximum in holding power. 


Elmer B. Jones, traffic consultant, 
Norton Co., has retired as trafic com- 
mittee chairman of the Grinding 
Wheel Institute and the Abrasive 
Grain Association. He held the post 
for the past 5 years and has been a 
member of the traffic committee since 
1935. 

J. Douglas Brown, Norton’s general 
trafic managet, replaces Mr. Jones on 
the committee. Karl S. Wright, gen- 
eral trafic manager of the Carborun- 
dum Co., Niagara Falls, N. Y., be- 
comes the new chairman. 

Mr. Jones retired a year ago as 
general trafic manager for Norton af 
ter 50 years in the transportation field. 


=—=— 


Sales Manager Appointed 
To Handle 3M Abrasives 


Minnesota Mining & Mfg. Co. has 
named William E. Marsden as sales 
manager of coated abrasives and re 
lated products to hardware and paint 
stores and floor maintenance ac 
counts. 

Mr. Marsden was previously sales 
manager of adhesives of the Related 
Products Div. He joined the com 
pany in 1939 as a member of the 


It’s the TAPER in RAWL-TAPERS that does it! 
Remember... RAWL-TAPERS were Designed... 


.+.to meet any variation in the diameter of the) 
hole caused by changes in dimension of the drill! 


Adhesives & Coatings Div. In World 
War II, he was responsible for de- 
veloping the market for undercoating 
for automobiles and later became sales 


as it wears down, thus saving the cost of new drills. 


...to insure a uniform expansion of the lead for! 
the length of the nut... supplying maximum area’ 


in engagement with the masonry. 


manager for the company’s under- 


coating product, ‘“Underseal.” .+.to overcome the tendency of lead to cling to 


the surface of the hole and mushroom, which 
builds up resistance and limits the depth of caulk- 
ing between the nut and masonry. 


MUSHROOMING FULL COMPRESSION 


i 
= 


I 


Anne 





.-.to avoid increasing the diameter of the lead 
which would require a larger diameter hole and 
in turn would reach the minimum limit when 
too small to receive the nut. 


FC 


fl 


ORDINARY ACTION RAWL-TAPER 


...to eliminate the poor practice of increasing 
the thickness of the lead sleeve beyond a certain ratio in proportion to the base 
diameter of the nut, which would be drawn up through the lead as soon as the anchor 
received any strains beyond the normal elastic limit of the lead. 


For further information write Dept. ! 12-42 
THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET . NEW YORK 13, N. Y 


William E. Marsden 
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B & H 


HAS A LOCK WASHER 


There is a B & H Lock Washer for every application. The 
complete line of American Standard sizes packaged for 
easy identification in bulk cartons or packages . . . all metals 
and finishes . . . ready for prompt shipment at B & H. 


A Write for full details. 
VL... A.S.A.—S.A.E.—A.S.M.E. 


ne 


BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, OHIO 


Quickly reversed 
from the end of 


Lowell SERIES 20 


REVERSIBLE RATCHET WRENCHES 


Miat-tt-Mioda-laleel-t Oe <-1-) Male late Miceli Miler celge (ole: 


efehibilelahy This afety aclelitias the wrenches 
strength of design, and long-wearing, 
trouble-free qualities have made the Series 
20 the preferred wrench in its field SYetare| 
for catalog +60 which also shows other 
Lowell Reversible Ratchet Wrenche 

Order from your Industrial Supply 
Distributor for Prompt Service! 


LOWELL WRENCH Co. 


WORCESTER 8, MASS 
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SAW is inspected by Perry Stevenson, 
U. S. Commerce Dept., and Paul 
Gardner, president of DeWalt, Inc., 
it exhibit in Washington, D. C., for 
foreign purchasing agents 


Machine & Foundry Co. 
Holds Washington Preview 


The International Div. of Ameri- 
can Machine & Foundry Co. held a 
preview of new developments in the 
DeWalt line of metalcutting and 
woodworking machinery recently in 
Washington. 

The event was for the benefit of 
foreign purchasing commissions, em- 
bassy ofhcials, and U. S. Government 
officials. More than 200 attended. 
Paul Gardner, president of DeWalt, 
Inc., American Machine & Foundry 
subsidiary, explained operation of the 
machines 


Worthington Corp. Appoints 
Section Managers for Pumps 


Worthington Corp., Harrison, N. J., 
has announced appointments for 
newly created managerial positions in 
the Centrifugal Pump Div. 

Roy Carter, L. H. Garner, and I. J. 
Karassik have been named as managers 
of the Volute Pump, Process Pump, 
and Multi-Stage Pump Sections, re- 
spectively. All three were formerly as- 
sistant to the manager of the Centri- 
fugal Pump Div. 

Mr. Carter, who has been with the 
division since 1932, is co-author of 
“Pump Questions and Answers”, and 
has contributed numerous articles to 
business publications. Mr. Garner 
joined the division in 1930. Mr. Kar- 
assik, also a frequent contributor to 
magazines, joined Worthington in 
1934 and the Centrifugal Pump Div. 
the following year. 





ELECTRIFIED REEL measures off 
cable for John Davis, warehouseman 
at The Cameron & Barkley Co., 
Charleston, $. C. Job used to be done 
entirely by hand. 





Carboloy Dept. Appoints 
Field, District Managers 


Two new sales executive appoint 
ments have been announced by the 
Carboloy Dept. of General Electric 
Co., Detroit. 

Frank J. Staroba, formerly Mid- 
Western district manager, has been 
named field sales manager with head- 
quarters in Detroit. L. L. DeCoster, 


formerly sales engineer in the Indian- | 


ipolis and Chicago areas, replaces Mr. 


Staroba as Mid-Western district man- | 
ager, with headquarters in Chicago. | 


Mr. Staroba joined Carboloy in 
1932 and became Mid-Western man- 
ager in 1948. He had been sales engi- 
neer in the Chicago, St. Louis and 
Milwaukee areas. 


Mr. DeCoster, who joined the com- 
pany in 1946, spent two years as in- | 


structor in the Customer Training 
School, before starting field work. 





— 
NEW EXTENSION to the offices of 
Butts & Ordway Co., Cambridge, 
Mass., makes room for more personnel, 
more desks, and many more machines. 


“Big-saw’ features of 
latest design power saws 


create immediate demand 


Superior performance of recently-intro- 
duced Milwaukee Power Saws . . . rising 
labor costs . . . and fewer building restric- 
tions . . . present this unmatched sales- 

opportunity to distributors, 


IMMEDIATE DELIVERY 


. 


Model 650 Model 825 
6)" Blade $6 65° ay," Blade $2950 
1% H.P. Motor 1% H.P. Motor 


Steel carrying cases ot slight additional cost 


“BIG-SAW”" FEATURES 


1 — Deeper vertical and miter cuts than other saws of same 
dia, Blades. Model 650 miters 2” dressed lumber at 45°. 

2 — Full-rated H.P. at cutting edge assures ample reserve for 
tough-job cutting—green lumber, hardwood, concrete, etc. 

3 — Exclusive spring-loaded blade drive — no back-lash ... 
longer gear life . . . smooth stops. 


4 — Lifetime lubricated ball and roller bearings — double 
guarantee of longer service. 

5 — Rigid construction and lighter weight — perfect balance 
... greater safety... greater accuracy... greater ease of 
handling in ANY position. 

SALES-AID PLAN FOR DISTRIBUTORS 


Our Sales-Aid Plan points the way to immediate increases in sales, profits 
and satisfied customers. Write or wire today for complete information. 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 WEST STATE STREET * MILWAUKEE 8, WISCONSIN 





QUALITY 
TOOLS 


Famous for “MORE MOTOR GUTS” 
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CATALOGS 


% Your next catalog will be one of the most important steps in your 
business planning. Cuneo experience, cooperation, and facilities can 
make your catalog an excellent business producer. Why not make 
your next catalog a CUNEO catalog? Write, wire. or phone our 
catalog department—DAly 8-5340. 


wisconsin CY NEO press. inc. 


239 EAST CHICAGO ST. © MILWAUKEE 1, Wis. 











No. 3 Hy- 
Duty sith 
variable 
biade 
pressure. 





It's easier to make a Power Hack Saw 
buyer out of a prospect when you sell the No. IHF 
Ne. 38 Ory Cut complete Keller Line! There's an efficient, Floor Model 
with Automatic Lift fast-working Keller Saw for all cutting re- with Automatic Lift. 
quirements from thin wall tubing to heavy 
bars—up to 6%" x 6%” capacity. Sturdy, 
dependable Keller Saws are designed for 
low cost cutting, long blade life and low 
intenance op jon. They are used in 
shops and factories from coast to coast. 


Fast-selling Keller Saws are available 
NOW—priced from $80.00 to $375.00—to 
meet your customers’ needs. Write for No. 3C Wet Cut 
No. | Floor Model Catalogs . .. TODAY! with Automatic lift. 














No. | HB Bench Model No. 601 
No. | Bench Model with Automatic Lift Jefferson. No. 3CH Wet Cut 
ao with Automatic Lift. 


Sales Service Machine Tool Co. 


PRESS RITE PRESSES + SHAPE RITE SHAPERS + KELLER POWER HACK SAWS 
2347 UNIVERSITY AVENUE - ST. PAUL 4, MINNESOTA 
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Curtis H. Barker, Jr. 


| Sales Executive Joins 


Porter-Cable Machine 


Porter-Cable Machine Co., Syra- 
cuse, N. Y., has appointed Curtis H. 
Barker, Jr., as executive assistant to 
John A. Proven, vice president in 
charge of sales. 

Mr. Barker was previously sales 
manager of the pallet loader division 
of the Lamson Corp. He was also na- 
tional chairman of the Materials Han- 
dling Div. of the American Society of 
Mechanical Engineers, a consultant 
editor for “Flow” magazine, and presi- 
dent of Materials Handling Consult- 
ants, Inc. During World War I, 
he served as Chief Civilian Executive 
on Materials Handling for the Navy. 

In his new post, Mr. Barker will 


| coordinate the activities of the Porter 


Cable factory sales and service divi- 
sions with field activities and general 


policy. These divisions include the 


advertising, sales administration and 
service departments at Porter-Cable, 
and six service branches located 
throughout the U. S. 

One of Mr. Barker's first duties will 
be the organization of a sales training 
school. Emphasis will be on teaching 


| the basic selling principles in addition 
| to technical instruction for the com- 


pany’s line of portable electric tools 
and abrasive belt grinders. 


W. P. & R. S. Mars Opens 
| New Hibbing Warehouse 


W. P. & R. S. Mars Co., Duluth, 


| Minn., has opened a new warehouse 


in Hibbing, Minn. 
Company officers said they are 
building up stocks as rapidly as pos- 


| sible for the new building, which is 


located at 1620 13th St. Donal E. 
Olson is warehouse superintendent, 
assisted by Kermit R. Peterson, ware 


| houseman and truckman. 





A“GOOD DEAL’ 


FOR YOUR CUSTOMERS 
.».- AND FOR YOU! 


VETERAN of 35 years’ selling, S. M 
Clayton has spent the last 8 with 
Hudson Supply Co., Wilmington, Del 





“M-40-U” ALLOY CENTERS 
Sales Executives 
Appointed by Inco 

Ransom Cooper, Jr., has been sp Gorham “M-40-U” Alloy Centers outlast high speed and 
pointed manager of the Mickel Gules other ferrous or non-ferrous alloy centers from 3 to 10 times before 


Dept. and H. D. Tietz manager of wear occurs—and they can be re-dressed many more times! 
tl I Nickel Alloys Dept. of Tl ‘ . 
sa Benen fair Nic kel AS 5 8 acim “M-40-U” is a special alloy developed by Gorham expressly for use as a 


Mr. Cooper, a former vice president wear, heat and abrasion-resistant material. A solid core of ““M-40-U", 
of American Mond Nickel Co., joined is induction brazed into the steel shank, after which the entire center 
Inco in 1929, to become assistant is finish ground. Thus, the wear material is z/ways supported by tough? 
_ "Mr te Paes = amen shank steel throughout the long life of the center. These centers require 
na F031 a ie ciliates death Cielamlé dn only a cleanup grind when wear finally occurs, and many cleanups caa 
sistant to the manager of the Inco be made without loss of wear-resistant properties, since the ‘““M-40-U" 
Nickel Alloys Dept. in 1941. Pre alloy is actually a deep core, rather than a clad, or applied ¢ip, 
viously, he was connected with the 
Driver-Harris Co., handling sales in aie 
the Central States. He was also asso (3 NO ry You can sell nationally advertised Gor 


ciated with W estinghouse F lectric Co. 3 ham centers to shops with lathes, grinders, 
and the Flannery Bolt Co., of Pitts * = 


NO ust s and many other types of 
burgh at < Y machines. They pay for themselves in 
downtime saved, plus the precision” 
BUT A LONG production that's possible with centers — 
SOLID CORE that stay true longer . . . while their 
performance builds goodwill and repeat , 
sales for youl Centers or halffcenters, d 
The whole story of why this design all popular sizes, with Morse, Jarno or 
means more wear material and Brown & Sharpe taper shanks—In stock, 
longer center life is right in these immediate delivery! Write for literature 
diagrams. Tell it... and sell more and complete details on the profitable 
Gorham centers! Gorham Distributor Plan . . . today! 


ovham 


TOOL COMPANY 


COURTESY is responsible for the 14406 Woodrow Wilson Avenue 


growth of the Frank E. Laffan Co., Detroit 3, Michigan 
Inc., Rochester, N. Y., according to 


Vice President Adam Eismont 











<e*tt o, 
* 
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on 


IN INTERIOR 
FIRE PROTECTION 


OFFERS Mg 39) lame 9h 443 
WIDE SELECTION 
TOP QUALITY 


FIRE EXTINGUISHERS and SUPPLIES Approved for fires of Class A, 
Al,8,81,C,C1—soda-acid, 
foam, V/L, pump, gas — 
several sizes and finishes, 
also cabinets 


*Voted Ist by engineers, 

architects, contractors, J. M. Olesen 
distributors; most widely 

used. Also complete line of 

hose fittings for all Lyon Metal Products Makes 
purposes. Write for Executive Staff Changes 


catalog or consulting service. ' 
we he Executive changes at Lyon Metal 


| Products, Inc., Aurora, Ill., and York, 
Established 1887 | Pa., were announced recently: 
H. A. Gardner was elected chair- 
W. D. ALLE N man of the board, for the vacancy 
| created by the recent death of Earl D. 
MANUFACTURING CO. Power. Mr. Gardner is senior partner 
CHICAGO 6 - NEW YORK 7 ot the law firm of Gardner, Carton & 
Douglas, Chicago. 

H. B. Spackman, Lyon’s president, 

became chief executive officer. 
J. M. Olesen, general sales manager, 


wee a was elected a vice president. 
ot H. F. Sadler, vice president in charge 
T a ft VG Li a - ne of sales for the United States Gypsum 


Co., was elected to the Lyon board of 
IS THE PROFIT LINE 


directors. 


Polio on the Increase; 


COOLANT and It Pays to Be Careful 


The National Foundation for In- 

fantile Paralysis has issued a warning 
| N D U S T x | AL ~ U M L S that polio is the only epidemic disease 
still on the increase in the United 
States. 

Some simple precautions, according 
Model 500 ST is designed for permanent to the Foundation, are: 
or temporary use. A very popular ball Wash hands carefully before eating; 
bearing pump and tank unit. . . Don’t get overtired or chilled; both 
portable . . . capacity to 500 GPH... lower resistance to polio; 

5 gal. steel tank. Complete with hoses, Avoid mingling with strangers, espe 
nozzle and electrical cord. cially in crowds; 

Watch for these symptoms—head 
ache, sore throat, fever, upset stom 
ach, stiff neck, or both; if they appear, 
call your doctor. 

The Foundation pointed out that 
polio has tripled its attack since 1948 
Copies of the 1952 “Polio Pledge” 


= containing a fuller statement of pre 
Eee CORPORATION cautions can be obtained from the 
National Foundation for Infantile 


Paralvsis, 120 Broadway, New York 
1005 East 18th Street Muncie, Indiana 5, N. Y. 








Notice: Some new territories are 
available with liberal discounts to dis- 
tributors. Write for information on our 
complete line. 
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Richard M. Bode 


Ladish Co. Appoints 
New Sales Executive 


Ladish Co., Cudahy, Wis., has 
named Richard M. Bode to an execu 
tive sales position in its Valve & Fit- 
ings Div. 

Mr. Bode was formerly vice 
dent and sales manager, Tri-Clover 
Machine Co. He will be responsible 
for the marketing of a new linc of 
forged steel valves 


presi 


R. C. Neal Co. Directors 
Re-Elect Six Officers 


Ray C. Neal was re-elected presi 
dent of R. C. Neal Co., Inc., Buffalo, 
at a recent meeting of the company’s 
board of directors. 

Other officers re-elected were: C. M. 
Sears, vice president; Harry J. Lock, 
secretary; Frederic J. Lock, secretary; 
Edwin QO. Tilton, assistant secretary; 
and Carlton J. Russow, assistant treas 
urer. 

Mr. Lock was re-appointed sales 
manager, and Mr. Neal will continue 
as general manager. 





TRUCK DRIVERS Sam Simpson and 
Dan McCullough are proud of the con 
dition in which they keep their vehi 
cles for Matthews-Morse Sales Co., 
Charlotte, N. C 


SP 
W hw 


SPROUT - WALDRON 


Because of their widespread use 
and recognition by American indus- 
try, Sprout-Waldron’s “Blue Face” 
Pulleys are a fast-moving distribu- 
tor's item. 


Whether your needs are for wide 
face belt conveyor pulleys, Belt-Saver 
pulleys, or standard power trans- 
mission pulleys — at Sprout-Waldron 
you'll find a wide selection of sturdy 
cast iron “Blue Face” pulley types 
and sizes to choose from. 


You can very profitably make 
Sprout-Waldron your Pulley Head- 
quarters. Write today for your copy 
of our 16 page Bulletin 33 which con- 
tains information and prices on the 
complete “Blue Face” line. Sprout- 
Waldron & Company, Inc., 3 Logan 
Street, Muncy, Pennsylvania. 


SPROUT-WALDRON 





SINCE 1866 
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CAST IRON PULLEYS 





KNOCKOUT BLOW! 


DOWN time for your machinery is 7 j ADVERTISING 
OUT time on your profit state- bg oi LIKE THIS 
ment. To keep operation at 

peak efficiency, keep Dirt, a : j eee 

Dust, and Grit out of every aes — 

crack and crevice. Knock — 


em out with a CLEM 


DESIGNED TO 
ENTS CADILLAC STIMULATE 


BUYING INTEREST 
: IN THIS NEEDED 
Eligible under , > AND MUCH IN DEMAND 
C.M.P. regu- , J CLEANING TOOL 


blower suction 
cleaner —regularly 


lations 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





STOCK BINS 


Made in 5 models IF YOU 
with attachments for WANT A 


ry cleaning job 
PORTABLE COMBINAT N = 
BLOWER-SUCTION CLEANER SELLER 


WRITE US 
Seat 5. NARS EO MENTS MFG. CO. | Et FOR DETAILS 


Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—tre- 
ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... $29.90 
Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS - AIR FILTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A PRICE 
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W. Grant Mackenzie 


South African Executive 
Visits McKinnon Plants 


W. Grant McKenzie, managing di- 
rector of McKinnon Chain (S. A.) 
Ltd., is making an extended visit to 
the operations of the parent company, 
Columbus McKinnon Chain Corp., 
Tonawanda, N. Y. 

He will inspect factories of the 


| American company at Tonawanda, An 


| gola, N. Y., and Dixon, Ill., and of 


the Canadian associate company, Mc- 


| Kinnon Chain, Ltd., at St. Catherines, 
Ont. 


McKinnon Chain (S. A.) Ltd., man- 
ufactures a complete line of chain 
products for agricultural and indus 
trial markets. While some items are 
imported from the parent company’s 
American factories, the greater part of 
the manufacture is from locally ob 
tainable raw materials. 

In the Columbus McKinnon fac 
tories, Mr. Mackenzie will inspect the 
results of a long-range program of 
plant modernization and will study 
newest American methods. 





WELCOME to visitors at Capital 
City Supply Co., Charlestown, W. Va., 
is extended by Pat Shamblin, a busy 
young lady 





TeN\TAL Zé 


INDUSTRIAL 
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Edmund J. Flannagan 


Fairbanks Co. Appoints 
Flannagan Vice President 


Edmund T. Flannagan has been 
elected vice president in charge of 
sales by the Fairbanks Co., New York. 

He was lately New York and re- 
gional sales manager, and until 1947 
had been assistant manager of the 
Boston branch. He has had 30 year’s 
experience selling the company’s 
valves and materials handling equip- 
ment, as well as Dart and “Pic” 
unions. 

In his new post, he will supervise 
the company’s nationwide sales or- 
ganization. 


user cad mak 


Barro Over the years, Industrial Distribu- 


tors have earned an_ important 
position in the distribution chain. They've gained 
recognition as a VITAL LINK in America’s industrial 
economy. This recognition has been earned for 
one reason . . . performance. 


Industrial Distributors have grown 
Aree 


both in numbers and in volume of 
business—because they handle an essential job 
in the most efficient manner. Briefly, Industrial 
Distributors provide quality distribution at a 
minimum cost to the user. 


Disston Re-Assigns 
Sales Territories 


Henry Disston & Sons has re- 
aligned territories in several marketing 
areas. 

Charles C. Halloran, who covered 
the northern Ohio area for many 
years, now represents the company in 


spnnnennsannnsnsanennqnannnnnanammannanaane®soeesessscccecccecooocoqqqeqnll[9l00"88 


— For over twenty years, Arro Ex- 
Wrarroe 


pansion Bolt Company has worked 
with and through recognized Industrial Distribu- 
tors—because we feel that Arro users will receive 


faster and better service at less cost . . . than is 
possible in any other way. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


Manufacturing a complete line of Anchoring and Drilling 
devices and related products for fastening to masonry 


Sold Through Distributors Only 


MOSSSSSSSSSSSSSSSSSSSESSSSSSHSSSSSSSSSSSSSSHESSEESHEEEEEE 


§ 


eeeeeeeaeaeaee 
SOSSSHEHSSSSSSESHESSESHSESEH SE SEHTSEHSSEHSSHEHSHEEEHES 
SCOSSSSSSSSSSSSHSSSESHESSESSSSEESEEE 
SOSCSSSSSSSSSSSSSSESSSESEE 


Charles C. Halloran 
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A Type and Size for Every 
Need... up to 20 Tons 


HOISTS & TROLLEYS 


Whether your customers call for geared, 
differential or low head room hoists, 
there's a “Philadelphia” of the right type 
and capacity to meet the exact require- 
ments. Trolleys, too, geared or plain, are 
also available from this same source of 
supply 














Distributors, too, can capitalize on such 
Philadelphia features as all-malleable 
iron construction, Timken-Mounted load Differential Low-head Room 7 si 

sheaves, bronze-bushed hollow load sheave Holst wanes Trolley Hoist Frank Campbell 
shafts, complete enclosure of all bearings 
and many other easily demonstrated sales 
and performance advantages. 











All this is offered with full cooperation in 
meeting distributors’ needs promptly. 





- Plain “Troties 
CHAIN BLOCK & MFG. CO. oe 
MASCHER & NORRIS STS. | Write ‘unin bee aa 
PHILADELPHIA 22, PA. 











= 


MACHINE TOOL e KEYS 
ACCESSORIES tinea 


@ FEATHER KEYS 





pS a nes tare are Shee. 


Gene Singleton 





(1) No-Head 
Tapered 





western Pennsylvania, eastern Ohio, 

and northern West Virginia. Frank 

(2) No-Head . . . Campbell has taken over the New 

wo-tape England territory, and Gene Singleton 

now handles the Disston industrial 

line in Georgia and Florida. William 

Manson is metropolitan New York 
representative. 


























(3) One End 
Round 


(4) Both Ends 
_ | Worthington Corp. Names 
© GIB KEYS Manager for Middle East 


Synonymous with ——; (5) Straight | Worthington Corp., Harrison, N. J., 


: a z has appointed J. R. Hutchinson re- 
— Distributor Service — gional manager for the Middle East, 
Tits Gan of 000 @ Bbtte 6 etn te to (6) Tapered with headquarters in Istanbul, Turkey. 
serving distributors’ customers year after year with | He will manage company activities in 
distinction and satisfaction. Universal accep the oes wastelittie ot ron = an nag ~ py A ny 10 nations. 

among users for ZIP products makes them a profite- =e hoped te make ap soectal “types as. well 


as to supply the standard types shown. Send fer Recently compressor specialist in 
ble line to handle. It will pay you, too, to come to catalog and price list. . 


, the export department, Mr. Hutchin- 
Seltzer for your customer's requirements on T-slot 
din sii ainda anal son has served the company 18 years. 


LAND AVE He was successively application, sales 
GEO. H. SELTZER & co. CARLSON- SKEA «i BATAVIA, ILL and field engineer in the pump, ened 
DREXEL HILL, PA. a Mee a ties, compressor and export depart- 


ments. 
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~ DAKE means 
Extra Sales for YOU 


Because Dake offers such a com- 
plete arbor press line, you can 
supply almost any customer ex- 
actly what he needs. 


hes ARBOR PRESSES 
JOHN H. BIGGS, former Brown & 1 to 25 tons 
Sharpe Mfg. Co 


representative im 


Philadelphia, has taken charge of the Bench, Pedestal or 
New York office. He is succeeded bv 
Floor Models 


HYDRAULIC PRESSES 


25 to 300 tons 
Electric, Air, or 
Hand Operated 


SPECIAL PRESSES 


engineered to individual 
requirements 


WE HELP YOU GET THIS 
JOHN J. McALEESE as representative BUSINESS,’ TOO 
in the Philadelphia office 


Brown & Sharpe Transfers 
J. H. Biggs to New York 


G bi h f th 
John H. Biggs, formerly represen et o igger 4s are 2 t e 


tative of the Brown & Sharpe Mfg. 
Co. in Philadelphia, has been ap 


& 
pointed a representative of Browne press business 2" o'r oe 


& Sharpe of New York, Inc., in 
charge of the New York office. He 


succeeds Joseph H. Skelton, retired. Sell DAKE when your cus- 


John J. McAleese, long associated 
with the Philadelphia sales organiza 


tion, has been appointed Philadelphia tomers need presses 
representative succeeding Mr. Biggs. 
Take Dodge Schooling 

Sam Hatcher and F. L. Leavines, 
of Industrial Bearings, Inc., New Dy-N.4a 
Orleans, recently completed a special DAKE ENGINE co. 
course im power transmission at the 
Dodge Mfg. Corp. plant in Misha PRESSES 631 Monroe St. 
waka, Ind Grand Haven, Mich. 
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BETTER 
WELDED 
CHAIN 


for every inclustrial purpose, for 


every essential industry wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be- 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CABINS 
RAILROAD CHAIN 


WESTERN 





A Profitable Repeat 
Seller Everywhere 


SELLSTROM 
MANUFACTURING COMPANY 


Sellstrom Eye and Face Safeguards are 
Profitable Repeat Sellers 
662 North Aberdeen St., Chicago 22, Ili 











274 


Write for the Wesco Industrial 
Chain Catalog 


CHAIN COMPANY 


1819 BELMONT AVENUE 


e CHICAGO 13, ILLINOIS 


ECONOMY 
PRODUCTS 


STEADY SALES 
BRING STEADY RETURNS 


Industry uses great numbers of 
Economy Screw Machine Products 
and this need gives distributors 
good sales volume. Plant managers 
like them because they eliminate 
needless shutdowns and delays. 
They have great holding power 
which makes for greater production 
and smooth-running assembly. 
There's no end to sales possibili- 
ties. Get facts today. 


ECONOMY HEADLESS SET SCREWS* 


Made from steel, core 
hardened. Threads are sharp, clean, 
and die-cut—this assures strength and 
durability. Large stocks on hand at 
all times. Made in Flat, Cone, or Dog 
Point to your order in Monel, Brass, 
Stainless Steel, or Bronze Rod 
@ HOLLOW SET SCREWS 
@ HEADLESS SET SCREWS’ 
® SOCKET HEAD CAP SCREWS 
© STRIPPER BOLTS 
©® WRENCHES 


Machine Products Co. 
CHICAGO 30, ILLINOIS 
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Seattle Distributor 
Changes Firm Name 


Wallace Campbell, president, an- 
nounced the change of company name 
from the Campbell Hardware & Sup- 
ply Co., to the Campbell Industrial 
Supply Co., with headquarters at 
Seattle, Wash. 

“The slight change in the name,” 
Mr. Campbell explained, “is being 
adopted because it is more descriptive 
of our business.” The firm has a 
specially built headquarters at 3433 
Airport Way at Spokane St., close to 
a rapidiy developing industrial area. 

Mr. Campbell also announced the 
issuance of a new catalog. 

The firm also opened a branch in 
l'acoma, Wash., to facilitate service in 
that area. 


American Hoist Elects 
J. E. Carroll Director 


John E. Carroll, vice president of 
sales of American Hoist & Derrick 
Co., has been elected a director of the 
company. 

Mr. Carroll was on the company’s 
sales staff from 1937 to 1945. After 
four years as partner in a construc- 
tion machinery firm in California, he 
rejoined American Hoist in 1949 as 
general sales manager and was made 
vice president of sales in 1951. 

At the directors’ meeting, the board 
declared dividends of 30 cents a share 
for each of the next two quarters. 


Quaker Rubber Expands 
Roll Covering Facilities 


Expansion of rubber roll covering 
facilities at a cost of $100,000 has 
been completed by Quaker Rubber 
Corp., division of H. K. Porter Co., 
Inc., in Philadelphia. 

Ihe department is equipped with 
latest type lathes, grinders, overhead 


RUBBER ROLL covering department 
of Quaker Rubber Corp. has been ex- 
panded recently at $100,000 cost. 





travelling cranes, and testing and lab 
ratory facilities. It permits the appli- 
cation of rubber to rolls 17 ft. long, 
weighing up to 16 tons. 

G. A. Dauphinais, company vice 
president and general manager, said 
the expansion is expected to meet in- 
creased demand for rubber covered 
rolls by the pulp and paper, steel, 
printing, and textile industries, as 
well as manufacturers of equipment for 
those industries. 


Manning, Maxwell & Moore 
Marks Product Centennial 


Marking the one hundredth anni- 
versary of the Ashcroft Pressure Gauge 
line of products, Manning, Maxwell 
& Moore, Inc., held a two-day cen- 
tennial celebration recently at its 
Stratford, Conn., plant. 

Stockholders, company executives, 
ind executives of industrial distribu 
tor firms who are customers of the 
plant attended a luncheon the first 
day, after which tours of the new 
Stratford plant were conducted. The 
‘econd day was devoted to a program 
for the plant’s 3,700 workers and 
their families. 

The Ashcroft Gauge, first manu 
factured in 1852, was named for its 
inventor, Edward H. Ashcroft, who 
held over 60 patents during his life 
time covering different industrial prod 
ucts. The Ashcroft Mfg. Co. was the 
first business acquired by Manning, 
Maxwell & Moore, whose product 
lines now include valves, industrial 
instruments, cranes, hoists, and other 
lifting devices as well as gauges. The 
company has other plants in Strat- 
ford, Conn., Watertown, Mass., Jer 
sey Citv, N. J., Muskegon, Mich., 
ind Tulsa, Okla. 





FE. C. COX, credit manager of Ellis & 
Lowe Co., Tampa, makes a quick tele- 
phone check before initialing a credit 
slip for a customer 


TODAY'S 
TOP VALUE 


and a 
Pace-Setting 
Demand 


Model J pictured, 10" x 18” Coa- 
pacity, available as a wet or dry cut- 
ting machine. Also Junior Model B 
(With or without casters) 5” x 10” 
capacity, shown below. 


Are You, Too, Handling | 


This Maximum-Profit 


JOHNSON 


You'll do better when you sell 
Johnson Band Saws. Their 
many advantages afford them 
a great and growing demand. 
Advertisements in industrial 
magazines constantly tell their 
story to users everywhere. Ex- 
tra capacity, speed, accuracy 
and versatility are factors that 
have put Johnson Saws out in 
front and kept them there. So 
start now to step up your 
volume, your profits with this 
outstanding line. Write today 
and get the details. 


Line of 


BAND SAW; 


METAL 
CUT-OFF 


SELECTED DEALERS 
SELL JOHNSONS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 


d d. 
and regroun WRITE FOR CATALOG 


Send prints for prompt quotes on special tools. 


WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway Detroit 1, Michigan 














@ Precision built. Soundly engi- 
neered. Widely used as original 
equipment by hundreds of the 
largest manufacturers of such 
appliances as washing machines, 
dryers, laundry equipment and 
air conditioning installations. 


@ Congress FHP pulleys are avaii- 
able in attractive 3-color indi- 
vidual boxes, with pulley outside 
diameter and bore size plainly 
marked. Simplies storing—sell- 
ing. 


@ Immediate Delivery — From 
Stock 


WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FHP Pulleys 


3750 East Outer Drive . Detroit 34, Michigan 
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Dr. Harold M. Sonnichsen 


Industrial Tape Names 
New Technical Director 


Industrial ‘Tape Corp., New Bruns 
wick, N. J., has appointed Dr. Harold 
M. Sonnichsen as technical director. 

He had previously been assistant 
technical director of the company, 
which manufactures pressure-sensitive 
tapes. He joined Industrial ‘Tape in 
1944 as manager of technical services. 

He had been connected with E. | 
du Pont de Nemours & Co. for sev 
eral years after receiving his PhD from 
Harvard University in 1939 


To Sell Belting 


The Rocky Mountain Machinery 
Co., Salt Lake Citv, has been named 
distributor in Utah and southeastern 
Idaho for the New York Belting & 
Packing Co.'s line of belting, hose, 
packing, and other industrial rubber 





4 PROBLEM that came with the 

morning mail is discussed and solved 

W. Sparks, vice president, and 

A. Gray, secretary, at the J. G 
hristopher Co., Jacksonville, Fla 





CHICAGO Safety Plas’ SCREWS 
are’ quality made to be trouble free 


” 


Rigid laboratory control of the selected 


steel we use ih all our products 


" et . We purchase “whole heats" of steel—not 
just available warehouse lots. 

Lawrence ©. Larsen . Our tremendous production capacity en- 
3M Appoints Larsen ables us to use more efficient machines to 
Assistant Tape Manager produce screws of Drecision quality 

Minnesota Mining & Mfg. Co. has 


Our large research facilities are constantly 
named Lawrence E. Larson assistant 


merchandising manager for tape prod 
ucts 

Mr. Larson joined 3 M as a salesman 
in 1941. All of his service has since 
been in sales or merchandising work, 
through his most recent assignment as 
tape sales office manager 


geared to be on the alert for greater devel- 
opment and improvement of product and 
processes. 


Our exclusive method of heat treating in 
carbon recovery atmosphere furnaces re 
Atlas Press Buys 
Clausing Mfg. Co. 

Clausing Mfg. Co., Ottumwa, 
lowa, has been sold to the Atlas Press 
Co., Kalamazoo, Mich. 


The Clausing name has been re ‘ 

tained for products of the lowa com |S -Small territory coverage by our. 
pany, which manufactures heavy field men offers greater availability of their 
duty, 12-in. precision lathes. ‘T'wo specialized engineering service to you. And 
series of lathes, the 6300 and 4800, the central geographical location of our 
are now being producted, incorporat . ° ° 

plant insures faster deliveries to all parts 
ing several design refinements, ac 
cording to the company. of the country. 


sults in greater uniformity to hardness 


specifications. 





Chicago “Safety Plus’’ Screws 
mean lower production costs, fewer rejects, 
neater, sturdier construction, tighter holding 
power. You get faster deliveries, greater 
savings over ‘“‘Special Sizes” and less ‘‘down- 
time” when you specify STANDARD SIZES 





Service-Conscious Industrial Supply 
Distributors EVERYWHERE pena we 
Carry complete stocks of Chicago C AP ays WS 
“Safety Plus’ Screw products. Call 

the one nearest you. 


All Chicago"Safety Plus” Screw Products 
now come packed in this strong, easier- 


o SCREW COMPANY to-se jor identified labels 


m faster selection—greater savi 
2503 W. Washington Bivd + Bellwood. tii. of time in stock rooms. . ” 


OLD HAND Morgan Boyd, ware 

houseman at Columbia Supply Co., 

Columbia, S. C., has been with firm 
1 years 


Hexagon Heod Cop Screws, Stee! and Brass » Square Head and Headless Cup Point Set Screws © Semi-Finished Hexogon Nuts, Steel ond 
Brass » Hexagon Costellated Nuts » Fillister and Flat Head Cap Screws » Taper Pins » Milled Studs » Socket Heed Cap Screws © Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Square Head Dog Point Set Screws © Keys, Assortments and Kits 
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—to Find HIDDEN Sales 


on your regular calls! 


WITH OUR 30-DAY 
TRIAL OFFER ON THE 


FOLEY aavfomatic 
' SAW FILER 


You probably hove a lot of customers who use saws 
to quite on extent, yet still sharpen them by hand or 
send the work out. You may find a | hidden prospects , . 2 - 
for the Foley Saw Filet, and our 30-Day Trial Offer Carborundum Co. Creates 
enables each customer to prove i meri on his own 7 oak £57 
sa Ss ’ ‘ . 

(os any sient where ) ie | sg —_ Gre used, the . « ubsidiary for AEC W ork 
Foley quickly poys for itse ol i sows increase oC ; . ; 
Foley cay aN ane ane hk BE The ¢€ arborundum Co Ah is founded 
much faster and smoother, run cooler, stay sharp longer a new subsidiary, The Carborundum 


The FOLEY SAW FILER Practically Sells Metals Co., Inc., to produce Zircon- 
Itself on our 30-Day Trial Offer The FOLEY SAW. FILER le the ONLY ium rag Hafnium metals for the 
Our 30-Day Trial Offer is open through you to any ie - a on te : Atomic nergy Commission 


, 2 a 
well rated company, ond your customers will thank you (All Saws that can be sharpened Niles C. Bartholomew, formerly 
to be informed about it. Write today for full details with a three cornered file) : 


and literature issistant director of manufacturing for 
the parent company, has been named 
FOLEY MFG. CO. vice president of Carborundum Metals 

3363 N. E. Sth St. Minneapolis 18, Minn. 


ind will direct operations. 
We also make Foley Retoothers for hand saws, Saw 
Setters and Grinders. 


Niles C. Bartholomew 








Quaker Rubber Corp. Opens 
New Cincinnati Warehouse 


j Quaker Rubber Corp., Division of 
Men Who Use Them Know H. K. Porter Co., Inc., Philadelphia, 
eee has established a new branch ware 

house and sales office on South Mill 


St., Cincinnati. 
Che branch is supervised by W. W 


Hutchinson, who formerly covered 


IS THE FINEST NAME IN VISES the Toledo territory. It is expected 


to provide better service and deliveries 
in the Cincinnati industrial area, in 
line with the company’s program for 
expanding distribution facilities, com 
pany officers stated. 


Write for 32 page catalog of Vises, 
Work Positioners and Industrial Clamps. 


Sold Only Thru Distributors 


WILTON TOOL MFG. CO. bao : ™ 
925-D WRIGHTWOOD AVE. ' CINCINNATI has a new branch ware- 
CHICAGO 14, ILL. ia ; house of Quaker Rubber Corp 
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Simonds Abrasive Holds Training Course 


Distributor sales representatives who attended Simonds’ three-day training session 
recently at the company’s factory in Philadelphia 


Simonds Abrasive Co. held a three 
day training course for distributor 
sales representatives recently in Phila 
delphia. 

Che following attended: George Wil 
on, of C. S. Kegerreis Supply, Inc., 
Elkhart, Ind.; Anthony Chikota, 
Charles A. Strelinger Co., Detroit; 
V. B. Ike, sales manager of Simonds 
Abrasive; David Lupton, J. H. McCul 
lough & Son., Philadelphia; Stanley 
Westhead, Strong, Carlsle & Ham 
mond Co., Cleveland; Jav Chilcote, 
C. S. Kegerreis Supply; H. G. Hoff 
man, E. A. Thorne, L. R. Gerwig, 
E. G. Chaplin, West Virginia Mine 
Supply Co., Clarksburg, W. Va.; and 
Ralph Kundtz, Strong, Carlisle & 
Hammond, Cleveland 





Norton Co. Helps Sponsor 
Open-Air Concert Series 


Norton Co.. Worcester, Mass., has 
joined three other industrial firms in 
sponsoring a series of open-air Pops 
concerts in Worcester this Summer. 

The Little Symphony Orchestra of 
Worcester, 
series, tentatively scheduled for July 6, 
July 20, August 3, and August 17 in 
Institute Park. Admission will be frec 

Other sponsoring companies are 
The Heald Machine Co., Morgan 
Construction Co., and Wyman 
Gordon Co 


Goodrich Honors Orlando, Fla., Distributor 


Bronze Placque commemorating 28 years of business relations is presented to Harry 


P. Leu, of Harry P. Leu, Inc., 


(nght) by William W. Schaller, of B. I 


Goodrich Co 


Looking on are J. Robert Thompson, of Goodrich, Amos S. Brim and Pa il J. Stine 


both of Leu’s. 


has been engaged for the 


MEASURING TOOLS 
from HOMESTRAND 


bring you 


WORLD-FAMOUS 
SWEDISH PRECISION 


Ps e VERNIER HEIGHT 
} GAUGES 


Hard-chrome plat- 
ed tool steel bar 


@ Measurements from 
zero-height 
@ Unobstructed 
movement 
@ Measurements to 
1/1000 inch 
@ Machine Cut 
Graduations 


12” size—list price $63.90 
(without case) less c¢ 
tomary distributor 
counts 

18” size—list price $130.80 
(without case 
less customary distriby- 
tor discounts 

@ Dial Gauges 
Range: Plus. or minus | 
Graduated to 
@ Vernier es ers 
Sizes: 6” 24". 
° Soe hal 
Sizes: 8” - 12” 


slide 





All Tools Graduated in Inches in anu 
with standard American practice. 

© Available immediately from 
stock, or with short delive 
For Swedish Precision Measuring Tools s 


superior design and supreme quality {fr 
one central source: : 


LARCHMONT, N, Y. 
Phone: MU 4-1998 
Fee ee eee eS ee eee 
HOMESTRAND, INC. 
LARCHMONT, N. Y. 


Please send me: 


(>) VERNIER HelonT GAUGES—@ $63.50 
less usual fs. co apand Discounts 


h size 
Gs VERNIER WelenT GAuats—-@ $130.00 
less usual Distributor Discount 
( ) Please send complete HWiustrated, * descriptive 


4 
| 
4 
4 
s 
' 
4 
i pamphiets on all Homestrand precision. measuring 
& 
t 
a 
! 
t 
i 
i 


teots. 
Firm: 
Nome 
Address 


City 


w 


Zone State 
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Made only by 
CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
ae are the finest to be bought . . . or sold 
hannellock pliers have been known for years 
as a highest quality tool--made by Champion 
DeArment, long recognized as synonomous 
with quality and craftsmanship. 

Check the features Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning— these plus the skill 
and experience of more than 65 years make 

) Channellock Pliers outstanding. 
j When your customer relies on your judg- 
J mont you can recommend Channellock pliers 
| proudly. Hand him Channellock and Silber. 
nd remember, ONLY Champion DeAr- 
pment makes Channellock. Send for Catalog 
today. 


‘CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Chanaeliock pliers are listed in the 
Yellow Pages of mest lelephone 
Tools"’ 


James A. McGlone 


Whiting Corp. Appoints 
Manager of Direct Sales 


James A. McGlone has been 
named manager of direct sales for 
l'rambeam overhead handling systems 
and E-Type cranes in the Chicago 
ea for Whiting Corp., Harvey, Il. 

Mr. McGlone was formerly assist 
int division manager in the company’s 
home office. The area he now serves 
includes the northern parts of Illinois 
ind Indiana 


To Sell for Eaton Mfg. 


Reliance Div., Eaton. Mfg. Co., 
Massillon, Ohio, has appointed 
Grether & Grether, Stockton, Calif., 
as manufacturer’s representative for 
the company’s products in Idaho, Ne 
vada, Anzona, Utah, New Mexico, 
Colorado, Wyoming, Montana, North 
ind South Dakota, and the citv of 
E1 Paso 





CHECKING stock has been Ray 
Blaser’s occupation for nine years at 
Strong, Carlisle & Hammond, Cleve 
land distributor 
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LIFTS SO MUCH -- 
EVERYONE WANTS IT! 


Factories, repair shops, scrap yards, 
warehouses, construction projects, and 
in countless places throughout indus- 
try are spot-lifting jobs which the 
portable ‘Bugdit’ Aluminum Chain 
Block will handle easier, quicker, better 
than any other. It offers you a big 
sales potential. 


Capitalize on every feature that makes 
a ‘Budgit’ the toughest, safest, most 
efficient chain block money can buy. 
The ‘Budgit’ is light — one man easily 
carries, hangs up, and operates it! It's 
super-strong. Has splined fastenings, 
no keys, no pressed fits. An ordinary 
hacksaw can’t cut the load chain. The 
load brake has fast, powerful holding 


action. 


Bulletin 398 explains each feature. Use 
it in your selling! Write, if you need 


more. 


‘BUDGIT’ 1-BEAM TROLLEYS . 


cost little, add much to 
the utility of any hoist, 
are adjustable to fit 
various I-Beam sizes. 
Recommend them for 
all hoists that should 
travel the load as well 
as lift it. 


—.) ’ 
—— CHAIN BLOCKS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of “Shaw-Box"’ Cranes, ‘Budgit’ and 
Load Lifter’ Hoists and other lifting special 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ 
‘Consolidated’ Safety and Relief Valves, 

rican’ Industrial Instruments 


¢ 
® 





FAMILY conference 
& Supply Co., Cleveland, involves 
E. H. Ostergard, vice president, and 
president M. T. Ostergard, his father 


at White Tool 





How Bad a Recession? 
Economists Disagree 


The Economics Department of the 
McGraw-Hill Publishing Co. reports 
monthly in Industrial Distribution 
on the business outlook (see pg. 120 
lhe Outlook Report, however, repre 
sents only the opinion of the M« 
Graw-Hill Economics Department 
Recently, McGraw-Hill invited in 30 
other economists, most of them na 
tionally known, for a combined round 
table. The following is the McGraw 
Hill Economics Department report of 
the collective opinions 

1. The general level of business will 
rise as we move further into 1952 and 
thus sustain a very high level of gen 
cral business activity for the vear as a 
whole 

\ number of members of the group 
who are particularly concerned with 
stock market developments (which we 
are not) ventured the judgment that 
some months from now the market 
will give off a much more glamorous 
glow than it does today. 

lhere a small minority view 
that much of any increase in the level 
of business in 1952 will be scotched 
by continued weakness in the con 
sumer durable field, and too much in 
dustrial capacity generally. 

2. Some time around the turn into 
1953 business will start through a 
series of downward readjustments 

There was a small minority 
that the general course of business 
would continue upward well into 
1953, and perhaps longer. 

3. When the downward readjust 
ments start they will not be concluded 
until the economy has been through 
serious trouble. 

“Serious trouble” was not closely 
defined. That, given the meticu 
lous nature of the company present, 
would probably have taken a week 
But the general idea was that trou 


was 


view 


6 JAW CHUCK HANDLES 
WORK OF 93 COLLETS! 
© Gives .0005 Precision With Scroll Chuck 


Rechucking Speed. Performs Collet and 
Step Collet Operations 


© Ends Most Needs For Stub Arbors, 
Mandrels, Special Fixtures 


© Compensates For Spindle Runout — 
Lengthens Useful Life of Old Machines 


© Can Be Adapted to Dividing Heads, 
Grinders, Screw Machi 





CATAWISSA UNIONS 
ARE CAREFULLY 
INSPECTED AND TESTED 
WITH AIR UNDER WATER 
TO ASSURE THEIR 
HOLDING QUALITIES! 


Be Profitable... 


When You Push 





Chucks can mean important new vol- 
ume when you sell Buck Ajust-Tru— 
the world’s fastest precision chuck! 
Combines the speed of scrol! chucks 
with the accuracy of 4-jaw chucks— 
gives great machining advantages. It’s 
new... and different . . . and so good 
it captures the attention of all chuck 
users and buyers. Every shop or plant 
in your territory can use one or more 
Buck Ajust-Tru Chucks to great ad- 
vantage. Send for latest catalog and 
price list. 


BUCK TOOL CO. 


730 Schippers Lane Kalamazoo, Mich, 


are made by 
union specialists! 


see the complete line... write for Catalog 11 
a type for every use... all temperatures, all pressures! 


CATAWISSA VALVE & FITTINGS CO. 





300 MILL ST. 


CATAWISSA, PENNA. 
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ALL SALES 


(ulead 


(4 


YOUR DEPENDABLE SOURCE 
3 FOR F.H.P. V-GROOVED PULLEYS } 


® A complete line of precision-built, accurately designed pulleys 
- reasonably priced . . . for every F.H.P. use. § 


® Built and used nation-wide, for more than 30 years. ‘ 
® Approved by all belt manufacturers. 


Write for Catalog of Pulleys, Couplings, Pillow Blocks 


CENTRAL DIE CASTING AND MANUFACTURING CO. 
2935 West 47th St. 


, Chicago 32, Ill. 


STANDARDIZED 
PRECISION BUILT 
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Your Name 


Here 


... because we know 
how important 
our distributors are 


These packoged shim stock racks 
are provided with your firm name 
very neatly imprinted on them. The 
only requirement is a minimum quan- 


tity of 25. 


Here's the ideal way to keep your firm name be- 
fore the people who actually use your products. 


Sell packages instead of inches! 
Rack holds four 6” X 100” cartons 
of brass or steel shim stock in gauges 


of the customer's choice. 


THROUGH DISTRIBUTORS + 


ERS 


NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE 
HIGH QUALITY 


LAMINATED SHIM COMPANY. 
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ble would be such that terms such 

as depression or severe recession 

would more accurately characterize 
it than a term such as mild read- 
justment. 

In the course of the general sce 
wow of which the seance on the busi- 
ness outlook was a part there was lit 
tle dissent from the proposition that 
the outcome of the presidential elec 
tion, at least as candidates to oppose 
each other in the finals are lined up 
at present, will have little effect on 
the general course of business. 

On Points | and 2, we traveled with 
the pack. For months now we have 
been envisaging the year 1952 as one 
of high and expanding, business ac- 
tivity. Nothing has happened lately 
to alter that impression. Also, we 
have felt that as defense expenditures 
and capital expenditures taper off 
toward the end of the year some down- 
ward readjustments are in order. 

It is uncomfortable to be in accord 
with any large majority view on any 
key phase of the business outlook. 
hat’s generally the time when care 
lessness about looking around corners 
creeps in and along with it unfore- 
seen developments which convert the 
business outlook into something new 
and unexpected. Even so, we could 
find no escape. 


Lonesome Little Minority 


On Point 3, we were in the mi- 
nority, rather lonesome little minority. 
It is our view, held for some time, 
that the general downward readjust- 
ments which we expect to get under- 
way something less than a year hence 
can be held within relatively narrow 
limits if we use our heads. And per 
haps because of our incorrigible faith 
that homo sapiens is going to start 
making good on the sapiens end we 
are inclined to place a bet that it will. 

A large and probably decisive part 
of the problem of keeping the 
economy from making good on Point 
3 can be clearly identified. It is pre- 
venting a cutback of capital expendi- 
ture so severe that it will tend to 
drag the economy as a whole down 
with it. Right now the consumer end 
of the economy is going through 
some painful readjustments (textiles 
and consumer durables, for example) 
which seem destined to leave a pretty 
fine state of general health before 
long. 

The capital goods part of the 
economy, which involves somewhere 
around a third of all of our industrial 
workers, still has its post-armament- 
rush readjustment ahead. The Wage 
Stabilization Board has complicated 
that readjustment gravely by arrang- 
ing a squeeze on business profits, to 
take full effect just about the time 
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ARIDIFIER 


REMOVES 92% OF 
Oil, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 


CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
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drier. Saves tools. Capacity range 
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that guarantees 
stock movement. 
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a 
Exploded illustration 
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speed, thereby remov- 


ing contamination 
from line. 
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The Aridifier is made by 
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Shapers. 


ENGINEERING 
COMPANY 


4911 W. Lawrence Avenue 


Chicago 30, tL 


they will be crucially important as an 
incentive to keep capital investment 
by business going at a tolerably satis 
factory level. 


The Profit Squeeze 


To offset the paralyzing effects of 
the — on profits, relief for busi 
ness from the load of taxes it is car 
rying becomes more urgent than 
ever. Otherwise many companies will 
lack both the money and incentive 
to avoid a generally debilitating cut 
in capital expenditures next year 
which will pay out for the majority 
position on Point 3. 

We anticipate, however, that either 
the tax relief will be forthcoming or, 
as a vastly less desirable and ultimatelh 
disastrous alternative, the federal 
government will devise a lot of wavs 
to keep a forced draft under capital 
expenditures by spending government 
money. 


Notes on Political Economy 


I. They say that a collection of 
White House economists came out 
on Point 3 in about the same way as 
the company with whom we talked 
And that’s when President Truman 
decided to become citizen ‘Truman 
voluntarily. 

Il. The dominant Republican 
conservative Democratic Congres 
sional coalition is said to be well 
agreed that direct price and wag¢ 
controls have well outlived their usc 
fulness. But the coalition fears that 
if they are junked, the Truman ad 
ministration has enough price boost 
ing tools at hand to produce an 
increase in the cost of living along 
about campaign time, and then make 
much political hay with it. So it is 
anticipated that the controls will be 
left in place after having any vital 
substance largely eliminated. 


Certificates of Necessity 
Approved for $1.2 Billion 


Certificates of necessity approved 
for the period April 25-May 29 totalled 
1,043, for an estimated expenditure 
of $1,279,519,121 

Following is a selected list of proj 
ects approved for the period: 

Company: The Skinner Chuck Co., 
Berlin, Conn.—Product: machine tool 
components—Amount certified: $180,- 
000—Percentage allowed: 65 percent. 

Firth Sterling Steel & Carbide 
Corp., Pittsburgh & McKeesport, Pa 

machine tools—$102,054—70. 

Gorham Tool Co., Detroit, Mich. 

metal cutting tools—$48,911—75. 

The American Pulley Co., Philadel 
phia—aircraft parts—$461,500—65. 

Wesson Tool Co., Ferndale, Mich. 

carbide cutting tools—$134,317—70. 
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THERE'S 


ALL 
SIZES and SHAPES 


Blade makes all sizes and shapes of cir- 
cular saws to satisfy every need. And each 
one has many EXTRAS to keep your cus- 
tomers happy. 


Take Blade Hollow Ground Combination 
Saws, for example. Blade's hollow-grind 
ing method gives ex- 
tra side clearance for 
freer, faster cutting 
Accurate, precision 
sharpening methods 
give extra smooth saw 
cuts and insure extra 
long cutting life. 
There’s extra tough- 
ness and edge-holding 
quolities in the fine 
alloy steel used in 
Blade hollow ground 
saws. And there's ex- 
tra re-sales discounts 
for you, too. 
Hollow Ground 
These extras cost no Combination Saw 
more .. . so get in the 
swim! Send for the complete Blade line 
catalog of wood-cutting, high-speed and 
semi-high speed metol-cutting circular 
saws. 


ALL DIAMETERS 4” to 16” 


Blades for Sell The Sows 
all makes of Thot 


Electric Poy Their Woy 





the H. M. Harper Co., Morton 


) ? Grove, Ill.—parts for military end items 
ARMST G-BRAY DP» $146,000—50. 


{2} Brown & Sharpe Mfg. Co., Provi- 
GEAR and EL PULLERS / 


dence, R. I.—machine tools—$781,751 
-70. 
The Carborundum Co., Cincinnati 
zirconium and hafnium metals 
$2,443,000—S5. 
Coffing Hoist Co., Danville, Iil.— 
gear hoisting equipment—-$18,758— 
50. 
The Weatherhead Co., Glendale 
Div., Glendale, Calif.—aircraft parts— 
$66,890—65. 
Rockwell Mfg. Co., Nordstrom 
Valve Div., Oakland, Calif.—valves for 
‘ L defense industries—$1,164,368—65. 

— : New Hampshire Ball Bearings, Inc., 
aon Meee s : Peterborough, N. H.—precision ball 
poeciny Ba ae for military end items—$31,- 
pe py CHAINGRIP | Nukem Products Corp., Buffalo, 
Universal at reach to N. Y.—pumps and heat exchangers— 
considerabl ances from , So. $24,579—45. 
end of sha r= V. J. Machine & Tool Co., Inc., 

talog / i; Long Island City, N. Y.—components 
for military end items—$5,449—80. 
I'he Defiance Automatic Screw Co., 
Defiance, Ohio—ordnance—$1 3,818— 
70. 


A Rg M ST R 0 & G- KR RAY & co k, j The ‘Timken Roller Bearing Co., 
* 


Bucyrus, Ohio—tapered roller bearings 


NORTHWEST HIGHWAY Tg —$243,380—65: Canton, Ohio—roller 
4 ' bearings—$72,000—65. 
CHICAGO 30, U.S. A. The Babcock & Wilcox Co., Bar- 
berton, Summit City, Ohio—equip- 
ment for power generating plants— 
$2,059,200—50. 


The Mercury Automatic Clutch is Orr Iron Co., Inc., Evansville, Ind. 


the perfect solution to prevailing steel warehousing—$248,181—50 
power transmission problems on Paragon Tool, Die & Engineering 
motor-operated machinery. Co., Los Angeles—tools and dies 
$61,155—70. 
South Bend Screw Product, Inc., 
South Bend, Ind.—aircraft parts—$6,- 
REASONS WHY A 626-70. 


Wichita Precision Tool Co., Wich- 
MERCURY AUTOMATIC ita, Kan.—jigs, fixtures, dies—$23,977 


CLUTCH IS A — 

GOOD INVESTMENT Industry Prospects; 

FOR YOUR CUSTOMERS Find Your Customers 
A Mercury Automatic Clutch 


, ‘y Autom ; Leading spokesmen for industry 
installed on a Textile Machine and materials analysts of the National 
e@ INCREASED PRODUCTION Production Authority meet regularly 
sage in Washington. They try to evaluate 
@ UTILIZATION OF MAXIMUM MOTOR TORQUE... the outlook for each industry. Here is 
+ SAVING OF MOTOR COST a digest of some recent opinions, 
oe which may concern industries that are 

@ PROVEN DEPENDABILITY... vour customers: 
Wherever you find on electric motor or gasoline engine at work in the MINING MACHINERY-The de 
ee ee markets, there is an opportunity to mand is expected to reach its peak 
. »% O52 neneitiidiin = 
The MERCURY line is ao profitable one for distributors... reasonably priced late " da It ee pre 60 6 
with generous discounts. Write today for the MERCURY Distributor Discount ov. cent from the end S I 50 to the 
Schedule and @ copy of Catalog A-14. present. Among specialized types of 
meRCUHT CUTER DIHION Suis | sete Cees re 
AUTOMATIC STEEL PRODUCTS, INC. dressing and coal preparation, non-fer- 
CANTON 6, OHIO . rous smelting and refining, and cut- 
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ting tools and cutter chains for the 
mining of potash, coal, phosphate and 


rn | OOK TO 
PRIMI ALUMINUM PROD L K T 


UCTS-—Industry spokesmen want re 


laxation, possible removal of controls, ca 
ind warn of idle capacity soon if no 

ction is taken 

REFRACTORIES — Ample supply . W A 

is reported, with industry spokesmen 

fearful of too-rapid authorization of 

new plants. The Government's ori 

ginal request for 35 to 40 percent pro 

duction increase over 1948 has been 


met, it was reported. The Govern 
ment’s stockpiling of chrome ores is 


not affecting supply at this time Oo THE NEST 
MOTOR TRUCKS-—Prolonging or F 4 FI 
renewal of the steel strike would have 


an obvious adverse effect of manufac ; COUPLING BOLTS 


turers, depending on size of inven 


tories. The supply forecast for copper CAP SCREWS 


is gloomy, since U.S. buvers are re 

luctant to buy abroad pending price SET SCREWS 
adjustment. Aluminum is becoming 

more plentiful, industry is no longer ; 


worried about supply. Nickel situation f MILLED STUDS 
is brighter, with aircraft and AEC i 
programs using less than anticipated 


DPA has tentatively approved 300, *% ° co. 
000 trucks for the fourth quarter, 25, ; W ” 0 
000 more than third quarter. Builders WHO iS. ao M. . YORK, PA. 


want controls retained until all are Ottemiller products are sold through Mill Supply Houses. Write 


Z fear partial Nae ' 
removed together, fear partial control for free folder which illustrates and describes the complete line. 
more disrupting than complete 


W. A. WHITNEY 
LEVER PUNCHES 


For Service, Quality, 
and Efficiency 
since 1907 
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Oph gage ate imeee 
for the TOUGH JOBS! »” Important 


news to 


* MINNEAPOLIS HONEYWELL Y DISTRIBUTORS 


* RADIO CORP. OF AMERICA HEXACON soldering irons 
* STROMBERG-CARLSON are a profitable line for the 


distributor, dealer and user be- 


* WESTERN ELECTRIC cause it represents one of the 


most complete lines available 
« ty—14" hole thru 16 gage fron < NGHOU today. It is backed by famous 
Capeetty a 7 oe “ * WESTI SE users throughout the world, 
© Length—8'2 Depth of Throat 2 and an aggressive hard-hitting 
@ Weight 3 Ibs * EMERSON sales promotion campaign is 
* ” 7 lling the story to a 
Stock size punches 1/16” to 9/32" by KAISER ‘ . te 
1/64”. Can be had with or without metal * : ~ > * quarter of nd od 
box * BENDIX . » men in industry eac 
@ Contact your Jobber or write for com- . a eras et? ‘ | an ; 


plete catalogue * SPERRY, J 
W. A. WHITNEY MFG. CO. etc. / _ HEXACON ELECTRIC co. 


626 RACE ST. ROCKFORD, ILL. 
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Performance Like This Builds Hose Business 
for Distributors of 


HEWITT-ROBINS INDUSTRIAL HOSE 


In 1904, a large-city fire department bought a 
total of 15,000 ft. of 24" MALTESE CROSS® FIRE 
HOSE. Many of those lengths are still in service 
today. In fact, there has never been a reported fail- 
ure of Maltese Cross at any fire. 

An eastern oil refinery kept records of 15 lengths 
of 8" Smooth Bore Hewitt-Robins O1L SUCTION 
& DISCHARGE HOSE. Total service life for those 
15 lengths aggregated 109 years or an average of 
7% years each. 

A 25' length of Hewitt-Robins MONARCH® DOCK 
LOADING HOSE out West carried 36,295,002 barrels 
of oil in its first 21 months of service alone. It is 
still delivering faithfully 

An eastern mine saved two ways by switching 
to Hewitt-Robins MALTESE CROSS AIR DRILL HOSE 
for underground work. First, they found that they 
could increase man-hour productivity; this Hose 
handles so easily that they use 1" ID in place of 
the *4" of other manufacturers. Second, they were 


HEWITT-ROBINS {| 


STAMFORD 





Hewitt Rubber Division + Robins Conveyors Division 


able to reduce purchases by 39.9%! Maltese Cross 
Air Drill Hose is so much better it lasts that much 
longer. 

A letter in our files states that a building- 
cleaning company has had the same lengths of 
MONARCH SANDBLAST HOSE in use for over 10 
years. 

The only double-line hose on the approved list 
of one of the largest users of Welding Hose in the 
country is Hewitt-Robins TWIN-WELD®. 

Facts like these prove why Hewitt-Robins In- 
dustrial Hose can help you build up hose sales . . . 
maintain and develop customer confidence . . . 
build a stronger reputation. That is why for al- 
most a century distributors have preferred Hewitt- 
Robins Industrial Hose—a complete line that in- 
cludes some 1,000 items—a quality line that’s 
right for you and your customers. Sound like a 
line you’d care to handle? Write for particulars. 


; INCORPORATED 


‘ CONNECTICUT 
Robins Engineers Division 





Hewitt Restfoam™ Division 
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Starrett 
FRICTION THIMBLE™ 
MICROMETERS 


AS ADVERTISED in The Saturday 
Evening Post, Popular Mechanics, 
Popular Science, American Machinist, 
Machinery, The Tool Engineer, Mill & 
Factory, Modern Machine Shop, Indus- 
trial Equipment News, Industry, and 
Motor Service 


@UNIFORM PRESSURE 


@UNIFORM READINGS 
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Hac improved friction stop mechanism 
built right into the thimble permits easy 


one-hand operation of the micrometer 

.. insures uniform contact pressure on 
every measurement. Friction Thimble puts 
the friction stop mechanism “right under 
your thumb” where it’s easy to reach, 
easy to use. You get the same sure accu- 
racy every time independent of “feel”. 
Friction Thimble is an ideal feature for 


“SATIN CHROME" 
MICROMETER No. 231-F 
With Friction Thimble 
Range 0-1" by .0001”, 
shown above. 
Friction Thimbles also avail- 
able on other sizesand styles. 


inspection and quality control applica- 
tions and for all precision work requiring 
consistent accuracy. Ask your Starrett 
Tools distributor to show you Starrett 
Micrometers with Friction Thimble... 
plus 12 other big Starrett features includ- 
ing Satin Chrome Finish, Tapered Frame, 
Hardened Threads ground from the 
solid and stabilized and Hi-Micro 
Mirror-Lapped Finish on contact faces. 
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THE L.S. STARRETT COMPANY: ATHOL, MASS., U.S.A. 
SINCE 1880 STOCK AND SELL THE COMPLETE LINE 


CISION INSTRUMENTS 
WORLD'S GREATEST TOOLMAKERS ERMC ar eT E SIRS ue 
ACKSAWS, BAND SAWS and BAND KNIVES 
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lock ‘em — 
and leave ‘em 


@ If your customer has a problem lifting, 
moving or containing bundles of bars, rods, 
or pipes—here’s your answer. Sell him 
some of the new AMERICAN Bundling Chains 
with automatic locks. They’re easy to hook 
up, and once they’re locked, they stay 
locked. Yet they unlock with a flip of the 
fork. Satisfied users tell us they have made 
possible real savings in handling costs. 

This new product is a door-opener for 
your salesmen. Write today for information 
on the Bundle Lock or the 1001 other items 
in the complete AMERICAN Chain line. 


(Patent Pending 
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AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





